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Name  three  places  where 
you  can  dine  like  a  kina, 
eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart's  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Happy 

Phin 


If  Florida  suits 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 


about  The  Happy 
Dolphin's  complete 
convention  facilities. 


Plantation 


Inn 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weather  tennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  qr  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties. 
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What  is  NIRA? 


The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 
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The  NIRA  President 
would  like  a  word  with  you 


about  employee  services 


Richard  M.  Brown,  CIRA 


Texas  Instruments,  Inc. 
1978-79  NIRA  President 


One  of  the  unfortunate  holdovers 
from  the  outdated  term  “employee 
recreation"  is  the  implication  that 
our  field  is  devoted  to  playful,  rather 
than  serious,  activities.  Of  course, 
sports  and  social  functions  are  im¬ 
portant.  Nearly  ail  employee  pro¬ 
grams  begin  with  picnics,  holiday 
gatherings  and  friendly  athletic 
competition.  These  activities  con¬ 
tinue  to  provide  a  common  ground 
on  which  employees  from  every 
level  of  the  organization  can  meet  in 


a  relaxed  and  congenial  atmo¬ 
sphere.  But  not  all  employees  have 
the  ability,  time  or  inclination  to  par¬ 
ticipate  in  these  activities. 

In  this  age  of  consumerism,  there¬ 
fore,  the  significant  benefits  of 
employee  services  have  become  in¬ 
creasingly  important,  as  well.  Em¬ 
ployee  services,  administered 
through  the  recreation  office,  offer  to 
management  a  relatively  inexpen¬ 
sive  and  virtually  unlimited  means  of 
supplementing  traditional  forms  of 
compensation.  They  help  employees 
stretch  their  pay  checks  in  real  and 
tangible  ways  that  negotiated  bene¬ 
fits  can  not  provide.  And,  they 
demonstrate  to  virtually  every  em¬ 
ployee  and  his/her  family  that  the 
organization  is  willing  to  go  out  of  its 
way  to  promote  employee  welfare. 

What  are  employee  services?  Es¬ 
sentially,  they  are  programs  that  ex¬ 
tend  the  "clout"  of  a  large  group  to 
individual  employees  by  virtue  of 
their  association  with  their  em¬ 
ployer.  A  wide  variety  of  services  is 
manageable  with  an  investment  of 
only  administrative  time — much  of  it 
at  a  clerical  level — and  a  minimal  al¬ 
lotment  of  existing  facilities.  Com¬ 
mon  employee  services  include: 

•  National  recreation  discounts 

•  Merchandise  buying  services 

•  Employee  stores 

•  Retirement  counseling 

•  Community  services  referrals 

•  Travel  assistance 


•  Educational  programs 

•  Carpool  matching  systems 

•  Libraries  and  music  rooms 

•  Equipment  lending  and  rental 

•  Stop  smoking  clinics 

•  First  aid  training 

•  Cooperative  blood  donation 

•  License  plate  distribution 

•  Check  cashing  and  notary  ser¬ 
vices 

Many  of  these  services  add  real 
value  to  employee's  pay  checks.  All 
of  them  save  employees  time  and  ef¬ 
fort.  They  constitute  the  friendliest 
kind  of  persuasion  to  keep  valuable 
employees  and  their  families  loyal  to 
the  company.  And,  they  demon¬ 
strate  a  personal  concern  above  and 
beyond  any  accepted  or  negotiated 
responsibility  an  employer  tradi¬ 
tionally  assumes. 

Employee  services,  in  short,  are 
significant  benefits  which  an  em¬ 
ployer  obviously  is  not  obligated  to 
provide.  While  they  are  usually  ad¬ 
ministered  by  the  "recreation"  di¬ 
rectors,  they  are  as  serious  as  salary 
increases  and  medical  benefits.  For 
any  employer  who  is  interested  in 
encouraging  a  direct  and  coopera¬ 
tive  relationship  between  labor  and 
management,  employee  services 
should  be  a  current  and  growing  part 
of  the  employee  program. 

L)  jjL 
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The  President  of  Battelle 
supports  employee  recreation 


WE  ARE  CONVINCED 
THAT  RECREATION 
MAKES  LIFE  HAPPIER 
AND  RICHER  FOR 
ALL  OF  US 


RECREATIONAL  activities  have  been  an  in¬ 
valuable  asset  of  Battelle  Memorial  Institute 
from  its  earliest  days.  The  work  of  a  research  and 
development  organization  such  as  Battelle  calls 
for  an  intense  and  demanding  creative  effort,  and 
our  staff  and  management,  from  the  outset,  have 
recognized  the  need  for  recreation  activities  for 
physical  fitness,  relaxation,  and  personal  expres¬ 
sion. 

"Staff  members  have  taken  the  initiative  in  es¬ 
tablishing' recreational  activities,  but  the  Institute 
has  consistently  lent  its  support,  recognizing  that 
the  facilities  and  administrative  services  it  pro¬ 
vides  are  a  valuable  investment  in  the  health  and 
happiness  of  staff  members  and  their  families. 

“In  an  organization  peopled  heavily  with  scien¬ 
tists  and  engineers  selected  for  their  creativity,  in¬ 
dividual  initiative  has  led  to  a  wide  range  of 
recreation  activities.  To  name  just  a  few,  these  in¬ 


clude  intramural  sports,  chess,  model  railroading, 
astronomy,  and  various  musical  groups.  Recrea¬ 
tional  activities  vary  from  one  Battelle  research 
center  to  another,  as  do  the  social  events,  but 
wherever  Battelle  people  are  —  in  the  United 
States  or  Europe  —  there  is  ample  opportunity  for 
recreation  for  staff  members  and  their  families.  It 
is  a  tradition  that  developed  in  our  original  labo¬ 
ratories  in  Columbus,  and  one  that  we  have 
carefully  nurtured  at  each  new  facility  we  have  es¬ 
tablished  over  the  years. 

“We  believe  that  a  well  developed  program  of 
recreational  activities  enhances  the  creative  en¬ 
vironment  we  seek,  leads  to  better  working  rela¬ 
tionships,  and  stimulates  the  exchange  of  ideas 
—  a  particularly  important  element  in  inter¬ 
disciplinary  research.  But  much  more  important, 
we  are  convinced  that  recreation  makes  life  hap¬ 
pier  and  richer  for  all  of  us.” 


From  Top  Management  Speaks 


Check  the  publications  order  form  card  at  the  back  of  this  issue 


Sherwood  L.  Fawcett 

President 
Battelle  Memorial  Institute 
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Society  also  realizes  that  many 
people  who  have  never  had  cancer 
needrehahilitationtoo. 
Because  their  igno¬ 
rance  of  cancer  makes 
them  act  the  way  my 
boss  did. 

^  That’s  why  the  ACS 
has  local  Units  that 
help  Americans  under¬ 
stand  exactly  what 
cancer  means. 

$  May,  more  and 
more  people  know 
that  cancer  is  highly 
curable. 

Ignorance  about 
cancer  is  curable,  too. 
Just  ask  the  American 
Cancer  Society. 


My  boss  didn’t  understand 
that  cancer  can  be  cured,  that  I 
was  healthy  again.  j§j 
So  I  was  let  go. 

A  lot  of  people  | 
are  like  my  boss.  They  | 
think  that  everyone  J 
dies  of  cancer.  I  thought 1 
so,  too.  Until  the  Ameri¬ 
can  Cancer  Society  ■; , 
helped  me  return  to 
a  normal  life. 

They  have  service  Si 
and  rehabilitation 
programs,  like  Reach  | 
to  Recovery  the  Os¬ 
tomy  Rehabilitation 
program,  and  voice 
therapy  clinics. 

The  American  Cancer  ti 


STATE 

UNEMPLOYMENT 

COMPENSATION 


HOURS* 

9AM-  5PM  MON.  THRU  FRi 
{EXCEPT  HOLIDAYS! 


American  Cancer 
Society 


-THIS  SPACE  CONTRIBUTED  BY  THE  PUBIJSHER  AS  A  PUBLIC  SERVICE. 
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Relax,  Travel  Planners! 
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EUROPE  IS  STILL 
WITHIN  EASY  REACH  IN 


With  price-controlled,  non-inflation  packages  that  free 
you  from  unexpected  costs... from  Carefree /David, 
the  dependable  tour  operators  with  an  unsurpassed 
record  of  European  programs  since  1969! 


Largest  Tour  Operators  in  the  World  to  Las  Vegas! 


ALL  DEPARTURES  FROM  NEW  YORK  AND  INCLUDE:  Round- 
trip  Jet  Transportation,  Hotel  Accommodations,  Transfers, 
Hotel  /Airport  Taxes,  Baggage  Handling,  Bellmen  Tips,  and 
Many  Extras.  Rates  per  person,  double  occupancy. 


A  WEEK  IN  MONTE  CARLO ...  from  $624 

Featuring  7  nights  at  the  spectacular  new  Loews  Monte  Carlo. 
The  4-star  Beach  Plaza  Hotel  also  available.  Thursday  Depar¬ 
tures  via  World  Airways,  June  14-Oct.  18, 

2-WEEK  FLY  /HOTEL /CRUISE...  from  $799 

7  nights  in  Palma  de  Majorca  at  4-star  hotels  with  Continental 
breakfast  and  dinner  daily.  7-day  AMERIKANIS  cruise  to  Tunis, 
Malta,  Messina,  Naples,  Genoa,  Toulon.  Monday  departures  on 
wide-bodied  DC-IO’s,  June  11-Oct.  22, 

A  WEEK  IN  COSTA  DEL  SOL... from  $399 

Choice  of  3  first  class  hotels  for  7  nights . . .  Holiday  Inn.  Melia 
Torremolinos  or  Andalucia  Plaza.  From  May  5  to  Oct.  25. 

2  WEEKS  IN  SPAIN... from  $579 

4  nights  in  Madrid,  2  in  Seville,  7  in  Costa  Del  Sol.  Choice  of 
standard  and  superior  programs.  From  May  5  to  Oct.  5. 

A  WEEK  IN  ROME 

OR  ROME  /FLORENCE . . .  from  $529 

Standard  and  superior  programs.  7  nights  in  Rome  or  4  nights 
Rome,  7  nights  Florence.  Saturdays,  Apr.  21-Oct.  27,  via  World 
Airways. 

2  WEEKS  IN  ITALY... from  $719 

14  nights  Rome/Florence/Venice  on  standard  program; 
Rome/S'orrento/Florence/Lugano  (Switzerland)/Venice  on  Su¬ 
perior  Program.  Saturdays,  Apr.  21-Oct.  27  via  World  Airways, 


Ask  about  our  Special  Easter  Departure  to  Italy:  Apr.  12-22 


OTHER  GREAT  PROGRAMS  STILL  AVAILABLE  TO  ARUBA, 
BARBADOS,  NASSAU,  MIAMI,  HAWAII  AND  LAS  VEGAS 


ilarcfrcc 

^Ssaisir 

49  West  57th  St.  New  York,  N  Y.  10019 


For  Reservations 
Call  Collect 
(212)  826-8130 

800  223  9720 
if  busy  223-9722 

for  general  information 
and  brochures 
826-8100  or  800  numbers. 


David  Travels,  Inc. 

1175  N.E.  125  Street 
N.  Miami,  Fla.  33161 


For  Reservations, 

Call  Collect 

(305)  893-0500 

or  in  New  York  (212)  697-1430 

1-800-327-0196 

(except  212,  914  and  516  codes) 

800-223-0080 
(Northeast  only) 


IDEAS  CLINIC 


by 

Melvin  C.  Byers,  CIRA 
NIRA  Consultant 

QOur  1978  personnel  statistics  show  that  absen¬ 
teeism  has  increased.  The  personnel  director 
has  asked  several  of  us  from  different  areas  of  the  de¬ 
partment  to  come  up  with  new  ways  to  attack  the 
problem.  Our  input  will  go  into  his  report  to  the  vice 
president  of  human  resources. 

I  know  that  the  employees  appreciate  the  ac¬ 
tivities  we  have  (sports  leagues,  a  summer  picnic,  the 
Christmas  party  and  some  discounts);  but  there  must 
be  more  we  can  do. 

A  Reduced  productivity  due  to  absenteeism  may  be 
the  result  of  a  number  of  employee-employer  re¬ 
lations  problems.  We  have  noted  that  where  a  high  rate 
of  absenteeism  occurs,  the  employees  have  difficulty 
in  associating  themselves  with  the  company  and  its 
management.  This  is  primarily  a  communications  de¬ 
ficiency  on  the  part  of  a  management  that  relies  solely 
upon  first-level  supervisors  to  do  the  communicating. 
Unfortunately,  until  supervisors  are  made  aware  of 
the  role  they  should  take  in  this  regard  they  cannot  be 
expected  to  handle  the  assignment  satisfactorily. 
Supervisory  training  is  necessary  in  the  long  run  to 
combat  absenteeism.  The  activities  and  services  pro¬ 
gram  can  help  immediately,  however. 

Employee  organizations,  under  management 
guidance,  can  offer  a  means  of  communicating  with 
management  in  a  direct  and  non-threatening  manner. 
This  is  accomplished  by  departmentalizing  the  em¬ 
ployee  organization  and  having  top  management  and 
personnel  administrators  take  an  active  part  as  ad¬ 
visors  to  the  employee  organization  officers  or  board 
of  directors.  Through  monthly  meetings  of  elected 
employee  officers,  feelings  and  attitudes  about  the 
company  in  general  as  well  as  problems  in  specific 
areas  become  apparent,  even  though  the  essence  of 
the  business  conducted  is  off-hour  activities  and  ser¬ 
vices.  Such  sessions  provide  management  with  op¬ 
portunities  for  casual,  frank  communications.  Of 
course,  there  are  other  channels  for  person-to-person 
communications  within  the  work  place  which  should 


continued  on  following  page 


You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive,  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA — and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 

RICHARD  M.  BROWN,  CIRA 


President 
National  Industrial 
Recreation  Association 
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Ideas  Clinic  continued 


also  be  used,  but  we  feel  the  employee  organization 
has  a  decidedly  effective  use  in  this  regard. 

People  who  enjoy  their  jobs  seldom  are  absent 
from  the  work  place.  Obviously,  many  jobs  are  not 
intrinsically  enjoyable;  but  the  personal  relationships 
and  general  atmosphere  on  the  job  can  be  made  to 
compensate.  Discontent  arises  when  personal  recog¬ 
nition  and  freedom  to  communicate  are  missing. 
There  are  other  factors  such  as  domestic  problems, 
health,  and  outside  interests  that  affect  individual  at¬ 
tendance.  In  these  instances,  the  personnel  adminis¬ 
trator  or  employee  services  director  may  offer  consul¬ 
tation  and  advice  to  the  employee  as  to  what  steps  to 
take  to  correct  a  problem.  When  plant-wide  absen¬ 
teeism  is  up,  however,  the  problem  is  part  of  the 
employee-employer  relationship. 

The  development  of  an  in-plant  family  spirit  of 
cohesiveness  and  openness  must  be  initiated  and  sin¬ 
cerely  supported  by  top  management.  It  is  this  group, 
ultimately,  that  controls  the  thermostat  of  employee 
relations.  Financial  support  and  personal  participa¬ 
tion  in  the  activities  program  will  go  a  long  way  to¬ 
ward  communicating  management  concern  for  em¬ 
ployees. 

There  are  also  several  "conditioning  methods" 
which  can  help  alleviate  absenteeism,  and  they  too 
should  be  instigated.  One  company  we  know  pro¬ 
vides  awards  for  departments  and  employees  with 
regular  attendance  records.  Inexpensive  jackets  with 
your  company  logo  can  be  awarded  or  traveling 
plaques  can  be  presented  to  departments  with  the 
least  absenteeism.  Departments  receiving  the  award 
for  a  given  time  period  can  earn  the  special  additional 
privilege  of  offering  individual  prizes  to  employees. 

Another  method  of  combatting  absenteeism  in¬ 
volves  a  point  system  for  regular  attendance.  When 
points  are  accumulated,  they  may  entitle  employees 
to  select  gifts  from  a  catalog  provided  for  this  purpose. 
Recognition  of  outstanding  attendance  records  can  be 
incorporated  in  the  employee  service  awards  pro¬ 


gram.  Pride  in  good  attendance  can  be  encouraged  at 
an  all-company  awards  banquet  where  a  high  com¬ 
pany  official  comments  upon  the  good  attendance 
records  of  particular  employees. 

Special  absenteeism  campaigns  can  be  launched 
during  the  month  or  months  that  have  shown  the 
greatest  absenteeism.  Departments  with  the  best  at¬ 
tendance  records  can  be  given  a  coffee  and  donut 
reception  on  company  time  and  congratulated  by  the 
plant  manager  who  makes  it  a  point  to  be  present. 
Considerable  publicity  should  be  given  these  cam¬ 
paigns  and  events.  Personal  recognition  from  man¬ 
agement  in  letters,  personal  calls,  bulletin  board  an¬ 
nouncements  and  in-company  newspapers  all  have  a 
decided  effect  upon  the  employees.  When  manage¬ 
ment  shows  real  personal  interest  in  faithful  employ¬ 
ees,  their  pride  has  an  epidemic  effect  upon  even 
their  apparently  unconcerned  co-workers. 

Employee  services  of  all  kinds,  including  recrea¬ 
tional  activities,  the  safety  program,  the  credit  union, 
service  awards  programs,  the  United  Way  and  blood 
drives  all  support  a  sense  of  common  purpose  that 
encourages  employees  to  work  together.  Compensat¬ 
ing  for  the  boredom  of  various  jobs  and  involving 
employees  in  company  objectives  builds  a  cohesive 
work  force  that  cannot  be  obtained  in  any  other  man¬ 
ner.  Most  employees  want  to  be  considered  important 
contributors  to  their  company's  progress.  The  more 
that  management  indicates  an  appreciation  of  their 
efforts  and  interest  in  them  as  individuals,  the  fewer 
personnel  problems  arise. 

*  *  * 


The  "Ideas  Clinic"  comprises  exclusively  questions 
we  receive  from  our  members,  along  with  responses 
from  NIRA  Consultant  Mel  Byers,  CIRA.  For  assistance 
in  any  area  of  industrial  recreation,  write  or  call:  NIRA, 
20  N.  W acker  Dr.,  Suite  2020,  Chicago,  IL  60606  — 
312/346-7575.  HU 


key  notes 


Monthly  newsletter 

Programming  ideas  and  administration  principles  for  recreation  directors 

Another  NIRA  member  service 
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From  an  educational  session 
Region  VII  Conference  and  Exhibit 

Planned  purchasing 

A  sensible  approach  on  virtually  any  budget 


by  Joseph  A.  Smith,  CIRA 


Certain  elementary  considerations  should  direct  em¬ 
ployee  association  purchasing,  regardless  of  the  size 
of  your  organization  and  its  budget.  Large  groups  may 
have  more  leeway  as  far  as  time  is  concerned.  In  any 
situation,  however,  your  purchasing  decisions  should 
take  five  basic  elements  into  account: 

I.  Careful  planning  to  allow  for  adequate  lead  time 
in  making  purchasing  decisions 

II.  Attention  to  corporate  policy  that  specifies  your 
authority  in  several  critical  areas: 

A.  The  dollar  cost  that  determines  whether  a  unit 
of  equipment  is  minor  property  or  a  capital 
asset 

B.  The  minimum  number  of  requests  for  bids  that 
you  must  send  out  when  you  are  required  to  use 
the  bid  process 

C.  The  documentation  required  when  you  are  pur¬ 
chasing  from  a  single  source  supplier 

D.  The  maximum  number  of  dollars  that  you  may 
expend  in  a  single  petty  cash  transaction 
In  organizations  for  which  no  specific 
policies  exist  in  these  areas,  recreation  directors 
nevertheless  need  guidelines  to  assure  fair  and 
well-organized  operations. 

III.  Compilation  of  an  inventory  of  materials  and  ser¬ 
vices  your  program  will  require  in  the  coming 
year.  To  complete  this,  you  will  need: 

A.  Your  estimate  of  new  purchases,  based  on  the 
existing  and  contemplated  activities  for  the 
coming  year 

B.  A  review  of  the  existing  supplies  and  equip¬ 
ment 

C.  A  forecast  of  repair  and  replacement  require¬ 
ments 

IV.  Development  of  a  list  of  suppliers,  drawn  from : 

A.  Telephone  books  and  business  directories 

B.  The  Thomas  Register 


C.  Your  NIRA  Membership  Directory,  annual 
Buyers'  Guide,  Travel  Services  Directory  and 
advertising  in  Recreation  Management 
Magazine 

V.  Familiarity  with,  or  sound  advice  on,  legal  con¬ 
siderations  that  may  affect  your  purchases  and 
overall  expenses. 

*  *  * 

I.  CAREFUL  PLANNING 

When  planning  to  purchase  services  or  supplies, 
especially  for  a  large  group,  you  may  encounter  an  in¬ 
ability  on  the  part  of  vendors  to  support  you  on  short 
notice.  When  given  adequate  time,  a  vendor  is  usually 
able  to  fill  your  order,  within  a  ten  percent  tolerance,  at 
the  point  of  delivery.  Your  personal  experience  will 
fine-tune  your  knowledge  in  this  area.  If  you  have 
planned  well,  you  will  be  able  to  accommodate  some 
variance  from  your  expected  turnout. 

II.  CORPORATE  POLICY 

Will  a  projected  purchase  become  minor  property  or 
a  capital  asset?  Your  corporate  policy  will  usually  define 
each  in  terms  of  dollars.  For  example,  if  an  item  costs 
$200  or  less,  it  will  be  listed  as  minor  property  and  will 
not  require  a  depreciation  schedule.  As  far  as  cost  ac¬ 
counting  is  concerned,  the  item  is  expensed  at  time  of 
receipt.  Items  costing  in  excess  of  $200  would  fall  under 
a  depreciation  schedule  and  the  cost  would  be  gradually 
expensed  based  on  the  item's  normal  life.  In  the  event 
that  your  corporate  financial  advisor  is  not  able  to 
come  up  with  an  expected  life  span  for  an  item  you 
purchase,  it  is  possible  that  the  Internal  Revenue  Service 
may  be  able  to  advise  you  concerning  its  accepted  use¬ 
ful  life. 

How  many  invitations  to  bid  must  you  send  out 
when  contemplating  a  purchase  that  requires  bidding  by 
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THE  NIRA- SWANK 
FILM  PROGRAM 


USE  MOVIES: 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE ! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

•  Send  for  your  free  color  catalog  or  for  more  information. 
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more  than  one  vendor?  No  one  person  can  make  a  hard 
and  fast  rule  that  would  apply  to  all  purchases.  I  have 
heard  of  one  organization  that  required  a  minimum  of 
ten  vendors  be  invited  to  bid.  That  same  organization 
discovered  that  there  were  not  always  ten  vendors  in  its 
area  who  carried  items  it  needed.  Generally,  it  is  wise  to 
contact  at  least  three  vendors  for  competitive  bids. 

What  does  an  invitation  to  bid  look  like?  What  does 
it  include?  Many  form  suppliers  carry  standard  forms  that 
you  may  use  unless  your  corporate  policy  dictates 
otherwise.  Your  invitation  must  include  several  essen¬ 
tials:  what  do  you  intend  to  buy,  how  many  do  you 
need,  what  minimum  capacity  must  the  item(s)  have, 
how  and  when  do  you  require  delivery,  and  more. 

What  if  there  is  only  one  supplier  available?  In  such  a 
case,  a  "negotiated  bid"  is  used,  with  the  same  initial 
approach  as  in  competitive  bidding.  You  must  prepare  a 
specification  sheet  to  describe  what  you  wish  to  pur¬ 
chase.  However,  there  is  one  additional  item  of 
documentation  with  which  you  must  protect  yourself:  a 
justification  for  purchase  without  the  competitive  bid 
process. 

Say,  for  example,  that  your  group  prefers  one 
amusement  park  over  another.  Employees'  preference  is 
your  obvious  justification. 

Imagine,  on  the  other  hand,  that  your  slow-pitch 
softball  league  has  requested  that  a  certain  brand  of  ball 


be  purchased.  Now,  if  you  are  a  large  volume  customer, 
you  will  be  a  target  for  all  manufacturers  of  slow-pitch 
balls.  Each  will  want  your  order  and  each  will  contend 
that  h ijs  product  will  meet  your  needs  and  the  require¬ 
ments  of  the  Amateur  Softball  Association.  Of  course, 
you  will  rely  on  the  experience  of  your  players  in  making 
your  choice.  You  must  consider  the  justification  each 
time  you  reorder,  however,  since  some  of  the  manufac¬ 
turers  may  have  improved  their  products.  Beware  of 
complacence  that  can  keep  you  from  finding  the  best 
buy.  Continue  to  take  competitive  bids,  whenever  possi¬ 
ble,  to  encourage  suppliers  to  meet  your  standards  and 
to  assure  all  interested  parties  that  your  selection  process 
is  open  and  fair. 

Petty  cash  can  be  a  tender  subject  with  auditors.  This 
form  of  expenditure  is  usually  reserved  for  minor 
emergency  purchases  such  as  additional  postage  or  extra 
ice  to  cool  the  soft  drinks  at  a  picnic.  Most  organizations 
will  limit  the  petty  cash  fund  to  $25  or  $50  and  will 
further  stipulate  that  no  more  than  $25  may  be  spent 
with  any  one  vendor  on  any  given  calendar  day.  Be  sure 
that  you  use  petty  cash  vouchers  and  that  you  retain 
receipts  to  document  even  the  least  significant  purchases 
with  this  kind  of  fund. 


YOUR  INVENTORY 

The  inventory  of  your  purchasing  needs  should  have 
three  parts.  Your  first  step  should  be  to  make  a  list  of 
major  planned  events,  club  organizations  and  sports  ac¬ 
tivities.  Include  any  that  you  expect  to  add  in  the  im¬ 
mediate  future. 

Next,  list  after  each  of  the  above  activities  any 
supplies  and  equipment  that  are  on  hand,  along  with  the 
usable  condition  of  same.  Note  what  percentage  of 
supplies  or  equipment  you  ordinarily  expect  to  buy  or 
replace  each  year.  Add  to  this  the  list  of  new  items  you 
require.  This  step  is  very  important  in  establishing  your 
purchasing  operation.  If  you  are  organized  and  handle 
this  phase  with  professionalism,  vendors  will  make  your 
next  step  easier  for  you. 

IV.  SUPPLIERS  LIST 

The  fourth  step  is  to  develop  a  list  of  qualified 
suppliers.  How  do  you  do  this?  Simply  think  of  your 
important  personal  purchases  .  .  .  how  do  you  select 
major  household  items  or  choose  a  new  car,  boat,  motor 
home  or  camper?  You  look  in  the  yellow  pages  of  the 
telephone  book  and  make  up  a  list  of  places  to  call  and, 
possibly,  visit.  Similarly,  for  your  employee  program, 
build  a  file  of  local  telephone  books  and  area  business 
directories.  Another  excellent  source  of  names  and  ad¬ 
dresses  is  the  Thomas  Register.  Your  corporate  purchas¬ 
ing  department  probably  has  a  copy  in  its  library.  Other 
important  sources  of  suppliers  are  our  own  NIRA  publica¬ 
tions,  including  Recreation  Management  Magazine.  Ad¬ 
vertisers  place  their  messages  in  this  publication  specifi¬ 
cally  to  reach  employee  program  administrators.  Many 
advertisers  are  Associate  members  of  our  organization 
and  support  it  with  discounts  to  its  members. 
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V.  LEGAL  CONSIDERATIONS 

Many  laws  and  regulations  affect  the  way  in  which 
we  make  and  use  purchases  for  our  organizations.  Even 
if  you  have  some  expertise  in  safety,  taxes,  sanitation, 
security,  transportation  and  general  liability,  you  are 
well-advised  to  seek  expert  help  from  your  legal  depart¬ 
ment  when  questions  arise — before  you  make  an  in¬ 
vestment. 


*  *  * 

Sensible  purchasing  for  your  employee  program  is 
primarily  a  matter  of  common  sense.  If  you  follow  logi¬ 
cal  steps  in  a  consistent  and  thorough  manner,  you  will 
make  the  most  of  whatever  purchasing  power  is  avail¬ 
able  to  you. 


Joseph  A.  Smith,  CIRA  is  Recreation  Manager  for 
the  Puget  Sound  Naval  Shipyard.  He  has  had  long  ex¬ 
perience  in  the  Air  Force  and  as  a  civilian  in  both 
employee  services  and  purchasing. 


to  register  for  the 
38th  Annual  NIRA 
Conference 
and  Exhibit 


Complete  the  form,  page  18, 
and  return  it  with  payment 
to  NIRA  Headquarters 


profe/zioncil  /ervice/  directory 


V 

Kotz  C  Schneider 


LAND  AND  RECREATION  PLANNING  AND  DESIGN 


CIRCLE  READER  SERVICE  CARD  NO.  4 


ONE  MONY  PLAZA  •  SYRACUSE,  NEW  YORK  13202  •  315/475-4157 


V 


RM,  February,  1979 


13 


Time  out  for 
professional  education 

Pick  up  information  and  exchange  ideas 
at  the  1979  NIRA  Conference  and  Exhibit 


An  international  fair  of  program 
ideas  and  information  is  slated  for 
Rochester,  New  York,  May  17-22, 
1979.  It  is  the  38th  Annual  NIRA 
Conference  and  Exhibit,  to  be  head¬ 
quartered  at  the  Americana  Hotel, 
downtown  Rochester.  Fritz  J.  Mer- 
rell,  CIRA  (Olin  Corp.)  is  Conference 
Chairman. 

EDUCATION 

Professional  development  educa¬ 
tion  is  the  primary  purpose  of  the 
meeting.  Twenty-seven  hours  of 
educational  sessions  will  occupy 
delegates  during  the  greater  portion 
of  the  Conference.  The  program,  or¬ 
ganized  by  Stephen  Edgerton,  CIRA 
of  Xerox  Corp.,  has  been  designed  to 
include  a  period  during  every  session 
for  delegate  questions  and  d  iscussion 
with  the  many  expert  speakers  who 
are  committed  to  participate. 

More  specific  program  informa¬ 
tion  is  included  with  registration  ma¬ 
terials  to  be  mailed  in  early  March. 
Highlights  touch  upon  a  range  of 
important  topic  areas. 

Thursday,  May  1 7  will  be  devoted 
primarily  to  registration  and  orienta¬ 
tion  activities.  A  general  session  in 
the  afternoon  will  open  the  program. 

The  full  educational  program  will 
get  under  way  at  8:00  a.m.  Friday 
with  regional  breakfast  meetings. 
New  regional  directors  will  be 
elected  by  their  constituents  and  all 
delegates  will  have  the  opportunity 
to  discuss  local  and  internatinnal  As¬ 


sociation  questions  prior  to  the  An¬ 
nual  Meeting,  scheduled  for  later  in 
the  Conference. 

A  special  introductory  session  for 
new  members  and  first-time  dele¬ 
gates  will  follow  regional  rrneetings. 
The  NIRA  Executive  Director  and 
members  of  the  Board  of  Directors 
will  discuss  NIRA  services  with  the 
newcomers. 

Also  scheduled  for  the  Friday 
educational  program  are  sessions  on 
several  topics,  including: 

•  Making  a  presentation  to  man¬ 
agement 


•  Canadian  programs 

•  Employee  interest  surveys 

•  Community  relations  and  em¬ 
ployee  programs 

•  Gaining  staff  assistance 

The  Saturday  program  will  begin 
at  8:30  a.m.  with  a  tour  of  Eastman 
Kodak  recreation  facilities.  The 
Kodak  Park  program,  winner  of  the 
1977  NIRA/Citizens  Savings  Award, 
is  outstanding  among  employee 
programs,  internationally.  A  com¬ 
parable  tour  of  the  award-winning 
outdoor  recreation  facil ities  at  Xerox 
Corp.  will  follow  in  the  afternoon. 
Delegates  and  spouses  will  return  to 
Conference  headquarters  for  an  im¬ 
portant  session  on  physical  fitness 
and  stress  elimination  in  the  late  af¬ 
ternoon. 

Sunday,  too,  offers  a  full  day  of 
programming.  Among  the  topics  on 
the  Sunday  educational  schedule 
are: 


•  Measuring  program  participation 

•  Family  involvement  in  recreation 

•  Chemical  abuse  counseling 

•  Retirees'  programs  and  participa¬ 
tion 

Monday  will  offer  an  especially 
full  educational  line-up.  Just  some  of 
the  topics  on  tap  for  that  day  in¬ 
clude: 

•  Trends  in  women's  programming 

•  Employee  volunteerism 

•  Mexican  programs  and  philosophy 

•  Recreation  administration  careers 

•  Small-budget  fitness  programs 

•  New  employee  services  ideas 

•  Health  management  programs 

The  Conference  will  conclude  late 
on  Tuesday  morning.  1979-80 
NIRA  President  Kirt  T.  Compton, 
CIRA  (Eastman  Kodak)  will  preside 
over  the  final  general  educational 
session  and  Conference  wrap-up  at 
that  time.  Also  on  the  final  day, 
while  impressions  of  the  Conference 
are  still  vivid,  delegates  are  welcome 
to  participate  in  an  open  critique 
with  Conference  planners  and  the 
organizers  of  the  1980  event. 


THE  EXHIBIT 

The  NIRA  Exhibit  is  an  integral 
and  essential  part  of  each  year's  in¬ 
ternational  Conference.  Exhibitors 
represent  the  suppliers  of  products 
and  services  for  employee  programs. 
The  companies  they  represent  range 
from  sporting  goods  and  trophy 
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manufacturers  to  tour  operators,  fa¬ 
mous  amusement  attractions,  dis¬ 
count  purchasing  services  and  more. 
Many  of  them  offer  special  discounts 
and  other  program  assistance  to 
NIRA  member  companies.  They 
come  to  the  Conference  to  learn 
more  about  the  needs  of  employee 
programs  and  to  discuss  specific  ser¬ 
vices  with  NIRA  delegates. 

The  exhibit  hall  will  open  at  4:00 
p.m.  on  Friday,  May  18.  Exhibit  hall 
sessions  are  scheduled  to  alternate, 
and  not  conflict,  with  educational 
sessions.  The  hall  will  open  its  doors 
for  three  hours  on  Saturday  and  two 
and  one-half  hours  on  both  Sunday 
and  Monday.  Exhibitors  will  not  sell 
services  or  merchandise  at  the 
Exhibit,  but  will  be  interested  in  dis¬ 
cussing  the  specific  needs  of  NIRA 
members  for  follow-up  when  both 
delegates  and  exhibitors  return 
home  after  the  meeting. 

AWARDS 

NIRA  offers  the  only  international 
forum  for  the  recognition  of  out¬ 
standing  efforts  in  employee  recrea¬ 
tion,  fitness  and  services.  On  Satur¬ 
day,  May  19,  the  Association  will 
present  a  number  of  awards  for  pro¬ 
grams,  activities,  and  individuals  of 
exceptional  merit  in  the  field. 
Among  them  will  be  the  NIRA  Exec¬ 
utive  Award  for  the  "Employer  of  the 
Year"  who  exemplifies  the  best  in 
top  management  support  of  em¬ 
ployee  programs.  The  NIRA/ 
Eastwood  Award  (formerly  called 
the  Helms  and  NIRA/Citizens  Sav¬ 


ings  Award)  will  honor  as  many  as 
four  excellent  employee  programs. 
Certificates  of  Excellence  will  go  to 
exceptional  activities  within  pro¬ 
grams.  Publicity  and  information 
projects  will  be  honored  with  a  vari¬ 
ety  of  Promotional  Awards.  Individ¬ 
uals  who  have  made  outstanding 
contributions  to  NIRA  may  receive 
Distinguished  Service  Awards. 

NIRA  BUSINESS 

The  international  Conference  pro¬ 
vides  NIRA  members  with  the  only 
practical  occasion  during  which  to 
conduct  their  most  important  Asso¬ 
ciation  business.  Regional  meetings 
on  Friday,  May  18,  will  produce  new¬ 
ly  elected  regional  representatives  to 
the  Board  of  Directors.  They  will 
also  open  the  floor  for  the  introduc¬ 
tion  of  local  issues  and  questions 
that  may  be  discussed  at  the  Annual 
Meeting. 

The  Annual  Meeting,  slated  for 
Sunday,  May  20,  will  include  elec¬ 
tions  of  new  officers  for  the  Vice 
Presidencies  that  will  open  in  May. 
The  1979-80  President-Elect  will 
also  be  selected  by  NIRA  voters  at 
the  Meeting.  That  officer  will  join 
the  Board  immediately  and  take  of¬ 
fice  as  President  in  May  1980. 

Nomination  forms  will  be  sent 
all  eligible  NIRA  voters  in  March. 
Nominations  will  also  be  accepted 
from  the  floor  at  the  meeting. 

SPECIAL  EVENTS 

Sightseeing,  entertainment,  and 
recreation  have  a  place  in  the 
Rochester  Conference  and  Exhibit, 


too.  During  the  Thursday  registration 
period,  several  sports  tournaments 
will  treat  delegates,  exhibitors,  and 
spouses  to  some  of  the  competition 
and  fun  they  usually  help  program 
for  employee  groups.  Complete 
tournament  information  will  be  re¬ 
turned  to  those  who  register  for  the 
Conference  and  Exhibit. 

Thursday  afternoon  offers  a  spe¬ 
cial  reception  for  first-timers  at  the 
Conference.  The  informal  gathering 
will  give  newcomers  and  their 
spouses  a  chance  to  meet  one 
another  and  become  acquainted 
with  NIRA.  Later  that  evening,  the 
official  Conference  opening  will  in¬ 
clude  dinner  and  entertainment.  ; 

Sunday  afternoon  will  combine 
education  and  entertainment  with  a 
New  York  State  Wine  tasting  party  at 
the  Rochester  Museum  and  a  fas¬ 
cinating  star  show  at  the  Rochester 
Planetarium.  That  evening  will  be 
capped  with  a  buffet  dinner  at  the 
Sword  and  Sabre  Room  of  the 
Americana. 

The  President's  Ball,  on  Monday 
evening  will  be  the  social  highlight 
of  the  Conference.  The  dinner-dance 
will  honor  1978-79  NIRA  President 
Richard  Brown,  C1RA  and  his  suc¬ 
cessor,  Kirt  T.  Compton,  CIRA. 

Several  evenings  throughout  the 
Conference  will  be  open  for  dinner 
and  entertainment  on  the  town. 

continued 
on  following  page 

Below:  The  Americana 
Rochester,  downtown 
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THE  INCREDIBLE  LITTLE 

MONEY 

MAKER 

T.F.T 

Table  Tennis 
Ball  Dispenser 

•  Improved, 
Trouble-Free 
Operation 

•  Tempered  Glass 
Front 

•  Larger  Capacity: 
Holds  a  Gross 

•  250  Coin  Front 

•  Own  It  For  Only 
$37.50 

■T.F.T.  TABLE  TENNIS  BALL  DISPENSER  saves  time 
and  makes  money.  Liberates  valuable  employees 
for  other  duties.  Takes  over  ball-dispensing,  cash 
handling,  eliminates  daily  inventory,  record-keep¬ 
ing  and  other  costly,  nit-pickin’  details.  One  gross 
of  Table  Tennis  Balls  at  $17.80  per  gross, 
dispensed  at  250  each,  returns  a  profit  of  $18.20. 
Recover  almost  the  entire  purchase  price  in  two 
fillings.  Thereafter,  it's  clear  profit  all  the  way. 
T.F.T.  TABLE  TENNIS  BALL  DISPENSERS  have 
been  tested  in  use  for  many  years.  All  "bugs" 
eliminated.  No  risk  guarantee:  return  machine  for 
free  repair-pay  only  for  parts  and  shipping. 

For  immediate  shipment,  or  additional  information. 

T.F.  TWARDZIK  &  CO.,  INC. 

Dept.  RM  600  East  Center  Street 
Shenandoah,  PA  17976 


CIRCLE  READER  SERVICE  CARD  NO.  8 


Rochester  has  a  population  of 
300,000  within  its  city  limits  alone 
and  its  selection  of  evening  fun  spots 
is  varied  and  interesting.  Dinner  and 
entertainment  suggestions  will  be 
available. 

SPOUSES  PROGRAM 

Many  husbands  and  wives  of 
NIRA  delegates  will  be  interested  in 
the  regularly  scheduled  Conference 
program.  They  are  invited  to  attend 
any  or  all  of  those  events.  In  addi¬ 
tion,  a  spouses'  program  has  been 
designed  by  Patricia  Compton, 
Jeanine  DeCarlo  and  Patricia  Edger- 
ton,  all  wives  of  NIRA  members  and 
Rochester  residents. 

Spouses  will  have  their  own  hos¬ 
pitality  room  throughout  the  Confer¬ 
ence.  Coffee  and  rolls  will  be  served 
there  on  several  mornings  during  the 
Conference.  The  room  will  also  be 
open  for  relaxation  and  conversation 
throughout  the  Conference. 

On  Friday  morning,  spouses  will 
get  acquainted  with  one  another  and 
learn  about  attractions,  including 


Presenting 

Palm-Aire’s  triple  play. 

(For  Business  and  Pleasure) 


Play  Here.  Here.  Or  here. 


The  World  of  Palm-Aire 
(Pompano  Beach) 


Palm-Aire  Beach  Club 
Hotel  (Pompano  Beach) 


Palm-Aire 
at  Sarasota 


Choose  from  Palm-Aire’s  three  glamorous  sporting  resorts.  Play  at  The 
World  of  Palm-Aire  on  five  18-hole  golf  courses,  on  31  tennis  courts,  or  in  the 
world-famous  Spa.  Meet  at  our  completely  equipped  conference  center. 

Relax  at  the  Palm-Aire  Beach  Club  Hotel  on  the  Ocean  (and  still  enjoy  all  the 
great  facilities  at  the  nearby  World  of  Palm-Aire).  Or  take  in  the  rustic  scenery 
of  Palm-Aire  at  Sarasota,  with  tennis,  horseback  riding,  and  our  famous 
championship  golf  course. 


For  more  information,  call  Saul  Chato,  V.P.,  Resort  Sales  and  Marketing  at 
1-800-327-4960,  TOLL  FREE.  From  Canada  or  Florida,  call 
1-305-971-6000,  collect  or  write  the  World  of  Palm-Aire, 

Dept.  21551,  2501  Palm-Aire  Drive,  North,  Pompano 
Beach,  Florida  33060. 

FPA  Corporation:  Professionals  in  creative  living. 

1  6  CIRCLE  READER  SERVICE  CARD  NO.  9 


shopping  opportunities,  in  the 
Rochester  area.  They  will  travel  to¬ 
gether  to  the  world-famous  Corning 
Glass  Works  in  Corning,  New  York 
for  a  tour  and  lunch.  The  group  will 
enjoy  a  winery  tour  on  its  return  to 
the  Americana  for  the  exhibit  hall 
grand  opening  in  the  evening. 

On  Friday,  spouses  will  tour  facil¬ 
ities  with  the  delegates  and  take  a 
special  tour  of  the  quaint  Genessee 
Country  Village  for  the  remainder  of 
the  day. 

Sunday  morning  will  offer  spouses 
an  interesting  and  experimental  ses¬ 
sion  on  yoga,  followed  by  an  educa¬ 
tional  presentation  by  the  home  ex¬ 
tension  bureau  and  an  introduction 
to  backgammon,  one  of  the  most 
popular  board  games.  Spouses  will 
join  delegates  for  an  exhibit  hall  buf¬ 
fet  lunch,  and  the  Museum  and 
Planetarium  tours.  They  will  return 
to  the  Americana  for  the  evening's 
buffet  dinner. 

Monday's  spouses'  program  will 
open  with  a  tour  of  historical 
Rochester.  Included  will  be  the 
homes  of  photographic  pioneer 
George  Eastman  and  Susan  B.  An¬ 
thony,  the  famous  champion  of  wo¬ 
men's  rights.  Several  other  points  of 
cultural  interest  will  complete  the 
tour.  Spouses  will  also  want  to  at¬ 
tend  the  management  luncheon  on 
Monday  as  well  as  the  formal  Presi¬ 
dents'  Reception  and  Ball  that  eve¬ 
ning. 


What  to  pack 

The  general  atmosphere  at  the 
NIRA  Conference  and  Exhibit  is 
casual,  yet  businesslike.  Men  will 
want  to  pack  both  business  suits 
and  more  casual  attire.  Women 
will  want  a  selection  of  casual 
clothes,  including  comfortable 
walking  shoes,  and  dresses  or 
suits.  For  the  President's  Ball,  men 
will  be  most  comfortable  in  busi¬ 
ness  suits,  while  women  will  want 
to  wear  knee  length  evening  dres¬ 
ses  or  long  gowns.  Of  course,  par¬ 
ticipants  in  sports  tournaments 
will  need  appropriate  clothing. 
All-weather  coats  will  be  a  practi¬ 
cal  choice  for  outer  wear. 
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SWITCH  ON 

YOUR 

PROGRAM 


with  the  bright  ideas 
and  new  information  you  will  gain 
at  the  largest  and  most  comprehensive 
international  meeting  on  employee 
recreation,  fitness  and  services: 


National  Industrial  Recreation  Association 
38th  Annual  Conference  and  Exhibit 

Americana  Rochester,  downtown 
Rochester,  New  York 
May  1 7- 22,  1 979 


Complete  registration  form  on  reverse  page  and  return  to: 


NIRA  •  20  N.  Wacker  Drive  •  Suite  2020  •  Chicago,  IL  60606 

(312)  346-7575 
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Registration 

| 

The  38th  Annual  NIRA 
National  Conference  and  Exhibit 
Americana  of  Rochester 
Rochester,  New  York 
May  17  -  22, 1979 


Data 

Your  Name 

Title 

Common  First  Name 

Firm  Name 

Rusiness  Address 

City 

State 

ZiD 

Telephone 

Number  of  Employees 

Status:  CIRA 

CIRL  Q 

New  NIRA  Member 

(Since  June  1,  1978) 

Number  of  conferences  attended 

Estimated  Time  of  Arrival 

Names  of  others  in  your  party  for  whom  you  will  submit  forms 

(for  cross  reference) 

A  separate  form  must  be  submitted  for  each  person  in  your  party.  (Duplicate  if  necessary) 


Policies 

Include  your  check  made  payable  to  the  National  Industrial  Recreation  Association.  No  registration  accepted  without 
payment  in  advance.  Registration  can  be  accepted  in  Rochester  at  some  inconvenience  to  you. 

Mail  registration  and  checks  to:  NIRA,  20  N.  Wacker  Drive,  Chicago,  Illinois  60606. 

Cancellation  Policy  .  .  .  Full  registration  will  be  refunded  if  cancellation  notice  is  received  postmarked  no  later  than  May  2, 
1979.  After  this  date,  full  refund  cannot  be  guaranteed.  No  refunds  will  be  made  unless  request  is  filed  before  June  20,  1979. 
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•CUT  OUT  AND  RETURN  TO  NIRA - - - CUT  OUT  AND  RETURN  TO  NIRA 


We  are  proud  to  honor  the  best 
in  our  field  i  — - 


They  are  . . . 


WHO'S  WHO 


Business,  Industry 
and  Government 
Employee  Recreation 


Official  Directory  of 
Certified  Industrial  Recreation 
Administrators  and  Leaders 


NIRA 


\A/HO'S  WHO  in  Business ,  Industry  and 
Government  Employee  Recreation 
recognizes  the  finest  administrators  of 
employee  recreation  and  service  programs. 
The  men  and  women  listed  in  the  first  edi¬ 
tion  are  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's). 
They  have  met  strict  criteria  for  professional 
excellence  under  the  only  existing  certifica¬ 
tion  program  for  employee  recreation 
specialists. 

Who's  Who  .  . .  lists  every  CIRA  and  CIRL 
of  record  on  the  publication  date.  In 
biographical  sketches,  the  directory  outlines 


the  educational  and  professional  ac¬ 
complishments  which  distinguish  the  mem¬ 
bers  of  this  select  group. 

The  first  publication  of  its  kind,  Who's 
Who  ...  is  available  on  a  limited  basis  to 
NIRA  members,  interested  recreation  pro¬ 
fessionals,  educational  institutions  and  li¬ 
braries.  The  cost,  including  postage  and 
handling,  is  $7.50  per  copy. 

To  order  your  copy  of  Who's  Who  .  .  ., 
write  to  Patrick  Stinson  at  the  NIRA  office, 
20  N.  Wacker  Drive,  Suite  2020,  Chicago,  III. 
60606  —  Phone  (312)  346-7575. 
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Know  us 

by  the  companies 

lifA  {Lf'AAilg&fc  □  ONEIDA 

The  silver  cube.  Oursilversmiths'  mark  of  excellence 

wvw  ■VwW|l# 

Monsanto  , 


03  3m 


OWENS-UJNOiS 


& 


FUCK-RESDY 


CORPORATION 


{§)  MOTOROLA 


XEROX  #1% 


Rockwell 

International 


General  Mills 


ARMCO 

_  V 


STATE  FARM 


INSURANCE 


MCOOMttELL  DOUOl/U 


TIMKEN 


ilFGoodrich 


Nova 

Department 

Scotia 

wgi 

of  Recreation 

CORNING 

CORNING  GLASS  WORKS 


rv 

[O’1! 


Kodak 


lFo(P@etf®ao®  ^ 

LDCKHErn 


Michigan  Bell 

Olm 


CONTROL  DATA 
CORPORATION 


\  rniuira/ 

/rfi\ 


[Q 


GOODYEAR 

CATERPILLAR 


The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1 ,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 

why  the  Association  has  grown  steadily  in  _ 

value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits  Mflltifftli 
you  and  your  employees  might  be  missing.  HMHVII 

NIRA  is  ready  to  help.  Get  the  entire  story.  No  B 

obligation  —  just  information.  Write:  Director  K0CI"GCI 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575.  - 


HUGHES 


Quaker 


Texas  Instruments 


INCORPORATED 


National  Industrial 
Recreation  Association 
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DEFENSE  &  SPACE  SYSTEMS  GROUP 
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Babcock  &  Wilcox 

J]||l 

=j|p  Pitney  Bowes 
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THE  HARTFORD 
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First  International  Bancshanes,  Inc. 
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S'URRruum 

'RECOVERY 

CORPORRTIOD 


Honeywell  PARSONS 
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TELEPHONE 

RaybestosEN  Manhattan 

W  100  OAKVIEW  DRIVE  TRUMBULL,  CONN.  06611 
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Chicago,  Illinois  606 JO 

r.  f.  | 
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COVER  STORY 

RESEARCH  REPORT 


Employee  Recreation: 

Why  aren't 

more  businesses  involved? 

by  George  Welton,  Ph.D.  and  Larry  Klein 


In  six  years  employee  recreation 
will  celebrate  its  centennial.  It  was 
in  1 883  that  George  Pullman,  of  the 
Pullman  Company  in  Chicago, 
began  promoting  plant  athletics 
(1:5).  This  marked  the  beginning. 
The  next  year  the  first  employee  li¬ 
brary  was  formed  at  the  Peacedale 
Manufacturing  Company(2).  The 
first  recreation  center  established  in 
an  industrial  setting  appeared  in 
1912(3:274).  Surviving  economic 
depression  and  stimulated  by  two 
World  Wars,  employee  recreation 
has  grown  to  the  point  where  over 
50,000  companies  spend  over  two 
billion  dollars  on  employee  recrea¬ 
tion  annually(3:1 2). 

During  the  latter  half  of  the  1 920's 
industrial  relations  experts  began  fo¬ 
cusing  upon  the  importance  of  the 
worker's  free  time.  In  1928  Cath- 
cart(4:91)  proposed  the  idea  that  the 
laborer  exchanges  labor  for  both  pay 
and  time. 

,  “The  latter  factor  is  of  equal  value 
in  determining  his  working  capaci¬ 
ties",  suggested  Cathcart.  "The 
manner  in  which  he  (the  laborer) 
utilizes,  and  the  conditions  under 
which  he  spends,  the  remaining 
hours  (of  the  day)  may  make  a  great 
difference  to  his  working  capacity  in 
the  factory."  Cathcart  concluded: 


"Always  remembering  that  over 
two-thirds  of  the  worker's  life  is 
spent  outside  the  factory  this  ques¬ 
tion  of  the  proportion  of  the  ways 
available  is  a  serious  one.  A  certain 
margin  for  expenditure  on  recreation 
is  necessary.  Recreation  is  as  essen¬ 
tial  as  sleep.  It  materially  assists  in 
combating  the  physical  and  mental 
fatigue  induced  by  industrial 
life"(4:97) 

Building  upon  the  ideas  of 
Cathcart  and  others,  one  of  the  first 
studies  on  the  relation  between  rec¬ 
reation  and  productivity  was  con¬ 
ducted  in  1932.  Studying  male 
workers  from  a  psychological  and 
physiological  standpoint,  it  was 
found  that  pleasurable  recreational 
experiences  can  increase  the  work¬ 
er's  production  rate(5:239).  A  con¬ 
clusion  of  this  research  suggested 
that  many  workers  were  uneducated 
as  to  good  recreation  habits,  which 
in  turn  limited  their  production  ca¬ 
pacity.  This  raised  the  intriguing  no¬ 
tion  that  different  types  of  recrea¬ 
tional  activities  may  have  different 
effects  on  productivity. 

Together  with  increased  produc¬ 
tivity,  industrial  recreation  has  been 
purported  to  reduce  employee  turn¬ 
over,  recruit  new  personnel,  hold 


employees  and  help  cement  rela¬ 
tions  between  management  and 
labor(6:520).  Calhoon  has  stated 
that  industrial  recreation  helps 
create  good  morale(7:494)  and  is  a 
means  by  which  to  develop  social 
relations(8:324).  Anderson(3)  has 
cited  industrial  recreation  contribu¬ 
tions  to  employees  which  included 
the  making  of  more  friends,  im¬ 
provement  of  health,  reduction  of 
fatigue  and  relief  from  boredom. 
Contributions  to  the  company  were 
employees'  improved  attitude  to¬ 
ward  the  company  and  their  in¬ 
creased  pride  and  interest  in  the 
company.  Similar  statements  about 
the  value  of  industrial  recreation  can 
be  seen  in  the  NIRA  publication, 
Top  Management  Speaks. 

Anderson(3)  reported  a  number  of 
interesting  studies  focusing  on  some 
of  these  values.  One  study  con¬ 
cluded  that  there  was  a  significant 
positive  relationship  between  em¬ 
ployee  desirability  and  active  recrea¬ 
tion  participation.  Another  study,  by 
the  National  Conference  Industrial 
Board,  which  surveyed  the  attitudes 
of  executives  from  264  companies, 
found  that  employee  recreation  con¬ 
tributed  most  significantly  to  im¬ 
proved  morale,  promoting  social  re¬ 
lationships,  and  improving  em- 
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ployee-employer  relations.  Wel- 
ton(9)  in  an  opinion  survey  involving 
members  of  the  National  Industrial 
Recreation  Association  found  that 
industrial  recreation  can  increase 
employee  morale,  help  create  a  de¬ 
sirable  place  to  work,  improve  em¬ 
ployee  relations;  but  that  it  probably 
has  little  effect  on  employee  turn¬ 
over  rates  and  productivity.  Experi¬ 
mental  research  by  Finney(IO)  found 
that  the  type  of  recreation  activity 
can  effect  levels  of  productivity  and 
that  those  who  participate  in  recrea¬ 
tional  activities  produce  at  a  more 
consistent  level.  Mel  Byers(ll), 
NIRA  Consultant,  was  recently 
asked  about  worker  productivity  and 
recreation.  His  insightful  response 
may  serve  as  a  summary: 

“Your  questions  concerning  in¬ 
dustrial  recreation's  effect  on  pro¬ 
ductivity  are  often  asked.  To  my 
knowledge,  there  have  not  been  any 
satisfactory  studies  based  upon  sig¬ 
nificant  control  groups  and  extended 
scientific  data.  The  cost  of  such 
studies  would  probably  prohibit  in¬ 


terested  companies  from  contribut¬ 
ing  funds  for  proof  of  the  obvious. 
We  do  know  that  each  of  the  objec¬ 
tives  for  providing  recreation  in  in¬ 
dustry  and  business  do  offer  ele¬ 
ments  of  major  benefits  for  both  em¬ 
ployee  and  employer.  The  objec¬ 
tives  seem  to  us  to  be  so  elementary 
that  to  justify  them  is  like  proving 
that  learning  the  alphabet  is  a  neces¬ 
sary  prerequisite  to  learning  how  to 
read." 

It  seems  that  everyone  involved 
with  employee  recreation  agrees 
that  there  are  many  worthwhile  and 
meaningful  benefits  to  be  derived.  If 
so,  why  is  it  that  more  businesses  are 
not  involved  in  providing  programs? 
The  answer  may  lie  in  understanding 
the  values  of  recreation. 

In  order  to  investigate  this  ques¬ 
tion,  it  was  hypothesized  that  the 
professional  training  and  education 
of  business  people  does  not  include 
the  values  of  recreation.  To  research 
this  question,  50  college  business 
adminstration  students  were  sur¬ 
veyed  to  determine  their  attitudes 


concerning  industrial  recreation.  As 
a  comparison  group,  50  college  stu¬ 
dents  majoring  in  recreation,  whose 
education  includes  the  values  of  rec¬ 
reation,  were  surveyed. 

Both  groups  were  asked  to  indi¬ 
cate  whether  they  strongly  agreed, 
agreed;  were  undecided;  disagreed, 
or  strongly  disagreed  with  each  of 
sixteen  statements  regarding  the  im¬ 
portance  of  employee  recreation. 
(See  inset.)  From  the  data  collected, 
it  was  evident  that  business  adminis¬ 
tration  students  were  not  knowl¬ 
edgeable  in  the  values  of  recreation. 
This  was  determined  by  the  fact  that 
for  every  statement,  at  least  fifty  per¬ 
cent  (50%)  of  them  were  undecided 
or  disagreed  as  to  the  benefits  of  in¬ 
dustrial  recreation.  On  the  other 
hand,  a  majority  of  the  comparison 
group  of  recreation  students,  on  all 
but  one  statement,  strongly  agreed 
or  agreed  that  there  were  benefits  to 
be  found  in  employee  recreation. 
Below  is  a  breakdown  of  several 
questions  comparing  the  responses 
of  the  business  and  recreation  stu- 


Larry  Klein  is  a  graduate  student  in  Leisure  Studies  at 
California  State  University,  Northridge  and  employed 
as  Director  of  Group  Activities  for  Big  Rock  Recreation 
Center  which  provides  facilities  for  industrial  picnics. 


George  Welton,  Ph.D.  is  an  Associate  Professor  of  Rec¬ 
reation  and  Leisure  Studies  at  California  State  Univer¬ 
sity,  Northridge. 
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Why  aren't  more  businesses  involved?  continued 
continued 


dents.  Data  appears  in  the  Sample 
Results  table. 

When  asked  to  respond  to  the 
statement  "Employee  recreation 
helps  to  improve  morale,"  fifty  per¬ 
cent  (50%)  of  the  business  students 


agreed  or  strongly  agreed  while 
(ninety  percent)  (90%)  of  the  recrea¬ 
tion  students  agreed  or  strongly 
agreed.  The  remaining  business  and 
recreation  students  were  undecided 
or  disagreed.  This  question  received 


a  more  positive  rating  among  busi¬ 
ness  students  than  any  other. 

Concerning  physical  fitness  as  an 
attribute  of  employee  recreation, 
sixty-eight  percent  (68%)  of  the 
business  students  were  undecided  or 
agreed  compared  to  eighty  percent 
(80%)  of  the  recreation  students 
who  strongly  agreed  or  agreed. 

The  highest  response  from  the  rec¬ 
reation  students  came  from  a  ques¬ 
tion  dealing  with  relief  from  boring 
work  tasks.  Ninety-four  percent 
(94%)  of  the  recreation  students  be¬ 
lieved  employee  recreation  pro¬ 
vided  relief  from  tedious  jobs,  while 
sixty  percent  (60%)  of  the  business 
students  were  undecided  or  dis¬ 
agreed. 

On  a  question  of  reduced  absen¬ 
teeism,  it  was  found  that  seventy 
percent  (70%)  of  the  business  stu¬ 
dents  agreed  or  were  undecided, 
while  seventy  percent  (70%)  of  the 
recreation  students  strongly  agreed 
or  agreed. 

Both  groups  appeared  unsure  as  to 
employee  recreation's  impact  on  re¬ 
ducing  turnover  rates.  Sixty-eight 
percent  (68%)  of  the  business  stu¬ 
dents  were  undecided  or  disagreed 
and  sixty-two  percent  (62  %)  of  the 
recreation  students  agreed  or  were 
undecided. 

When  the  results  of  all  questions 
were  added  together  and  the  groups 
were  compared,  it  was  found  that 
the  average  score  of  the  business 
students  was  47  and  recreation  stu¬ 
dents  was  61,  on  a  scale  range  of  0 
to  74.  This  represented  a  statistically 
significant  difference  in  scores.  The 
higher  the  score  the  more  positive 
the  rating. 

The  results  of  this  survey 
suggested  that  those  students  who 
have  been  exposed  to  the  concepts 
of  recreation  during  their  college 
training  may  develop  a  significantly 
more  positive  attitude  toward  em¬ 
ployee  recreation  than  those  not  ex¬ 
posed.  Further  analysis  indicated 
that  the  recreation  students  clearly 
saw  positive  benefits  in  employee 
recreation  and  the  business  students 
were  generally  undecided.  The 
business  students  seemed  to  lack  in¬ 
formation  upon  which  to  make  a  de¬ 
cision.  This  might  suggest  that  the 
expansion  of  industrial  recreation 
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might  begin  by  introducing  business 
students  to  the  values  of  recreation. 
If  these  future  business  executives 
can  enter  the  working  world  sub¬ 
scribing  to  the  principles  of  indus¬ 
trial  recreation  they  may  be  more  in¬ 
clined  to  support  such  programs. 

Until  now,  there  has  been  a  severe 
lack  of  current  information  on  the 
subject  at  the  college  level.  The  one 
text  illuminating  the  principles  and 
objectives  of  employee  recreation  is 
more  than  25  years  old.  A  new  col¬ 
lege  text,  soon  to  be  published  by 
the  National  Industrial  Recreation 
Research  and  Education  Foundation 
will  fill  this  void. 

But,  this  new  text  is  not  the  only 
answer.  Employee  recreation  profes¬ 
sionals  must  attempt  to  inform  and 


educate  future  business  executives 
any  way  they  can.  NIRA  president, 
Dick  Brown,  CIRA  in  a  recent  article 
in  Recreation  Management,  stressed 
the  need  to  justify  recreation  pro¬ 
grams.  Brown  (13:5)  concluded: 

"Management  has  a  legitimate 
interest  in  demanding  justification 
for  employee  recreation,  fitness  and 
service  programs.  It  is  up  to  us  to 
answer  that  demand  with  evidence 
that  not  only  assures  continued  sup¬ 
port  for  our  programs  but  also  wins 
increased  confidence  in  our  efforts." 

The  results  of  this  research  indi¬ 
cate  that  those  who  were  exposed  to 
the  subject  of  employee  recreation 
at  the  college  level  readily  see  its 
benefits. 
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Sample  Results 


Employee  recreation  center  helps  improve  morale 

STRONGLY  AGREE  AGREE 

UNDECIDED 

DISAGREE  STRONGLY  DISAGREE 

Business  Students  (N =50) 

8% 

42% 

30% 

20% 

0% 

Recreation  Students  (N  =  50) 

,  52% 

38% 

8% 

2% 

0% 

*  *  * 

Employee  recreation  programs  help  keep  the  employee  physically  fit 

STRONGLY  AGREE  AGREE 

UNDECIDED 

DISAGREE  STRONGLY  DISAGREE 

Business  Students  (N  =  50) 

16% 

32% 

36% 

16% 

0% 

Recreation  Students  (N  =  50) 

42% 

38% 

10% 

10% 

0% 

* 

Employee  recreation  provides  a 

*  * 

relief  from  boring  and  tedious  jobs 

STRONGLY  AGREE 

AGREE 

UNDECIDED 

DISAGREE  STRONGLY  DISAGREE 

Business  Students  (N=50) 

16% 

20% 

28% 

32% 

4% 

Recreation  Students  (N  =  50) 

75% 

24% 

4% 

2% 

0% 

Absentism  is  reduced  if 

*  *  * 

a  company  provides  a  wide  range  of  recreation  programs  for  the  employee 

STRONGLY  AGREE 

AGREE 

UNDECIDED 

DISAGREE  STRONGLY  DISAGREE 

Business  Students  (N  =  50) 

2% 

28% 

42% 

18% 

10% 

Recreation  Students  (N=50) 

22% 

48% 

26% 

4% 

0% 

* 

*  * 

Overall,  there  is  less  turnover  within  a  company  if  employee  recreation  programs  are  provided 


STRONGLY  AGREE 

AGREE 

UNDECIDED 

DISAGREE 

STRONGLY  DISAGREE 

Business  Students  (N  =  50) 

1 2  % 

18% 

36% 

32% 

0% 

Recreation  Students  (N  =  50) 

6% 

36% 

26% 

12% 

0% 
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The  Survey 

For  the  purposes  of  this  survey  "industrial  recreation"  referred  to  organized 
recreation  services  for  employees,  their  families,  and  friends  that  are  sponsored 
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ployee  recreation"  are  generally  considered  synonymous  terms  and  will  for 
this  questionnaire. 
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1 1 .  Personal  letter  from  Mel  Byers, 
June  1978. 

12.  Brown,  Richard  M.  "The  NIRA 
President  Would  Like  a  Word 
With  You",  Recreation  Man¬ 
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Indicate  Strongly  agree  (SA),  Agree  (A),  Undecided  (U),  Disagree  (D),  or 

Strongly  Disagree  (SD)  to  each  of  the  following  statements: 

1.  Employee  recreation  helps  improve  morale  in  a  company. 

2.  Better  employees  within  a  company  seem  to  be  involved  in  more  recrea¬ 
tional  activities. 

3.  Absenteeism  is  reduced  if  a  company  provides  a  wide  range  of  recreation 
programs. 

4.  As  an  employee  I'd  feel  better  about  my  job  and  company  if  a  good 
employee  recreation  program  were  available. 

5.  As  a  company  executive,  I'd  be  fairly  sure  that  employee  recreation 
improves  the  morale  of  the  worker. 

6.  After  we've  finished  a  basketball  game  with  the  bosses,  I  feel  I  can  com¬ 
municate  better  with  tliem  during  work. 

7.  Recreating  with  the  higher  ups  in  the  company  shows  me  their  human 
side. 

8.  Employee  recreation  provides  a  relief  from  boring  and  tedious  jobs. 

9.  Employee  recreation  programs  help  keep  the  employees  physically  fit. 

10.  Physically  fit  employees  are  more  efficient  and  produce  more. 

1 1 .  There  are  many  intangible  benefits  to  be  found  in  employee  recreation. 

12.  Worker  productivity  is  increased  if  recreation  programs  are  provided 
during  work  breaks  and  lunch  periods. 

13.  Overall,  there  is  less  turnover  within  a  company  if  employee  recreation 
programs  are  provided. 

14.  Company  sponsored  picnics  and  other  events  show  me  as  an  employee 
that  the  company  cares  about  me  and  my  family. 

1 5.  One  reason  the  company  provides  a  recreation  program  is  that  it  believes 
the  employees  will  be  more  productive  at  their  jobs. 

16.  Industrial  recreation  programs  promote  team  spirit  and  unity  within  the 

company.  pm 


The  American 
Economic  System 

We  should  oil  learn  more  about  it. 

A  special  booklet  has  been 
prepared  on  what  makes  our 
American  Economic  System  tick. 
It’s  fact-filled,  easy  reading  and 
free.  It’s  also  an  easy  way  for 
anyone  to  raise  their  E.Q..  For 
your  copy,  just  clip  the  coupon. 


n 


Booklets,  P.O.  Box  1887,  New  York,  N.Y.  10001 

_ Please  send  me  a  free  copy  of  the  booklet  about  our  economic  system. 

_ i  would  also  like  a  copy  of  the  survey  highlights. 


Name _ .Title _ 

Company _ i _ _ _ 

Address _ _ _ _ _ _ _ _ _ 

City  _ _ _ _  State_ _ __  Zip _ 

Note:  Booklets  in  quantity,  posters  and  other  materials  are  available  for  use  by  com¬ 
panies,  clubs,  etc.  For  information,  write:  The  Advertising  Council,  825  Third  Avenue, 
New  York,  New  York  10022. 


M 


/<T\ 

j|  V^/ 


A  public  service  message  of  This  Magazine  &  The  Advertising 
Council  &  the  US.  Deportment  of  Commerce 


26 


RM,  February,  1979 


Employee  programs 

They're  what  we  believe  in 

from  remarks  by  G.  H.  Williams/President,  DeVilbiss  Company 


G.  H.  Williams  is  an  active  participant  in  his  com¬ 
pany's  employee  program.  He  is  also  President  of  the 
company.  He  came  to  the  United  States  after  heading  the 
DeVilbiss  operation  in  Canada,  where  he  saw  an  em¬ 
ployee  program  in  action.  When  he  arrived  in  the  U.S., 
Williams  encouraged  the  same  kind  of  program,  under 
the  direction  of  Nancy  S.  Gansmiller. 

"He  has  been  terrific,"  said  Gansmiller  atthe  October 
1 978  Region  II  Conference  and  Exhibit.  "He  is  behind  the 
program  all  the  way.  And  he  shows  up  for  the  activities 
like  another  employee." 

At  the  Region  II  Conference  banquet,  Williams  told 
delegates  that  he  enjoys  employee  activities  on  their  own 
merits  but  he  supports  them,  as  company  president, 
because  they  help  him  get  the  job  done.  Williams'  long 
experience  as  a  manager  and  an  executive  has  convinced 
him  that  employees  who  understand  and  like  one  another 
work  well  together.  This  is  why  he  has  opened  the  door 
for  a  remarkable  number  of  new  employee  activities  and 
services  in  the  past  two  years.  The  list  of  "firsts"  for  his 
company  in  1977  and  1978  is  long: 

•  Cedar  Point  Day  at  the  nearby  theme  park  drew  1 25 
participants  in  1977  and  500  the  following  year.  The 
1978  event  included  free  picnic  lunches  provided  by 
Cedar  Point. 

•  A  golf  outing  initiated  in  1977  drew  140  partici¬ 
pants.  A  year  later,  participation  was  up  to  1 90.  Included 
in  the  outing  were  steak  dinners,  golf  cart  rental,  green 
fees,  golf  balls  and  other  services.  Employees  split  the 
cost  with  the  company. 

•  The  Spectrum  Club  discount  service  was  initiated 
(see  story,  page  28). 

•  Dinner/theatre  nights  were  offered. 

•  A  new  eight-page,  two-color  tabloid  newspaper 
began  publication  with  Gansmiller  as  Editor. 

•  Employees  can  now  purchase  a  variety  of  mer¬ 
chandise,  including  jackets,  sweatshirts,  golf  shirts,  golf 
and  ski  caps,  lighters,  knives  and  pens — all  bearing  the 
DeVilbiss  name. 

•  Retirees  were  brought  into  the  program  as  plant 
tour  guides.  Each  participant  received  a  DeVilbiss 
blazer. 

•  The  first  DeVilbiss  employee  Christmas  party  open 
to  both  hourly  and  salaried  employees  was  held  in  De¬ 
cember  1978. 


•  Several  service  award  dinners  throughout  the  year 
honored  outstanding  employees. 

•  The  company  sponsored  several  "career  days"  at 
which  representatives  of  the  nearby  University  of  Toledo 
came  to  the  company  to  advise  employees  and  provide 
registration  assistance  for  University  courses. 

•  New  safety  programs  were  initiated  through 
which  smoke  detectors  and  fire  extinguishers  were  of¬ 
fered  at  a  discount. 

•  Fifteen  new  communications  centers  sprang  up 
throughout  the  three  DeVilbiss  plants.  The  glass-en¬ 
closed  booths  offered  information  on  a  wide  range  of 
employee  activities  and  services  and  supplemented  the 
Company's  bulletin  board  system  and  new  cafeteria  dis¬ 
plays. 

•  A  management  development  library  opened,  of¬ 
fering  business-related  information  and  educational  pub¬ 
lications  for  employee  use. 

•  The  DeVilbiss  90th  anniversary  celebration  was 
capped  by  a  family  open  house  that  drew  5,000  em¬ 
ployees,  retirees  and  their  families. 

•  Free  tickets  to  local  hockey  and  baseball  games 
pleased  the  sports  fans  in  the  workforce. 

•  On  National  Secretaries'  Day,  DeVilbiss  thanked 
each  secretary  with  flowers. 

An  important  goal  of  the  program  that  Williams  so 
strongly  encourages  is  the  elimination  of  distinctions  be¬ 
tween  hourly  and  salaried  employees.  Participation  in 
the  new  program,  according  to  Gansmiller,  is  evenly 
divided  between  the  two  groups.  In  fact,  coordinators  at 
Cedar  Point,  told  Gansmiller  that  DeVilbiss  was  the  only 
group  that  opened  an  outing  at  the  park  to  both  groups 
simultaneously.  Usually,  the  park  is  asked  to  accommo¬ 
date  union  members  on  one  day  and  their  salaried  su¬ 
pervisors  on  another. 

Williams  enjoys  a  company  outing  at  least  as  much 
as  the  next  employee.  But  when  he  returns  to  the  plant,  it 
is  the  bottom  line  for  the  entire  operation  that  concerns 
him.  He  told  NIRA  Region  II  delegates  that  late  1978 
figures  convince  him  that  the  Toledo  operation  will 
double  the  sales  level  of  its  first  90  years  in  the  next  two. 
The  improved  company  spirit,  fostered  by  the  employee 
program,  he  said,  definitely  contributed  to  that  impres¬ 
sive  growth.  rm 
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From  an  educational  session  f 

1978  NIRA  Region  II  Conference  and  Exhibit 

How  to  develop 

an  employee  discount  program 


by  Nancy  S.  Gansmiller 


In  January  of  1977,  DeVilbiss 
Company  in  Toledo,  Ohio  decided 
to  develop  a  program  which  would 
provide  various  recreational  ac¬ 
tivities,  products,  and  services  at  a 
discount.  It  would  be  open  to  ail 
DeVilbiss  employees  and  retirees 
within  60  miles  of  Toledo,  since 
most  of  the  discounts  were  available 
in  the  Toledo  area.  And  discounts  for 
such  national  attractions  as  the  Dis¬ 
ney  properties  and  Sea  World, 
would  be  forwarded  as  separate 
packages  to  our  outlying  branches. 

The  purpose  of  pur  program  was 
threefold: 

1)  To  improve  employee  morale 

2)  To  develop  a  feeling  of  unity 
within  the  company 

3)  To  improve  our  corporate 
image  as  a  company  which  re¬ 
ally  cares  about  its  employees 

Our  experience  may  be  helpful  to 
other  companies  that  need  a  low 
cost  service  that  returns  large  and 
visible  benefits  to  employees. 

Naming  your  program  is  impor¬ 
tant.  We  call  ours  the  Spectrum  Club 
for  three  reasons.  First,  the  word 
spectrum  is  an  Anagram  for  our 
major  products:  Spray  Painting 
Equipment  (SPE),  Compressors  (C), 
Trallfa  Robot  (TR),  Ultrasonic 
Nebulizers  (U),  and  Medical  Prod¬ 
ucts  (M)  .  .  .  SPECTRUM.  Secondly, 
the  program  itself  is  a  wide  array  of 
activities,  products  and  services 
which  can  be  obtained  at  a  discount. 
And  thirdly,  the  word  "club"  con¬ 
notes  "exclusive,"  and  it  really  is  a 


Nancy  Gansmiller  is  Employee  Rela¬ 
tions  Coordinator  for  The  DeVilbiss 
Company,  Toledo.  She  is  Secretary 
of  the  Toledo  Industrial  Recreation 
and  Employees  Service  Council 
(TIRES)  and  was  Program  Coor¬ 
dinator  for  the  1 978  NIRA  Region  II 
Conference  and  Exhibit. 


program  exclusively  for  employees. 

Once  you  have  decided  what 
your  program  includes,  what  its  pur¬ 
pose  is,  and  what  you  will  call  it,  the 
next  and  most  critical  step  is  to  im¬ 
plement  it. 

MANAGEMENT  APPROVAL 

First  and  foremost,  get  manage¬ 
ment  approval  for  the  program  and 
get  company  leaders  involved  in 
planning  it.  Bring  them  to  your  local 
IRC  meeting  so  they,  too,  can  ap¬ 
preciate  not  only  what  offers  are 
available  but  also  what  other  com¬ 
panies  are  doing  for  their  employ¬ 
ees.  I  had  a  great  deal  of  support 
from  both  our  Director  of  Employee 
Relations  and  our  President.  Once 
you  have  that,  all  the  other  steps  are 
much  easier. 

THE  BUDGET 

This  brings  us  to  the  second  step: 
the  budget.  Estimate  as  closely  as 
you  can  the  initial  cost  of  your  pro¬ 
gram,  but  recognize  that  between 
the  planning  stage  and  the  time 
when  the  program  is  released  you 
may  make  improvements  which 
could  increase  the  cost.  If  you  have 
management  support  and  can  justify 
the  additional  expenditures,  modest 
budget  increases  should  be  no  prob¬ 
lem. 

A  TIMETABLE 

Next,  set  up  a  timetable  and  stick 
to  it.  Make  it  realistic,  and  give  your¬ 
self  some  leeway  for  those  last- 
minute  things  which  always  seem  to 
come  up. 
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GETTING  DISCOUNTS 

The  next  step  is  the  most  ti  me-con- 
sumingand  is  what  I  call  "leg-work," 
or  more  accurately  "phonework." 
Find  out  what  activities,  products, 
and  services  your  employee  group 
can  receive  at  a  discount.  Start  by 
contacting  those  suppliers  who  have 
made  presentations  at  your  local 
IRC  meetings  or  who  work  with  other 
employee  groups  in  your  area  and 
build  from  there.  Try  to  obtain  dis¬ 
counts  on  a  variety  of  products  and 
services  so  there  is  something  for 
everyone. 

After  contacting  merchants  by 
phone,  send  a  letter  of  confirmation 
and  a  contract  to  each  one  and  set  a 
deadline  to  have  the  contract  re¬ 
turned.  We  gave  participating 
suppliers  ah  opportunity  to  insert  an 
informative  flyer  in  our  first  release. 
As  you  contact  potential  discount 
suppliers,  remember  that,  through 
NIRA,  you  are  eligible  for  a  number 
of  national  discounts.  Send  these 
suppliers  a  contract,  too.  By  obtain¬ 
ing  contracts  from  all  discounters, 
you  will  have  a  written  record  of 
what  each  is  offering  so  that  you  can 
inform  the  employee  and  be  assured 
that  the  merchant  will  live  up  to  his 
promise. 

SETTING  PROCEDURES 

Next,  decide  on  the  format  and 
logo  for  your  employee  discount 
identification  card.  It  is  not  only  a 
prestigious  item  for  the  employee  to 
carry  in  his  wallet,  but  it  is  a  neces¬ 
sary  means  by  which  he  can  identify 
himself  to  receive  the  discounts. 
Type  in  the  employee's  name  and 
identification  number.  This  not  only 
personalizes  the  card  but  also  pro¬ 
vides  a  means  of  control.  Include  a 
line  for  employee's  signature  and 
another  for  a  company  official's  sig¬ 
nature.  Because  we  prepared  1,200 
cards,  we  had  the  Director  of  Em¬ 
ployee  Relations'  signature  printed 
on  each.  For  a  smaller  number  of 
cards,  you  may  want  to  have  an  offi¬ 
cer  sign  each  one  personally.  At  the 
bottom  of  each  card,  note  any  spe¬ 


cial  conditions,  such  as  when  it  be¬ 
comes  invalid.  Lastly,  include  your 
IRC  and  NIRA  logos  to  show  your 
affiliation  with  these  two  organiza¬ 
tions. 

While  the  ID  cards  are  being 
printed,  you  may  want  to  have  some 
pressure  sensitive  labels  made 
which  show  only  the  logo  of  your 
club.  We  feel  it  is  important  that  the 
employees  are  able  to  identify  any 
service  that  is  club-related.  In  our 
case,  the  employee  knows  that  any¬ 
thing  with  the  Spectrum  Club  logo 
on  it  or  anything  printed  on  yellow 
8V2  x  1 1  paper  represents  an  offer¬ 
ing  made  to  him/her  through  the 
Spectrum  Club. 

Next,  print  a  booklet  which  lists 
the  names,  addresses,  and  phone 
numbers  of  all  participating  mer¬ 
chants.  Divide  the  directory  into 
"recreational  activities"  and  "prod¬ 
ucts"  categories.  Send  a  copy  to  all 
listed  merchants  to  show  they  are 
included  in  the  program.  Do  not 
publicize  the  specific  discounts  that 
are  being  offered  because  you  may 
not  want  merchants  to  see  what  their 
competitors  are  offering.  We  chose 
to  print  a  separate  listing  for  em¬ 
ployee  use  only.  It  shows  each  dis¬ 
count,  tells  when  an  employee 
should  present  his  ID  card,  and 
notes  who  can  authorize  a  discount 
purchase. 


Lastly,  obtain  and  reproduce  a  let¬ 
ter  of  introduction  from  your  Direc¬ 
tor  of  Employee  Relations  to  explain 
the  program. 

RELEASING  THE  PROGRAM 

You  are  now  ready  to  release  your 
discount  program.  To  announce  the 
DeVilbiss  program,  we  sent  a  folder 
to  each  employee  and  retiree's 
home.  The  folder  contained  the  let¬ 
ter  of  introduction,  the  ID  card,  the 
booklet  listing  merchant  locations, 
the  listing  of  discounts,  flyers  an¬ 
nouncing  upcoming  events,  and  ad¬ 
ditional  flyers  merchants  asked  to  be 
inserted. 

How,  after  a  dramatic  announce¬ 
ment,  do  you  continue  your  dis¬ 
count  program?  You  must,  of  course, 
keep  looking  for  new  ideas  as  well 
as  "periodic  discounts" — those  for 
theatrical  shows,  special  offers,  and 
so  forth,  which  are  not  available 
year-round.  You  must  also  continue 
to  publicize  these  offerings  to  em¬ 
ployees. 

Our  major  medium  of  communi¬ 
cation  at  DeVilbiss  is  our  bulletin 
boards.  We  have  six  large  Spectrum 
Club  boards  placed  strategically 
throughout  our  buildings.  We 
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YOUR  BEST  EMPLOYEE  COULD  BE  DYING  OFA  MISCONCEPTION 


One  out  of  six  of  your  employees  has  high  blood  pressure.  Anyone  from  the 
mail  boy  on  up  to  the  chairman.  Some  of  them  might  even  realize  it.  But  might 
not  realize  that  high  blood  pressure  can  only  be  normalized  if  they  stay  on  daily 
medication. 

They  might  even  be  under  the  dangerous  misconception  that  hypertension 
(the  fancy  name  for  high  blood  pressure)  only  occurs  under  stress  situations.  It 
doesn’t. 

For  literature  about  these  and  other  high  blood  pressure  misconceptions,  how 
to  set  up  a  company  work  session,  or  obtain  a 
speaker,  write  to  Jerry  Wilson,  The  High  Blood 
Pressure  Information  Center,  120/80  National 
Institutes  of  Health,  Bethesda,  MD  20014. 

It’s  in  your  company’s  interest  to  do  so.  Because 
some  of  your  best  employees  may  have  hyperten¬ 
sion.  And  they  can’t  give  you  their  best  for  long,  if 
they’re  laboring  under  a  dangerous  misconception. 


NATIONAL 
HIGH  BLOOD  PRESSURE 
EDUCATION  PROGRAM 


A  Public  Service 
of  This  Magazine 
&  The  Adveriismy  Council 


HIGH  BLOOD  PRESSURE  EDUCATION  CAMPAIGN  BP-4-78 

BUSINESS  PRESS  AD  NO.  HBP-2957-78— 4  5/8”  x  5”  (110  Screen) 


Your  Business  can  be  one,  too. 


Red  Cross  needs  individual  volun¬ 
teers,  and  donors  of  blood  and 
money,  by  the  millions. 

But  we  need  even  more  help.  We 
need  the  solid  support  of  American 
Business.  And  we  never  needed  it 
more. 

If  your  business  is  already  helping, 
by  organizing  blood  drives,  and  by 
supporting  payroll  deductions— 
either  directly  for  the  Red  Cross,  or 
through  the  local  combined  fund 
drive— the  whole  community  owes 
you  thanks.  And  we  thank  you,  too. 

Last  year,  with  help  from  our  friends, 
we  offered  major  aid  at  over  30,000 


disasters— from  typhoons,  to  local 
(but  just  as  devastating) house  fires. 

We  were  able  to  help  the  elderly 
with  practical  programs,  we  helped 
veterans  by  the  hundreds  of 
thousands,  we  taught  people  by  the 
millions  to  swim  or  swim  better.  And 
that's  just  the  tip  of  the  iceberg. 

Think  of  America  without  The 
American  Red  Cross. 

And  you’ll  know  why  we  need  your 
business  as  a  Red  Cross  Volunteer.  In 
your  community.  And  all  across 
America.  Contact  your  local  Red 
Cross  Chapter  to  see  how  your  com¬ 
pany  can  become  a  volunteer. 


Red  Cross  is  counting  on  you. 


Discount  program 
continued 


change  them  once  each  week  as  of¬ 
fers  are  made.  It  is  important  to  keep 
such  boards  neat  and  appealing. 
One  person  should  be  responsible 
for  the  boards,  and  use  imagination 
when  designing  posters. 

Here,  again,  we  developed  policy 
for  the  DeVilbiss  program  which  you 
may  want  to  consider.  If  the  offer  in¬ 
volves  picking  up  tickets  or  special 
ID  cards,  we  always  have  a  notation 
on  the  poster  to  pick  them  up  in  the 
Employee  Relations  office  between 
3:00-4:00  p.m.  daily.  This  accom¬ 
modates  our  hourly  shift  change  and 
eliminates  constant  interruption 
throughout  the  working  day. 
Another  means  of  communication 
we  use  is  our  bi-monthly  employee 
newspaper,  DeViews.  Because  this 
is  mailed  to  each  employee  and  re¬ 
tiree's  home,  we  find  our  participa¬ 
tion  is  greater  when  activities  are 
publicized  in  the  newspaper. 

EVALUATION 

The  final  step  in  an  employee  dis¬ 
count  program  is  a  thorough  evalua¬ 
tion.  Keep  track  of  who  buys  tickets, 
who  picks  up  ID  cards,  and  how 
many  people  took  advantage  of  each 
offer.  If  participation  was  high — 
great!  Where  it  was  low,  you  may 
want  to  discontinue  a  particular  of¬ 
fering  or  increase  its  promotion.  As 
part  of  your  evaluation,  consider 
surveying  employees  six  months 
after  initial  program  release  to  gather 
their  reactions  and  suggestions. 

The  beauty  of  an  employee  dis¬ 
count  program  is  that  it  can  be  easily 
expanded  and  its  scope  is  virtually 
unlimited.  The  opportunities  are  out 
there;  you  just  have  to  find  them.  A 
discount  program  is  only  a  small  part 
of  the  recreation  and  services  pro¬ 
gram  you  can  provide  for  your  em¬ 
ployees.  It  is  the  kind  of  service  that 
can  give  a  new,  low-budget  program 
a  solid  and  highly  visible  start. 

You  may  say,  "That's  a  lot  of 
work."  It  is.  But  when  an  employee 
comes  up  to  you  and  says,  "Hey! 
You  just  saved  me  500  bucks  on  a 
new  car,"  it  makes  it  all  worthwhile. 

rni 
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Annual  Report  to  the  Members 

by  Patrick  B.  Stinson 
NIRA  Executive  Director 


^^embership  growth  was  NIRA's  primary  objec¬ 
tive  for  1978.  With  the  help  of  local  leaders  in  several 
areas  throughout  NIRA's  regions,  we  have  taken  sig¬ 
nificant  steps  in  that  direction. 

New  Industrial  Recreation  Councils  in  the 
Houston-Galveston,  Texas  area  and  in  northern  Califor¬ 
nia  have  extended  NIRA  benefits  at  the  local  level.  Con¬ 
ferences  in  Regions  II,  III,  and  VII  also  brought  informa¬ 
tion,  ideas  and  professional  contacts  to  groups  of 
neighboring  members.  Similar  conferences  are 
scheduled  for  1 979. 

An  international  conference  in  Nova  Scotia,  Canada 
also  advanced  employee  programs.  The  1978  Canadian 
Conference  on  Employee  Fitness  and  Recreation  em¬ 
phasized  the  Canadian  philosophy  of  government/ 
industry  cooperation  for  recreation  and  productivity. 
NIRA  leaders  from  Canada,  the  United  States  and 
Mexico  participated. 

The  Association's  1978  Conference  and  Exhibit  in 
Dallas,  Texas  struck  the  theme  that  concerns  employers 
everywhere:  productivity.  In  1979,  we  will  continue  to 
stress  the  value  of  employee  recreation,  fitness  and  ser¬ 
vices  in  encouraging  acceptable  levels  of  productivity. 

The  most  significant  single  project  to  support  this 
effort  in  the  long  run  will  be  the  1979  publication  of  a 


new  college  textbook  on  employee  recreation,  spon¬ 
sored  by  the  National  Industrial  Recreation  Research 
and  Education  Foundation  (NIRREF).  The  text,  now  in 
final  production  by  a  textbook  publisher,  is  the  first  new 
resource  of  its  kind  in  a  generation.  Its  introduction  to 
business  and  recreation  curriculums  will  help  open  our 
future  by  training  business  managers  in  the  application 
and  benefits  of  employee  programs. 

When  planning  for  growth  however,  we  recognize 
the  need  for  both  membership  expansion  and  a  solid 
financial  base.  For  this  reason,  the  NIRA  Board  of  Direc¬ 
tors  authorized  a  reallignment  of  staff  responsibilities. 
Administration  and  most  member  services  will  be  the 
responsibility  of  the  Executive  Director.  Promotional  ef¬ 
forts,  including  the  sale  of  advertising  and  exhibit 
booths,  will  be  handled  by  a  Marketing  Manager. 

Our  sights  in  the  new  year  will  remain  focused  on 
increased  membership.  It  is  the  primary  means  we  have 
of  reaching  the  tremendous  potential  of  the  Association 
to  promote  and  serve  employee  programs.  To  approach 
our  potential,  we  will  increase  public  awareness  by  pub¬ 
licizing  the  programs  that  progressive  employers  already 
sponsor  for  their  employees.  The  example  of  success  will 
remain  our  best  selling  tool. 


Separately 

bound 

Annual  Report 

In  1978,  NIRA  Secre¬ 
tary  Elizabeth  Burchard, 
CIRA  initiated  a  valuable 
new  member  service ;  the 
separately  bound  Annual 
Report.  The  1979  Report 
will  be  distributed  this 
May  at  the  NIRA  Confer¬ 
ence  and  Exhibit  in 
Rochester,  New  York. 
Copies  of  the  Report  will 
also  be  available  to  mem¬ 
bers  from  the  NIRA  office 
following  the  Conference. 
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MID-AMERICA  TOURS 


17042  Torrence  Avenue 
South  Holland,  I L  60473 
Chicago— 928-4500 
Illinois-800/942-9205 
I  nter-State— 800/323-8383 


QUALITY 

VACATIONS 

USA  and  CANADA 

Let  us  show  you  what 
personalized  service  really 
means! 

Escorted  air  and  motor- 
coach  tours  for  individual 
NIRA  members  or  exclu¬ 
sive  group  arrangements. 
FREE  tour  brochure.  Net 
wholesale  prices  to  NIRA 
members. 


CIRCLE  READER  SERVICE  CARD  NO.  10 
SUDE/SOUND  PRESENTATION  AVAILABLE  ON  REQUEST 
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Group  travel 

The  program  expander 

by  Al  Hauck,  CIRA 


Today's  trend  toward  more  liberal  vacation  plans  and 
earlier  retirement  presents  a  challenge  to  company 
recreation  administrators  to  answer  the  increasing  de¬ 
mand  for  unique  employee  recreational  activities. 

As  a  practical  consideration,  recreational  programs 
often  are  restricted  by  space,  facilities  and  budget.  This  is 
true  for  large  industrial  associations  as  well  as  small 
community  clubs.  To  the  recreation  administrator  who 
welcomes  new  ideas  and  wants  to  keep  his  program 
fresh  and  innovative,  keeping  pace  with  members'  needs 
becomes  a  problem  of  how  to  squeeze  one  more  activity 
into  already  crowded  facilities  and  schedules.  One  an¬ 
swer  to  this  problem  could  be  a  group  travel  program, 
which  can  be  added  without  taxing  existing  facilities  or 
budgets. 

The  concept  of  group  travel  takes  advantage  of 
promotional  air  fares,  special  hotel  rates,  reduced  ad¬ 
mission  fees  and  a  host  of  other  incentives  that  are  of¬ 
fered  to  groups.  The  simplest  form  of  group  travel  is  the 
excursion  to  a  sports  event,  or  a  night  at  the  theater. 
Essentially,  the  key  is  group  buying  power  and,  up  to  a 
point,  the  larger  the  group  the  more  savings  are  possible. 
There  are,  of  course,  limitations  on  the  size  of  the  group 
that  should  be  considered  for  any  one  activity.  This  will 
be  discussed  later. 

First,  let  me  acknowledge  that  group  tours  are  not 
ideal  for  every  employee  or  every  association.  There  are, 
as  with  any  activity,  pros  and  cons.  For  some  employees, 
a  group  tour  seems  too  regimented  and  too  restrictive. 
However,  for  the  majority,  group  tours  can  make  that 
long-dreamed  of  trip  to  London,  Spain  or  Hawaii,  an 
affordable  reality.  For  most  associations,  the  apprecia¬ 
tion  of  employees  makes  group  travel  a  worthwhile  of¬ 
fering. 

Once  your  association  decides  to  promote  group 
travel  for  its  members,  do  as  the  ads  say,  "see  your  travel 
agent".  If  you  are  new  to  group  travel,  consult  members 
of  your  local  Industrial  Recreation  Council  or  other  area 
employee  groups  for  recommendations.  Ideally,  you 
should  have  two  or  three  reputable  local  agents  to  con¬ 


sult.  They  are  the  experts  and  will  welcome  the  oppor¬ 
tunity  to  assist  you  in  planning  a  program.  The  use  of 
more  than  one  travel  agent  can  be  beneficial.  A  good 
travel  agent  can  put  together  almost  any  type  of  trip  you 
desire.  However,  each  agent  usually  has  special  exper¬ 
tise  in  certain  geographical  areas.  One  may  excel  in  trips 
to  the  Caribbean  Islands,  another  may  have  wide  experi¬ 
ence  in  European  tours,  or  be  particularly  successful 
with  sports-related  vacations.  Take  advantage  of  this  ex¬ 
pertise. 

QUALITY 

An  important  item  when  discussing  proposed  trips 
with  the  agent  is  quality.  If  your  program  is  going  to  be 
special  for  your  members,  it  should  not  be  composed  of 
bargain-basement  packages.  Too  many  people  have 
been  disappointed  with  trips  chosen  on  the  basis  of  price 
alone.  The  hotels  are  often  less  than  satisfactory  or  are  in 
poor  locations.  The  out-of-pocket  expenses — taxes,  ser¬ 
vice  charges  and  tips — may  be  higher  than  anticipated. 
A  few  more  dollars  paid  in  advance  can  make  the  trip 
more  enjoyable  and  more  economical  overall  when  the 
quality  is  built  in. 

Quality  does  not  necessarily  mean  a  high  priced  trip; 
nor  does  a  high  price  guarantee  a  quality  trip.  The  qual¬ 
ity  of  a  trip  is  not  based  entirely  on  monetary  consid¬ 
erations.  The  pace  of  the  itinerary  is  an  important  factor. 
There  should  be  times  during  the  trip  when  people  can 
pause  to  catch  their  breaths.  Visiting  twelve  cities  in 
fifteen  days  may  sound  like  a  bargain;  but  to  many 
people  it  would  be  too  hectic  a  pace.  A  similar  tour 
visiting  nine  cities  would  be  far  more  enjoyable.  The 
pace  would  be  slower,  include  fewer  one-night  stops 
and  offer  more  free  time. 

Once  you  have  determined  what  your  destination  is 
going  to  be,  the  agent  can  supply  you  with  more  detailed 
information  and  proposals.  In  our  own  evaluation  of  tour 
proposals,  several  items  are  considered  important  to  the 
quality  of  the  tour. 


32 


RM,  February,  1979 


Transportation 

Whether  you  are  travelling  via  charter  flights  or  regu¬ 
larly  scheduled  airlines,  it  is  important  to  have  the  best 
schedule  possible.  Long  periods  of  waiting  for  plane 
connections  can  be  tiring  and  irritating.  While  most 
people  want  to  get  started  early,  sometimes  a  later  depar¬ 
ture  will  get  the  group  to  the  destination  in  good  time 
with  fewer  delays  en  route.  Too  early  an  arrival  at  a 
destination  may  mean  that  the  hotel  will  not  be  ready  for 
check-in.  If  the  schedule  dictates  an  early  arrival,  some 
sightseeing  or  a  familiarization  meeting  should  be 
planned  during  the  wait  for  check-in. 

Hotels 

Ratings  for  hotels  can  be  confusing.  They  may  be 
listed  as  tourist  class,  first  class,  deluxe  first  class,  or 
one-star  through  five-star,  depending  on  the  country  and 
who  is  rating  them.  The  hotel(s)  selected  for  employee 
groups  should  be  of  high  category,  clean,  comfortable 
and  in  a  good  location.  For  one-stop  trips  to  resort  areas, 
deluxe  full-service  hotels  should  be  used.  The  difference 
in  price  for  the  better  class  hotels  is  often  nominal  and 
readily  appreciated  by  the  people  when  they  see  where 
the  bargain  trips  stay.  As  indicated  earlier,  the  number  of 
hotel  stops  on  an  extended  tour  should  be  as  few  as 
practical,  including  at  least  one  two-night  stop  every 
three  days. 

Meals 

Meals  should  only  be  included  when  required  by  the 
hotel  as  part  of  a  package  or  when  inclusion  will  expe¬ 
dite  the  itinerary.  Opening  free  meal  times  gives  travel¬ 
ers  an  opportunity  to  try  different  restaurants  and  takes 
some  of  the  regimentation  out  of  the  tour.  The  inclusion 
of  lunches  is  recommended  when  a  full  day  of  sight¬ 
seeing  is  scheduled.  This  allows  for  a  preplanned  stop  at 
a  restaurant  that  can  serve  the  group  with  a  minimum  of 
delay. 

Taxes,  service  charges,  gratuities 

Taxes  and  service  charges  should  be  included  in  the 
tour  price.  Gratuities  are  always  a  sticky  question.  They 
should  be  included  for  all  items  that  are  included  in  the 
itinerary  as  part  of  the  package;  for  example,  baggage 
handling,  included  meals,  bus  drivers. 

Sightseeing/free  days 

These  should  be  specified  in  the  itinerary  to  deter¬ 
mine  the  pace  of  the  trip.  On  extended  land  tours,  a 
good  share  of  the  sightseeing  is  done  en  route  to  the  next 
hotel.  When  a  two-  or  three-day  stop  is  scheduled,  any 
planned  city  sightseeing  should  be  done  the  first  day. 
This  gives  travelers  some  idea  of  what  they  may  want 
to  do  or  see  in  more  detail  on  their  free  days. 


Optional  items 

Optional  sightseeing,  dinner  shows  and  night  club 
tours  are  readily  available  at  most  major  vacation  desti¬ 
nations.  Some  are  quite  good;  others  are  less  desirable.  It 
is  not  recommended  that  a  package  include  a  lot  of  these 
special  side  tours.  It  is  better  to  give  the  group  the  infor¬ 
mation  about  these  options  and  let  individual  travelers 
chose  among  them.  The  agent  can  recommend  options 
that  will  be  most  popular. 

Discussion  of  optional  trips  should  be  held  at  a  group 
meeting  prior  to  the  trip  departure.  This  is  especially 
important  for  single  destination  trips  where  the  group  is 
on  its  own.  It  gives  employees  a  good  indication  of  how 
much  additional  money  might  be  needed  for  their  trip. 

At  least  two  "extras"  should  be  included  on  most 
trips:  a  welcoming  cocktail  party  and  a  farewell  dinner 
or  party.  For  single  destination  trips  the  welcoming 
cocktail  party  should  be  held  the  first  evening.  An  orien¬ 
tation  session  about  the  hotel  and  its  facilities  can  easily 
be  incorporated  into  this  get-together.  This  type  of  trip 
should  also  include  an  information  desk  where  the 
group  can  get  assistance  with  optional  sightseeing,  car 
rental  and  other  local  services.  A  farewell  dinner  or  party 
for  the  group  should  be  included  on  the  last  night 
whenever  practical.  This  also  brings  the  entire  group 
together  for  final  departure  instructions. 

Group  size 

As  indicated  earlier,  even  though  savings  are 
realized  by  larger  groups,  there  are  limitations  in  number 
that  should  be  considered.  Too  large  a  group  can  seri¬ 
ously  detract  from  the  quality  of  a  trip,  thus,  negating  any 
financial  benefits  that  may  be  realized. 

On  trips  such  as  cruises,  golf  and  tennis  trips,  or  even 
a  two-island  Hawaii  tour,  a  group  of  one  hundred  or 
more  can  be  handled  smoothly.  Such  trips  are  essentially 
"fun  in  the  sun"  packages  requiring  a  minimum  of  group 
transfers  and  few  scheduled  group  activities.  For  the 
tours  that  require  day-to-day  movement — a  Canadian 
Rockies  tour,  a  trip  to  the  British  Isles,  or  a  grand  tour  of  - 
Europe — one  bus  load  (35-45  people)  is  ideal.  A 
maximum  of  two  bus  loads  is  manageable.  Tours  of  this 
type  do  extensive  sightseeing  en  route  between  cities 
and  often  are  on  a  tight  schedule.  Some  of  the  overnight 
stops  are  in  smaller  cities  where  hotel  space  is  limited.  It 
is  not  a  good  idea  to  split  a  group  between  two  hotels, 
even  if  both  are  comparable.  Trying  to  move  a  group  of 
more  than  two  bus  loads  puts  a  severe  strain  on  the 
schedule,  requires  too  much  regimentation  and  often 
leads  to  unequal  treatment  for  some  group  members. 

In  the  event  that  response  for  a  tour  is  overwhelming, 
it  is  still  possible  to  accommodate  your  members  while 
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Group  travel  continued 


retaining  maximum  group  size.  There  are  two  ways  to  do 
this:  arrange  for  an  identical  trip  departing  three  days  to 
one  week  later,  or  divide  the  group  into  two  sections 
with  one  group  travelling  a  reversed  itinerary.  This  latter 
method  has  been  successfully  used  with  large  groups 
touring  Europe. 

Tour  length 

In  planning  a  program,  consideration  must  be  given 
to  your  members'  vacation  entitlement.  A  variety  of  trips 
should  be  offered  to  cover  those  with  minimum  vacation 
time,  as  well  as  those  with  more  vacation,  and  retired 
members. 

PLANNING  AND  PROMOTION 

A  good  program  requires  long-range  planning  and 
repetitive  promotion.  Our  program  is  announced  in  Sep¬ 
tember  for  the  following  year.  We  advertise  individual 
trips  again  if  response  is  below  the  required  minimum. 
Timely  advertising  is  important.  Members  tend  to  delay 
signing  up  for  trips  that  are  six  months  or  more  in  the 
future.  It  is  also  important  to  the  agents  and  your  pro¬ 
gram  to  have  people  sign  up  well  ahead  of  time.  As 
indicated,  there  will  usually  be  minimum  numbers  re¬ 
quired  to  take  advantage  of  group  rates.  If  the  response  is 
too  low,  even  after  repeated  advertising,  a  decision  must 
be  made  on  whether  to  cancel  the  trip  or  to  raise  the 
individual  price  and  go  (provided,  of  course,  that  those 
already  registered  agree  to  the  increase).  The  timing  of 
this  decision  must  allow  your  members  ample  opportun¬ 
ity  to  make  other  plans,  if  necessary,  and  let  the  agent 
avoid  any  cancellation  penalties. 

Methods  of  promotion  will  vary,  depending  upon 
what  is  most  appropriate  for  your  company  setting  and 
employee  membership.  The  company  newsletter  or 
other  internal  house  organ  is  usually  a  good  place  to 
start.  In  addition,  bulletin  boards  are  useful  for  display¬ 
ing  posters  for  the  full  year's  program  and  flyers  for  indi¬ 
vidual  trips.  Some  associations  use  an  every-member 
mailing  to  announce  their  programs. 

As  mentioned  earlier,  planning  is  a  long-range  pro¬ 
position.  The  following  is  a  year-long  schedule  which 
has  been  successful  for  us: 

February — Meet  with  agent(s)  to  discuss  possible  desti¬ 
nations. 

March- April — Give  agent(s)  list  of  trips  selected.  Re¬ 
ceive  and  review  firm  bids  for  those  trips. 

May — Select  actual  packages  that  will  be  offered. 
Finalize  any  modifications  of  the  original  bid. 

June — Review  and  approve  final  itinerary  for  the 
brochures. 

August — Brochures  due  from  the  agent(s). 

September — Announce  the  program. 

October- — Initial  sign-up  date  for  all  trips. 


While  October  may  seem  early  to  sign-up  for  trips 
scheduled  a  year  in  advance,  it  does  give  your  members 
a  chance  to  plan  ahead.  This  is  especially  important 
when  work  schedules  require  vacation  requests  to  be 
submitted  early  in  the  year.  Also,  the  early  sign-up  will 
give  you  the  lead  time  to  arrange  for  any  additional 
space  or  readvertising  that  may  be  necessary. 

The  cost  of  promoting  group  travel  for  your  member¬ 
ship  is  minimal.  The  agent  will  supply  all  informational 
materials — brochures,  printed  itineraries,  visa  applica¬ 
tions  and  so  forth.  Your  involvement  will  essentially  be 
the  time  required  to  plan  and  advertise  the  program, 
process  applications,  deposit  payments  and  coordinate 
an  orientation  meeting  for  each  trip. 

The  orientation  session  is  important  to  a  smooth  op- 
eratioh.  This  meeting  gives  the  members  of  your  travel 
group  a  chance  to  get  acquainted  and  affords  them  the 
opportunity  to  discuss  the  itinerary  and  have  questions 
answered  by  the  agent.  The  meeting  should  be  held 
three  or  four  weeks  prior  to  the  departure  date.  By  this 
time,  any  changes  in  airline  schedules  or  routing  should 
be  known  so  that  the  final  schedule  information  given  at 
the  meeting  will  be  valid. 

A  group  travel  program  can  be  a  valuable  addition  to 
your  association's  total  recreation  program.  It  offers 
something  for  all  of  your  members.  It  is  both  a  service 
and  aibenefit:  a  service  by  eliminating  shopping  for  va¬ 
cation  trips;  a  benefit  in  that  money  can  be  saved  without 
sacrificing  quality.  In  the  final  analysis,  that  service/ 
benefit  combination  is  one  of  the  principle  objectives  of 
a  recreation  program. 


Albert  Hauck,  CIRA  is  a  Recreation  Counselor  with 
the  Kodak  Park  Activities  Association  in  Rochester, 
New  York.  Of  his  thirty  years  with  Eastman  Kodak, 
Hauck  has  devoted  nineteen  to  the  KPAA,  the  past  ten 
in  the  travel  program.  He  earned  his  B.S.  in  personnel 
management  from  the  Rochester  Institute  of  Technol¬ 
ogy.  rm 
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TOURNAMENT  NEWS 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


Bridge  Tournament  Competition 

Results  of  the  1978  Bridge  competition  have  been  announced  by  Maxine  Kraft  Battel le  Memorial  Institute, 
this  year's  Tournament  Coordinator.  Individual  trophy  winners  and  the  organizations  who  sponsored  them  are  as  follows: 


Place 

Winner 

Score 

Organization 

1st 

Thomas  Stegall  &  Vernon  Burns 

71.9 

Control  Data  Corp. 

2nd 

Norm  Fischer  &  Ben  Gordon 

71.4 

Battelle  Memorial  Institute 

3rd 

Sylvia  &  Henri  Kulczycki 

68.2 

Dominion  Founderies  &  Steel 

Run  for  Fun  Program 

The  NIRA  Board  of  Directors  approved  a  new  Tournaments  and  Services  Program  at  its  January  1979  meeting. 
The  "Run  For  Fun"  Program  is  designed  so  that  employees  from  any  company  or  organization  in  NIRA  can  compete 
against  similar  groups  across  North  America.  The  program  will  also  re-enforce  !N  IRA's  commitment  to  physical  fitness 
in  industry.  Program  dates  will  be  September  1  through  October  15,  1979.  Competition  in  races  of  different  meter 
lengths  will  be  defined  by  appropriate  categories.  A  standard  Run  format  will  be  prepared  and  mailed  to  all  companies 
and  organizations.  Each  organization  will  then  hold  its  competition  and  mail  results  into  the  national  coordinator.  The 
NIRA  Board  anticipates  that  this  program  will  focus  attention  on  NIRA's  role  in  employee  fitness  as  well  as  offer 
NIRA-member  employees  a  chance  to  compete  against  each  other. 

1979  Tournaments  and  Services  Competition 

The  remainder  of  the  1979  Tournaments  and  Services  program  has  been  finalized  and  is  outlined  below  for 
each  director's  reference. 


Event 

Tentative  Dates 

Coordinator/Sponsor 

Photo  Contest 

Through  April  1 5 

George  Stark  (McDonald/Douglas) 

Rifle/Pistol  Competition 

Through  April  1 
November/December 

John  Grubar  (NRA) 

Bowling  Tournament 

Through  April  30 

Jack  Rinaldo  (Atwood  Vacuum) 

Postal  Golf  Competition 

May  Through  October 

Glenn  Westover  (Babcock  &  Wilcox) 

Trapshooting 

June 

Sandy  Wood  (Winchester  Western) 

Regional  Golf  Competition 

Regions  1,  II  &  VIII 
(To  Be  Announced) 

Louis  Mertens  (State  Department) 

Region  III 

August  25  &  26 

Sue  Siwicki  (Bankers  Life  &  Casualty) 

Region  IV 

September  1 5  &  1 6 

Chuck  Rost  (Motorola) 

Regions  VI  &  VII 

October  1 3  &  14 

Bill  Bruce  (Motorola) 

Run  For  Fun  Activity 

September  &  October 

Lou  Mertens  (State  Department) 

Bridge  Tournament 

September  &  October 

(To  Be  Announced) 

Fishing  Contest 

May  Through  December 

Gene  Miller  (Michigan  Bell) 
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Tournament  News  continued 


To  enter  each  event  the  following  format  should  be  utilized  by  an  activities  director.  Please  note  that  each 
activity  is  open  to  organization  employees,  retirees,  and  their  immediate  family  members. 

Event 

Procedure  To  Enter 

Photo  Contest 

Entry  blanks  can  be  made  available  to  perspective  participants  upon 
request  to  the  activities  director  or  they  can  be  given  to  the  local  Photo 
Club  director  for  distribution. 

Rifle/Pistol  Competition 

Entry  into  the  competition  should  be  made  by  the  activities  director 
after  a  determination  has  been  made  as  to  the  number  of  targets  that 
are  needed  according  to  contest  rules.  After  the  targets  have  been 
received,  tournament  firing  can  be  coordinated  by  an  assigned  in¬ 
dividual. 

Bowling  Tournament 

Competition  can  be  held  in  coordination  with  regular  bowling  league 
or  tournament  activities.  The  company  activities  director  must  relay 
the  information  to  the  league  directors,  compile  and  record  the  scores, 
and  return  them  to  the  tournament  coordinator. 

Postal  Golf  Competition 

Individual  entry  information  is  mailed  to  the  activities  director  in 
quantities  sufficient  for  organization  distribution.  The  activities  di¬ 
rector  makes  these  entry  forms  available  for  all  league  and  tournament 
activity.  The  individual  golfer  plays  the  round,  fills  in  the  required 
information,  and  returns  the  completed  form  to  his/her  activities  di¬ 
rector  for  mailing  to  the  national  coordinator. 

Trapshooting 

Entry  information  is  mailed  to  the  activities  director  who  assembles 
squads  and  entry  fees.  These  are  then  returned  to  NIRA  headquarters 
for  distribution  to  the  individual  trapshoot  locations.  Shooters  compete 
at  the  appointed  shooting  location  on  the  specified  day. 

Regional  Golf  Competition 

Entry  information  is  mailed  to  each  activity  director  by  each  regional 
director.  It  is  then  up  to  the  activities  director  to  formulate  teams  and 
mail  the  entry  information  back  to  the  regional  director.  All  remaining 
event  coordination  is  left  to  each  regional  director. 

Run  For  Fun  Activity 

Entry  information  is  mailed  to  activities  directors.  Each  activities  di¬ 
rector  can  then  organize  the  event  him/herself  or  delegate  it  to  the  Run 
Club  director.  Results  of  the  activity  are  returned  to  the  national  co¬ 
ordinator  for  competitive  scoring. 

Bridge  Tournament 

Each  activities  director  will  receive  Tournament  entry  information. 
This  should  be  given  to  the  bridge  club  director  who  can  organize  the 
event  and  compile  result  information  for  the  company  activities  di¬ 
rector.  The  activities  director  is  to  return  this  information  to  the  nation¬ 
al  coordinator. 

Fishing  Contest 

Sufficient  entry  information  literature  for  company  wide  distribution 
is  mailed  by  the  national  coordinator  to  the  company  activities  di¬ 
rector.  After  publicizing  the  availability  of  entry  information,  the 
activities  director  makes  certain  that  entry  forms  are  made  available 
for  distribution.  It  is  then  up  to  each  individual  competitor  to  return 
his/her  entry  to  the  national  coordinator. 

The  Tournaments  and  Services  format  is  designed  so  that  the  role  of  the  activities  director  is  primarily  one 
of  coordination.  Most  Tournament  and  Service  activity  is  the  responsibility  of  the  employee  club  director  or  the 
individual  participant.  The  most  important  role  of  the  company  activities  director  is  to  make  entry  information  avail¬ 
able  to  the  membership  and  to  encourage  entries  so  that  the  company  fully  utilizes  its  NIRA  membership. 

Additional  information  on  the  rules  of  competition  for  Tournament  and  Service  activities  will  be  provided 
in  the  next  issue  of  RM.  HU 
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FORT  LAUDERDALE,  FLORIDA 


MEET  YOUR 
NIRA  BOARD 


Stephen  W.  Edgerton,  CIRA  is  a  Junior  Direc¬ 
tor  from  NIRA.  Region  I.  He  will  serve  until 
May  1980. 

Edgerton  is  Manager  of  Employee  Rec¬ 
reation  for  Xerox  Corp.  in  Webster,  New 
York.  The  program  he  administers  has  won 
NIRA  Certificates  of  Excellence  in  1977  and 
1978.  He  has  attended  all  but  one  of  the 
NIRA  Conference  and  Exhibits  since  joining 
the  Association  in  1970,  and  was  Co- 
Chairman  for  the  Conference  Program  in 
1976.  That  experience  has  been  helpful  to  Edgerton  in  the  past 
year,  since  he  is  currently  serving  as  1979  Conference  Program 
Chairman. 


Enrique  Flores  Mora  is  a  Junior  Director  from 
NIRA's  international  Region  IX.  He  will  serve 
on  the  Board  until  May  1980. 

Mora  is  Recreation  Manager  for  Di- 
namica,  S.A.  in  Monterrey,  Mexico.  Like 
many  recreation  professionals,  his  formal 
training  is  in  an  entirely  different  field.  His 
degree  from  Politec  Institute  of  Mexico  City  is 
in  metalurgical  engineering.  He  has  been  ac¬ 
tive  for  many  years  in  statewide  amateur  ath¬ 
letics  including  football,  bowling,  tennis,  and 
karate.  He  is  a  technical  advisor  of  Instituto  Nacional  del  Deporte  de 
Mexico.  He  received  the  Youth  Service  Award  of  Sertoma  International 
in  1974. 


Jerre  Yoder  is  NIRA  Vice  President  of  Fi¬ 
nance.  He  is  Chief  of  Employee  Services  for 
the  Fort  Worth  Division  of  General  Dynam¬ 
ics  Corporation. 

Yoder  holds  a  degree  in  Accounting.  Be¬ 
tween  1968  and  1973,  he  worked  as  an  ac¬ 
countant  and  auditor  for  General  Dynamics. 
In  late  1973,  he  became  Manager  of  the  Divi¬ 
sion's  large  and  active  Recreation  Associa¬ 
tion.  In  April,  1976,  Yoder  was  promoted  to 
his  present  position  overseeing  recreation 
and  many  other  employee  benefits. 

Yoder  was  instrumental  in  organizing  the  thriving  Dallas/ Fort  Worth 
Metroplex  Recreation  Council  (MRC).  He  served  as  its  Vice  President 
of  Programs  in  1975  and  was  elected  Council  President  in  1976.  Also  in 
1 975-76,  Yoder  was  elected  NIRA  Junior  Director  from  Region  VI.  He 
served  as  1976-77  NIRA  Treasurer  and  was  elected  to  his  present 
position  last  May.  Pf!) 


Welt  cU 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 


CIRCLE  READER  SERVICE  CARD  NO.  11 

Your  Professional 
Reference  Library 

Cassette  tapes 
of  major 

educational  sessions, 

1978  NIRA 
Conference  &  Exhibit 

•  Six-session 
fitness  series 

•  Productivity 

•  Stress  elimination 

•  Legal  considerations 

•  Group  travel  options 

•  Retiree  programming 
. .  .and  more 

Tapes:  $7  each 

Tax,  postage,  handling,  inch 

Convention  Recording  Service 
1222  Greenbrier 
Denton,  TX  76201 
(817)  387-9102 
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NIRA  CALENDAR 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  thir;d  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  lanet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Elouston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme — (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida — (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-32;32,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 

*  *  * 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA — (714) 
871-3232,  ext.  2432. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
more  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346-7575. 
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Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 


NIRA's  “Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


Fa 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs, 
industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Now  Travel  Planners  Have  an  Unsurpassed  Choice ! 


2  GREAT  HOME  UNES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


i  dorIc 

25,300  tons 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


HIM 

•••  .  •  . . 

i . ■  ■  _ 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


.  •  'm* 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 

TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432:1414  Offices  in  Principal  Cities 
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Name  three  p  aces  where 
you  can  dine  like  a  kino, 
s  eep  like  a  baby,  work  nice 
a  Trojan  and  play  to 
your  nearft  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Happy 

pnin 

If  Florida  suits  " 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg,  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 


Plantation 
Inn 


about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weather  tennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  wantto  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success- 
mixes  the  perfect  combination  of  business 
pleasure  neatly  wrapped  up  into  one 
delightful  package. 


Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 
NorthPark  Inn  \  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  j  St.  Petersburg,  FL 33706 

(214)363-2431  j  (813)360-7011 


NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties , 
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McLean  Trucking  Company 
Winston-Salem,  North  Carolina 
FRANK  A.  DeLUCA,  CIRA 
Avco  Lycoming  Division 
Stratford,  Connecticut 
STEPHEN  W.  EDCERTON,  CIRA 
Xerox  Corporation 
Rochester,  New  York 
NELSON  ELLSWORTH 
Province  of  Nova  Scotia 
Halifax,  Nova  Scotia,  Canada 
CEORCE  CRICOR,  CIRA 
Kodak  Canada,  Ltd. 

Toronto,  Ontario,  Canada 
CHERYL  H.  IONES 
First  National  Bank  in  Dallas 
Dallas,  Texas 
RON  LEWIS.  CIRA 
Philip  Morris,  Inc. 

Richmond,  Virginia 
ENRIQUE  MALDONADO 
Accion  Social  Regiomontana 
Monterrey,  N.L.,  Mexico 
ROBERT  L.  McCRAY 
Coca-Cola  Bottling  Company 
San  Diego,  California 
LOUIS  R.  MERTENS.  CIRA 
Foreign  Affairs  Recreation  Association 
Washington,  D.C. 

EUCENE  MILLER.  CIRA 
Michigan  Bell  Telephone  Company 
Detroit,  Michigan 
ENRIQUE  FLORES  MORA 
Dinamica.  S.A. 

Monterrey,  N.L.,  Mexico 
BILL  O’KEEFE 
Falk  Corporation 
Milwaukee,  Wisconsin 
HOWARD  SHANKER 
Shanker  Industries,  Incorporated 
Cleveland,  Ohio 
SUSAN  SWICKI.  CIRA 
Bankers  Life  &  Casualty  Company 
Chicago,  Illinois 
PHYLLIS  SMITH,  CIRA 
Hughes  Aircraft  Company 
Fullerton,  California 
REEVES  E.  TEVIS 
El  Paso  Natural  Gas  Company 
El  Paso,  Texas 
JOHN  C.  TUTKO,  CIRA 
Headquarters,  U.S.  Air  Force 
Washington,  D  C. 

BERN  IE  WATTS 

Goodyear  Tire  &  Rubber  Company 
Akron,  Ohio 

RICHARD  WILSMAN,  CIRA 
Johnson  Wax 
Racine,  Wisconsin 


What  is  NIRA? 


The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 
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The  NIRA  President 
would  like  a  word  with  you 


about  practical  commitment 


Richard  M.  Brown,  CIRA 

Texas  Instruments,  Inc. 
1978-79  NIRA  President 


When  NIRA  was  founded,  nearly 
forty  years  ago,  it  depended  upon  its 
members  for  identity,  prestige  and 
strength.  Those  few  organizations 
that  we  recognize  today  as  the  pio¬ 
neers  of  employee  programs  estab¬ 
lished  NIRA  as  the  association  in  the 
field.  Those  organizations  are  still 
the  harbingers  of  the  future. 

But  as  NIRA  has  grown,  we  have 
become  a  more  diverse  group.  We 
now  include  an  increasing  propor¬ 
tion  of  program  directors  who  look 
to  those  early  leaders  for  advice. 
Many  of  these  newer  members  ad¬ 
minister  employee  programs  in 


addition  to  their  other  professional 
responsibilities.  Others  handle  ac¬ 
tivities  and  services  on  strictly  a  vol¬ 
unteer  basis.  These  members  turn  to 
us  for  ideas  and  information  that  will 
make  their  programs  possible,  viable 
and  successful. 

These  members  take  their  respon¬ 
sibilities  seriously.  Some  of  them  at¬ 
tend  NIRA  Conferences  at  their  own 
expense  because  they  believe 
strongly  in  what  they  are  doing  and 
the  help  we  can  provide.  For  them, 
the  ideals  of  professionalism  are  im¬ 
portant.  But  what  they  need  most 
immediately  is  assistance  on  a  very 
practical  level. 

Most  recreation  directors,  as 
clearly  as  we  can  determine,  must 
struggle  for  recognition  within  their 
own  organizations.  They  are  en¬ 
couraged  to  find  that  an  interna¬ 
tional  association,  which  includes 
the  top  professionals  in  the  field,  be¬ 
lieves  in  the  value  of  what  they  are 
doing.  But  on  a  day-to-day  basis, 
that  knowledge  is  little  more  than  a 
distant  inspiration.  What  matters  to 
them  is  developing  a  well-rounded 
program,  acquiring  new  employee 
services,  accumulating  information 
to  justify  management  support,  and 
administering  it  all  as  effectively  as 
possible  in  less  than  ideal  circum¬ 
stances. 

It  is  a  tall  order.  Recreation  direc¬ 
tors,  because  they  are  sometimes  the 
undefined  members  of  their  own  or¬ 
ganizations,  deserve  a  great  deal  of 
credit  for  perseverence.  We  must 


recognize  the  difficulties  they  face 
and  be  ready  to  provide  the  support 
that  justifies  their  support  of  NIRA, 
Our  responsibility  begins  with  a 
readiness  to  serve.  That  attitude  is  a 
combination  of  respect,  responsive¬ 
ness,  concern  and  commitment  as 
far  as  NIRA  and  its  individual  mem¬ 
bers  are  concerned: 

RESPECT  for  our  colleagues  who  are 
doing  a  fine  job,  sometimes  on  a 
comparative  shoestring  and  with  the 
help  almost  exclusively  of  volun¬ 
teers.  This  requires  awareness  of  the 
practical  limitations  they  face,  the 
dedication  it  takes  to  overcome 
them,  and  the  potential  they  hold  for 
greater  achievement. 

RESPONSIVENESS  to  members'  re¬ 
quests  for  assistance.  This  requires 
sensitivity  to  their  needs  and  the  per¬ 
sonal  attention  that  each  of  us,  in  his 
time,  hopes  to  receive. 

CONCERN  for  each  member's  de¬ 
velopment  as  a  program  director  and 
as  a  representative  of  NIRA.  This  re¬ 
quires  that  we  return  real  services  for 
the  dues  we  accept. 

COMMITMENT  to  NIRA,  demon¬ 
strated  by  the  respect,  response,  and 
concern  we  give  to  each  member 
and  in  the  service  each  of  us  con¬ 
tributes  to  the  collective  strength  of 
our  Association. 


RM,  March,  1979 


5 


NAMES  IN  THE  NEWS 


Ann  Wharton  Cuny 


The  Northern  California  Industrial 
Recreation  Council  (NCIRC)  has  an¬ 
nounced  the  appointment  of  Ann 
Wharton  Cuny  as  Director  of  the 
Council  Research  and  Education 
Foundation.  Cuny  serves  as  Chair¬ 
person  of  the  Leisure  Management 
Department  of  DeAnza  College  in 
Cupertino,  California.  The  NCIRC  is 
centered  in  Santa  Clara. 

As  Director,  Cuny  will  conduct  re¬ 
search  relating  to  the  correlation  be¬ 
tween  participation  in  employee 
recreation  programs  and  productiv¬ 
ity  on  the  job. 

The  Northern  California  Industrial 
Recreation  Council  was  formed  in 
1978  to  bring  together  individuals 
who  are  responsible  for  the  delivery 
of  leisure  and  recreation  services  for 
the  employees  of  their  companies. 
Its  growing  roster  includes  more 
than  45  employers  in  the  Santa  Clara 
area. 

General  Dynamics  has  an¬ 
nounced  several  personnel  changes 
in  its  various  recreation  clubs. 

jacquin  M.  Daoust,  CIRA  retired 
from  her  position  as  Recreation 
Coordinator  for  General  Dynamics, 
Pomona  Division.  She  had  devoted 
more  than  twenty-six  years  to  the 
Company. 


In  Texas,  C.  D.  Simonson  retired, 
effective  December  29,  1978  from 
service  as  Manager  of  the  General 
Dynamics  Recreation  Association  in 
Fort  Worth.  Simonson's  three-year 
term  as  Manager  included  the  time 
in  which  the  GDRA-Forth  Worth 
won  the  NIRA/Citizens  Savings  (now 
Eastwood)  Award  for  overall  excel¬ 
lence  in  programming. 


J.D.  Smith 


C.  D.  Simonson  has  been  fol¬ 
lowed  by  J.  D.  Smith,  CIRA,  who 
was  named  GDRA  Manager  on  De¬ 
cember  29,  1 978.  Smith  hojds  a  B.S. 
in  Recreation  Administration  from 
Texas  State  University.  I  He  had 
served  as  Operations  Coordinator 
for  GDRA  since  1 975.  He  is  familiar 
to  many  NIRA  members  as  the  Spe¬ 
cial  Events  Chairman  for  the  1978 
NIRA  Conference  and  Exhibit. 

Delegates  to  the  Dallas  Confer¬ 
ence  may  also  remember  then- 
student  John  Eubank.  He  has  since 
accepted  a  newly  created  position  of 
Administrative  Assistant  in  the  Gen¬ 
eral  Dynamics/Convair  Recreation 
Association  in  San  Diego,  California. 

Leroy  Hollins  has  moved  from 
Dallas  to  Denver  to  accept  a  new 
position.  Formerly  Texins  Adminis- 


Leroy  Hollins 


trator  for  the  Texins  Association  of 
Texas  Instruments,  Hollins  became 
Recreation  Director  for  Martin 
Marietta,  Denver  Division,  in  Feb¬ 
ruary  1979.  His  new  address  is: 
Martin  Marrietta,  Denver  Division 
P.O.  Box  179/Mail  #6320 
Denver,  CO  80201 

NIRA  Consultant  Melvin  C.  Byers, 
CIRA  accepted  the  Distinguished 
Citizenship  Award  of  the  Interna¬ 
tional  Institute  of  Greater  Toledo. 
The  Institute  fosters  cultural  pro¬ 
grams  among  members  of  its  interna¬ 
tional  community.  Byers  is  an 
editor  of  the  monthly  NIRA  ideas 
newsletter,  key  notes  and  authors 
the  regular  “Ideas  Clinic"  column  in 
RM. 

Pratt  &  Whitney  Aircraft  Club  in 
East  Hartford,  Connecticut  has  an¬ 
nounced  the  appointment  of  a  new 
Club  Manager.  He  is  Dennis  M.  Mul¬ 
len,  who  replaces  former  NIRA 
Board  member  Von  Conterno  in  the 
post.  Mullen  earned  a  B.S.  in 
Municipal  Recreation  from  the  Uni¬ 
versity  of  Massachusetts.  He  worked 
in  municipal  recreation  for  eight 
years  before  accepting  the  Pratt  & 
Whitney  position.  Conterno  is  now 
devoting  fulltime  to  a  family  busi¬ 
ness. 


6 


RM,  March,  1979 


Charles  Krutsch 


Hundreds  of  people  will  receive 
training  in  cardiopulmonary  resusci¬ 
tation  (CPR)  using  equipment  do¬ 
nated  in  the  name  of  Charles 
Krutsch.  A  NIRA  supporter  and  fit¬ 
ness  enthusiast,  Krutsch  was  General 
Staff  Supervisor  for  Michigan  Bell 
Telephone  Company  at  the  time  of 
his  death  in  April  1 977. 

“He  really  supported  recreation," 
said  NIRA  Director  Gene  Miller, 
CIRA,  who  worked  for  Krutsch,  “and 
he  always  supported  NIRA.  He  was 
very  big  on  fitness.  He  jogged  every 
day.  He  seemed  fit;  but  he  could 
never  slow  down.  He  was  very 
tense." 

Krutsch  was  returning  home  from 
an  early  morning  jog,  in  fact,  when 
he  collapsed  and  died,  apparently  in¬ 
stantly,  from  a  massive  heart  attack. 
He  was  44  years  old. 

Krutsch  was  missed  by  friends  at 
Michigan  Bell  and  Illinois  Bell  who 
had  enjoyed  'an  annual  inter¬ 
company  golf  classic,  organized  by 
Krutsch  and  Miller.  The  two  groups 
raised  memorial  funds  in  Krutsch's 
name  to  purchase  two  "Arrhythmia- 
Annie"  CPR  training  models.  The 
first  was  donated  to  William  Beau¬ 
mont  Hospital  in  Royal  Oak,  Michi¬ 
gan,  where  Krutsch  was  taken  when 
he  was  stricken.  It  will  be  used  to 
train  hospital  personnel.  The  second 
was  donated  to  the  Illinois  Heart 
Association  for  use  in  public  CPR 
training  programs.  I’M 


Without  your  help,  we  can’t  afford  to  win.  i 


Make  check  payable  to  U.S.  Olympic  Committee, 

P.0.  Box  1980-P,  Cathedral  Station,  Boston,  MA  02118 

Name 


Address 

City 


State 


A$ _  Please  send  me  the  symbol  of  support  checked  below.  I 

contribution  □  Stickpin  ($10)  □  Tote  Bag  ($25)  □  Desk  Spinner  I 

is  enclosed.  □  Pendant  ($25)  □  Visor  Cap  ($25)  ($50)  , 


Your  contribution  is  tax-deductible. 
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NEWS  IN  BRIEF 


'78  productivity  made 
slim  increase 

Worker  productivity  in  1978  rose 
only  0.4%,  the  slimmest  increase 
since  the  recession  year  of  1 974,  ac¬ 
cording  to  Labor  Department  statis¬ 
tics.  Productivity  is  measured  as 
output  per  hour  of  work.  When  its 
rate  of  increase  is  overshadowed  by 
the  increase  in  wages,  higher  pro¬ 
duction  costs  tend  to  force  higher 
product  prices  and  spur  inflation. 

The  President's  Council  of 
Economic  Advisors  listed  several 
reasons  for  the  dip  in  productivity 
gains.  The  ratio  of  capital  to  labor 
has  been  reduced  by  low  rates  of 
business  fixed  investment,  according 
to  the  Council.  Also,  an  increasing 
proportion  of  women  and  young 
workers  in  the  labor  force  may  have 
decreased  the  overall  experience 
level  of  employees,  and  thereby 
lowered  their  increase  in  overall 
productivity.  Finally,  the  Council 
added,  the  growth  of  regulations  has 
increased  uncertainty  and  lowered 
levels  of  investment  and  innovation 
that  used  to  characterize  U.S.  busi¬ 
ness. 


Top  management  image 
influences  morale 

Job  satisfaction  in  the  plant  is  in¬ 
fluenced-  by  the  image  thatitop  man¬ 
agement  projects,  according  to  a 
study  of  auto  workers.  Researcher 
Richard  Ruch  of  Kansas  State  Uni¬ 
versity  analyzed  interview  responses 
from  thousands  of  auto  workers.  The 
results  confirmed  an  earlier  under¬ 
standing  that  morale  is  affected  by 
workers'  perceptions  of  their  fore¬ 
men.  But  it  added  new  insight  to  the 
role  that  management  far ;  removed 
from  workers  can  exercise. 

Even  if  the  rank  and  file  do  not 
know  top  managers'  nam'es,  Ruch 
found,  the  level  of  concern  execu¬ 
tives  project  will  affect  job  satisfac¬ 
tion.  Workers  who  felt  that  top  man¬ 
agement  was  trying  to  ease  relations 
between  workers  and  foremen  and 
make  the  workplace  more;  pleasant 
were  generally  more  satisfied  with 
their  jobs  than  workers  who  per¬ 
ceived  less  concern  among  top 
managers. 

Ruch  plans  further  studies  to  de¬ 
termine  which  management  efforts 
are  most  effective  in  promoting  job 
satisfaction. 
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MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  IL  60473 
Chicago— 928-4500 
Illinois-800/942-9205 
I  nter- State— 800/323-8383 


QUALITY  j 
VACATIONS 

USA  and  CANADA 

Let  us  show  you  what 
personalized  service  really 
means! 

Escorted  air  and  motor- 
coach  tours  for  individual 
NIRA  members  or  exclu¬ 
sive  group  arrangements. 
FREE  tour  brochure.  Net 
wholesale  prices  to  NIRA 
members. 


CIRCLE  READER  SERVICE  CARD  NO.  9  « 

SLIDE/SOUND  PRESENTA  TION  A  VAILABL  E  ON  REQUEST  ♦ 

♦  ♦♦♦♦♦♦♦,♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦  ♦ 


Preventive  medicine 
on  the  job? 

Four  out  of  five  Americans  believe 
they  are  in  good  to  excellent  health, 
but  most  of  them  are  ignoring  signs 
to  the  contrary.  These  conclusions 
are  drawn  from  a  recent  poll  of 
1,517  adults  taken  by  Louis  Harris 
and  Associates  for  Pacific  Mutual. 

One  of  the  most  interesting  find¬ 
ings  of  the  survey  was  that  43%  of 
those  polled  would  like  to  have  ac¬ 
cess  to  an  employer-sponsored  pre¬ 
ventive  health  program;  28%  of  the 
total  sample  would  be  willing  to  pay 
for  such  a  benefit.  The  survey  found 
several  other  interesting  results: 

•  Sixty-two  percent  (62%)  of  the 
adult  population  is  overweight 

•  Sixty-seven  percent  (67%)  know 
they  have  bad  eating  habits,  but 
have  not  changed  them 

•  Thirty-seven  percent  (37%) 
smoke  tobacco;  55%  drink  al¬ 
coholic  beverages 

•  Thirty-four  (34%)  of  adults 
missed  at  least  three  days  of  work 
last  year  because  of  illness. 

•  Thirty-seven  percent  (37%)  of 
adults  say  they  exercise  regularly; 
but  60%  of  them  have  only  started 
within  the  last  two  years. 


Women's  hearts 
go  stronger  . . .  longer 

Women  retain  the  capacity  to 
exercise  vigorously  far  longer  than 
their  male  counterparts,  according 
to  a  recent  study  at  the  University  of 
Alabama.  Cardiologists  there  tested 
healthy  women  on  treadmills  to  de¬ 
termine  the  amount  of  exercise  they 
could  do  before  their  hearts  reached 
their  maximum  rates.  Results  show 
that  women's  capacity  to  exercise 
drops  only  about  two  percent  (2%) 
for  every  ten  years  of  age;  while 
men's  capacity  declines  ten  percent 
(10%)  for  the  same  time  span.  Thus, 
a  normal  60-year  old  man  can  be 
expected  to  have  only  60%  of  the 
capacity  he  had  as  a  20-year  old.  A 
woman  of  the  same  age  should  be 
able  to  handle  90%  of  the  exercise 
she  did  at  20. 
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"The  Other  Side  of  Life" 
available  to  NIRA  members 

At  the  37th  Annual  CIRA/CIRL 
meeting  in  Dallas  last  May,  mem¬ 
bers  of  NIRA's  certification  program 
viewed  a  nine-minute  sound/slide 
show  on  the  importance  of  recrea¬ 
tion  and  leisure  in  providing  a  bal¬ 
anced  way  of  life.  Produced  by  Walt 
Disney's  Magic  Kingdom  Club,  "The 
Other  Side  of  Life"  is  now  available 
on  loan,  free  of  charge,  in  standard 
videotape  format.  Send  requests  to: 

Bob  Baldwin 
Magic  Kingdom  Club 
P.O.  Box  4489 
Anaheim,  CA  92803 

A  limited  number  of  copies  is 
available.  Please  indicate  two  or 
three  dates  for  showing. 


What  was  that  number? 


Please  correct  a 
telephone  listing 
on  page  53  of 
the  "1979  NIRA 
Buyer's  Guide 
and  Services 
Directory" 
(December/ 
January  RM): 


MOR-LIFE  ENTERPRISES,  INC. 

Dakota  Northwestern  Bldg.,  Suite  510 
400  Broadway 
Bismarck,  ND  58501 
Phone  (800)  437-2075 

(701)  258-8200  in  ND 
James  R.  Stauffer 

Director,  Research  and  Development 
The  Mor-Life  system  addresses  the  four  factors  of 
good  health;  preventive  medicine,  nutrition,  phys¬ 
ical  fitness  and  human  energy  management.  It 
does  so  in  a  program  combining  medical  evalua¬ 
tion,  health  education,  exercise  planning  and  per¬ 
sonal  consultations.  Reduced  insurance  premium 
arrangement  available  to  those  who  practice  good 
health. 
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TOURNAMENT  NEWS 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


Winners:  NIRA/GOLF  DIGEST  Second  Annual  Open  Golf  Tournament 


FLIGHT 

COMPANY 

NAME 

GROSS 

SCORE 

HDCP 

NET 

SCORE 

COURSE 

RATED 

PAR 

+  0- 

Championship 

1.  Cummins  Engine 

Carl  Gossman 

72 

7 

65 

69.1 

-4.1 

(0-10  Hdcp.) 

2.  Salt  River  Proj. 

Lloyd  Gieck 

73 

9 

64 

67.1 

-3.1 

3.  Cummins  Engine 

Ray  Gehrt 

74 

7 

67 

69.1 

-2.1 

FIRST 

1 .  GM — Delco 

Bob  Sloan 

76 

14 

62 

70.2 

-8.2 

(11-15  Hdcp.) 

2.  Bethlehem  Steel 

Dennis  Tierney 

73 

13 

60 

67.0 

-7.0 

3.  Xerox 

John  Clapp 

80 

15 

65 

71.2 

-6.2 

SECOND 

1 .  Cummins  Engine 

William  Day 

77 

19 

58 

69.1 

-11.1 

(1 6-20  Hdcp.) 

2.  Xerox 

Warren  Van  Buskirk 

79 

16 

63 

71.2 

-8.2 

3.  "E"  Systems 

Everett  Lyons,  III 

83 

19 

64 

70.0 

-8.0 

THIRD 

1 .  Cummins  Engine 

John  Green 

84 

25 

59 

68.0 

-9.0 

(21-25  Hdcp.) 

2.  "E"  Systems 

Lee  Goff,  Jr. 

86 

22 

64 

70.0 

-6.0 

3.  Dept,  of  the  Army 

Bill  Kuhn,  Jr. 

85 

24 

61 

66.0 

-5.0 

FOURTH 

1 .  Cummins  Engine 

Marge  Henderson 

146 

92 

54 

66.0 

-12.0 

(26+  Hdcp.) 

2.  Cummins  Engine 

Betsy  Dahl 

188 

136 

54 

66.0 

-12.0 

3.  PSNS 

Chris  Fulton 

97 

43 

54 

64.0 

-10.0 

Prizes  for  each  flight:  First  prize:  A  complete  set  of  Spalding  Executive  Irons 

Second  prize:  A  complete  set  of  Spalding  Executive  Woods 

Third  prize:  One  dozen  Top-Flite  Golf  Balls,  and  a  copy  of  How  to  Become  a  Complete 
Golfer  by  Bob  Toski  and  Jim  Flick.  pm 
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COVER  STORY 


Trends  in  recreational  sports 


with  G.  Marvin  Shutt 
Executive  Director 
National  Sporting  Goods  Association 


Which  sports  will  be  most  popular 
with  employees  in  the  coming 
years?  Has  the  interest  in  tennis 
peaked?  Is  racquetball  just  a  passing 
craze?  And  what  about  the  running 
sports? 


RM  talked  with  G.  Marvin  Shutt, 
Executive  Director  of  the  Chicago- 
based  National  Sporting  Goods  As¬ 
sociation  recently  about  these  and 
other  questions  that  affect  planning 
for  employee  recreation  programs. 


RM:  Which  sports  are  the  fastest- 
growing  among  recreational  partic¬ 
ipants? 

SHUTT:  Bowling  is  making  a  come¬ 
back.  Tennis  is  still  on  the  rise.  So 
are  golf  and  skiing.  In  fact,  all  sports 
participation  is  increasing.  The 
biggest  two  right  now  are  racquet- 
ball  and  soccer. 

What  is  causing  this  general  in¬ 
crease  in  sports  participation? 

The  new  interest  in  physical  fitness  is 
the  basic  reason  for  all  this  growth. 
There  has  been  an  increase  in  all 
kinds  of  sports  as  a  result. 

What  sports  benefit  most  from  this 
increased  concern  with  fitness? 

Well,  jogging  and  running  are  grow¬ 
ing,  of  course.  So  is  walking.  In 
Europe,  they've  been  walking 
against  time  for  years.  It's  a  sport — 
not  just  a  stroll.  We  [the  U.S.]  have 
never  done  very  well  at  it.  People 
who  can't  jog  or  run  can  walk. 

What  other  influences  account  for 
this  increase  in  sports  for  recrea¬ 
tion? 

Women.  They're  participating  in 
practically  every  sport.  Here  in 
Chicago,  we  have  a  new  women's 
professional  basketball  team — and 
they're  good. 

Of  course,  under  Title  IX,  schools 
must  allot  proportionate  funds  to 
women's  sports.  The  men  complain 
that  it's  hurting  their  programs — and 


Racquetball  is  one  of  the  fastest-growing  sports.  Increased  interest  in  physi¬ 
cal  fitness  and  the  participation  of  women  accounts  for  growth  in  virtually 
all  recreational  sports. 
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it  is.  But  is  has  increased  women's 
participation.  And  this  increase  isn't 
just  in  the  schools.  It's  across  the 
board.  Racquetball,  for  instance,  is 
catching  on  with  a  lot  of  women. 

What  about  racquetball?  You  have 
said  it's  one  of  the  fastest  growing 
sports.  Is  it  just  a  craze? 

Oh  no.  It  isn't  just  a  passing  thing. 
Racquetball  is  becoming  more 
popular  all  the  time,  for  several  good 
reasons. 

First,  it's  easy  to  learn.  In  many 
sports  you  can't  enjoy  playing  unless 
you're  really  proficient.  It  seems  that 
everyone  can  enjoy  racquetball, 
even  if  they're  lousy  at  it. 

It  doesn't  take  a  lot  of  expensive 
equipment,  either.  All  you  really 
need  is  a  racquet.  Another  thing — 
and  this  is  important  for  your 
members — it  doesn't  take  much 
space  and  can  be  played  in  the  same 
facilities  you  use  for  handball.  Ten¬ 
nis  began  to  grow  because  it  takes 
less  space  than  some  other  sports — 
golf,  for  instance.  Racquetball  takes 
even  less  space  and  is  growing  for 
the  same  reasons  tennis  did.  Also, 
you  can  play  racquetball  with  only 
one  other  person,  or  even  by  your¬ 
self. 

How  does  racquetball  fit  into  a  fit¬ 
ness  program? 

It  fits  the  American  approach  to  fit¬ 
ness.  Americans  want  instant  every¬ 
thing.  Now  that  they  want  to  be  fit, 
they  want  it  immediately.  With  rac¬ 
quetball,  you  can  get  as  much  exer¬ 
cise  as  you  want  in  a  short  period  of 
time.  I'm  not  saying  that's  the  best 
way,  but  I  think  it  accounts  for  the 
growth  of  racquetball. 

Do  you  expect  racquetball  to  be¬ 
come  as  popular  as  tennis? 

It  certainly  could.  Racquetball  has 
even  become  a  spectator  sport.  They 
are  building  glass-walled  courts  for 
it.  Of  course,  years  ago,  no  one 
thought  tennis  would  become  a 
spectator  sport  and  now  look  .  .  . 

You  have  also  mentioned  soccer  as 
a  fast-rising  sport.  Why  do  more 
people  want  to  play  soccer? 

For  many  of  the  same  reasons  that 
are  true  for  racquetball.  Soccer 
doesn't  take  much  training.  The 
equipment  is  simple  and  inexpen-  I 


sive.  There  is  no  body  contact,  as  a 
rule,  so  injuries  are  few.  And  it  can 
give  you  a  lot  of  exercise. 

Who  is  playing  soccer? 

In  many  cases,  it  starts  as  a  youth 
sport.  Schools  are  adding  it  to  their 
athletic  programs.  It  can  even  be  a 
sandlot  game,  like  baseball  has  al¬ 
ways  been.  Kids  get  real  pleasure 
from  just  kicking  a  ball  around.  In 
some  places,  it's  even  getting  to  be  a 
Little  League  kind  of  thing. 

Can  we  expect  soccer  to  become  an 
employee  league  sport,  like 
softball? 

Oh,  I  think  so.  It  will  continue  to 
grow.  The  investment  [for  employee 
leagues]  is  even  less  than  for  some¬ 
thing  like  racquetball.  All  you  really 
need  is  a  ball,  a  field  and  some  nets. 

What  other  sports  do  you  expect  to 
grow  in  participation.  You  men¬ 
tioned  bowling  . . . 


Oh  yes.  Bowling  is  definitely  coming 
back.  We're  not  sure  why.  It's  just 
one  of  those  cycles  we  go  through. 
For  a  period  of  time,  we  were 
overbuilt.  Now  the  whole  bowling 
picture  is  getting  better.  We're  even 
seeing  new  facilities  being  built. 

What  about  tennis?  Has  the  interest 
in  that  game  peaked? 

Tennis  is  still  growing.  So  are  golf 
and  skiing.  But  none  of  them  is  gain¬ 
ing  [participants]  so  spectacularly  as 
they  did  a  while  back.  After  you 
reach  so  many  people,  you  can't 
maintain  such  impressive  increases. 

Are  there  other  sports — some  we 
may  not  be  aware  of — that  could 
take  the  public's  imagination  in  the 
forseeable  future? 

We  don't  see  any  others  right  now — 
nothing  to  match  the  ones  I've  men¬ 
tioned.  But  you  will  see  a  growth  in 
practically  all  sports.  And  women 
will  be  out  there  trying  them  all.  I’m 


PLAY  EUROPE 


.  THE  SOUTH 
.  THE  PACIFIC 

Recreation  Directors  /  Coaches  eligible  to  travel  free. 

SPORTS  EXCHANGE  PROGRAMS  FOR  INDUSTRIAL  &  CORPORATE  TEAMS 

organized  by 

THE  ASSOCIATION  FOR  INTERNATIONAL 
CULTURAL  EXCHANGE  PROGRAMS 

a  non-profit  organization  promoting  international  goodwill. 

AICEP  offers  an  educational  experience  of  a  lifetime  . .  .  international  travel 
.  .  .  practicing,  with,  playing  against,  socializing  &  exchanging  ideas  with 
teams  of  the  same  comparable  abililities  .  .  .  H istorical.  Cultural,  Sightseeing 
tours . .  .  and  more. 

WHY  choose  AICEP  . . .  Expertise  and  Economy 

AICEP  is  a  non-profit  organization  .  .  .  programs  arranged  by  leading  sports 
administrators ...  on  an  all-inclusive  cost  basis. 

AICEP  Team  Exchange  Programs:  Europe  from  $675  U.S. 

The  South  from  $565  U.S.  The  Pacific  from  $985  U.S. 

AICEP  Summer  Sports  Schools: 

Romanian  Gymnastics  School  Bucharest  &  Constanta  $1095  U.S. 

International  Figure  Skating  School,  Copenhagen  1095 

Soccer  School  in  England,  975 

Montreal  Olympic  Park  Swim  Camps  385 

World  Cup  1 1,  Track  &  Field  Week  475 

For  further  details  contact, 

AICEP:  Recreation  Dept. 

Attention:  G.A.  Love, 

Suite  214,  3901  Jean  Talon  St.  W.,  Montreal,  Canada  H3R  2G4 
Telephone:  514-738-5346 
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Soccer 

A  sports  activity  to  grow  on 

with  Charles  E.  Kuchar 


In  most  countries,  when  sports  fans  mention  football, 
they  are  not  discussing  the  American  gridiron.  They  are 
talking  about  soccer.  The  fast-paced  field  game  is  gain¬ 
ing  a  following  in  the  U.S.  as  well.  Major  cities  are  field¬ 
ing  professional  teams  and  schools  are  including  soccer 
with  other  more  traditionally  American  sports  in  their 
extracurricular  programs.  The  trend  is  naturally  influenc¬ 
ing  employee  recreation  as  well.  Many  U.S.  companies 
have  added  the  game  to  their  programs. 

The  General  Dynamics  Recreation  Association 
(GDRA)  in  Fort  Worth,  Texas  started  its  soccer  program 
as  a  youth  league  five  years  ago.  Charles  E.  Kuchar,  an 
engineer  with  no  previous  background  in  the  sport,  was 
the  driving  force  behind  the  program.  It  all  started,  he 
explained  to  RM,  with  his  daughter. 

"I  happened  to  mention  to  her  one  night  at  dinner 
that  they  were  starting  a  girls'  soccer  team  at  her 
school,"  said  Kuchar.  "I  asked  her  if  she'd  like  to  join 
and  much  to  my  surprise  she  said,  'I'd  love  to'.  That's 
how  I  first  got  involved  with  it." 

Kuchar  took  his  interest  in  youth  soccer  to  the  GDRA 
and,  predictably,  was  invited  to  be  the  Association's  first 
soccer  commissioner.  He  publicized  the  idea  through 
"GDRA  at  Play",  the  Association's  newspaper,  and 
talked  with  coworkers  about  a  projected  league  for  chil¬ 
dren  aged  8  to  12  years. 

At  the  outset,  in  1 974,  said  Kuchar,  "Fort  Worth  had 
low  participation  in  soccer.  We  had  an  informal  league 
in  the  city,  but  most  people  weren't  happy  with  the  way 
it  was  being  run." 

Because  of  GDRA's  unusually  open  policy  regarding 
community  participation  in  its  activities,  Kuchar  ex¬ 
pected  to  interest  non-Association  members  to  enroll 
their  children  in  the  new  league. 

Initial  publicity  drew  four  teams  of  about  fifteen 
players  each,  including  a  girls  team.  The  GDRA  league 
began  play  in  the  Fall  of  1 974  with  the  older  city  league. 

Youngsters,  their  parents  and  GDRA  were  intrigued 
with  soccer,  said  Kuchar,  for  several  reasons.  First,  the 
game  offers  continuous  action  for  both  players  and  spec- 
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tators.  It  is  not  a  contact  sport,  however,  so  compara¬ 
tively  few  injuries  occur.  Secondly,  according  to  rules 
accepted  citywide  in  Fort  Worth,  every  player  on  a  team 
must  play  at  least  one-half  of  a  game.  This  insures  active 
participation  for  children  of  varying  abilities.  Thirdly,  the 
game  is  played  during  both  Spring  and  Fall  seasons.  This 
allows  players  to  participate  in  other  team  sports,  such  as 
baseball,  softball,  American  football  or  basketball  and 
still  be  able  to  play  at  least  one  season  of  soccer  every 
year.  Finally,  said  Kucher,  the  game  is  relatively  low  in 
cost.  Fifteen  dollars  will  cover  the  cost  of  shorts,  a  shirt 
and  socks,  he  said.  Young  players  on  GDRA  teams  usu¬ 
ally  buy  their  own  molded  cleat  shoes.  GDRA  provides 
the  fields  and  nets. 

After  an  encouraging  season  with  about  sixty  young 
players  in  the  Fall  of  1974,  Kuchar  began  to  discuss 
bigger  plans  with  the  soccer  coach  of  a  private  school  in 
Fort  Worth.  He  and  the  coach  combined  forces  to  pro¬ 
duce  a  league  of  300  kids  by  the  Fall  of  1975.  Kuchar 
plunged  into  the  league,  both  as  coach  and  as  GDRA 
commissioner.  After  several  successful  years,  he  found 
that  two  annual  seasons,  demanding  at  least  an  hour  of 
time  every  day  with  the  teams,  plus  inter-season  plan¬ 
ning,  was  taking  too  much  time  away  from  his  job.  Last 
year,  he  turned  the  commissioner's  position  over  to  Don 
Duttwieler  who,  like  Kuchar,  had  become  engrossed  in 
soccer  in  the  last  few  years. 

Under  Duttwieler's  direction,  the  GDRA  soccer  pro¬ 
gram  now  boasts  250  regular  players,  including  six  adult 
teams,  five  of  which  have  been  formed  in  the  past  year. 
According  to  GDRA  participation  rules,  more  than  one- 
half  of  participants  must  be  Association  members.  At 
present  time,  Kuchar  said,  about  sixty  percent  of  the 
soccer  players  are  members.  The  extensive  community 
involvement  in  soccer,  and  several  other  GDRA  ac¬ 
tivities,  helps  promote  good  community  relations,  ac¬ 
cording  to  J.D.  Smith,  CIRA,  GDRA  Manager. 

"We  share  our  facilities  with  the  'Y',  the  Campfire 
Girls  and  other  groups,"  said  Smith,  "and  we  have  never 
had  a  serious  problem.  But  we've  grown  from  6,500 
employees  in  1 974  to  about  1 3,600  now.  We  are  trying 
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The  soccer  program  at  General 
Dynamics-Fort  Worth  began 
with  children's  teams.  Kids 
readily  took  to  the  fast-paced 
game  and  their  parents  liked 
the  relative  safety  and  econ¬ 
omy  of  the  sport. 

Photos  by  Darrell  R.  Greenlee 


Soccer  continued 


to  cut  down  somewhat  on  outside  involvement."  But 
Smith  added  that  the  sports  leagues,  including  soccer, 
will  continue  to  be  open  to  non-members  on  a  limited 
basis. 

Kuchar,  who  entered  soccer  with  little  previous  ex¬ 
perience,  advises  other  novice  soccer  organizers  to  con¬ 
sult  their  state  chapters  of  the  United  States  Soccer 
Federation  (see  inset  for  advice  and  free  training  oppor¬ 
tunities).  Despite  the  relative  unfamiliarity  of  the  game, 
he  said,  organizing  teams  of  fifteen  is  easy. 

"Eight  or  nine  kids  can  develop  into  a  team  of  fifteen 
in  two  weeks,  just  by  word  of  mouth,"  he  said.  "And 
once  they  come  out,  they  get  caught  up  in  the  magic  of  the 
sport.  Ninety  percent  of  our  first-time  players  return  for 
another  season." 

Even  though  soccer  is  safer  than  many  sports,  chil¬ 
dren  who  participate  in  the  GDRA  program  must  be 
covered  by  their  parents'  medical  insurance.  In  addition, 
of  course,  GDRA  carries  ample  liability  coverage. 

Kuchar  also  advises  soccer  organizers  to  contact 
local  soccer  coaches,  in  other  leagues  or  in  the  schools, 
for  advice  and  competition.  For  more  information  on  the 
GDRA  program,  contact  J.  D.  Smith,  Manager  of  GDRA, 
at  (817)  732-7731. 

FOR  INFORMATION  ON  SOCCER 

United  States  Soccer  Federation 
350  Fifth  Ave. 

New  York,  NY  10001. 

(212)  736-0915 
USSF  Youth  Division 
Donald  Greer,  Chairman 
1 8425  Ogilvie  Dr. 

Castro  Valley,  CA  94546 
(415)538-1107 

Eric  King — Secretary 
Canadian  Soccer  Association 
333  River  Rd. 

Ottawa,  Ont.  K1L  8B9 

Rafael  del  Castillo  Ruiz — Secretary 
Federacion  Mexicana  de  Futbol  Asociacion 
Abraham  Gonzalez,  74,  Colonia  Juarez 
Mexico,  D.F.,  Z.P.  6 


to  register  for  the 
38th  Annual  NIRA 
Conference 
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NIRA  BOARD  OF  DIRECTORS' 
WINTER  MEETING 


A  new  name  for  NIRA  .  .  . 
and  other  proposals 


Region  IX  Director  Enrique  Flores  Mora  and  Region  111 
Director  Susan  Siwicki,  CIRA. 


Is  it  time  for  the  National  Indus¬ 
trial  Recreation  Association  to 
change  its  name?  That  was  one  of 
several  questions  put  before  the 
NIRA  Board  of  Directors  at  its  meet¬ 
ing,  January  16-17,  1 979  in  San  Di¬ 
ego. 

NIRA  President  Dick  Brown, 
CIRA  asked  the  Public  Relations 
Committee  of  the  Board  to  reexam¬ 
ine  the  recurring  debate  about 
NIRA's  name. 

Many  members  have  argued  in 
recent  years  that  the  name,  origi¬ 
nated  at  the  Association's  founding 
nearly  forty  years  ago,  is  outdated. 
The  Association  is  now  international 
they  note,  with  many  members  in 
Canada  and  Mexico,  as  well  as 
Saudi  Arabia.  Its  members  work  with 
not  only  industrial  employees,  but 
also  members  of  the  business  com¬ 
munity,  government  workers  and  the 
military.  The  term,  recreation,  may 
have  become  too  narrow  to  describe 
the  variety  of  services  that  many 
NIRA  members  handle. 


On  the  other  hand,  many  NIRA 
members  respond  that  a  name 
change  would  cost  the  Association 
hardwon  recognition,  that  it  would 
require  a  costly  and  confusing  period 
of  transition,  and  that  it  would  be 
unlikely  to  result  in  any  more  defini¬ 
tive  a  name  than  we  now  use. 

A  sub-committee  of  the  Public  Re¬ 
lations  Committee,  chaired  by  NIRA 
Consultant  Melvin  Byers,  CIRA,  will 
study  the  question  and  report  its  pre¬ 
liminary  findings  to  the  full  Board  in 
May. 

Also  at  the  winter  Board  meeting, 
CIRA/CIRL  Director  John  Tutko, 
CIRA  applauded,  with  Board  affir¬ 
mation,  the  new  format  of  the  "In¬ 
former"  newsletter  for  members  of 
NIRA's  certification  program.  The 
quarterly  professional  newsletter,  is 
edited  by  Elizabeth  Burchard,  CIRA 
of  Northwestern  Bell  Telephone 
Company. 

Other  Board  decisions  in  a 
number  of  areas  will  affect  NIRA 
members: 


Membership 

The  NIRA  Board  reaffirmed  its 
serious  emphasis  on  increasing 
membership.  It  instructed  Executive 
Director  Patrick  Stinson  to  help 
facilitate  that  effort  in  three  ways. 
First,  he  will  inform  all  regional  Di¬ 
rectors  of  potential  new  members  in 
their  areas,  so  that  Directors  can  as¬ 
sist  headquarters  directly  with  mem¬ 
bership  development.  Secondly, 
Stinson  will  establish  closer  ties  with 
associations  in  the  personnel  man¬ 
agement  field  to  facilitate  the  ex¬ 
change  of  information  and  ideas. 
Thirdly,  he  will  work  with  major 
amusement  areas  in  North  America 
to  promote  employee  recreation  and 
special  discounted  services. 

Tournament  and  Services 

The  Tournaments  and  Services 
Committee,  under  the  administration 


continued  on  following  page 
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Board  Meeting  continued 


of  Vice  President  Stephen  Waltz, 
CIRA,  will  develop  plans  for  a  Fun 
Run  for  NIRA  members.  The  Com¬ 
mittee  is  currently  investigating  the 
details  of  administering  such  an 
event. 


Research  and  Education 

At  the  recommendation  of  the  Re¬ 
search  and  Education  Committee, 
the  NIRA  Board  approved  authoriza¬ 
tion  for  the  Brown  Publishing  Com¬ 
pany  to  complete  final  stages  of  pub- 
lication  for  the  long-awaited 
textbook  about  employee  programs. 
The  college  text,  originally 
scheduled  for  1978  publication, 
awaited  final  determination  of  cred¬ 
its  for  all  contributors.  With  this 
Board  authorization,  the  book  has 


entered  final  production  leading  to 
release. 


Referendum 

The  Board  directed  a  postal  refer¬ 
endum  of  all  NIRA  voters  on  two 
questions  affecting  Board  composi¬ 
tion. 

First,  members  will  decide 
whether  to  admit  the  Chairman  of 
the  National  Industrial  Recreation 
Research  and  Educational  Founda¬ 
tion  (NIRREF)  as  a  voting  member  of 
the  Board.  The  NIRREF  leader  has 
occasionally  participated  in  Board 
meetings  as  a  non-voting  member. 

Secondly,  members  will  be  asked 
to  approve  the  addition  of  a  new 
Vice  President  of  Fitness  and  Health 
to  the  Board.  If  members  approve 


that  addition,  a  new  Vice  President 
will  be  elected  to  fill  the  two  year 
term  at  the  Annual  Meeting  during 
the  May  1979  Conference  and 
Exhibit. 

*  *  * 

The  1978-79  NIRA  Board  of  Di¬ 
rectors,  under  the  administration  of 
President  Dick  Brown,  CIRA  will 
hold  its  final  regularly  scheduled 
meeting,  May  16-1  7,  1979  in 
Rochester,  New  York.  The  1979-80 
Board,  under  the  administration  of 
incoming  President  Kirt  Compton, 
CIRA,  will  meet  for  the  first  time  in 
Rochester,  May  22,  1979.  Included 
in  that  session  will  be  the  officers 
and  new  Directors  elected  at  the 
Annual  Meeting. 


THE  NIRA- SWANK 
FILM  PROGRAM 


Oh,  God! 


rom  Warner  Bros. 


O 


USE  MOVIES: 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE ! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

•  Send  for  your  free  color  catalog  or  for  more  information. 


201  South  Jefferson  Avenue 
Saint  Louis,  Missouri  63103 

(314)534-6300 


'SWANK 

MOTION  PICTURES,  INC. 

R  Ray  Swank,  President 


ALSO  OFFICES  IN:  NEW  YORK,  BOSTON, WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 


CIRCLE  READER  SERVICE  CARD  NO.  5 


Several  members  of  the  NIRA  Board  attended  the  in¬ 
stallation  banquet  of  the  San  Diego  Industrial  Recrea¬ 
tion  Council  immediately  following  the  Board  meeting. 
NIRA  President  Dick  Brown,  CIRA  and  Executive  Direc¬ 
tor  Pat  Stinson  were  on  hand  when  1977-78  SDIRC 
President  Jim  McKeon  (seated)  turned  the  gavel  over  to 
his  successor,  Roy  Ahrensberg.  McKeon  will  join  the 
NIRA  Board  as  Region  VII  Junior  Director  in  May  1 979. 

pm 
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IDEAS  CLINIC 


Ql  have  been  put  in  charge  of  revitalizing  our 
[military]  base  tennis  club.  The  facility  will  be 
renovated.  Courts  are  being  resurfaced  and  locker  rooms 
refurbished.  The  facility  hasn't  always  operated  well  in 
the  past;  but  we  hope  to  take  this  opportunity  to  start 
out  fresh.  Do  you  have  any  suggestions? 

A  If  your  club  will  be  open  to  families  as  well  as  ser¬ 
vice  personnel  and  employees,  the  pattern  fol¬ 
lowed  by  commercial  tennis  clubs  is  one  worth  inves¬ 
tigating.  Industrial  tennis  clubs  are  not  all  as  fortunate  as 
yours  in  owning  their  courts.  Your  advantage  in  facilities 
ownership  gives  you  a  great  bonus  in  flexibility,  from  the 
very  start. 

Many  industrial  tennis  clubs  introduce  a  three-phase 
membership  plan:  learner  and  beginner  leagues,  social 
leagues,  and  highly  competitive  tournament  leagues.  It  is 
necessary  and  beneficial  to  offer  lessons  and  maintain  a 
learner  league  on  a  continuous  basis.  This  multi-phase 
club  organization  satisfies  the  needs  of  different  kinds  of 
players.  It  also  provides  for  club  growth  and  stability  by 
training  novice  players. 

Scheduling  court  time  is  one  of  the  most  difficult 
jobs,  especially  when  club  members  are  limited  to  cer¬ 
tain  non-work  hours.  It  is  essential  that  schedules  con¬ 
sider  those  who  can  play  only  at  certain  times  as  op¬ 
posed  to  those  whose  leisure  time  is  more  flexible. 
Schedules,  once  established,  must  be  respected  by  all 
club  members. 

Membership  cards  coded  by  color  will  help  identify 


participants  and  direct  them  to  the  areas  or  leagues  as¬ 
signed.  If  members  abuse  their  privileges,  their  cards  can 
be  recalled  or  not  re-issued.  Of  course,  when  member¬ 
ship  depends  upon  adherence  to  specific  rules,  those 
rules  and  the  penalties  for  violating  them  must  be  clearly 
defined  and  uniformly  enforced.  A  charge  should  always 
be  made  for  membership  in  the  club,  even  if  the  fee  is 
nominal.  Participants  will  value  an  activity  and  respect 
its  facilities  more  when  they  have  some  investment, 
however  small,  in  them.  Guest  passes  can  be  issued  on  a 
limited  basis  for  each  member  and  controlled  by  the 
commissioner. 

All  tennis  clubs  should  seriously  consider  offering  af¬ 
filiated  services  such  as  food  and  beverage  concessions, 
nurseries  for  small  tots,  children's  attended  playgrounds 
and  an  employee  service  store  that  stocks  tennis  equip¬ 
ment  and  supplies,  loyalty  items  and  personal  care 
items.  A  first-aid  service  should  be  provided  and  be 
under  the  director's  supervision.  A  rest  lounge  with  tele¬ 
vision,  telephone  and  comfortable  seating  should  adjoin 
the  store  area. 

Promotion  of  the  tennis  club,  its  services,  and  various 
leagues  should  be  regularly  scheduled,  using  bulletin 
boards,  newspapers,  public  address  systems,  direct  mail 
and  display  posters.  Special  areas  must  be  reserved  for 
permanent  display  of  rules,  regulations,  services  and 
contracts,  as  well  as  a  directory  of  league  coordinators 
tennis  club  commissioners. 

A  tennis  commissioner  and  a  governing  committee 
of  three  or  four  members  should  be  appointed  or  elected 
to  set  policies  and  fees,  as  well  as  direct  the  management 
and  up-keep  of  the  facilities.  An  outside  tennis  instructor 
or  college  recreation  professor  may  be  asked  to  be  a 
member  of  the  commission  and  be  granted  certain 
privileges  and  credits  for  his/her  service.  As  with  all 
committees  and  commissions,  the  tennis  committee 
must  include  the  recreation  director. 

Tennis  is  a  sport  that  active  people  of  any  age  can 
enjoy,  if  facilities  and  instruction  are  made  available  to 
them.  A  well-administered  tennis  club  can  bring  this 
once-elite  sport  within  the  reach  of  employee  families 
who  might  not  otherwise  have  a  chance  to  enjoy  it.  mi 


key  notes 


Monthly  newsletter 

Programming  ideas  and  administration  principles  for  recreation  directors 

Another  NIRA  member  service 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing.  HHIIVII 
NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director  KQCI”0CI 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575.  - 
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ORGANIZATION  PROFILE 


Cummins  Employee 
Recreation  Association 

1978  NIRA/Citizens  Savings  Award  Winner 


with  Stephen  D.  Waltz,  CIRA 


Cummins  Engine  Company  in  Columbus,  Indiana  is 
a  big  employer  in  a  small  city.  Its  employee  recreation 
and  services  program  helps  fill  many  of  the  needs  served 
by  municipal  parks  departments  in  larger  communities. 
The  Cummins  Employee  Recreation  Association  (CERA) 
won  the  1978  NIRA/Citizens  Savings  Award*  for  overall 
excellence  among  companies  with  more  than  10,000 
employees.  Its  program  has  been  exemplary  for  many 
years.  The  professional  approach  to  planning  and  ad¬ 
ministration  that  brought  it  to  award-winning  status  can 
serve  as  an  example  to  smaller,  growing  organizations. 

Facilities  and  Activities 

The  345-acre  CERAland  Park  offers  Cummins  em¬ 
ployees  recreation  facilities  that  many  small  cities  would 
envy.  Thousands  of  campers  enjoy  its  campground  each 
year.  The  facility  rivals  state  campgrounds  throughout 
Indiana.  It  offers  a  total  of  249  campsites,  each  with  elec¬ 
tricity  and  access  to  water.  All  electric  lines  are  buried  to 
preserve  the  natural  beauty  of  the  area.  Comfort  stations, 
complete  with  showers,  are  open  at  north  and  south 
ends  of  the  grounds. 

CERAland  Park  also  offers  a  miniature  train,  three 
well-equipped  playgrounds,  picnic  areas,  six  lighted 
tennis  courts,  a  miniature  golf  course,  water  for  boating 
and  fishing,  a  "go-kart”  track,  rifle  and  trapshooting 
ranges,  and  an  Olympic  sized  swimming  pool. 

Despite  its  impressive  array  of  facilities,  CERA  must 
share  facilities  in  the  Columbus  area  for  most  of  its  in¬ 
door  and  winter  activities  as  well  as  several  of  its 
warm-weather  events.  Close  cooperation  with  the  Col- 


*Renamed  the  Eastwood  Award  in  1979 


umbus  community  enables  the  company  to  use  munici¬ 
pal  and  commercial  facilities  for  a  long  list  of  activities 
including  golf,  basketball,  volleyball,  bowling,  physical 
fitness  classes,  table  tennis,  hockey,  some  shooting 
sports,  arts  and  crafts,  adult  education  classes  and  the 
winter  movie  program. 

A  still  longer  list  of  activities  is  centered  at  CERAland 
Park.  It  includes  all  the  major  sports  and  games,  as  well 
as  clinics  to  train  officials  for  them.  It  also  encompasses  a 
wide  range  of  national  discount  services  and  a  travel 
program  that  sends  Cummins  employees  from  Columbus 
to  popular  destinations  in  the  U.S.,  the  Caribbean  and 
Europe. 

Special  activities  throughout  the  year  round  out  a 
program  designed  to  interest  every  Cummins  employee. 
Among  them  are  an  art  show,  an  Independence  Day 
family  picnic,  NIRA  tournaments,  a  style  show,  and 
Sunday  music-in-the  Park  programs. 

Planning  and  Administration 

The  great  bulk  of  funding  for  this  program  comes 
from  the  employees  themselves  in  the  form  of  vending 
commissions.  Interest  on  CERA  deposits  contributes  a 
small  proportion  and  admissions  and  fees  add  a  tiny 
amount  to  the  total. 

The  Cummins  Employee  Recreation  Association  is 
governed  by'  a  ten-member  Board  of  Directors.  The 
fulltime  CERA  Staff,  under  Recreation  Director  Steve 
Waltz,  CIRA,  includes  a  recreation  coordinator,  a  pro¬ 
gram  coordinator,  a  Park  manager  and  his  assistant.  Sev¬ 
eral  additional  employees  are  needed  to  administer  the 
program  and  maintain  its  facilities.  The  Association  also 
uses  part-time  paid  referees,  officials,  umpires, 
scorekeepers  and  instructors.  These  employees  are  re- 
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CERAland  Park  offers  fishing,  boating  and  lakeside  picnicing. 


quired  to  attend  training  sessions  on  CERA  rules,  policies 
and  procedures  before  they  officiate  at  Cummins  ac¬ 
tivities. 

Administration  of  a  program  as  complex  as  CERA's 
requires  long-range  planning  and  well-coordinated  ad¬ 
ministration.  Many  of  its  procedures,  however,  can  be 
adapted  in  an  appropriate  scale  for  programs  of  widely 
varying  scopes. 

CERA  planning  follows  a  three-part  approach  includ¬ 
ing  a  master  plan,  a  yearly  Board  review  and  a  five-year 
financial  plan. 

Master  Plan — CERA  plans  are  developed  to  meet 
present  employee  needs  and  anticipate  future  needs. 
Ever  since  the  purchase  of  Park  property  in  1 963,  CERA 
has  periodically  made  long-range  plans  for  Park  and 
program  development.  Toward  the  close  of  a  given  plan 
period,  the  CERA  Board  begins  work  on  the  plan  to  fol¬ 
low.  CERA  is  able  to  hire  an  outside  consulting  service  to 
assist  with  this  work. 


continued  on  following  page 


249  campsites  are  part  of  CERAland  Park. 
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Cummins  continued 


The  Park  offers  three  playgrounds. 


Yearly  Board  reviews — Every  year,  the  CERA  Board 
compares  the  Association's  progress  with  its  long-range 
plan.  Immediate  decisions  on  facility  development  are 
made,  based  on  priorities  established  by  the  Board  with 
the  assistance  of  the  staff.  Available  funding  is  consid¬ 
ered  along  with  the  impact  that  any  proposed  change 
would  have  on  the  Association's  long-range  plans. 

Five-year  financial  plan — A  continuing  five-year  fi¬ 
nancial  plan  for  the  Association  is  updated  annually  by 
the  CERA  Board  of  Directors.  Careful  planning  and  ad¬ 
ministration  has  made  projections  highly  accurate  in  re¬ 
cent  years.  This  accuracy  enables  the  Association  to  de¬ 


termine  the  funds  available  at  any  given  time  and  to  spot 
any  surplusses  that  can  be  invested  to  earn  interest  until 
they  are  needed. 

Progress  toward  planned  goals  is  evaluated  in  five 
ways,  with  input  from  both  employees  and  manage¬ 
ment. 

The  first  and  most  obvious  form  of  evaluation,  of 
course,  is  participation.  Substantial  increases  or  de¬ 
creases  suggest  areas  that  need  special  attention  from  the 
Board  and  CERA  staff. 

Secondly,  an  annual  cost  analysis  of  the  program 
compares  activity  costs  with  participation.  This  review 
helps  determine  activities  that  require  further  examina¬ 
tion  and  possible  changes. 

Thirdly,  Cummins  management  reviews  the  CERA 
program  formally  on  weekly  and  yearly  schedules. 
Weekly  "newsnotes"  and  more  detailed  annual  reports 
measure  the  performance  of  the  program  beside  its 
specific  goals  and  objectives. 

Periodic  surveys  of  employees  provide  a  fourth 
means  of  evaluation.  ("Surveying  Employee  Recreation 
Interests,"  W.  Donald  Martin,  Ph.D.  and  Stephen  D. 
Waltz,  CIRA,  RM,  October  1977,  pp.  27-30.)  In  addi¬ 
tion,  all  participants  have  the  opportunity  to  evaluate  ac¬ 
tivities  in  which  they  participate. 

Finally,  the  professional  CERA  staff  evaluates  the 
program  thoroughly  each  year,  using  all  of  these 
methods,  as  well  as  more  subjective  evidence  gathered 
informally  through  contact  with  employees  and  their 
families. 


*  *  * 

Cummins  employees  in  Columbus,  Indiana  turn  to 
their  employer  for  many  of  the  leisure  services  that  people 
in  larger  towns  gain  from  several  sources.  The  award¬ 
winning  CERA  facilities  and  activities  excell  in  supplying 
these  services.  Plans  for  dramatic  future  improvements 
on  a  large  scale  are  underway. 


Steve  Waltz,  CIRA  joined  the  CERA  staff  in  1970 
and  has  been  Recreation  Director  since  1972.  He  has 
earned  a  B.A.  in  humanities/recreation  from  Purdue 
University  and  a  M.S.P.E.  from  the  University  of 
Washington.  He  has  served  on  the  NIRA  Board  of  Di¬ 
rectors  for  several  years,  most  recently  as  Vice  Presi¬ 
dent  of  Tournaments  and  Services.  He  is  the  author  of 
the  regular  RM  department,  "Tournament  News."  Pin 

C  \ 

1979  Eastwood  Awards 
will  be  presented  May  19 
at  the 

NIRA  Conference  and  Exhibit 
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ASSOCIATE  PROFILE 


SkiGroup:  No-problem  way 
to  group  ski  vacations 

Producing  ski  tour  packages  for  your  organization 
can  sometimes  be  an  arduous  task.  SkiGroup  was  de¬ 
signed  to  provide  you  with  enough  comprehensive  in¬ 
formation  and  personalized  professional  assistance  to 
plan  and  execute  a  "no-problem"  group  ski  trip / 
vacation,  thereby  doing  away  with  expensive  phone 
calls  and  a  great  deal  of  hit  and  miss  searching. 

SkiGroup  is  the  only  industry-wide  group  ski  travel 
show  that  brings  the  buyer  and  seller  together  on  a  one- 
to-one  basis.  Under  one  roof ....  in  one  evening  .... 
you  can  meet  with  representatives  of  the  leading  ski  ar¬ 
eas,  resorts,  tour  operations,  condominiums,  govern¬ 
ment  travel  officers  and  major  transportation  companies. 
These  representatives  will  be  able  to  provide  complete 
up-to-the-minute  information  on  rates,  facilities  and 
dates  of  availability.  They  will  help  you  in  creating  the 
lowest  cost,  highest  value  group  ski  package  to  fit  your 
individual  group's  needs.  Also,  if  you  are  ready  to  make 
a  positive  decision,  they  will  be  able  to  approve  and 
confirm  your  reservations  on-the-spot.  This  means  an 
end  to  the  usual  mix-ups,  errors  and  misunderstandings 
that  have  occurred  in  the  past. 

In  addition  SkiGroup  offers  special  educational  pro¬ 
grams  providing  authoritative  up-to-date  information  on 
various  aspects  of  the  travel  and  ski  industry.  At  these 
seminars,  you  will  have  a  chance  to  meet  and  exchange 
ideas  with  the  lecturer  and  other  participants. 

And  that's  not  all  .  .  .  SkiGroup  costs  you  nothing. 

This  year,  SkiGroup  79  would  like  to  extend  a  spe¬ 
cial  invitation  to  all  recreation  directors  to  attend  any 
one  of  the  shows  at  a  location  most  convenient  to  them: 


Washington,  D.C. 

May  1 

Tuesday 

Philadelphia 

May  2 

Wednesday 

New  York  City 

May  3 

Thursday 

Boston 

May  7 

Monday 

Montreal 

May  8 

Tuesday 

Toronto 

May  9 

Wednesday 

Cleveland 

May  10 

Thursday 

Chicago 

May  14 

Monday 

Dallas 

May  16 

Wednesday 

Los  Angeles 

May  17 

Thursday 

San  Francisco 

May  21 

Monday 

Seattle 

May  22 

Tuesday 

SkiGroup  takes  great  pride  in  its  reputation  in  the 
industry  and  promises  that  this  year's  show  will  be  a 
uniquely  productive  and  rewarding  experience. 

To  obtain  your  registration  form  and  any  further  in¬ 
formation,  please  contact:  SkiGroup,  Ruppert  Towers/ 
Suite  201,  1619  Third  Ave.,  New  York,  NY  10028  (212) 
831-7501.  Ml 
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You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive,  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA— and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 

RICHARD  M.  BROWN,  CIRA 


President 
National  Industrial 
Recreation  Association 
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IRC  Sports  Leagues 


Sports  leagues  were  the  reason  most  early  Industrial 
Recreation  Councils  (IRC's)  were  founded.  Today, 
many  Councils  have  diversified  their  programs  to  in¬ 
clude  travel,  cultural  events,  discount  services,  and 
many  other  programs.  Even  so,  sports  leagues  remain  es¬ 
sential  to  most  inter-company  recreation  programs. 
Some  leagues  are  tied  to  municipal  recreation  depart¬ 
ments.  Others  are  administered  entirely  by  employee 
recreation  directors  in  the  private  sector.  A  sampling  of 
NIRA  Councils  shows  a  variety  of  approaches  to  Council 
leagues. 

OAKLAND 

The  municipal  tradition 

In  1919,  several  employers  in  Oakland,  California 
asked  the  city  parks  department  to  help  them  start  a 
sports  program.  The  city  accepted.  Sixty  years  later,  said 
department  staffer  A.  Jody  Merriam,  CIRA,  “We're  still 
doing  it."  Merriam  is  Director  of  the  Oakland  Industrial 
Recreation  Association  (OIRA).  Her  leadership  of  the 
OIRA  and  her  professional  association  with  the  city  are 
typical  of  the  traditional  ties  between  employee  leagues 
and  municipal  recreation  that  were  the  foundation  of 
many  council  programs. 

Today,  the  OIRA  sponsors  employee  leagues  in  bas¬ 
ketball,  volleyball  and  softball.  It  also  sponsors  instruc¬ 
tion  programs  for  tennis  and  badminton.  Merriam,  who 
coordinates  the  programs,  reserves  facilities  and  finds  of¬ 
ficials  for  league  play.  The  staff  in  her  department  ad¬ 
ministers  the  competition. 

Merriam's  office  sends  complete  league  information 
to  participating  recreation  directors.  They,  in  turn,  com¬ 
pile  rosters  and  return  registration  materials  and  fees  to 
the  city.  Merriam's  office  reviews  the  rosters  and,  if 
necessary,  opens  league  play  to  non-OIRC  teams  to  fill 
each  class  of  competition.  At  the  end  of  each  season, 
first  and  second  place  winners  for  each  sport  take  tro¬ 
phies  home  to  their  companies. 

PHOENIX 
Closed  leagues 

The  private-public  cooperation  which  Merriam  said 
characterizes  California  Council  leagues  is  handled  in  a 
different  way  by  the  Phoenix  Industrial  Recreation 
Council  (PIRC).  John  Bonner,  Executive  Secretary  of  the 
PIRC,  is  a  recreation  Supervisor  for  the  City  of  Phoenix. 


In  Phoenix,  players  from  Digital  Equipment  Corp.  meet 
competitors  from  Mountain  Bell  Telephone  Co. 


The  Council  leagues  he  administers  are  strictly  limited  to 
the  employees  of  IRC  member  companies  and  their  im¬ 
mediate  families. 

The  PIRC  was  founded  in  1958  by  the  city,  with 
inter-company  athletic  competition  as  its  original  em¬ 
phasis.  Bonner  has  headed  the  Council's  sports  program 
for  ten  years. 

In  Phoenix,  the  IRC  sponsors  leagues  in  basketball, 
slow-pitch  softball  and  golf.  Bonner  handles  administra¬ 
tion  through  the  IRC.  League  play  is  first  publicized  at 
Council  meetings.  Members  take  the  information  back  to 
their  individual  companies  where  recreation  directors 
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publicize  the  activities  and  recruit  players.  Each  com¬ 
pany  sends  a  representative  to  the  organizational  meet¬ 
ing  chaired  by  the  Bonner.  Company  entry  fees  pay  for 
the  officials;  the  IRC  covers  the  cost  of  trophies. 

Basketball  and  softball  competition  is  held  at  city 
facilities  during  evening  hours.  Golf  is  divided  into  two 
leagues,  one  in  Phoenix  and  one  in  nearby  Scottsdale, 
for  the  convenience  of  players  from  the  two  areas.  Golf¬ 
ers  tee  off  after  4:00  p.m.  Competition  in  all  three  sports 
draws  employees  from  as  many  as  18  companies  each 
season. 

Awards  night  at  the  end  of  each  season  is  held  in 
conjunction  with  a  monthly  IRC  meeting.  Winning  team 
captains  and  winning  companies'  IRC  representative  ac¬ 
cept  the  trophies.  A  photographer  is  on  hand  at  the 
trophy  presentations  to  take  photographs  for  use  in  the 
winning  companies'  employee  newspapers. 

HOUSTON-  GALVESTON— 

Getting  started 

"We're  into  our  second  full  year,  so  our  sports  pro¬ 
gram  is  just  getting  off  the  ground,"  said  Houston- 
Galveston  Area  IRC  officer  Jim  Walker  recently.  The 
new  Council  in  the  Texas  Gulf  area  has  begun  a  sports 
program  for  its  members  that  varies  from  those  in  Oak¬ 
land  and  Phoenix  in  several  ways. 

First,  the  Flouston-Galveston  program  is  adminis¬ 
tered  entirely  by  recreation  directors;  no  municipal  em¬ 
ployees  are  involved.  Walker,  who  is  with  McDonnell- 
Douglas,  and  IRC  President  Tim  Kincaid  of  NASA  Ex¬ 
change  administer  the  fledgling  program.  Kincaid  hopes 
to  have  the  help  of  several  other  Council  members  in 


1979. 

Secondly,  the  sports  program  for  the  HGAIRC  was 
started,  not  so  much  as  an  end  in  itself,  but  as  a  means  of 
increasing  communication  between  Council  members. 
Because  Flouston  and  Galveston  are  forty  miles  apart, 
this  was  an  important  consideration  for  the  new  Council. 

Thirdly,  the  Houston-Galveston  competition  re¬ 
volves  around  short-term  activities,  rather  than  season- 
long  schedules.  The  group's  1 978  program  was  initiated 
with  a  fun  run,  involving  the  employees  of  four  com¬ 
panies,  and  a  tennis  tournament  in  which  six  organiza¬ 
tions  participated.  1979  plans  include  two  tennis  tour¬ 
naments,  tournaments  in  volleyball  and  softball,  and 
more  fun  runs.  Events  are  publicized  by  flyers  sent  to 
each  Council  member  for  posting  in  his/her  company.  A 
central  coordinator  for  each  activity  arranges  the  details 
of  competition. 

Increasing  participation  is  more  important  to 
Houston-Galveston  coordinators  than  determining 
league  champions.  This  emphasis  has  lead  to  an  unor¬ 
thodox  approach  to  tennis  competition.  Walker,  a  pro¬ 
fessed  "tennis  nut"  was  responsible. 

"We  have  a  handicapping  system  to  allow  smaller 
companies  to  compete  with  the  larger  ones,"  he  ex¬ 
plained.  "We  give  them  points  for  participation,  games 
won,  and  a  lot  of  other  things.  It's  a  crazy  formula.  Last 
year,  a  company  with  124  employees  managed  to 
squeak  by  another  with  300  and  a  couple  with  3,000 
employees."  So  far,  Walker  insists,  all  competitors  are 
willing  to  go  along  with  the  formula. 


continued  on  following  page 


Awards  by  Kaydan 

is  your  one  source  for  quality,  variety, 
custom  designs,  personal  service  and 

RESULTS! 

Trophies 
I  Plaques  NIRA  Exclusive!! 
HoUoware  Free  Engraving  on 

Ribbons  Trophy  pla,es 

Etched  Crystal 


recognition  and  incentive  awards 

62  Wesley,  Lake  Villa,  IL  60046 

(312)  356-3505 
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SPORTS  TOURNAMENTS 
at  the  NIRA 
Conference  and  Exhibit 
will  begin 
Thursday,  May  1 7 
Information  is 
returned  to  registrants 
See  page  30 
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IRC  Sports  Leagues  continued 


DAYTON 
A  classic  program 

In  1931,  several  General  Motors  plants  in  the  Day- 
ton,  Ohio  area  organized  the  General  Motors  Athletic 
Association.  Four  years  later,  after  admitting  plants  from 
outside  the  CM  family,  the  group  changed  its  name  to 
the  Dayton  Industrial  Athletic  Association  (DIAA).  Ac¬ 
cording  to  Tim  Shroyer,  CIRA,  of  General  Motors/Del co, 
the  DIAA  serves  more  than  75,000  families.  Although  its 
programs  now  include  travel,  amusement  park  outings, 
and  other  activities,  its  list  of  sports  leagues  is  still  impres¬ 
sive.  In  1979,  it  will  include  archery,  bowling,  tennis, 
horseshoes,  golf,  volleyball,  trap  shooting,  riflery, 
softball  and  racquetball.  Tournament  competition  is 
scheduled  in  bowling,  volleyball,  softball,  basketball 
and  racquetball. 

The  DIAA  serves  organizations  primarily  from  heavy 


industry.  For  this  reason,  the  great  majority  of  its  players 
are  men,  including  the  players  in  a  separate  "over-40'' 
softball  league.  Women's  teams  are  organized  for  ar¬ 
chery,  golf,  riflery,  softball  and  tennis. 

Participation  in  sports  programs  is  essential  to  DIAA 
membership.  Association  rules  stipulate  that  organiza¬ 
tions  must  participate  in  at  least  50%  of  a  year's  ac¬ 
tivities  to  maintain  membership.  Exceptions  have  been 
made  in  times  of  unusually  high  lay-offs  in  a  particular 
member  plant. 

Coordinators  for  DIAA's  various  sports  leagues  are 
the  recreation  directors  of  member  companies.  In  each 
case,  the  coordinator  makes  information  available  to  all 
Association  members.  Those  recreation  directors,  in 
turn,  publicize  the  competition  to  employees  and  de¬ 
termine  the  roster  of  players  from  their  companies.  The 
coordinator  is  responsible  for  arranging  league  play  and 
awarding  trophies. 


WASHINGTON,  D.C.— 

Facilities  shortage 

If  a  United  States  Senator  wants  your  softball 
diamond,  you  let  him  have  it.  That,  according  to  an  IRC 
leader  in  Washington,  D.C.,  is  a  problem  that  is  unique 
to  sports  competition  in  her  area. 

"We're  definitely  different  here,  believe  you  me," 
said  Mary  McKey  recently.  She  is  President  of  the 
League  of  Federal  Recreation  Associations  (LFRA)  in  the 
District  of  Columbia. 

LFRA  member  organizations,  said  McKey,  find  sports 
facilities  wherever  they  can.  Because  most  of  them  are 
federal  agencies  located  in  the  heart  of  the  U.S.  capital 
city,  they  must  sometimes  go  to  outlying  areas  in 
Virginia  and  Maryland  to  find  facilities.  The  National 
Park  Service  controls  all  parks  in  the  District  of 
Columbia,  McKey  explained.  And,  in  the  U.S.  capital, 
park  administrators  are  subject  to  "clout"  heavier  than 
that  in  any  other  city.  It  means  a  lot  of  special  interests 
competing  for  playing  space,  and  facilities  reservations 
that  are  subject  to  unpredictable  cancellations. 


For  these  reasons,  the  LFRA  assists  member 
organizations  in  administering  their  own  sports 
programs,  but  cannot  maintain  its  own  leagues.  The 
Council  does  offer  two-  and  three-week  tournaments  in 
basketball,  softball,  football,  baseball,  golf  and  tennis. 
Most  tournaments  run  at  the  end  of  regular  seasons, 
when  there  is  less  competition  for  facilities. 

Tournaments  are  publicized  in  the  LFRA  publication, 
Recreation  Register.  Hundreds  of  teams  rush  to  enter  the 
LFRA  tournaments.  Even  with  a  deliberately  short 
sign-up  period,  for  instance,  more  than  1,200  teams 
entered  last  year's  softball  tournament.  Austin  Gattis, 
fulltime  professional  Chairman  of  the  LFRA,  administers 
the  tournaments — as  if  he  were  a  municipal  recreation 
director. 

Sports  program  can  be  unifying  activities  for 
Industrial  Recreation  Councils  just  as  they  are  for  single 
employee  groups.  Councils,  in  a  variety  of  locations  and 
situations  have  offered  sports  leagues  to  their  members. 
The  idea  has  worked  for  three  generations.  It  is  working 
for  new  Councils  today.  Till 


The  American 
Economic  System 

We  should  all  learn  more  about  it. 

A  special  booklet  has  been 
prepared  on  what  makes  our 
American  Economic  System  tick. 
It’s  fact-filled,  easy  reading  and 
free.  It’s  also  an  easy  way  for 
anyone  to  raise  their  E.Q..  For 
your  copy,  just  clip  the  coupon. 
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Booklets,  P.O.  Box  1887.  New  York,  N.Y.  10001 

_ Please  send  me  a  free  copy  of  the  booklet  about  our  economic  system. 

_____  I  would  also  like  a  copy  of  the  survey  highlights. 

Name  _ _ _ _ Title - 


Company . . . . . . . . . . . 

Address  _ _ _ _ _ _ _ — - - _____ 

City _ _ _ i _ State  _ Zip _ 

Note:  Booklets  in  quantity,  posters  and  other  materials  are  available  for  use  by  com¬ 
panies,  clubs,  etc.  For  information,  write:  The  Advertising  Council,  825  Third  Avenue. 
New  York,  New  York  10022. 


A  public  service  messoge  of  This  Magazine  &  The  Advertising 
Council  &  the  US  Department  of  Commerce 
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While  you're  in  Rochester 
take  a  look  around  you 


The  1979  NIRA  Conference  city 
offers  its  own  special  points  of  interest 


It  will  be  the  height  of  the  spring 
lilac  festival  in  Rochester,  New  York 
when  the  NIRA  Conference  and 
Exhibit  convenes  there,  May  1 7.  The 
world's  largest  collection  of  the 
beautiful  flowering  shrubs  will  draw 
hundreds  of  thousands  of  visitors  to 
the  city's  famed  Highland  Park. 

The  city  of.  Rochester  alone  is 
home  for  300,000  people.  The  Con¬ 
ference  headquarters,  the  Americana 
of  Rochester,  downtown,  is  close  to 
shopping  and  entertainment  as  well 
as  points  of  historical  and  clutural 
interest. 

Midtown  Plaza 

Midtown  Plaza  is  a  unique  12- 
acre  shopping  and  business  center 
near  Conference  headquarters.  More 
than  80  stores,  restaurants  and  ser¬ 
vices  await  visitors.  The  Top  of  the 


Plaza  Restaurant  offers  a  unique 
panarama  of  the  entire  city. 

George  Eastman  House 

Included  on  the  Spouse's  Program 
is  the  historical  George  Eastman 
house,  a  graceful  Georgian  mansion 
that  was  the  home  of  Eastman  Kodak 
Company's  founder.  The  house,  still 
furnished  with  some  of  its  original 
contents,  is  a  fascinating  photogra¬ 
phy  museum. 

Strasenburgh  Planetarium 

All  delegates,  spouses  and 
exhibitors  will  have  an  opportunity 
to  visit  the  new  $3  million 
planetarium  in  Rochester.  Its  240- 
seat  star  theatre  is  the  world's  only 
fully  computerized  facility  of  its 
kind.  An  elaborate  array  of  au¬ 
diovisual  effects  make  the  facility's 
star  show  amazing  and  memorable. 


Entertainment 

An  evening  on  the  town  in 
Rochester  offers  any  number  of  in¬ 
teresting  possibilities  from  which  to 
choose.  Dining  choices  vary  from 
traditional  American  steak  dinners  to 
continental  fare  and  the  ethnic 
flavors  of  many  countries.  Enter¬ 
tainment  ranges  from  quiet  clubs  to 
exciting  discos. 

Outside  Rochester 

The  area  outside  Rochester  proper 
offers  so  many  interesting  places  to 
visit  that  delegates  and  their  families 
may  want  to  include  extra  vacation 
time  on  their  conference  trips. 

Niagara  Falls  is  only  80  miles 
from  Rochester.  The  world-famous 
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For  a  catalog, 
write  or  call 
King  Louie  International,  Inc. 


Styled  for  action,  combined  with 
exacting  standards  of  quality,  Pro/Fit 
jackets  and  caps  by  King  Louie 
stand  out  in  any  crowd. 
Imprinted  or  plain,  Pro/Fit  jackets  arc 
ideal  for  groups,  teams  or  company 
identification.  Pro/Fit's  broad  range  of 
styles,  colors  and  sizes  assures  satisfaction. 

You'll  appreciate  King  Louie's  stand-out 
service,  too.  Prompt  shipment  from  a 
fully-stocked  warehouse. 


Rng  Louie 


JACKETS  &  CAPS 


311  West  72nd  Street  •  Kansas  City,  Missouri  64114  •  (816)  363-5212 
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Rochester  continued 


scenic  wonder  is  accessible  by  car 
along  Route  1 04  or  by  bus. 

The  Corning  Glass  Center  in 
Corning,  New  York  is  only  85  miles 
from  Rochester.  Spouses  at  the  NIRA 
Conference  will  tour  the  famous 
Steuben  factory  there  and  see  glass 
blowers  practicing  their  delicate  art. 
Visitors  from  around  the  world  have 
come  to  Corning  to  see  the  factory. 
NIRA  delegates  may  want  to  take 
time  to  see  the  facility,  too. 

Genesee  Country  Village  in  Mum- 
ford,  near  Rochester,  is  like  a  trip 
into  our  nation's  past.  The  fascinat¬ 
ing  125-acre  village  is  furnished 
with  40  carefully  restored  1 9th  Cen¬ 
tury  structures.  The  Village  is 
scheduled  to  open  for  visitors  while 
the  Conference  is  in  progress. 

Spouses,  once  again,  will  be  lucky 
enough  to  visit  one  of  the  New  York 
wineries  as  part  of  their  program. 
Delegates  may  want  to  take  an  extra 


day  in  the  Rochester  area  to  visit  the 
Taylor  Wine  Company  or  any  other 
of  several  wineries  that  open  their 
facilities  to  the  public. 

And  a  little  farther . .  I 

The  Finger  Lakes  region  of  beauti¬ 
ful  upstate  New  York  awaits  Confer¬ 
ence  delegates  who  plan  a  little 
extra  time  in  the  1979  Conference 
area.  Just  a  few  miles  to  the  north, 
the  scenic  beauty  of  Ontario, 
Canada  awaits  delegates  who  cross 
the  border.  Others  may  want  to  plan 
a  trip  to  New  York  City  and  the  end¬ 
less  variety  of  interests  waiting  there. 

The  38th  Annual  NIRA  Confer¬ 
ence  and  Exhibit  offers  a  full 
schedule  of  educational  and  cultural 
events  in  itself.  But  for  those  who 
can  take  some  extra  time  to  explore 
their  surroundings,  the  Rochester 
area  will  offer  additional  delights  to 
make  the  May  1 979  event  memora¬ 
ble. 


Photo  pioneer  George  Eastman's 
home  is  in  Rochester. 


New  York  City  offers  vacation  op¬ 
tions  to  conference  delegates.  riH 
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SWITCH  ON 

YOUR 

PROGRAM 
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with  the  bright  ideas 
and  new  information  you  will  gain 
at  the  largest  and  most  comprehensive 
international  meeting  on  employee 
recreation,  fitness  and  services: 

National  Industrial  Recreation  Association 
38th  Annual  Conference  and  Exhibit 

Americana  Rochester,  downtown 
Rochester,  New  York 
May  17-22,  1979 

Complete  registration  form  on  reverse  page  and  return  to: 

NIRA  •  20  N.  Wacker  Drive  •  Suite  2020  •  Chicago,  IL  60606 

(312)  346-7575 
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Registration 

The  38th  Annual  NIRA 
National  Conference  and  Exhibit 
Americana  of  Rochester 
Rochester,  New  York 
May  17  -  22, 1979 

Data 

Your  Name  _ _ _  Title _ 

Common  First  Name_ _ 

Firm  Name  _ _ _ _ _ _ _ _ _ _ _ _ 

Business  Address _ _ _ _ 

City  _ _  State _ _ _ _ _  Zip 

Telephone _ Number  of  Employees _ 

Status:  CIRA  □  CIRL  □  New  NIRA  Member  □ 

(Since  June  1,  1978) 

Number  of  conferences  attended _ Estimated  Time  of  Arrival _ 

Names  of  others  in  your  party  for  whom  you  will  submit  forms 


(for  cross  reference) 

A  separate  form  must  be  submitted  for  each  person  in  your  party.  (Duplicate  if  necessary) 


Registration  Packages 

(Fee  includes  group  meals  and  social  functions) 


Delegate  of  NIRA  member  Company 
Non-member  delegate  attending  Conference 
Exhibitors 

Extra  Exhibitor  participants 
Associate  Members,  not  exhibitors  but 
attending  Conference 
Commercial  attendees  who  are  not 
exhibiting  at  Conference 
All  Spouses 
Student  Attendees 
Children 


-IMPORTANT- 
CIRCLE  YOUR  CATEGORY 


to  April  15,  1979 

After  April  15,  1979 

$130.00 

$140.00 

$150.00 

$155.00 

2  per  booth  (no  charge) 

$  85.00 

$  95.00 

$200.00 

$210.00 

$285.00 

$295.00 

$  70.00 

$  80.00 

$  65.00 

$  75.00 

$  65.00 

$  75.00 

Policies 

Include  your  check  made  payable  to  the  National  Industrial  Recreation  Association.  No  registration  accepted  without 
payment  in  advance.  Registration  can  be  accepted  in  Rochester  at  some  inconvenience  to  you. 

Mail  registration  and  checks  to:  NIRA,  20  N.  Wacker  Drive,  Chicago,  Illinois  60606. 

Cancellation  Policy  .  .  .  Full  registration  will  be  refunded  if  cancellation  notice  is  received  postmarked  no  later  than  May  2, 
1979.  After  this  date,  full  refund  cannot  be  guaranteed.  No  refunds  will  be  made  unless  request  is  filed  before  June  20,  1979. 
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The  Chairman  of  Motorola 
supports  industrial  recreation 


“INDUSTRIAL 
RECREATION  BUILDS 
LEADERS  AND  BRINGS 
FAMILY,  COMMUNITY 
AND  COMPANY 
CLOSER  TOGETHER” 


Robert  W.  Galvin 
Chairman  of  the  Board 
Motorola  Incorporated 


“Industrial  recreation  is  an  extremely  important 
activity  at  Motorola.  I  have  given  it  a  great  deal  of 
personal  attention  and  have  participated  in  many 
of  the  programs.  My  participation  has  been  good 
for  me,  as  I  am  convinced  it  has  been  good  for  my 
associates. 

“The  basic  objective  of  industrial  recreation  is 
to  recognize  people’s  needs  as  a  social  entity.  This 
is  a  sound  objective.  Employee  recreation  has 
given  opportunity  for  personal  expression,  in¬ 
dividuality  and  recognition  to  the  men  and  women 
in  industry.  This  is  an  essential  part  of  belonging 
to  an  industrial  organization. 

“Through  recreation,  employees  become  better 
acquainted.  We  all  find  that  we  have  many  in¬ 
terests  in  common  with  one  another.  We  gain  bet¬ 
ter  understanding  of  each  other.  We  break  down 
and  overcome  the  persistent  barriers  that  God 


seems  to  have  given  us  as  obstacles  to  overcome. 
In  the  process,  people  have  fun. 

“Aside  from  personal  development,  recreation 
is  also  good  for  the  corporation.  Being  known  as 
a  company  with  a  varied  recreation  program 
helps  in  recruiting.  Further,  employee  recreation 
is  of  great  value  to  families  and  to  the  community. 
We  hope  that  our  recreation  program  helps  bring 
family,  community,  and  company  closer  together. 

“New  leaders  are  frequently  discovered  as  the 
driving  forces  in  company  recreational  pursuits. 
Altogether,  Motorola’s  recreational  activities  are 
a  natural,  mutually  enjoyable  extension  of 
wholesome,  on-the-job  relationships.  Our  pro¬ 
gram  has  long  been  one  of  the  strong  links  in  the 
communications  chain  among  all  of  us.  I  feel  con¬ 
fident  this  will  continue  with  ever  greater  vitality 
and  enthusiasm,  in  the  years  ahead.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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How  CPR  training 
helps  business. 


A  Public  Service  of  This  Magazine  m 
&  The  Advertising  Council  <Smc 


CPR— cardiopulmonary 


resuscitation  training  is  one 
of  the  valuable  assets  an 
employee  can  have. 

If  even  one  employee  has 
this  training,  (which  is  avail¬ 
able  from  Red  Cross),  every 
other  co-worker  benefits. 
Everybody  can  breathe  easier 
knowing  that  in  the  event  of 
a  cardiac  arrest,  help  is 
immediately  available. 


for  your  company. .  .  so  many 
employees  with  CPR  training 
per  floor— or  area? 

It's  easy  to  do.  Cal!  your 
Red  Cross  Chapter. . .  they'll 
be  glad  to  help  you  do  it. 

CPR  training  from 
Red  Cross  is  one  way  you  can 
help  your  company  be  ready. 
And  a  way  you  can  help  keep 
Red  Cross  ready,  too. 


Keep  Red  Cross  ready. 


FORT  LAUDERDALE,  FLORIDA 


MEET  YOUR 
NIRA  BOARD 


Elizabeth  F.  Burchard,  CIRA  is  1978-79 
NIRA  Secretary.  She  was  appointed  to  the 
one-year  term  by  President  Dick  Brown, 
CIRA  last  May. 

Burchard  is  Personnel  Staff  Supervisor  for 
Northwestern  Bell  Telephone  Company  in 
Omaha,  Nebraska.  She  attended  the  Univer¬ 
sity  of  Nebraska  and  the  University  of 
Omaha.  As  a  member  of  the  NIRA  Board  of 
Directors,  she  has  served  on  many  commit¬ 
tees,  most  recently  Special  Personnel,  Public 
Relations  and  CIRA/L.  She  is  Editor  of  the  quarterly  CIRA/L  newsletter 
"Informer"  and  has  initiated  the  separate  publication  of  a  NIRA  "An¬ 
nual  Report."  She  has  also  traveled  extensively  to  promote  NIRA  and 
its  goals. 

Nelson  Ellsworth  is  one  of  the  most  active 
Canadian  members  of  NIRA.  He  began  his 
two-year  term  as  Director  from  Region  VIII  in 
May  1977.  He  has  played  a  major  role  in 
bringing  leaders  of  Canadian  business  and 
government  together  to  further  employee 
recreation.  As  Coordinator  of  Community 
Recreation  for  the  Nova  Scotia  Department 
of  Recreation,  Ellsworth  was  Coordinator  of 
1976  and  1978  conferences  at  which  Cana¬ 
dian  government  officials  encouraged  lead¬ 
ers  of  private  business  to  develop  leisure  services  for  their  workers. 

Ellsworth  holds  a  bachelor's  degree  in  Physical  Education/ 
Recreation  Administration.  His  varied  government  experience  in¬ 
cludes  community  planning  and  municipal  recreation  administration 
in  both  New  Brunswick  and  Nova  Scotia. 

A.C.  "Al"  Ward  was  elected  Vice  President 
of  Regional  Management  at  the  May  1977 
Annual  Meeting.  He  will  serve  until  May 
1979.  Ward  is  Manager  of  Personnel  Services 
forOwens-Corning  FiberglasCorp.  in  Toledo, 
Ohio.  He  has  served  NIRA  in  leadership 
roles  since  he  joined  the  Association  in  1972. 
He  has  been  an  active  member  of  several 
committees:  Research  and  Education,  Public 
Relations,  Tournaments  and  Services,  and 
Nominations  and  Elections.  He  has  also 
been  very  active  in  NIRA  affairs  at  the  local  level.  He  was  a  charter 
member  and  the  first  President  of  the  Toledo  Industrial  Recreation 
and  Employee  Services  Council  (TIRES)  and  was  overall  Coordinator 
for  the  Region  II  Conference  and  Exhibit  in  1978.  rm 


Wa<h  c \n\> 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
CIRCLE  READER  SERVICE  CARD  NO.  7 

Your  Professional 
Reference  Library 

Cassette  tapes 
of  major 

educational  sessions, 

1978  NIRA 
Conference  &  Exhibit 

•  Six-session 
fitness  series 

•  Productivity 

•  Stress  elimination 

•  Legal  considerations 

•  Group  travel  options 

•  Retiree  programming 
. .  .and  more 

Tapes:  $7  each 

Tax,  postage,  handling,  incl. 

Convention  Recording  Service 
1222  Greenbrier 
Denton,  TX  76201 
(817)  387-9102 
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NIRA  CALENDAR 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago;  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme— (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida — (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 

*  *  * 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA — (714) 
871-3232,  ext.  2432. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
more  delegates'  and  exhibitor?;'  information,  contact  the  NIRA  office — (312)  346-7575. 
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SUPER 

JOCK 


A  highly  motivational  16mm 
motion  picture  designed  to  en¬ 
courage  physical  well  being 
through  a  regular  program  of 
-exercise. 

Journal  Films,  Inc. 

930  Pitner  Ave. 

Evanston,  IL  60202 
(312)  328-6700 
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SERVICES  &  ACTIVITIES 

_ ) 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


N IRA's  “Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


MagicScore 

You  knock  ’em  down... 
MagicScore  adds  ’em  up! 


Just  wait  until  you  see  the  new  AMF  Magic¬ 
Score  that  makes  bowling  so  much  more  fun 
—  automatically.  Bowlers  say  it’s  amazingly 
easy  to  use.  You  can  learn  how  in  a  few  min¬ 
utes.  Just  touch  a  few  buttons.  MagicScore 
tells  you  when  and  where  to  bowl.  Scores 
appear  on  a  TV  screen.  Corrections  are 


made  easily,  quickly  in  seconds  and  without 
stopping  the  bowling.  MagicScore  is  ideal 
for  beginners  and  everyone  who  finds 
keeping  score  a  chore.  Just 
concentrate  on  your  bowling 
and  forget  adding  up 
the  score. 
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RECREATION 

MANAGEMENT 

THE  JOURNAL  OF  EMPLOYEE  RECREATION, 
HEALTH  AND  EDUCATION 


COMMUNITY  SERVICES 
SPONSORING  SCOUTING 
FAMILY  SERVICES 

MEXICAN  APPROACH 
PERSONAL  SERVICES 
RETIREMENT  COUNSELING 
CORPORATE  SERVICES 
STRESS  MANAGEMENT 


Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  LINES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


t  dorIc 

25,300  tons 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 
TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  overthe  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


AND  IN  THE  WINTER  .  .  .  Quality  Cruises 
TO  THE  CARIBBEAN  of  Various  Durations: 

?  DORIC  Oceanic 


FROM  FLORIDA 


FROM  NEW  YORK 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432^1414  Offices  in  Principal  Cities 


lAjiAwalhoi.  floA.  Quality.  S^AviaL  . . .  KomsL  JlneA.  JamouA  Italian.  (pstAAonraL 
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What  is  NIRA? 


The  National  industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 
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The  NIRA  President 
would  like  a  word  with  you 

about  our  role  in  leisure  services 


Richard  M.  Brown,  CIRA 
Texas  Instruments,  Inc. 
1978-79  NIRA  President 


Public  recreation  is  in  trouble.  The 
solution  to  its  dilemma  is  the  key  to 
our  future  development. 

The  problem,  of  course,  is  lack  of 
public  funding.  Citizens  who  have 
generously  supported  recreation 
programs  and  facilities  with  their  tax 
dollars  in  the  past  have  drawn  the 
line.  The  huge  federal  spending  for 
many  social  programs  that  was  part 
of  the  “Great  Society"  of  the  Sixties 
just  isn't  there  anymore.  Federal  rec¬ 
reation  budgets  have  been  frozen 
and  the  high  inflation  of  recent  years 
has  eroded  their  buying  power  crit¬ 
ically.  Federal  agencies  can  do  little 
more  than  assist  local  governments 
to  purchase  recreational  land. 

Under  Proposition  13  conditions, 
however,  state  and  local  gov¬ 
ernments  are  stymied,  too.  They  still 
provide  facilities  in  many  cases,  but 


they  cannot  afford  to  maintain  them 
properly  or  sustain  the  staffs  neces¬ 
sary  to  administer  needed  programs. 
Across  the  United  States,  public 
agencies  have  spent  as  much  as  the 
public  will  allow  and  have  been 
forced  to  return  to  the  original 
source  of  their  strength  and 
support — the  private  sector.  Many 
state  and  local  parks  and  recreation 
departments  are  turning  to  the  out¬ 
standing  human  resource  that  has 
always  been  the  backbone  of  our 
programs — volunteers. 

Employee  recreation  programs  are 
already  reaching  many  of  the  people 
public  agencies  were  created  to 
serve.  Employer-sponsored  pro¬ 
grams  already  have  well-developed 
systems  for  recruiting,  training  and 
working  with  volunteers.  Employers, 
given  sufficient  incentive,  can  ex¬ 
pand  their  programs  to  close  the  gap 
in  the  leisure  services  delivery  sys¬ 
tem. 

Certainly,  employers  have  already 
taken  a  leadership  role  in  the  fitness 
area.  As  the  interest  in  physical  fit¬ 
ness  has  boomed,  it  has  been  the 
private  sector — through  employee 
programs  and  private  health 
clubs — that  has  developed  the  most 
efficient  and  comprehensive  ser¬ 
vices  available. 

Some  public  recreation  depart¬ 
ments  under  budgetary  constraints 
realized  the  potential  of  employer- 
sponsored  leisure  services  long  ago. 
Some  of  NIRA's  members,  in  fact, 
hail  from  smaller  communities  with 
limited  public  resources  where  the 
benefits  of  public/private  coopera¬ 
tion  have  been  obvious  for  a  genera¬ 
tion  or  more.  In  these  communities, 
public  and  private  recreation  de¬ 
partments  cast  aside  their  jealousies 
to  develop  programs  that  benefit  the 


greatest  number  of  citizens  at  the 
least  possible  cost.  Larger  com¬ 
munities  are  just  beginning  to  realize 
the  potential  of  such  practical  coop¬ 
eration. 

For  continuing  cooperation  to 
work  on  any  scale,  there  must  be 
something  in  it  for  everyone.  Em¬ 
ployers  can  be  good  citizens;  but 
they  must  be  able  to  generate  profits, 
first.  Today,  employers  who  sponsor 
recreation  programs  for  their  own 
employees  find  the  investment  to  be 
in  their  own  best  interests.  Govern¬ 
ment  can  and  should  insure  that  pri¬ 
vate  enterprise  finds  significant  ben¬ 
efits  in  serving  the  recreation  needs 
of  the  plant  community  as  well. 

To  reach  the  "heart"  of  private  en¬ 
terprise,  incentives  must  be  finan¬ 
cial.  First,  non-profit  tax  exemption 
regulations  affecting  employee  as¬ 
sociations  must  be  relaxed  to  allow 
greater  participation  by  non¬ 
employees.  Secondly,  tax  relief  must 
be  granted  to  employers  who  de¬ 
velop  recreational  facilities  to  be 
shared  with  their  neighbors. 

Employers  have  already  learned 
that  they  can  serve  their  own  inter¬ 
ests  by  meeting  the  recreation  needs 
of  their  employees.  Private  enter¬ 
prise  has  demonstrated,  too,  that  it 
can  deliver  excellent  recreation  ser¬ 
vices  efficiently  when  such  efforts 
promote  its  primary  purpose,  the 
generation  of  profits.  It  should  be¬ 
come  increasingly  evident  to  gov¬ 
ernment  that  public/private  coopera¬ 
tion  is  a  practical  solution  to  the  gap 
in  our  leisure  services  delivery  sys¬ 
tem.  If  the  incentives  are  there,  pri¬ 
vate  enterprise  will  seize  the  oppor¬ 
tunity. 

Li  lJL 
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1979  NIRA  Conference  speakers 


From  the  state  of  the  Union 
to  the  future  of  the  profession 


Key  1979  NIRA  Conference 
speakers  will  cover  a  new,  wider 
range  of  employee  program  issues. 
Experts  from  the  United  States, 
Canada  and  Mexico  will  turn  their 
different  perspectives  on  fitness, 
health  management,  private/public 
recreation  responsibilities  and,  new 
trends  in  the  "recreation"  profes¬ 
sions. 


Richard  O.  Keelor,  Ph.D 


RICHARD  O.  KEELOR,  Ph.D. 
Director  of 

Program  Development 
President's  Council  on 
Physical  Fitness  and  Sports 

"Physical  Fitness — 

State  of  the  Union" 

Thursday,  May  1 7 
The  chief  spokesman  for  the  Pres¬ 
ident's  Council  will  give  an 
overview  of  the  general  fitness  level 
of  U.S.  citizens.  Are  our  employee 
groups  more  fit  than  they  were  fif¬ 


teen  or  twenty  years  ago,  when  the 
interest  in  fitness  first  became  popu¬ 
lar?  What  role  does  free  enterprise 
play  in  improving  the  nation's  fit¬ 
ness?  What  more  could  our  pro¬ 
grams  do  and  how  can  the  Presi¬ 
dent's  Council  help?  All  of  this  and 
more  is  included  in  Keelor's  session. 

Keelor  has  been  with  the  Presi¬ 
dent's  Council  since  August  1972. 
Immediately  preceding  his  term  with 
the  Council,  he  was  Director  of  Ath¬ 
letics  and  head  football  coach  for 
Beverly  Hills  High  School  in  Beverly 
Hills,  California.  He  holds  B.A.  and 
M.A.  degrees  from  California  State 
University/Long  Beach  and  a  Ph.D. 
in  Administration  from  the  Univer¬ 
sity  of  Southern  California. 

THE  HON.  DON  CAMERON 
Recreation  Minister 
Province  of  Nova  Scotia 

"Industrial  Recreation  in  Canada — 
Its  Philosophy" 

Friday,  May  1 8 

Canadian  government  encourages 
employee  recreation,  fitness  and 
services  programs  more  actively  and 
directly  than  does  U.S.  government. 
In  Nova  Scotia,  the  provincial  gov¬ 
ernment  has  been  especially  in¬ 
terested  in  relieving  the  public  sector 
of  recreation  responsibilities  by  mak¬ 
ing  it  economical  and  practical  for 
private  enterprise  to  offer  programs 
in  the  workplace. 

Said  Cameron  recently,  "For  too 
long,  people  have  considered  recre¬ 
ation  and  fitness  only  leisure-time 


pursuits;  but  in  recent  years,  we 
have  come  to  realize  that  employees 
participating  in  these  types  of  pro¬ 
grams  can  not  only  upgrade  their 
own  mental  and  physical  health,  but 
also  raise  the  productivity  of  the 
companies  they  work  for,  while  at 
the  same  time,  improve  the 
economic  condition  of  their  coun¬ 
try." 

ENRIQUE  FLORES  MORA 
Recreation  Manager 
Dinamica,  S.A. 
and 

ENRIQUE  MALDONADO 
Director  of  Fringe  Benefits 
and  Social  Services 
Accion  Social 
Regiomontana,  A.C. 

"Industrial  Recreation  in  Mexico— 
Its  Philosophy" 

Monday,  May  21 
A  term  often  used  in  Mexico  to 
describe  employee  programs  trans¬ 
lates  into  English  as  "social  wel¬ 
fare."  Many  large  Mexican  com¬ 
panies  provide  employee  programs 
that  surpass  the  off-hours  events,  ac¬ 
tivities  and  services  familiar  to  other 
North  American  programs.  They 
may  include  employee  housing, 
schools,  child  care  services,  gener¬ 
ous  and  long-term  scholarships  for 
employee's  children,  and  more.  Two 
employee  program  managers  from 
the  industrial  city  of  Monterrey  pro¬ 
vide  an  insider's  view  of  a  different 
approach  to  employee  programs. 
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Donald  D.  Johnson,  M.D. 


DONALD  D.  JOHNSON,  M.D. 
Associate  Medical  Director 
Sentry  Insurance 

“Sentry's  Approach  to  Wellness" 
Saturday,  May  19 

Dr.  Johnson  will  explain,  from  a 
physician's  point  of  view,  how  an 
employer  can  help  employees  main¬ 
tain  or  regain  their  good  health.  He 
will  discuss  how  an  insurance  com¬ 
pany  cuts  its  losses  as  an  employer 
and  improves  employee  welfare 
with  encouragement,  expert  advice, 
and  assistance. 


James  Post 

JAMES  POST 

Manager  of  Executive  Fitness 
Xerox  Corp. 

“Xerox  Health  Management 
Program" 

Sunday,  May  20 

Xerox  Corporation  has  launched  a 
physical  fitness  program  designed  to 


help  employees  cope  with  stress  and 
maintain  optimum  health.  Called  the 
Xerox  Health  Management  Program, 
it  is  a  preventive/maintenance  ap¬ 
proach  to  fitness  through  regular 
aerobic  exercise  and  a  common- 
sense  way  of  living. 

"It  does  not  offer  any  new  exer¬ 
cises,  gimmicks,  mail-order  gadgets 
or  short-cuts  to  fitness  and  health," 
said  Post  recently.  The  program  out¬ 
lines  all  the  proven  steps  toward 
physical  fitness  in  a  package  that  an 
employee  can  follow  on  his  own. 
Post  will  describe  the  development 
and  implementation  of  the  program. 

JULES  FRANK,  Ph.D. 

Vice  President, 

Organization  Development 
Flick-Reedy  Corporation 

"Re-Creation  Counseling — 

The  Coming  Profession" 

Monday,  May  21 

Recreation  has  long  been  acknow¬ 
ledged  as  "the  pause  that  refreshes." 
Dr.  Frank  will  describe  how  skilled 
counseling  from  professionals  in  rec- 
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Jules  Frank,  Ph.D. 


reation,  fitness  and  services  can  help 
employees  live  healthier,  happier 
and,  thus,  more  productive  lives. 

Frank's  specialty  is  transactional 
analysis,  the  perspective  on  human 
behavior  that  distinguishes  between 
“child,"  “adult,"  and  "parent" 
components  of  an  individual's  per¬ 
sonality.  In  articles,  lectures,  and 
consultation  with  major  corporations, 
Frank  has  applied  the  principles  of 
transactional  analysis  to  the  interac¬ 
tions  of  employees  in  the  work  set¬ 
ting.  pm 


♦  ♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦  ♦♦  ♦ 
♦  ♦ 


QUALITY 


MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  I L  60473 
Chicago— 928-4500 
Illinois-800/942-9205 
I  nter-State— 800/323-8383 


VACATIONS  ♦ 

♦ 

USA  and  CANADA  ♦ 
♦ 
♦ 

Let  us  show  you  what* 
personalized  service  really  ♦ 
means!  ! 


Escorted  air  and  motor-  ♦ 
coach  tours  for  individual  \ 
NIRA  members  or  exclu- ♦ 
sive  group  arrangements.  ♦ 
FREE  tour  brochure.  Net* 
wholesale  prices  to  NIRA* 
members.  ♦ 

CIRCLE  READER  SERVICE  CARD  NO.  4  * 

SLIDE/SOUND  PRESENTATION  AVAILABLE  ON  REQUEST  * 
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TOURNAMENT  NEWS 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


Several  Tournament  activities  are  now  in  progress  or 
ready  to  begin  once  again.  Organizational  efforts  are 
being  completed  on  three  events:  the  Fishing  Contest, 
Postal  Golf  competition,  and  Trapshooting  competition. 

Bowling  Tournament 

Bowling  Tournament  activity  is  still  in  progress.  Entry 
forms  were  sent  to  each  organizational  director  with  the 
December/January  issue  of  Recreation  Management. 
Tournament  entries  will  be  accepted  through  the  end  of 
April.  We  expect  to  have  Tournament  results  from 
Coordinator  Jack  Rinaldo,  CIRL,  (Atwood  Vacuum), 
by  June  1 . 

Fishing  Contest 

Gene  Miller,  CIRA,  (Michigan  Bell)  indicates  that  he 
has  reviewed  contest  entry  information  and  is  preparing 
to  mail  the  1979  entry  brochure.  Contest  information 
should  be  available  to  directors  in  May.  The  1979  con¬ 
test  will  be  open  from  May  through  December  1979. 

Postal  Golf  Competition 

Entry  forms  for  this  year's  Postal  Golf  competition  are 
in  the  mail.  Coif  Digest  Magazine  will  co-sponsor  the 
competition  once  again,. as  it  did  in  1978. 

Tournament  play  will  be  nine-hole,  with  handicap 


and  class  structures.  The  tournament  will  be  conducted 
from  May  through  September. 

Trapshooting  Competition 

This  year's  Trapshooting  competition  will  be  held  in 
June.  Regional  competition  will  be  held  June  9  and  Na¬ 
tional  competition  on  June  1 0.  Competition  rules  will  be 
similar  to  last  year's.  Winchester  AA  ammunition  will  be 
awarded  to  each  regional  winner  and  runner-up  on  a 
60%  -40%  basis,  the  size  of  award  dependent  upon  total 
regional  entries.  The  first  and  second  place  teams  in 
each  region  will  be  eligible  for  the  national  event  on 
June  10. 

Individual  High  Overall  Awards,  of  Winchester  1300 
XTR  trap  shotguns,  will  be  given  in  each  region,  pro¬ 
vided  a  minimum  of  five  (5)  teams  are  registered  in  that 
region.  National  winning  teams  will  receive  five  (5) 
Winchester  Model  12  pump  trap  shotguns,  as  well  as 
Winchester  silver  belt  buckles  for  all  winning  team 
members.  National  runners-up  will  receive  five  (5)  Win¬ 
chester  Super  X  trap  shotguns.  The  National  High 
Overall  Award  winner  (regional  and  national  events, 
200  targets)  will  get  one  (1)  Winchester  pigeon  grade 
over  and  under  trap  shotgun. 

Winchester  Franchise  Operations  is  co-sponsoring 
this  year's  competition.  Improvements  have  been  made 
as  a  result  of  the  1978  competition,  and  we  anticipate 
excellent  shooting  in  1 979.  Ml 


CIRCLE  READER  SERVICE  CARD  NO.  3 


A  new 

NIRA  Vice  President, 
Tournaments  &  Services 
will  be  elected 
at  the  May  Conference 
and  will  assume 
"Tournament  News" 
with  the  July  issue 
of  Recreation  Management 
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National  Hunting  &  Fishing  Day 


We’ve  got 

a  good  thing  growing. 


Hunters  and  fishermen,  we’ve  got  a  good  thing  growing. 

From  the  beginning,  National  Hunting  and  Fishing 
Day  has  enjoyed  outstanding  support  from  the  nation's 
sportsmen  and  conservationists,  growing  steadily  in  its 
scope  and  impact.  From  those  first  “Open  Houses”  at  local 
gun  clubs  to  professionally  organized  shopping  center 
programs  and  recently  expanded  school  activities,  NHF 
Day  has  kept  pace  with  the  important  job  it  has  to  do. 

Today,  it  is  more  important  than  ever  that  the  nation’s 
sportsmen  have  a  nationally  recognized  platform  from 
which  to  spread  the  word  on  the  outdoorsman’s  leading 
role  in  conservation.  NHF  Day  provides  that  platform. 

Many  Americans  will  participate  in  NHF  Day  on, Sep¬ 
tember  22,  1979.  Exactly  how  many  depends  on  you.  NHF 
Day  is  a  grassroots  effort.  You  make  the  difference. 

Throughout  the  growth  of  NHF  Day,  we  have  developed 
a  wide  variety  of  materials  to  assist  clubs  and  individuals 
in  observing  the  Day.  This  year  we’ve  prepared  the  best 
materials  ever.  Like  NHF  Day  itself,  each  has  proven  its 
effectiveness  over  the  past  eight  years. 

For  the  individual  sportsman,  our  “One-on-One"  kit 
includes  factual  booklets,  posters  and  bumper  stickers 
which  you  can  use  to  spread  the  word  to  your  non-hunt¬ 
ing  friends.  Or  you  can  send  them  to  school  with  your 
youngsters. 


To  help  clubs  improve  their  NHF  Day  activities  or  or¬ 
ganize  a  program  for  the  first  time,  there  is  a  wealth  of  in¬ 
formation  in  the  updated  Organizational  Packet.  It  in¬ 
cludes  more  than  50  different  fact  sheets,  posters,  sample 
ads,  news  releases,  radio  announcements,  bumper  stick¬ 
ers  and  many  pages  of  proven  ideas  and  suggestions. 

Order  your  easy-to-use  materials  today.  Help  us  keep 
a  good  thing  growing. 


National  Hunting  &  Fishing  Day® 
September  22, 1 979 


TO:  NATIONAL  HUNTING  AND  FISHING  DAY-  ,  r.  J 

1075  Post  Road  I 

Riverside,  Conn.  06878  ;  I 

O  I'm  willing  to  do  my  part;  please  rush _ "One-on-One”  kits  ©,  i 

$2.00.  | 

□  I  represent  a  club;  please  rush  ■■  '  Complete  Organizational  I 

Packets”  @  $5.00.  j 

Please  send  copies  of  the  official  NHF  Day  Poster  (above)  ! 

©$1.00.  j 

Enclosed  is  a  check  or  money  order  for  $ _ _.  i 

Name:  _ _  ■  '  . _ ; _  I 

Organization:  I 

Address:  _ ! 

State  _ _  Zip _  | 


COVER  STORY 


Scouting  clears  new  trails 
for  employee 

and  public  relations 


Scouting.  It  is  as  wholesome  as  a  family  cookout  and 
as  traditional  as  Norman  Rockwell.  It  offers  innocent  fun 
for  the  Scouts  and  rewarding  service  for  their  leaders.  It 
can  also  add  a  fine  glow  to  a  sponsoring  organization's 
corporate  image,  in  the  plant  and  in  the  community. 
Sponsoring  corporations  recognize  the  value  of  Scouting 
in  terms  of  corporate  social  responsibility.  Nearly  all  the 
top  Fortune  500  companies  are  chartered  to  operate 
Scouting  units  as  a  part  of  their  community  service  pro¬ 
grams.  Goodyear  Tire  &  Rubber  Company  in  Akron, 
Ohio  sees  Scouting  as  having  some  additional  benefits  in 
the  area  of  employee  recreation,  because  of  the  wide 
range  of  family-oriented  activities  it  includes. 

Bernie  Watts,  director  of  recreation  at  Goodyear,  is 
sure  about  the  positive  effect  that  Scouting  has  on  his 
recreation  program.  Watts  is  also  Goodyear's  Scout 
coordinator  and  believes  that  the  youth  program  is  im¬ 
portant  to  his  department's  overall  program. 

“Scouting  and  worthwhile  recreation  are  synony¬ 
mous,"  says  Watts. 


Corporate  involvement 

Scouting  has  always  been  important  to  Goodyear.  In 
1913,  the  firm's  late  board  chairman,  Paul  W.  Litchfield, 
organized  four  Scout  units  at  the  company's  Akron  facil¬ 
ity,  and  later  organized  the  nation's  first  Air  Scout  troop. 
Today,  Goodyear  is  one  of  the  major  corporate  char¬ 
tered  sponsors  with  over  1,600  Scouts  headquartered  at 
plants,  worldwide.  There  are  over  750  Cub  Scouts,  Boy 
Scouts  and  Explorers  in  the  Akron  area  alone. 

Coordinating  a  Scout  program  of  this  magnitude  re¬ 
quires  many  volunteers.  Watts  is  assisted  by  a  highly 
dedicated  staff  of' nearly  200  Scout  leaders  and  commis¬ 
sioners.  Most  employees  are  well  aware  of  the  program 
by  word  of  mouth,  from  fellow  employees,  or  from  their 
own  children  who  participate  in  Scouting. 

“There's  really  no  shortage  of  employees  ready  and 
willing  to  volunteer,"  says  Watts.  In  fact,  nearly  50  per¬ 
cent  of  Goodyear's  Scouting  leaders  are  former  Scouts 
themselves.  The  generations  of  Scouting  at  Goodyear 
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have  evolved  a  strong  tradition  at  the  company.  Adds 
Watts,  "Many  Goodyear  Scouts  became  Goodyear  em¬ 
ployees  and  in  turn  are  now  seeing  their  own  children 
participate  in  the  Scouting  program." 

Watts  finds  that  volunteers  enjoy  their  community 
service  involvement  and  gain  great  satisfaction  in  help¬ 
ing  to  shape  young  lives,  especially  when  volunteers  are 
involved  with  their  own  children.  This  sense  of  fulfill¬ 
ment  is  a  form  of  recreation  in  itself,  beyond  the  fun  of 
enjoying  Goodyear's  Scouting  activities  and  facilities. 

In  terms  of  facilities,  Goodyear's  commitment  is  im¬ 
pressive.  Two  specially  built  Tudor  style  lodges  are  the 
headquarters  for  Scouting  activities  and  weekly  meet¬ 
ings.  Goodyear's  500-acre  Wingfoot  Lake  Park  outside 
of  Akron  provides  ample  woodland  for  fishing,  canoe¬ 
ing,  hiking  and  other  Scouting  activities.  There  is  also  a 
Scout  bus  for  transportation  and  a  trailer  capable  of 
stowing  eight  canoes  for  Scouts  on  weekend  or  week- 
long  camping  excursions. 

Each  Scout  is  responsible  for  his  own  equipment, 
which  is  bought  from  the  Boy  Scouts  of  America  Supply 
Division.  Although  the  equipment  requires  little  care, 
Watts  is  particular  about  the  way  Scouts  handle  and 
maintain  it.  "Preparedness,  after  all,  is  an  important  part 
of  good  Scouting,"  he  notes. 

Family  recreation 

"The  great  success  behind  the  Scouting  Program," 
says  Watts,  "is  the  unique  opportunities  for  Scouts, 
Scouting  leaders  and  their  families  to  have  fun  together 
while  participating.” 

Foremost  in  his  mind  are  family  activities  associated 
with  Scouting.  Many  of  the  Scouts  are  the  children  of 
Goodyear  employees.  However,  membership  is  also 
open  to  non-employees'  children  and  many  functions 
evolve  into  family  affairs  involving  people  from 
throughout  the  Akron  community. 

Parents  regularly  hold  covered-dish  dinners  after 
meetings  at  the  Scout  lodges.  Many  Scout  trips  to  Wing- 
foot  Lake  Park  are  coordinated  with  family  outings  for 
employees.  Entire  families  participate  in  special  snow  ski 
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On  the  way  . . .  Goodyear  Scouts  embank  on  a  1919  camping  trip  from  Akron.  Today,  many  Scout  outings  involve 
entire  families  for  such  events  as  ski  weekends. 


events  held  for  Scouts  during  winter  months. 

“In  fact  over  25  percent  of  all  Scouting  events  are 
family  affairs,"  says  Watts.  He  recognizes  that  Scouting 
is  unique  in  its  ability  to  integrate  employee  recreation 
with  family  participation  and  community  service,  and 
adds,  “This  contributes  to  the  ultimate  objective  of  the 
Goodyear  Recreation  Program:  'Something  for 
everyone.'  " 

Service  awards 

Of  course,  an  integral  part  of  high  employee  morale 
in  the  program  is  recognition  and  reward  for  community 
service  through  local  Scout  headquarters.  Each  month, 
Watts  presides  over  a  dinner  meeting  of  Scouting  lead¬ 
ers,  commissioners  and  local  Scout  executives.  Prob¬ 
lems  as  well  as  accomplishments  are  discussed,  and 
ideas  are  exchanged  freely. 

Outstanding  leadership  is  always  encouraged  and 
recognized  by  the  Litchfield  Award.  Named  for  the 
founding  father  of  Scouting  at  Goodyear,  it  is  the  highest 
honor  accorded  Scouting  leaders.  The  award  represents 
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excellence,  honor,  and  integrity  in  community  service. 

"The  award  is  not  taken  lightly,"  says  Watts.  "It  is 
seldom  bestowed  on  leaders  with  less  than  20  years  of 
Scouting  service." 

The  Litchfield  name  also  has  significance  for  excep¬ 
tional  Scouts.  A  Litchfield  Competition  is  held  each  year 
for  Goodyear  Scouts  in  Akron.  Four  judges  conduct  the 
competition  and  select  a  Litchfield  medal  winner,  plus 
unit  winners  from  among  Scouts  who  excel  in  special 
merit  competitions.  The  medal  winner  and  unit  winners, 
along  with  selected  adult  leaders,  are  guests  at  Camp 
Pinto  in  North  Bay,  Ontario,  Canada.  Camp  Pinto  is  a 
company  owned  camp  where  the  winners  enjoy  a  week 
of  unlimited  fishing,  canoeing,  swimming,  hiking  and 
other  events.  Rivaling  these  activities  is  the  excellent 
food  prepared  by  a  French  Canadian  chef. 

The  Great  Trail  Council,  of  which  Goodyear's  home  , 
Towpath  Boy  Scout  District  is  a  part,  considers  the 
Goodyear  effort  a  model  for  community  involvement 


continued  on  following  page 
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Scouts  continued 


You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive,  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA — and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 

RICHARD  M.  BROWN,  CIRA 

President 
National  Industrial 
Recreation  Association 


with  Scouting.  Peter  N.  Barbernitz,  Council  Executive, 
comments:  "Goodyear  was  one  of  the  first,  and  has  been 
one  of  the  greatest,  corporate  sponsors  of  Scouting.  The 
company  has  contributed  substantially  in  leading  our 
Scouts  to  worthwhile  and  responsible  adult  citizenship." 

Leadership  training 

The  benefits  that  accompany  Scouting  sponsorship 
do  not  end  with  recreation.  Watts  points  out  that  Good- 
year's  reputation  as  a  company  with  a  varied  recreation 
program  helps  in  recruiting. 

"Some  of  our  employees  first  had  contact  with  us 
when  they  were  Scouts  themselves,"  says  Watts,  "and 
they  are  still  with  us." 

Watts  also  notes  that  a  number  of  the  younger  em¬ 
ployees  now  moving  into  positions  of  responsibility  are 
those  who  came  up  through  Scouting  or  the  recreation 
program.  They  are  also  proving  to  be  active  and  in¬ 
terested  citizens  in  the  communities  in  which  they  live. 

"New  leaders  are  frequently  discovered  as  the  driv¬ 
ing  forces  in  company  recreation  activities,"  says  Watts. 

Watts  feels  strongly  about  corporate  chartered  pro¬ 
grams  for  Scouts,  especially  the  family  recreational 
spin-dffs  from  the  program,  and  is  "ready  to  recommend 
chartering  Scout  programs  to  any  business  concern  with 
a  strong  sense  of  community  involvement." 

Scouting  at  Goodyear  is  part  of  a  diversified  program 
of  recreational  activities  for  employees  and  members  of 
their  families,  which  Watts  says  "is  the  fiber  which  helps 
join  our  people  at  Goodyear  into  a  well-knit,  friendly, 
cooperative  team — on  and  off  the  job." 


Goodyear  Chairman  Charles  J.  Pilliod,  Jr.  congratulates 
a  new  group  of  Eagle  Scouts  in  his  Akron  office. 
Goodyear  is  the  Akron  area's  largest  sponsor  of  Scout¬ 
ing  groups.  rm 


12 


RM,  April,  1979 


The  President  of  McDonnell-Douglas 
supports  employee  recreation 


WE’RE  GOING  TO 
CONTINUE  OUR 
EFFORTS  TO  INSURE 
THAT  OUR  PERSONNEL 
HAVE  THE  BEST 
OPPORTUNITIES  TO 
MAKE  GOOD  USE  OF 
THEIR  LEISURE 


Sanford  N.  McDonnell 

President  and  Chief  Executive  Officer 
McDonnell-Douglas  Corporation 


“Employers  have  been  hearing  a  good  deal  re¬ 
cently  about  how  they  can  make  jobs  more  varied 
and  interesting  for  their  personnel.  Perhaps  some 
improvements  can  be  made  to  make  our  jobs 
more  fulfilling  and  thereby  enrich  our  lives,  but 
there  are  limits  to  this  approach. 

“A  much  more  unlimited  area  for  improvement 
lies  in  our  leisure  hours.  With  holidays  and  vaca¬ 
tion  time,  employees  now  average  only  about  20 
per  cent  of  each  year  on  the  job.  How  they  spend 
that  other  80  per  cent  of  their  time  is  obviously  of 
vital  importance  to  their  happiness  and  self-es¬ 
teem. 

“The  17th  century  poet  George  Herbert  told  us: 
“He  hath  no  leisure  who  useth  it  not.”  Doubtless  a 
reincarnated  Herbert  would  maintain  that  the 
worker  who  spends  most  of  his  weekend  sprawled 
in  front  of  his  television  set  has  wasted  his  leisure 
time.  That’s  a  position  which  can  be  argued.  How¬ 


ever,  the  Monday  morning  blahs  are  probably 
much  more  likely  to  strike  the  workers  who  did 
nothing  in  particular  on  the  weekend  than  those 
who  went  golfing,  sailing,  camping,  fishing,  ski¬ 
ing,  or  model  airplane  flying. 

“The  latter  have  changed  their  environments 
and  attitudes  on  their  own  time.  The  former,  hav- 
.  ing  failed  to  use  their  leisure  time  to  ‘get  out  of  the 
rut,’  may  return  to  the  job  feeling  deeply  mired. 

/‘That’s  one  of  the  reasons  why  our  company 
sponsors  literally  hundreds  of  teams,  clubs  and 
special  interest  groups  among  its  personnel.  In 
this  way,  our  people  who  would  like  to  try  a  new 
activity,  hobby  or  sport  can  find  ready-made 
groups  that  are  anxious  to  welcome  them  into 
membership  and  to  teach  them  the  ropes. 

“We’re  going  to  continue  our  efforts  to  insure 
that  our  personnel  have  the  best  opportunities  to 
make  good  use  of  their  leisure.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 


NOVA's  recreation 
challenges  stress 


by  Enrique  Flores  M 


After  a  busy  day  at  the  office  or  a 
hard  day's  work  on  the  production 
line,  it  is  always  pleasing  to  have 
some  special  place  to  refresh  one's 
mind  and  body  before  the  next  day's 
task.  At  NOVA  de  Monterrey,  A.C., 
such  a  facility  enables  the  employee 
and  his  family  to  relax  their  tensions 
by  engaging  in  their  favorite  sport  or 
hobby  or  by  enjoying  musical  enter¬ 
tainment  or  drama. 

Some  of  the  goals  NOVA  de  Mon¬ 
terrey,  A. C.,  has  set  for  its  recreation 
program  are  to  encourage  the  de¬ 
velopment  of  man  in  all  his  corn- 


taking  part  in  some  event:  a  boy  at 
the  soccer  field,  his  father  jogging  on 
the  track,  and  his  mother  in  the  cast 
of  a  play  that's  being  rehearsed  in 
the  theatre.  NOVA's  facilities  have 
been  expertly  designed  to  provide 
an  ample  opportunity  to  practice  a 
wide  range  of  sports  and  hobbies,  as 
well  as  to  participate  in  music,  ballet 
and  drama  events. 

A  particularly  outstanding  pro¬ 
gram  developed  at  NOVA  was  de¬ 
signed  to  improve  the  fitness  of 
ALFA  executives.  It  has  since  been 
expanded  to  benefit  employees  at  all 


plexities,  to  bring  families  together 
to  enjoy  their  favorite  pastimes,  and 
to  encourage  them  to  use  their  lei¬ 
sure  time  to  improve  their  physical, 
intellectual  and  cultural  well-being. 

NOVA  de  Monterrey,  A.C.  is  an 
association  dedicated  entirely  to  rec¬ 
reation.  It  was  created  by  the  ALFA 
Industrial  Group  in  Monterrey,  state 
of  Nuevo  Leon,  Mexico.  The  Associ¬ 
ation  takes  great  pride  in  the  36,000 
active  members  who  participate  in 
its  cultural  and  sports  programs. 

One  will  often  see  an  entire  family 
at  NOVA's  facilities,  each  member 


A  carefully  monitored  fitness  regimen  is  part  of  NOVA's  recreation  program 
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levels  and  their  families. 

Characteristic  of  all  executive  po¬ 
sitions  is  great  mental  stress,  pres¬ 
sure  that  must  have  some  kind  of  an 
escape  valve.  NOVA,  fully  aware 
that  a  great  many  of  its  members  are 
under  daily  stress  situations,  saw  the 
need  to  plan  carefully  a  physical  fit¬ 
ness  program,  under  the  supervision 
of  the  Recreation  Management  staff. 

This  program  was  based  on  the 
latest  research  and  discoveries  in 
physical  fitness,  including  a  system¬ 
atic  advancing  method.  The  first  step 
taken  was  outlining  the  principle 
goals  of  the  program: 

I.  To  increase  cardiovascular  and 
lung  efficiency 

II.  To  obtain  greater  muscle  flexi¬ 
bility 

III.  To  reach  a  normal  morpholog¬ 
ical  balance 

With  these  objectives  set,  the  pro¬ 
gram  got  under  way.  It  began  with  a 
series  of  physical  aptitude  tests  to 
measure  resistance,  flexibility  and 
endurance.  Each  participant  was 
placed  in  a  fitness  category  accord¬ 


ing  to  the  test  results.  The  categories 
were  beginner,  intermediate  and  ad¬ 
vanced.  A  medical  examination 
prior  to  the  tests  was  required,  and 
after  a  period  of  four  months,  the 
tests  were  scheduled  to  be  taken 
again  for  comparison  with  initial  re¬ 
sults. 

To  insure  the  effectiveness  of  the 
program  before  making  it  available 
to  the  members,  a  pilot  program  was 
established.  It  was  composed  of  a 
group  of  enthused  executives  of  ages 
ranging  from  30  to  50  years.  Their 
interest  was  broadened  by  a  confer¬ 
ence  on  physical  fitness  which 
presented  the  program's  objectives 
and  benefits,  with  a  film  on  actual 
experiences.  The  group  responded 
with  an  eagerness  to  start. 

The  aptitude  tests  were  taken  and 
the  program  began  with  the  estab¬ 
lishment  of  an  individual  and  de¬ 
tailed  record  of  each  participant. 
Sessions  were  held  three  days  a 
week  and,  after  a  period  of  four 
months,  the  tests  were  taken  again. 
The  results  were  stupendous.  A  dra¬ 
matic  improvement  over  initial  fit¬ 


ness  scores  was  recorded:  lower 
pulse  rates,  less  weight,  reduced 
body  measurements  and  increased 
flexibility.  This  pilot  group  has 
greatly  contributed  to  winning 
greater  participation  in  the  physical 
fitness  program  in  NOVA. 

From  that  day  forward,  NOVA 
had  actual  proof  the  program  was  a 
success,  and  a  campaign  was  begun 
to  invite  all  NOVA  members  to  par¬ 
ticipate.  Physical  fitness  material 
was  printed  and  lectures  were  given 
to  all  division  and  department  heads 
within  ALFA  industries.  Dates  were 
set  for  aptitude  tests  and  the  program 
was  on  its  way.  Information  on  phys¬ 
ical  fitness  is  published  in  NOVA's 
weekly  magazine  and  posters  are 
always  renewed  to  invite  and  attract 
new  members. 

It  has  been  eight  months  since  the 
initiation  of  the  program,  and  1,200 
members  are  active  participants,  not 
including  those  who  are  involved  in 


continued 
on  following  page 


A  new  fitness  program  has  been  designed  for  women 
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other  sports  and  physical  activities. 
Initially,  the  program  was  planned 
for  male  members,  but  female  partic¬ 
ipants  are  inquiring  about  it  and  a 
similar  program  is  being  prepared 
for  them.  NOVA  proudly  serves  par¬ 
ticipants  who  range  from  blue-collar 
workers  to  top  executives  and  its 
services  are  free  of  charge. 

NOVA's  facilities  were  designed 
by  the  renowned  architect  Pedro 
Ramirez  Vazquez,  who  designed  all 
the  Olympic  facilities  for  the  1968 


Olympic  Games  in  Mexico  City. 

NOVA's  16-acre  grounds  include: 

•  A  12,800  sq.  ft.  gymnasium, 
accommodation  1,000  persons 

•  Three  swimming  pools 

•  Eight  tennis  courts,  equipped 
for  evening  games 

•  Two  weight-lifting  gyms 

•  A  softball  stadium,  equipped 
for  evening  games 

•  A  1 ,4-mile  jogging  trail 

•  Four  outdoor  volleyball  and 


basketball  courts 

•  Five  soccer  and  baseball  fields 

•  A  karate  and  judo  room 

•  Dressing  rooms  equipped  with 
1,600  lockers,  steambath, 
showers,  etc. 

Separate  facilities  for  women  in¬ 
clude: 

•  A  gym  equipped  with  exercise 
apparatus 

•  A  steambath 

•  Showers,  lockers,  etc. 
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NOVA's  facilities  were  designed  by 
renowned  architect  Pedro  Ramirez 
Vasquez,  who  designed  all  the 
Olympic  facilities  for  the  1968 
Games  in  Mexico  city.  The  pro¬ 
grams  they  support  are  developed 
for  the  entire  family. 

PAGE  16:  The  physical  fitness  regi¬ 
men  is  complemented  by  a  full 
schedule  of  sports  activities. 

PAGE  17:  Family  programs  include 
instruction  and  sports  for  the  chil¬ 
dren  of  employees  as  well  as  a  li¬ 
brary  and  study  hall. 


Other  facilities  not  in  the  sports 
area  are  a  recreation  building  which 
includes: 

•  Five  rehearsal  rooms  for  music 
and  ballet 

•  A  library  and  study  hall  for 
young  members 

•  A  cafeteria  for  300  persons 

•  A  game  room 

•  A  conference  room  that  ac¬ 
commodates  150  persons 

•  A  ballroom  for  300  persons 


•  Six  "plazas"  for  barbecues  and 
picnics 

•  A  theatre,  seating  1,100  per¬ 
sons 

Professionally  trained  staff  people 
in  physical  fitness  have  been  as¬ 
signed  the  full-time  task  of  giving  as¬ 
sistance  and  guidance  to  members. 

To  maintain  the  good  health  and 
morale  of  the  male  and  female  par¬ 
ticipants  in  the  physical  fitness  pro¬ 
gram,  groups  have  been  formed  for 
runners  in  several  different 


Enrique  Flores  Mora  is  Recreation 
Manager  for  Dinamica,  S.A.  He 
holds  a  degree  in  metalurgical  en¬ 
gineering  from  Politec  Institute  of 
Mexico  City.  He  is  a  NIRA  Junior 
Director  from  International  Re¬ 
gion  ix.  rm 


categories.  Each  group  has  specific 
goals  to  reach  and  awards  are  given 
to  those  who  accomplish  them. 

Stress,  the  result  of  strenuous  men¬ 
tal  or  physical  activities,  has  been 
challenged  in  NOVA. 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 

why  the  Association  has  grown  steadily  in  _ 

value  and  recognition.  And  this  is  why  you 

really  owe  it  to  yourself  to  find  out  what  benefits  Mfliittlt 

you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 

obligation  —  just  information.  Write:  Director  RBCrBO 

of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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National  Industrial 
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A  Public 


CPR— cardiopulmonar; 
resuscitation  training  is  01 
of  the  valuable  assets  an 
employee  can  Have. 

If  even  one  employee  f 
this  training,  (  which  is  av 
able  from  Red  Cross).  ev( 
other  co-worker  benefits. 
Everybody  can  breathe  ea 
knowing  that  in  the  event 
a  cardiac  arrest,  help  is 
immediately  available. 


r 


SWITCH  ON 

YOUR 

PROGRAM 


with  the  bright  ideas 
and  new  information  you  will  gain 
at  the  largest  and  most  comprehensive 
international  meeting  on  employee 
recreation,  fitness  and  services: 

National  Industrial  Recreation  Association 
38th  Annual  Conference  and  Exhibit 

Americana  Rochester,  downtown 
Rochester,  New  York 
May  1 7-  22,  1 979 

Complete  registration  form  on  reverse  page  and  return  to: 

NIRA  •  20  N.  Wacker  Drive  •  Suite  2020  •  Chicago,  IL  60606 

(312)  346-7575 
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Registration 

The  38th  Annual  IMIRA 
National  Conference  and  Exhibit 
Americana  of  Rochester 
Rochester,  New  York 
May  17  -  22, 1979 

Data 

Your  Name^_ _ _ _ _ _ _____ _  Title  _ _ 

Common  First  Name _ ) _ _ 

Firm  Name_ _ _ _ 

Business  Address _ _ _ _ _ _ _ _ _ 

City _ _ _ _ _ Stat$ _ -  _  Zip 

Telephone _ Number  of  Employees _ 

Status:  CIRA  ["""]  CIRL  [”"]  New  NIRA  Member  [_1 

(Since  June  1 ,  1978) 

Number  of  conferences  attended_ _ Estimated  Time  of  Arrival _ 

Names  of  others  in  your  party  for  whom  you  will  submit  forms 


(for  cross  reference) 

A  separate  form  must  be  submitted  for  each  person  in  your  party.  (Duplicate  if  necessary) 


Registration  Packages 

(Fee  includes  group  meals  and  social  functions) 


Delegate  of  NIRA  member  Company 
Non-member  delegate  attending  Conference 
Exhibitors 

Extra  Exhibitor  participants 
Associate  Members,  not  exhibitors  but 
attending  Conference 
Commercial  attendees  who  are  not 
exhibiting  at  Conference 
All  Spouses 
Student  Attendees 
Children 


-IMPORTANT- 
CIRCLE  YOUR  CATEGORY 

After  April  15,  1979 

$140.00 
$155.00 
2  per  booth  (no  charge) 

$  95.00 

$210.00 

$295.00 
$  80.00 
$  75.00 
$  75.00 


Policies 

Include  your  check  made  payable  to  the  National  Industrial  Recreation  Association.  No  registration  accepted  without 
payment  in  advance.  Registration  can  be  accepted  in  Rochester  at  some  inconvenience  to  you. 

Mail  registration  and  checks  to:  NIRA,  20  N.  Wacker  Drive,  Chicago,  Illinois  60606. 

Cancellation  Policy  .  .  .  Full  registration  will  be  refunded  if  cancellation  notice  is  received  postmarked  no  later  than  May  2, 
1979.  After  this  date,  full  refund  cannot  be  guaranteed.  No  refunds  will  be  made  unless  request  is  filed  before  June  20,  1979. 
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From  an  educational  session 
1978  NIRA  Conference  and  Exhibit 

Practical  questions 
for  a  pre-retirement 
counseling  program 


by  Brooks  Vinson,  CIRL 
Administrative  Specialist 
Jet  Propulsion  Laboratory 


Two  years  ago >  RM  described  the  organization  of  a 
pre-retirement  counseling  program  ("Pre-retirement 
counseling  at  Rockwell  International,  lames  Patton, 
April  1977,  p.  12).  Since  then,  with  the  relaxing  of  man¬ 
datory  retirement  and  increased  pressure  for  upward 
mobility  among  various  groups  within  the  labor  force, 
even  more  employee  services  administrators  have  be¬ 
come  involved  in  pre-retirement  programs.  The  author 
outlines  the  major  topics  covered  in  the  program  for  jet 
Propulsion  Laboratory  employees  in  Pasadena,  Califor¬ 
nia.  Special  emphasis  here  is  on  the  lifestyle  changes  for 
which  recreation  and  services  professionals  can  help 
prepare  employees  who  are  approaching  retirement. 

In  1 979,  the  federal  minimum  age  for  mandatory  re¬ 
tirement  moves  up  to  70.  Many  states  have  relaxed  or 
eliminated  mandatory  retirement.  Employers  who  want 
to  encourage  traditional  retirement  must  prepare  their 
employees  for  it  and  encourage  them  to  take  an  early 
voluntary  retirement. 

Retirement  need  not  mean  a  withdrawal  from  life.  It 
should  be  a  shift  away  from  employment,  to  other  ac¬ 
tivities,  whether  they  be  working  full  time  with  a  favorite 
hobby  or  beginning  a  new  career.  Perhaps  the  most  im¬ 
portant  item  to  stress  in  pre-retirement  counseling  is  that 
employees  are  not  retiring  from  something  but  are  rather 
turning  to  something  new. 

In  order  to  meet  the  needs  of  employees  in  prepara¬ 
tion  for  retirement,  many  companies  have  instituted 
pre-retirement  counseling  programs.  These  programs 
encourage  employees  in  their  mature  years  to  think  con¬ 
structively  about  their  retirement  plans,  especially  con¬ 
cerning  finances,  health,  legal  affairs  and  the  wise  use  of 
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leisure  time. 

Utilizing  in-house  personnel  from  the  retirement,  in¬ 
surance  and  training  groups,  and  a  staff  psychologist,  a 
concentrated  3  to  31/2-hour  lecture  program  (with  ques¬ 
tions  and  answers  during  the  talks)  was  conducted  on 
company  time  for  groups  of  25  employees.  This  was 
supplemented  by  a  great  deal  of  written  information, 
procured  in-house  and  from  outside  sources  such  as  the 
American  Association  of  Retired  Persons  (AARP). 

It  was  soon  evident  that  while  this  program  was  fairly 
effective  for  employees,  the  information  presented  was 
not  in  sufficient  depth  and  was  not  reaching  the  spouses 
of  participants.  The  program  was  therefore  augmented  to 
provide  a  series  of  evening  meetings  of  about  21/2  hours 
in  which  outside  experts  in  various  fields  were  featured 
speakers  and  to  which  both  employees  and  spouses 
were  invited. 

In  addition  to  the  program  outlined  above,  the  re¬ 
tirement  group  continued  to  conduct  individual  counsel¬ 
ing  sessions  for  employees,  and  occasionally  spouses,  at 
the  employees'  request. 

The  program  to  date  has  been  of  significant  value  to 
several  hundred  employees,  as  evidenced  by  both  verbal 
and  written  responses  to  questionnaires.  It  has  been  well 
worth  the  effort  and  the  nominal  cost  to  the  Laboratory 
in  terms  of  improved  morale  among  the  older  employ¬ 
ees.  A  large  number  of  the  younger  employees,  too,  see 
it  as  evidence  of  increased  interest  in  their  eventual 
well-being. 


continued  on  following  page 
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Three  Retirement  Budgets 


HIGHER  BUDGET 


MEDICAL 

CLOTHING  £  PERSONAL 
ALL  OTHERS 
TRANSPORTATION 


INTERMEDIATE  BUDGET 
$6,738.00 


MEDICAL 

CLOTHING  5  PERSONAL 
ALL  OTHERS 
TRANSPORTATION 


MEDICAL 

CLOTHING  6  PERSOhiAL 
ALL  OTHERS 
TRANSPORTATION 


US.  Bureau  of  Labor  Statistics 


Understanding  personal  finances 

While  an  investment  portfolio  may  be  ideal  for  some, 
many  employees  do  not  have  any  extra  capital  to  sup¬ 
plement  a  retirement  "nest  egg."  For  many,  the  basic 
question  is  understanding  the  minimum  costs  of  retire¬ 
ment  living.  It  is  these  people  who  are  most  in  need  of 
pre-retirement  counseling. 

The  Bureau  of  Labor  Statistics  recently  estimated  the 
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cost  of  a  modest  standard  of  living  to  be  around 
$3,500.00  for  a  single  retired  person,  and  $5,400.00  for 
a  retired  couple.  Above  are  very  modest  budgets  sug¬ 
gested  by  the  Bureau  for  retired  couples  with  "low," 
"intermediate"  and  "higher"  retirement  incomes. 


continued  on  following  page 
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Pre-retirement  counseling  continued 


This  is  contrasted  with  corresponding  budgets  for  an 
unretired  individual  with  an  average  $1 1,781 .00  annual 
salary,  shown  below. 

Pre-retirees  must  become  aware  that  their  retirement 
income  may  be  lower  than  employment  income  by  as 
much  as  50%.  An  important  point  to  stress,  as  well,  is 


that  expenses  will  change,  too.  Many  expenses  will  have 
been  reduced  or  entirely  eliminated  by  the  time  employ¬ 
ees  retire.  The  purpose  of  the  financial  portion  of  a  coun¬ 
seling  program  is  to  help  employees  look  at  these 
changes  clearly  and  prepare  to  deal  with  them. 


An  Employment  Budget 


DISTRIBUTION  OF  PERSONAL  INCOME  DOLLAR 


NON-DURABLE  GOODS 


SERVICES 


DISTRIBUTION  OF  PERSONAL  CONSUMPTION  EXPENDITURES 


FOOD 


ALL  OTHER 


Analyzing  housing  needs 

With  housing,  as  with  personal  finances,  a  pre-re¬ 
tirement  counseling  program  should  present  older  em¬ 


ployees  with  a  practical  checklist  of  questions  they  must 
answer  for  themselves.  This  list  helped  JPL  pre-retirees 
examine  their  future  needs  for  housing: 
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rmine  the  general  need: 
i  Do  you  want  to  continue  living  here? 
i  Does  your  home  need  updating  for  your  own  use 
or  for  potential  resale? 

rmine  the  specific  need: 

'  What  changes  or  improvements  are  needed? 
i  What  additional  changes  or  improvements  would 
you  like  to  have? 

rate  potential  benefits  against  probable  costs: 
i  Give  priority  to  structural  repairs.  If  a  great  deal  of 
work  is  needed,  will  the  benefits  be  worth  the 
cost? 

i  Determine  what  benefits  would  result  from 
changes  or  improvements  in  a  specific  room  or 
area.  What  changes  in  costs  and  benefits  would 
result  if  an  alternative  method  were  used?  What 
would  the  result  be  if  no  changes  were  made? 
i  Consider  whether  any  secondary  benefits  will  re¬ 
sult.  (For  example,  increased  safety  is  built  in  at 
the  same  time  a  larger  service  entrance  and 
heavier  wiring  are  installed  to  accommodate 
higher  wattage  appliances.  In  addition,  new  cir¬ 
cuits  can  be  installed  at  this  time  and  take  care  of 
lighting  fixtures  and  convenience  outlets.) 

*  Get  reliable  advice.  Talk  to  people  who  have  re¬ 
cently  made  similar  improvements  or  to  people  in 
the  building  industry. 

s  the  decision  that  is  best  for  you: 
i  Decide  which  specific  changes,  or  improvements 
or  combination  of  these,  will  serve  your  retirement 
housing  needs  at  a  cost  you  can  afford. 

de  when  to  make  changes  and  improvements: 
i  Arrange  to  make  changes  and  improvements  be¬ 
fore  retirement,  in  order  to  avoid  the  expense  after 
you  have  started  living  on  a  reduced  income. 

ige  for  changes  and  improvements  to  be  made: 

<  Decide  whether  to  have  the  work  done  at  one 
time  or  during  a  two-  or  three-year  period, 
i  Decide  who  will  do  the  final  planning  and  work. 
In  the  process  of  decision-making,  families  will 
have  clarified  what  they  want  and  why — this  will 
help  them  or  others  who  do  the  work. 

*  Make  arrangements  to  pay  for  the  work. 


Without  your  help,  we  can’t  afford  to  win. 


*  *  *  | 
v  pre-retirement  counseling  program  does  its  | 
est  service  for  employees  by  helping  them  examine  | 
mportant  factors  that  will  affect  how,  or  whether,  . 
can  enjoy  their  leisure  time.  We  can  acquaint  em-  ' 
3es  with  leisure  interests  they  can  pursue  when  they  | 

;  and  we  can  open  our  programs  to  them  after  they  | 

!  employment.  We  can  demonstrate  our  real  con-  . 
for  them — and  for  all  employees — by  showing  them  ' 
practical  questions  about  lifestyle  can  affect  their  | 
possible  use  of  leisure  years.  Pill  l_ 


Make  check  payable  to  U.S.  Olympic  Committee, 

P.0.  Box  1980-P,  Cathedral  Station,  Boston,  MA  02118 

Name _ 

Address _ _ 

City _ 

State  Zip 


A  $ _ 

contribution 
is  enclosed. 


Please  send  me  the  symbol  of  support  checked  below. 

□  Stickpin  ($10)  □  Tote  Bag  ($25)  □  Desk  Spinner 

□  Pendant  ($25)  □  Visor  Cap  ($25)  ($50) 

Your  contribution  is  tax-deductible. 


IDEAS  CLINIC 


QWe  have  had  some  sad  experiences  concerning 
our  relationship  with  vendors  and  promoters,  as 
they  relate  to  discounts  and  special  offers  for  employ¬ 
ees.  The  apparent  lack  of  good  faith  on  the  part  of  ven¬ 
dors  has  reflected  badly  on  our  program  and  has  caused 
management  to  consider  eliminating  all  of  these  types 
of  employee  services.  Are  there  any  reliable  guidelines 
by  which  we  could  review  future  employee  offers  ex¬ 
tended  to  us  by  outside  organizations  and  businesses? 

A  Discounts  can  be  a  valuable  component  of  any 
employee  services  programs.  They  bring  group 
buying  power  to  consumers  as  a  direct  result  of  their  as¬ 
sociation  with  their  employer.  For  this  reason,  they  can 
be  “as  good  as  gold"  in  enhancing  the  positive  image  of 
the  employer  in  the  eyes  of  employees  and  their  families. 
As  noted  in  recent  RM  article  ("How  to  develop  an  em¬ 
ployee  discount  program,"  Nancy  S.  Gansmiller,  Feb. 
1979,  p.  28),  discount  programs  are  relatively  inexpen¬ 
sive  to  administer,  and  are  flexible  enough  to  change 
whenever  opportunities  to  improve  and  expand  arise. 

As  with  any  number  of  activities,  however,  a  dis¬ 
count  program  requires  careful  organization  and  con¬ 
tinual  concern  for  employee  welfare  if  it  is  to  remain  a 
positive  influence.  Especially  when  employees'  money 
in  involved,  the  program  administrator  must  have  an 
eagle  eye  open  not  only  for  bargains,  but  also  for  reliable 
merchants.  An  honest  discount  on  a  real  service  or  de¬ 
pendable  product  reflects  well  on  your  program  and 
your  employer.  A  disappointing  experience  or  a  lack  of 
good  faith  on  the  part  of  a  vendor  can  create  resentment 
and  distrust  among  employees  who  get  "burned",  their 
families  and  all  others  who  hear  of  their  bad  experience. 
You  must,  therefore,  protect  your  program's  reputation 
by  safeguarding  the  employees'  interests. 

We  haven't  come  across  any  complete  published 
guidelines  concerning  transactions  made  with  outside 
agents  or  vendors.  However,  in  some  areas  of  employee 
services,  a  number  of  our  NIRA  members  have  de¬ 
veloped  policies  and  procedures  to  avoid  problems. 

One  of  the  pitfalls  encountered  when  working  with 
outside-of-company  vendors  is  their  lack  of  knowledge 


concerning  employee  services  and  industrial  recreation. 
They  often  fail  to  understand  completely  the  employer's 
interest  in  opening  the  employee  group  to  an  outside 
sales  pitch.  It  is  a  new  ballgame  for  many  of  them  and  it 
must  be  played  according  to  rules  that  are  much  differ¬ 
ent  than  their  normal  promotional  tactics.  There  is  no 
advantage  or,  indeed,  any  purpose  in  promoting  offers  to 
the  employee  group  that  can  be  duplicated  in  the  open 
market  place.  There  is  no  reason  for  the  employer  to 
make:  advance  guarantees  of  sales  or  numbers  of  partici¬ 
pants  before  a  price  tag  is  established.  The  employer's 
interest  is  not  in  boosting  sales;  but  only  in  offering  a  real 
service  to  employees. 

The  value  of  the  promotional  effort  extended  by  the 
employees'  company,  more  often  than  not,  exceeds  the 
dollar  value  being  offered  in  discounts.  The  captive  em¬ 
ployee  market  can  only  be  reached  through  your  man¬ 
agement's  approval.  There  must  be  some  pertinent  em¬ 
ployee  relations  value  in  allowing  that  access  or  there  is 

continued  on  page  32 


THE  NIRA- SWANK 
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Oh,  God! 


USE  MOVIES:  rrom  Wa,ner  B,os  O 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE ! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

Send  for  your  free  color  catalog  or  for  more  information. 


MOTION  PICTURES,  INC. 

P  Bay  Swank,  President 

ALSO  OFFICES  IN:  NEW  YORK,  BOSTON,  WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 


201  South  Jefferson  Avenue 
Saint  Louis,  Missouri  63103 
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From  an  educational  session 

1978  NIRA  Region  VII  Conference  and  Exhibit 


Stress  Management 


How  to  recognize  harmful  stress  levels 
in  employees  and  help  relieve  them 


from  remarks  by  William  Snow,  Ph.D. 


We  hear  a  great  deal  these  days  about  stress.  We  are 
all  subject  to  it.  People  in  the  personnel  field  are  in  a 
unique  position  to  recognize  harmful  levels  of  stress  in 
employees  and  be  able  to  provide  programs  to  help  re¬ 
lieve  them. 

This  is  an  age  of  increased  specialization.  With  better 
educated  and  better  informed  employees,  we  have 
“smarter"  people  doing  "dumber"  things  on  the  job. 
That  conflict  alone  causes  stress  for  many  workers. 

Stress  is  not  all  bad.  In  fact,  Dr.  Hans  Selye,  a  pioneer 
in  the  field  of  stress  analysis,  has  said,  "Without  stress, 
life  would  be  boring."  Stress  is  the  amount  of  energy  it 
takes  for  us  to  cope.  In  moderate  amounts,  it  is  good.  The 
question  is  when  stress  stops  being  good. 

There  are  several  types  of  stress,  all  of  which  can  af¬ 
fect  an  employee's  desire  and  ability  to  perform: 

Frustration — A  person's  environment,  either  physi¬ 


cal  or  social,  can  frustrate  him.  So  can  personal  lim¬ 
itations,  either  physical  or  mental. 

Conflicts — Opposing  forces  within  an  individual 
cause  serious  stress  when  they  are  pitted  against  one 
another.  Some  of  the  familiar  conflicts  many  of  us  must 
face  spring  from  opposing  motives  or  conflicts  between 
what  we  would  like  to  do  and  what  social  values  say  we 
should  do.  Other  conflicts  can  develop  into  contests 
within  ourselves:  commitment  vs.  non-involvement, 
avoiding  vs.  facing  reality,  integrity  vs.  compromise, 
sexual  desire  vs.  moral  restraints,  and  so  on. 

Pressures — Outside  influences  can  also  cause  stress 
for  employees  you  serve.  Common  pressures  include  the 
competition  for  choice  marks  of  achievement,  sustained 
concentration  of  the  effort  necessary  to  achieve,  rapid 
changes  in  an  employee's  surroundings  (see  inset),  and 
strains  in  family  or  other  human  relationships. 

We  all  recognize  some  signs  of  stress  in  ourselves, 
although  we  may  not  always  be  wise  about  finding  ways 
to  relieve  them.  Stress-related  behavior  takes  myriad 
forms,  many  of  which  are  evident  to  you  as  you  work 
with  employees.  People  who  are  seriously  stressed  show 
a  number  of  these  behaviors.  They: 

•  Have  a  severe  sense  of  time  urgency 

•  Are  committed  to,  or  involved  in,  too  many 
projects 

•  Have  a  strong  desire  for  recognition  and 
advancement — excessive  competitive  drive 

•  Neglect  all  aspects  of  life,  except  work 

•  Are  inclined  to  give  up  former  leisure  time  to  work 
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King  Louie 


Styled  for  action,  combined  with 
exacting  standards  of  quality,  Pro/Fit 
jackets  and  caps  by  King  Louie 
stand  out  in  any  crowd. 

Imprinted  or  plain,  Pro/Fit  jackets  are 
ideal  for  groups,  teams  or  company 
identification.  Pro/Fit's  broad  range  of 
styles,  colors  and  sizes  assures  satisfaction. 

You'll  appreciate  King  Louie's  stand-out 
service,  too.  Prompt  shipment  from  a 
fully-stocked  warehouse. 

•  311  West  72nd  Street  •  Kansas  City,  Missouri  64114  •  (816)  363-5212 


For  a  catalog, 
write  or  call 

King  Louie  International,  Inc. 


THE  INCREDIBLE  LITTLE 
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T.F.T 

TableTennis 
Ball  Dispenser 

•  Improved, 
Trouble-Free 
Operation 

•  Tempered  Glass 
Front 

•  Larger  Capacity: 
Holds  a  Gross 

•  25$  Coin  Front 

•  Own  It  For  Only 
$37.50 

T.F.T.  TABLE  TENNIS  BALL  DISPENSER  saves  time 
and  makes  money.  Liberates  valuable  employees 
for  other  duties.  Takes  over  ball-dispensing,  cash 
handling,  eliminates  daily  inventory,  record-keep¬ 
ing  and  other  costly,  nit-pickin’  details.  One  gross 
of  Table  Tennis  Balls  at  $17.80  per  gross, 
dispensed  at  25$  each,  returns  a  profit  of  $18.20, 
Recover  almost  the  entire  purchase  price  in  two 
fillings.  Thereafter,  it’s  clear  profit  all  the  way. 
T.F.T.  TABLE  TENNIS  BALL  DISPENSERS  have 
been  tested  in  use  for  many  years.  All  "bugs" 
eliminated.  No  risk  guarantee:  return  machine  for 
free  repair-pay  only  for  parts  and  shipping. 

For  immediate  shipment,  or  additional  information. 

T.F.  TWARDZIK  &  CO.,  INC. 

Dept.  RM  600  East  Center  Street 
Shenandoah,  PA  17976 
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(Stress  continued) 


•  Take  on  excessive  responsibility 

•  Eat,  move  and  walk  rapidly 

•  Are  easily  irritated 

•  Show  impatience  with  other  people 

•  Feel  guilty  when  they  take  time  to  play 

•  Feel  lonely;  have  trouble  confiding  in  others 

•  Become  upset  when  things  do  not  go  right 

•  Try  to  master  situations  over  which  they  have  no 
control 

•  Have  severe  problems  coping  with  ordinary  oc- 
cu ranees  in  life 

We  are  all  familiar  with  the  "fight  or  flight"  reaction 
to  threatening  situations.  Most  of  us  are  aware  that  when 
people  are  under  stress,  their  bodies  prepare  to  fight  the 
problem  or  flee  from  it.  But  today,  it  is  impossible  for  us 
to  fight  all  the  conflicts  we  face  or  flee  from  them.  This 
causes  stress.  If  stress  is  severe  or  prolonged,  exhaustion 
can  result.  This  is  as  true  for  the  man  on  the  assembly 
line  as  it  is  for  the  company  president.  Boredom  can 
cause  a  great  deal  of  stress.  An  employee  who  feels  stuck 
in  a  job  he  hates  is  under  a  lot  of  stress.  And  it  will  affect 
his  ability  to  do  that  job. 

When  combined  with  a  high  health  risk  profile,  a 
high  stress  level  can  even  kill.  A  high  health  risk  profile 
includes  high  blood  pressure,  high  alcohol  intake,  a  high 


cholesterol  level,  smoking,  diabetes  and  obesity. 

Several  coping  mechanisms  help  relieve  harmful 
levels  of  stress  and  keep  the  inevitable  stress  of  everyday 
life  at  manageable  levels.  Everyone,  especially  those 
under  a  great  deal  of  stress,  should: 

•  Plan  some  idleness  every  day 

•  Listen  to  others  without  interruption 

•  Read  books  that  demand  concentration 

•  Learn  to  eat,  walk,  and  talk  more  slowly 

•  Have  a  place  to  retreat 

•  Avoid  irritating,  overly  competitive  people 

•  Plan  leisurely,  unstructured  vacations 

•  Maintain  a  regular  program  of  physical  activity 

The  employee  program  can  offer  employees  several 
of  these  opportunities,  both  in  programs  and  facilities. 
Review  your  program  and  plan  with  these  needs  in 
mind. 


Dr.  Snow  is  Director  of  Personnel  Research,  Corpo¬ 
rate  Offices,  Rockwell  International  Corp.  He  serves  on 
the  Board  of  Directors  of  the  California  Industry  Educa¬ 
tion  Council,  the  Management  Development  Advisory 
Panel  of  the  National  Management  Association  and  the 
Advisory  Council,  Advanced  Management  Program, 
Michigan  State  University. 
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STRESS  TEST 


With  the  pace  of  life  today,  one  thing  that  touches  all 
of  us  is  change.  We  move  frequently;  we  change  jobs; 
we  hurry  all  day  long.  We  send  the  children  off  to  col¬ 
lege;  change  spouses;  have  our  taxes  raised;  lose  old 
friends  and  make  new  ones. 

All  these  events — good  and  bad— exact  a  penalty  in 
the  form  of  stress.  And  depending  on  how  much  stress 
you  encounter,  your  health  could  be  affected.  The  fol¬ 
lowing  test  was  developed  by  psychologists  to  help  pre¬ 
dict  (and  perhaps  prevent)  physical  problems  that  can 
result  from  too  much  change — and  stress — in  your  life. 

Think  of  what  has  happened  to  you  in  the  past  year 
as  you  read  through  the  test.  Jot  down  the  point  values 

LIFE  EVENT 

1 .  Death  of  spouse 

2.  Divorce 

3.  Marital  separation 

4.  Jail  term 

5.  Death  of  close  family  member 

6.  Personal  injury  or  illness 

7.  Marriage 

8.  Fired  at  work 

9.  Marital  reconciliation 

10.  Retirement 

■11.  Change  in  health  of  family  member 

12.  Pregnancy 

13.  Sex  difficulties 

14.  Gain  of  new  family  member 

15.  Business  readjustment 

16.  Change  in  financial  state 

1 7.  Death  of  a  close  friend 

18.  Change  to  different  line  of  work 

1 9.  Change  in  number  of  arguments  with  spouse 

20.  Mortgage  over  $10,000 

21.  Foreclosure  of  mortgage  or  loan 

22.  Change  in  responsibilities  at  work 

23.  Son  or  daughter  leaving  home 

24.  Trouble  with  in-laws 

25.  Outstanding  personal  achievement 

26.  Wife  begin  or  stop  work 

27.  Change  in  living  conditions 

28.  Revision  of  personal  habits 

29.  Trouble  with  boss 

30.  Change  in  work  hours  or  conditions 

31.  Change  in  residence 

32.  Change  in  recreation 

33.  Change  in  church  activities 

34.  Change  in  social  activities 

35.  Mortgage  or  loan  less  than  $10,000 

36.  Change  in  sleeping  habits 

37.  Change  in  number  of  family  get-togethers 

38.  Change  in  eating  habits 

39.  Vacation 

40.  Minor  violations  of  the  law 


for  events  that  apply  to  you  in  the  column  at  the  right, 
then  add  up  your  score.  If  your  total  for  the  year  is  under 
150,  you  probably  won't  have  any  adverse  reaction.  A 
score  of  1 50-1 99  indicates  a  "mild"  problem,  with  a  37 
per  cent  chance  you'll  feel  the  impact  of  stress  with 
physical  symptoms.  From  200  to  299,  you  qualify  as 
having  a  "moderate"  problem  with  51  per  cent  chance 
of  experiencing  a  change  in  your  health.  And  a  score  of 
over  300  could  really  threaten  your  well-being. 

If  your  score  alarms  you,  do  something  about  it. 
Postpone  a  move,  or  a  job  change,  or  even  going  on  a 
diet  (any  change  that's  under  your  control)  until  your 
score  settles  down. 


POINT  VALUE  SCORE 

100  _ 

71  _ _ 

65  _ 

63  _ 

63  _ 

53  _ _ 

50  _ 

47  _ 

45  _ 

45  _ 

44  _ 

40  _ 

39  _ 

39  _ 

39  _ 

38  _ 

37  _ 

36  _ 

35  _ 

31  _ 

30  _ 

29  _ _ 

29  _ 

29  _ 

28  _ 

26  _ 

25  _ 

24  _ 

23  _ _ 

20  _ 

20  _ 

19  _ 

19  _ _ 

18  _ 

17  _ 

16  _ 

15  _ _ 

15  _ 

13  _ _ 

11  _ 

total  rm 
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Ideas  Clinic  continued 


little  reason  for  the  employer  to  be  involved  with  the 
proposition  at  all.  The  recreation  director  is  duty-bound 
to  say  to  the  vendor,  "We  are  offering  you  a  captive  au¬ 
dience  here.  Our  reputation  is  on  the  line.  You  must  de¬ 
liver  services  to  that  market  (our  employees)  that  reflect 
the  value  of  the  promotional  assistance  we  are  giving 
you." 

All  proposed  contact  arrangements  involving  the 
employees  and  the  outside  groups  should  be  carefully 
spelled  out  in  writing  and  completely  understood  before 
any  offer  is  accepted.  Any  promotional  material  must  be 
reviewed  by  the  program  director  before  it  is  released. 
All  vendors  or  agents  must  be  investigated  as  to  their 
reliability  and  integrity  before  entering  into  any  agree¬ 
ment,  and  the  final  agreements  must  be  made  with  an 
executive  of  the  outside  business  or  vendor — not  a  sales 
representative. 

Whatever  the  proposed  offer,  it  should  always  be 
beneficial  to  both  parties.  A  vendor  will  not  hesitate  to 
tell  the  program  director  if  a  discount  offer  is  going  well 
or  poorly  from  the  vendor's  point  of  view.  The  program 
director  must  be  equally  concerned  and  candid  about 
the  employee  relations  benefits — or  damage — resulting 
from  a  discount  offer.  The  director  should  monitor  par¬ 
ticipation,  solicit  employee  comments,  and  thoroughly 
investigate  any  employee  complaints. 

When  there  is  employee  money  involved,  and  the 
employer  sanctions  an  offer,  both  management  and  the 
program  director  are  putting  their  reputations  on  the  line 
as  endorsers  of  the  proposition.  Therefore,  it  behooves 
you  to  be  covered  on  all  the  elements  of  the  promotion, 
deal,  or  offer.  The  time  taken  for  review  and  the  time 
given  for  promotion  represent  a  high  dollar  value.  Are 
you  getting  at  least  50%  of  that  investment  back  in  em¬ 
ployee  benefits?  If  not,  forget  it.  If  so,  you  probably  have 
a  good  vendor. 

*  *  * 

For  help  in  locating  reputable  suppliers,  nationally 
and  internationally,  who  offer  employee  discounts,  con¬ 
tact  NIRA.  For  local  vendors  who  may  offer  similar  ser¬ 
vices,  contact  your  local  Industrial  Recreation  Council.  If 
you  have  no  local  Council,  NIRA  can  refer  you  to  mem¬ 
bers  who  can  advise  you  on  how  to  start  your  local  dis¬ 
count  program  from  scratch.  .CIH 
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FORT  LAUDERDALE,  FLORIDA 


MEET  YOUR 
NIRA  BOARD 


William  B.  DeCarlo,  CIRA  is  Chairman  of  the 
National  Industrial  Recreation  Research  and 
Education  Foundation  (NIRREF).  His  two- 
year  term  began  in  May  1978. 

DeCarlo  has  served  Xerox  Corp.  in  various 
recreation  administration  positions  for  more 
than  twelve  years.  He  has  been  Manager  of 
Employee  Recreation  Services  at  Xerox- 
Rochester  (New  York)  since  1 970.  Prior  to  his 
career  with  Xerox,  DeCarlo  worked  both  as  a 
municipal  recreation  administrator  and  as  a 

DeCarlo  holds  a  B.S.  in  recreation  education,  an  M.S.  in  recrea¬ 
tion  and  park  administration,  and  is  completing  work  toward  a  Ph.D. 
in  recreation  and  park  administration.  He  was  NIRA  President  in 
1975-76  and  was  Chairman  of  the  1977  NIRA  Conference  and 
Exhibit. 


Fritz  J.  Merrell,  CIRA  is  NIRA's  Immediate 
Past  President.  As  such,  he  is  a  member  of  the 
Executive  Committee  of  the  1 978-79  Board. 

Merrell  is  Employee  Activities  Supervisor 
for  Olin  Corporation  in  Pisgah  Forest,  North 
Carolina.  Although  he  began  his  career  at 
Olin  in  1940,  it  was  not  until  1947  that  he 
became  Assistant  Athletic  Director.  From 
then  until  this  year,  he  has  been  involved  pro¬ 
fessionally  in  recreation  and  employee  ser¬ 
vices  for  his  company.  The  highlight  of  Mer- 
rell's  work  for  Olin  came  in  1970  when  his  program  won  the  Helms 
(now  Eastwood)  Award  for  overall  excellence.  He  has  served  on  the 
NIRA  Board  as  a  Director  and  Secretary,  and  is  this  year's  official  Con¬ 
ference  Chairman. 


Ken  Wattenberger,  CIRA  is  Vice  President  of 
Membership.  He  was  elected  to  the  post  last 
May  and  will  serve  until  May  1979.  Watten¬ 
berger  is  Executive  Director  of  the  Lockhead 
Employee  Recreation  Club  (LERC)  at  Lock¬ 
heed  California  in  Burbank.  A  lifetime  of 
municipal  and  industrial  recreation  work  has 
netted  him  numerous  awards,  including  a 
1975  NIRA  Distinguished  Service  Award.  He 
served  the  Association  as  a  member  of  the 
Board  of  Directors  from  1973-74  and  again 
for  a  1976-77  term.  He  has  been  a  leader  on  NIRA's  Western  Region 
VII  Board  for  many  years  and  has  participated  actively  in  the  organiza¬ 
tion  and  administration  of  many  Region  VII  Conferences.  I'm 


university  instructor. 


Wacti  <\nb 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 


CIRCLE  READER  SERVICE  CARD  NO.  8 

Your  Professional 
Reference  Library 

Cassette  tapes 
of  major 

educational  sessions, 
1978  NIRA 
Conference  &  Exhibit 

•  Six-session 
fitness  series 

•  Productivity 

•  Stress  elimination 

•  Legal  considerations 

•  Group  travel  options 

•  Retiree  programming 
. .  .and  more 

Tapes:  $7  each 

Tax,  postage,  handling,  inch 

Convention  Recording  Service 
1222  Greenbrier 
Denton,  TX  76201 
(817)  387-9102 
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NIRA  CALENDAR 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  <CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme— (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida — (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 


Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 


Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 


Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 


Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 


*  *  * 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA — (714) 
871-3232,  ext.  2432, 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
more  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346-7575. 
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SERVICES  &  ACTIVITIES 


Purpose 


The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  oc 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 


N IRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Name  three  p  aces  where 
you  can  dine  like  a  king, 
seep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  hearft  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


Happy 

Phin 


If  Florida  suits 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work 
ask 

about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Planfation 
Inn 


an 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 


NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  qr  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(21 4)  363-2431  (81 3)  360-701 1 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties . 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


§  dorIc 

25,300  tons 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 

TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that- includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  overthe  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


AND  IN  THE  WINTER  .  .  .  Quality  Cruises 
TO  THE  CARIBBEAN  of  Various  Durations: 

iDORfc  '  OcleANIC 


FROM  FLORIDA 


FROM  NEW  YORK 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432-1414  Offices  in  Principal  Cities 


'UmjjjoIImL  (d/l  Quality  ^ VwksL . . .  Moml  Jjjull  }amou±  Qixrfmn,  (p£AAonml 
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Lockheed  California  Company 
Burbank,  California 
IERRE  W.  YODER 

General  Dyhamics-Ft.  Worth  Division 
Ft.  Worth,  Texas 
IMMEDIATE  PAST  PRESIDENT 
FRITZ  I.  MERRELL,  CIRA 
Olin  Corporation 
Pisgah  Forest,  North  Carolina 
SECRETARY 

ELIZABETH  F.  BURCH ARD,  CIRA 
Northwestern  Bell  Telephone  Company 
Omaha,  Nebraska 
TREASURER 
ROY  L.  McCLURE,  CIRA 
Lockheed-Georgia  Company 
Marietta,  Georgia 
DIRECTORS 
ALAN  BENEDECK 
Allstate  Insurance  Company 
Northbrook,  Illinois 
MARTHA  P.  8YERS,  CIRA 
Owens-Illinois,  Inc. 

Toledo,  Ohio 

MILES  M.  CARTER,  CIRA 
McLean  Trucking  Company 
Winston-Salem,  North  Carolina 
FRANK  A.  DeLUCA,  CIRA 
Avco  Lycoming  Division 
Stratford,  Connecticut 
STEPHEN  W.  EDCERTON,  CIRA 
Xerox  Corporation 
Rochester,  New  York 
NELSON  ELLSWORTH 
Province  of  Nova  Scotia 
Halifax,  Nova  Scotia,  Canada 
CEORCE  CRICOR,  CIRA 
Kodak  Canada,  Ltd. 

Toronto,  Ontario,  Canada 
CHERYL  H.  / ONES 
First  National  8ank  in  Dallas 
Dallas,  Texas 
RON  LEWIS.  CIRA 
Philip  Morris.  Inc. 

Richmond.  Virginia 
ENRIQUE  MALDONADO 
Accion  Social  Regiomontana 
Monterrey.  N.L.,  Mexico 
ROBERT  L  McCRAY 
Coca-Cola  Bottling  Company 
San  Diego,  California 
LOUIS  R  MERTENS,  CIRA 
Foreign  Affairs  Recreation  Association 
Washington,  D.C. 

EUGENE  MILLER.  CIRA 
Michigan  Bell  Telephone  Company 
Detroit,  Michigan 
ENRIQUE  FLORES  MORA 
Dinamica,  S.A. 

Monterrey,  N.L.,  Mexico 
BILL  O'KEEFE 
Falk  Corporation 
Milwaukee,  Wisconsin 
HOWARD  SHANKER 
Shanker  Industries,  Incorporated 
Cleveland,  Ohio 
SUSAN  SWICKI,  CIRA 
Bankers  Life  &  Casualty  Company 
Chicago,  Illinois 
PHYLLIS  SMITH.  CIRA 
Hughes  Aircraft  Company 


REEVES  E.  TEVIS 
El  Paso  Natural  Gas  Company 
El  Paso,  Texas 
IOHN  C.  TUTKO.  CIRA 
Headquarters,  U.S.  Air  Force 
Washington,  D.C. 

BERNIE  WATTS 

Goodyear  Tire  &  Rubber  Company 
Akron,  Ohio 

RICHARD  WILSMAN,  CIRA 
Johnson  Wax 
Racine,  Wisconsin 


What  is  NIRA? 


The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  betvveen 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 
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The  NIRA  President 
would  like  a  word  with  you 


about  directing  change 


Richard  M.  Brown,  CIRA 
Texas  Instruments,  Inc. 
1978-79  NIRA  President 


Since  last  May,  we  have  made 
some  changes  in  NIRA.  I  believe  in 
change — when  it  is  positive,  when  it 
is  shaped  by  a  well-considered  and 
circumspect  plan,  and  when  it  is 
managed  carefully  and  creatively. 

We  must  not  only  be  ready  for 
change,  we  must  initiate  it.  We  must 
act  in  our  own  self  interest  to  insure 
that  change  happens  for  us  and  not 
to  us. 

NLRA  is  fun.  Like  the  recreation 
and  services  organizations  our 
members  direct,  it  fosters  self-im¬ 
provement  in  a  congenial  atmo¬ 
sphere.  And,  like  our  work  in  our 
home  organizations,  involvement  in 
the  Association  must  also  be  serious 
work. 

Our  world  is  changing.  We  must 
pool  our  resources  to  understand 
and  help  direct  that  change. 
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The  new  view  of  human  resources 

Throughout  western  business  and 
industry,  an  appreciation  of  the 
human  element  in  production  has 
come  to  the  fore.  Technology,  how¬ 
ever  sophisticated,  is  still  an  exten¬ 
sion  of  human  capabilities  and  de¬ 
pends  upon  human  direction  and 
support.  When  people  are  in  top 
form,  physically,  mentally  and  emo¬ 
tionally,  they  can  make  business  and 
industry  hum.  It  is  becoming  legiti¬ 
mate,  in  a  way  it  never  has  been  be¬ 
fore,  to  treat  employees  as  individ¬ 
uals  and  to  encourage  their  produc¬ 
tivity  with  fitness  and  morale-boost¬ 
ing  programs. 

We  must  be  sensitive  to  all  the 
possible  activities  and  services  that 
contribute  to  that  fitness  and  motiva¬ 
tion.  We  are  comfortable  with  soft- 
ball  leagues,  for  example,  and  we 
know  they  are  effective.  But  tran¬ 
scendental  meditation  may  work  just 
as  well. 

The  fitness  boom 

Fitness  isn't  just  a  fad.  It  is  com¬ 
mon  sense,  for  individuals  and  or¬ 
ganizations.  Regardless  of  how  we 
feel  personally  about  the  subject  or 
its  most  ardent  proponents,  we  must 
acknowledge  that  it  is  here  to 
stay — and  it  is  growing.  We  must 
become  well-versed  in  the  basics  of 
fitness  programs,  even  if  we  do  not 
presently  have  the  resources  to  ad¬ 
minister  them.  They  are  clearly  in 
our  future. 

The  return  to  self-reliance 

Proposition  13  has  already  be¬ 
come  a  catchword  for  a  general 
movement  away  from  big  govern¬ 
ment  and  toward  local  control  and 
the  reliance  on  private  enterprise.  As 
noted  in  this  column  last  month,  we 
must  anticipate  future  recreation 


needs  on  a  community,  rather  than 
on  a  corporate,  level.  Public  recrea¬ 
tion  professionals  and  employee 
program  directors  must  see  one 
another  as  partners.  Some  com¬ 
pany-sponsored  recreation  programs 
are  already  heavily  involved  in 
community  recreation.  They  are  the 
advanced  line.  The  rest  must  begin 
to  anticipate  their  roles  in  this  com¬ 
ing  change. 

Increasing  professionalism 

Colleges  and  universities  are  turn¬ 
ing  out  a  new  crop  of  graduates  who 
consider  employee  recreation  as  a 
full-time  career.  The  proportion  of 
practitioners  who  choose  this  field, 
rather  than  stumble  into  it,  is  grow¬ 
ing  rapidly.  NIRA  anticipated  this 
trend  and  will  help  shape  it  with  the 
1979  publication  of  a  college  text¬ 
book. 

These  college-trained  recreation 
directors  are  the  key  to  the  future  se¬ 
curity  of  the  programs  we  have 
worked  so  hard  to  establish.  With 
their  generation,  employee  program 
management  will  become  an  estab¬ 
lished  function  in  more  companies, 
rather  than  the  transitory  contribu¬ 
tion  of  isolated  individuals. 

Change.  It  is  fast  upon  my  heels, 
too,  as  a  new  President  takes  the 
helm  of  NIRA.  Kirt  Compton,  CIRA, 
your  1979-80  President,  is  an  ex¬ 
perienced  professional,  a  capable 
administrator,  and  a  dedicated 
member  of  the  Association.  He,  too, 
supports  constructive  change  within 
the  continuity  of  carefully  consid¬ 
ered  goals.  I  look  forward  to  assisting 
with  future  improvements  under  his 
administration. 
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If  shoe  fits,  GAA  wears  it 


By  this  time,  you’re  probably  sick  and  tired  of 
talking  —  and  complaining  —  about  inflation.  It 
doesn’t  seem  to  be  creeping  any  longer ;  it’s  jumping 
in  leaps  and  bounds. 

Just  look  at  the  purchasing  power  of  the  dollar 
today.  You  can  buy  1.2  gallons  of  gasoline... or  a 
head  of  lettuce  and  a  cucumber... or  a  round-trip 
ride  on  the  subway. 

But  there  is  one  good  buy  that  amazingly  hasn’t 
been  bit  by  the  inflation  bug  -  an  entry  ticket  into 
the  wide,  wide  world  of  the  Grumman  Athletic 
Association. 

GAA  hasn’t  raised  its  membership  price  since 
1947.  You’re  probably  saying  “What’s  the  catch? 
They’ve  probably  cut  back  on  their  services  over  the 
years,  right.” 

It  isn’t  so.  Over  the  years,  GAA  has  expanded  and 
improved  its  network  of  clubs  and  sports... and  the 
future  looks  even  brighter. 

This  year,  the  GAA  is  holding  its  annual  mem¬ 
bership  drive  from  Monday,  April  2  through 
Monday,  April  30.  Last  year,  over  92  percent  of  the 
Grumman  team  took  advantage  of  this  inflation- 
defying  deal. 

Whatever  you  get  out  of  the  meager  membership 
fee  is  pretty  much  up  to  you.  There  are  scores  of 
activities  for  both  your  mind  and  body... however 
the  spirit  moves  you.  The  GAA  offers  something  for 
everyone. 

For  recreation,  pleasure  and  diversion  during  your 
lunch  break,  you  may  participate  in  any  of  the 
following  activities:  archery,  bocce,  checkers, 
chess,  handball,  horseshoes,  quoits,  shuffleboard, 
softball,  table  tennis,  volleyball  and  weightlifting. 

Bowling  is  one  of  the  most  popular  after-hours 
sports  with  more  than  1 ,500  participants  playing  in 
31  GAA-sanctioned  leagues.  GAA  also  sponsors 
clinics  for  beginners  and  experienced  bowlers  alike 
to  enhance  enjoyment  in  the  sport  and  improve 
their  game. 

Golf  enthusiasts  display  their  form  in  47  leagues 
with  more  than  1,300  Grummanites  teeing  off  on 
11  courses.  The  annual  kicker’s  tourney  is  a  big 
drawing  card  with  contestants  coming  from  every 
part  of  the  company  to  vie  for  the  many  trophies 
and  honors,  or  to  simply  enjoy  the  thrill  of  com¬ 
petition. 


All  membership  monies  go  directly  to  the  support 
of  clubs  listed  on  the  next  page  and  sports  that  run 
the  gamut  from  basketball  to  quoits  to  volleyball. 
Mike  Cherry,  who  is  once  again,  conducting  the 
GAA  membership  drive,  reminds  all  Grummanites 
that  no  varsity  sports  are  supported  by  GAA 
membership  funds.  Varsity  soccer,  golf,  basketball, 
tennis  and  bowling  are  sponsored  by  corporate 
donations. 

If  your  sport  isn’t  being  played  or  your  activity  is 
not  listed,  contact  the  GAA  staff  —  they’ll  help  you 
do  something.about  it. 

For  instance,  Art  Gibson  and  some  of  his  buddies 
wanted  to  form  a  hockey  club  last  year.  They 
contacted  Chet  Baumgartner,  head  of  GAA,  and  he 
helped  them  set  up  an  organizational  meeting  to  see 
how  many  Grummanites  were  interested  in  for¬ 
ming  a  club  team.  The  result:  the  Grumman 
Hockey  Club  is  now  taking  on  other  local  clubs  this 
season,  such  as  the  New  York  City  Firefighters. 
Racketball  enthusiasts  are  following  the  same 
route  to  GAA-sanctioned  status  this  season.  If  you 
want  assistance  in  setting  up  a  new  club  or  sport 
activity,  GAA  is  willing  and  waiting  to  advise  you 
on  how  to  get  started,  who  to  contact,  and  they  will 
even  arrange  for  facilities  and  help  coordinate  the 
activities  of  any  group. 

Perhaps  your  department  wants  to  sponsor  its  own 
table  tennis  tourney  or  bocce  contest.  The  GAA  will 
assist  you  in  setting  up  the  event  ahd  also  lend  you 
the  equipment  necessary  to  pull  it  off. 

Sporting  success 

The  GAA  storage  closet  is  chock-full  of  chess  and 
checker  games,  bocce  sets,  bats  and  balls, 
volley  balls  and  quoits.  Depending  on  the  supply 
available,  it’s  yours  for  the  asking. 

In  fact,  you  can  even  borrow  equipment  for  your 
family  barbeque.  GAA  will  loan  you  a  volleyball 
net  and  ball... quoits... or  bocce  sets,  whatever  you 
need  to  make  your  weekend  a  sporting  success. 

Many  of  GAA’s  programs  are  also  available  for 
your  family  members  and  friends.  For  instance, 
your  sons  and  daughters  can  join'  you  in  learning 
karate.  The  Grumman  Karate  Club  along  with 
many  other  GAA-sanctioned  clubs  are  open  to 
Grummanites  and  their  families. 


All  members  of  the  Grumman  family  can  take 
advantage  of  GAA’s  discount  ticket  program.  Past 
offerings  include  Grumman  nights  at  Shea  Stadium 
to  see  the  N.Y.  Arrows  professional  indoor  soccer 
team,  and  the  N.Y.  Islanders  hockery  team  at  the 
Nassau  Coliseum,  and,  there  is  also  the  annual 
pilgrimage  to  West  Point  for  Army  football. 

If  travel  is  your  pleasure,  GAA  has  a  treasure  chest 
full  of  programs  to  satisfy  the  wanderlust  in  most 
people.  With  competitive  prices  and  top-drawer 
accommodations,  it  offers  trips  to  such  places  as 
Ireland,  the  Caribbean,  and  Hawaii. 

Once  again,  the  GAA  is  open  for  suggestions.  This 
season,  after  finding  out  that  many  GAA  golf 
leagues  get  a  jump  on  the  season  by  travelling 
south,  GAA  arranged  a  special  golf  weekend  trip 
package  to  South  Carolina. 

Besides  sports  and  club  activities,  the  GAA 
organizes  and  presents  shows  each  year  that 
highlight  individual  talents.  Art,  photography  and 
hobby  shows  keep  Grummanite  creative  talents 
sharp  while  people  with  green  thumbs  are 
challenged  by  spring,  rose  and  fall  garden  shows. 
Your  membership  dollar  also  entitles  your  to  a 
drawing  for  prizes.  Fifteen  lucky  ticket  holders  will 
win  $100  U.S.  Savings  Bonds  while  50  more  will 
take  home  a  set  of  Grumman  glasses. 

To  be  eligible  for  the  drawing,  buy  a  $1  ticket. 
Then  sign  your  name,  department,  and  telephone 
extension  on  your  ticket  stub  and  return  it  to  your 
department  administrator.  The  drawing  will  be 
held  Friday,  May  4.  Results  will  be  published  in 
PLANE  NEWS  and  announced  over  the  PA  system . 

Remember  the  annual  drive  starts  Monday  and 
ends  April  30.  Your  support  is  needed... your 
participation  in  any  of  the  GAA  activities  is 
welcomed. 

If  you  are  not  approached  by  someone  in  your 
department  to  purchase  a  ticket,  ask  your  super¬ 
visor  for  one  of  the  membership  cards.  And  if  you 
can’t  get  any  action  in  your  home  department,  call 
the  GAA  staff  —  Chet  Baumgartner,  Mike  Cherry, 
Ellen  Drasser  and  Herb  Mahoney  — on  Ext.  2133  or 
2269  —  they’ll  be  glad  to  personally  sell  you  a  card. 
Though  the  GAA  team  isn’t  telling  how  they  do  it, 
they’ve  obviously  discovered  how  to  stretch  the 
buck  a  long,  long  way.  Why  not  pass  the  buck  to 
GAA,  right  away? 


Reprinted  by  permission  from 

A  PROMOTIONAL  IDEA  . .  .  Grumman  Plane  News — Vol.  38,  No.  6,  March  30,  1979 

Kathy  Housley,  Editor/ Rich  Breunig,  Photographer 
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Clubs 

Contact 

Aikido 

Mail  sta.  C27-01 

Bob  Bauman 
Ext.  2945 

Amateur  Radio 

Mail  sta.  A07-25 

Ray  Schubnel 
Ext.  3732 

Coin  (Bethpage) 

Mail  sta.  C27-05 

Ken  Hale 
Ext.  3717 

Coin  (Calverton) 

Mail  sta.  B28-07 

Jerry  Kreussling 
Ext.  117-6844 

Duplicate  Bridge 

Mail  sta.  C02-04 

Sam  Campbell 
Ext.  4039 

Fencing 

Mail  sta.  B31-02 

Pete  Chaldaria 
Ext.  4331 

Folk  Dancing  (Calverton) 
Mail  sta.  A25-06 

Emil  Urcivoli 
Ext.  117-6688 

GACE  Flying 

Mail  sta.  D16-40 

Hal  Smith 
Ext.  115-3434 

Grumman  Cycle 

Mailsta,  A05-35 

George  Hilton 
Ext.  3262 

Grumman  Family  Campers 
Mail  sta.  A34-03 

Charles  Holzler 
Ext,  3585 

Grumman  garden  Forum 

Mail  sta.  B40-35 

Dot  Kappenberg 
Ext.  5465 

Grumman  Hockey 

Art  Gibson 
Ext.  5783 

Grumman  Horticultural 

Mail  sta.  A21-43 

Roy  Goddard 
Ext.  113-7914 

Karate 

Mail  sta.  A03-15 

Tony  Ortiz 
Ext.  4764 

Krystal  Kracker  C.B. 

Mail  sta.  A32-02 

Harvis  Keahey 
Ext.  2614 

Model  Aviation  Society 

Mail  sta.  A07-35 

George  Meyers 
Ext.  2864 

GAA's 
network 
of  clubs 


Model  Railroad 

Mail  sta.  B09-40 

Ray  Muntz 
Ext.  6044 

Pocket  Billiards 

Mail  sta.  A04-30 

John  DeMarco 
„  Ext.  5188 

Rod  and  Gun 

Mail  sta.  000-19 

George  Capua 
Ext.  2095 

Scuba  Divers 

Mail  sta.  B28-35 

Bill  Toolan 
Ext.  4078 

Ski 

Mail  sta.  B06-02 

Art  Garmendia 
Ext.  7819 

Table  Tennis 

Mail  sta.  C27-01 

Frank  Malone 
Ext.  5203 

Tennis 

Mail  sta.  B25-05 

Pat  Andrews 
Ext.  7345 

Toastmasters 

Mail  sta.  C06-25 

James  Hopkins 
Ext.  5318 

Wing  NutzR.C. 

Mail  sta.  B28-07 

John  Sullivan 
Ext.  117-7427 

Bowling 

Mail  sta.  A01-GAA 

Herb  Mahoney 
Ext.  2133 

Basketball  (men) 

Mail  sta.  B03-25 

Tony  Razziano 
Ext.  6866 

Golf  (men) 

Mail  sta.  A01-GAA 

Mike  Cherry 
Ext.  2269 

Clubs 

Softball  (men) 
Mail  sta.  B08-25 

Softball  (women) 


Soccer 

Mail  sta.  A03-40 

Tennis  (men) 
Mail  sta.  C40-05 


Contact 

Jack  Keane 
Ext.  7595 

Ken  Kretchman 
Ext.  5708 

Otto  Stanaitis 
Ext.  115-3761 

Andy  Kaufmann 
Ext.  6240 


Lifetime  member 

A  little  known  fact  about  GAA  is  that  upon 
retirement  from  Grumman,  you  become  a  life¬ 
long  GAA  member.  Your  membership  entitles 
you  to  participate  in  all  of  the  GAA  activities, 
including  travel  and  special  event  programs. 

In  addition,  you  receive  a  monthly  GAA  retiree 
newsletter  that  will  keep  you  informed  about 
upcoming  events. 

Approximately  3,000  Grummanities  are 
members  of  the  Grumman  Retiree  Club.  Since  it 
was  established  in  1967,  the  club  has  expanded 
to  five  chapter.  Here’s  a  listing  of  the  club 
presidents  and  their  addresses: 

Long  Island-Bert  Sternfield,  54  Garden  Street, 
Garden  City,  N.Y.  11530.  Telephone:  (516)  248- 
3839  Treasure  Coast  (Florida):  Rolf  Sommer,  90 
Village  Green,  Vero  Beach,  Florida  32960. 
Telephone:  (305)562-4769. 

Midwest  Florida:  Vincent  Scheer,  241  •  W. 
Gardenia  Drive,  Orange  -City,  Florida  32763. 
Telephone:  (904)775-2836, 

Suncoast  Florida:  A1  Goetz,  308  Fairmount 
Drive  Holiday  Lake  Estates,  Florida  33590. 
Telephone:  (813) 937-6795. 

Savannah,  Georgia:  Jack  Clarkson,  459  Mall 
Blvd.,  No.  25,  Savannah,  Georgia  31406. 
Telephone:  (912)352-7367. 

If  you  are  interested  in  forming  a  Grumman 
Retiree  Club  chapter,  call  Ellen  Drasser,  (516) 
575-2133,  or  write  to:  GAA,  Grumman 
Aerospace  Corporation,  Bethpage,  N.Y.  11714. 

J 


For  the  full  length  version,  turn  the  page  . . . 
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NEWS  IN  BRIEF 


Award  Program  for 
mental  health  services 

U.S.  employers  who  provide 
counseling,  alcoholic  rehabilitation 
and  other  mental  health  related  ser¬ 
vices  for  their  employees  are  eligible 
for  a  prestigious  award  from  the 
Mental  Health  Association  (MHA). 
The  MHA's  “Employer  of  the  Year" 
award  honors  employers  who  have 
made  an  extra  effort  to  open  their 
doors  to  those  who  have  experi¬ 
enced  mental  disorders  as  well  as 
employers  who  have  outstanding 
employee  assistance  programs. 


Any  employer  in  the  United  States 
and  its  territories  is  eligible  for 
nomination.  Sound  mental  health 
practices  and  equal  opportunity  for 
mentally  restored  people  are  the 
primary  criteria  upon  which 
nominees  are  judged.  Top  level  rep¬ 
resentatives  of  the  private  sector, 
government,  and  labor  compose  the 
panel  of  judges.  Previous  award  re¬ 
cipients  range  in  size  from  the 
American  Motors  Corporation  to  a 
small  bicycle  shop. 

Two  nomination  categories  are 
used  in  selecting  award  recipients: 

(A)  Public  Sector:  government  in¬ 
stallations  (federal,  state,,  city,  and 
county),  and  (B)  Private  Sector:  all 
private  business  and  industry. 

Sheltered  workshops  and  shel¬ 
tered  employment  settings  are  not 
eligible.  The  judges  will  not  neces¬ 
sarily  limit  their  selection  to  one 
nominee  in  each  category,  but  will 
choose  those  employer(s)  who  have 
attained  a  superior  level  of  achieve¬ 
ment  in  their  employment  practices 
concerning  mental  health  and  ill¬ 
ness. 


Nomination  forms  are  available 
from  the  Mental  Health  Association's 
National  Headquarters  at  1800  N. 
Kent  St.,  Arlington,  VA  22209. 
Completed  nominations  must  be  re¬ 
turned  by  August  10,  1979.  The 
award  will  be  presented  at  the  an¬ 
nual  meeting  of  the  Mental  Health 
Association  in  November  in  Denver, 
Colorado. 

"Consumer  Survival  Kits" 
available  for  order 

Employee  services  are  most  often 
useful  when  they  are  self-help  in¬ 
formation  services.  The  staff  of  the 
"Consumer  Survival  Kit"  television 
series  is  offering  a  varied  list  of  pub¬ 
lications  that  may  interest  employee 
associations. 

“Survival  Kit"  is  a  national  pro¬ 
gram  service  of  the  Maryland  Center 
for  Public  Broadcasting.  The  pro¬ 
gram  series  on  which  the  kits  are 
based  is  transmitted  nationally  by 
the  Public  Broadcasting  Service. 

Each  kit  is  a  24-page  booklet,  con¬ 
taining  the  most  important  informa¬ 
tion  researchers  found  in  the  prep¬ 
aration  of  the  public  service  series. 
The  booklets  are  available  for  $1 .00 
each,  to  cover  the  costs  of  repro¬ 
duction,  postage  and  handling.  Dis¬ 
counts  are  available  on  orders  of 
fifty  or  more  of  the  same  booklet. 

The  kits  cover  a  variety  of  current 
topics,  under  six  general  subjects: 

(A)  Health  Care  includes  booklets 
on  pregnancy,  nutrition,  dental  care, 
medical  insurance  and  more. 

(B)  Automobiles  are  discussed  in 
booklets  on  buying,  maintenance, 
and  repair. 

(C)  Homes  are  the  subject  of 
booklets  on  buying,  repairing,  secur¬ 
ing  and  furnishing. 

(D)  Personal /Legal  Planning  top¬ 
ics  cover  a  wide  range,  including 
employment,  wills  and  estates, 


♦ 

♦ 


MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  IL  60473 
Chicago-928-4500 
Illinois-800/942-9205 
I  nter-State— 800/323-8383 


QUALITY 


♦  ♦  ♦  ♦  ♦ 
♦ 
♦ 
♦ 
♦ 

VACATIONS  ♦ 

♦ 

USA  and  CANADA  ♦ 

♦ 

♦ 

Let  us  show  you  what* 
personalized  service  really  ♦ 
means!  ! 


Escorted  air  and  motor-  ♦ 
coach  tours  for  individual  * 
NIRA  members  or  exclu-  ♦ 
sive  group  arrangements.  * 
FREE  tour  brochure.  Net  * 
wholesale  prices  to  N I R A  ♦ 
members. 


♦ 
♦ 

CIRCLE  READER  SERVICE  CARD  NO.  9  « 

SLIDE/SOUND  PRESENTA  TION  A  VAILABLE  ON  REQUEST  ♦ 

♦  ♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦A**** 
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weddings,  divorce,  tenents  rights, 
college  education  and  more. 

(E)  Money  Management/Invest¬ 
ments  are  covered  in  such  topics  as 
budgeting,  income  tax,  credit  and 
banking. 

(F)  Recreation/Hobbies  booklets 
include  areas  as  varied  as  sports 
equipment,  photography  and  wine. 

For  a  complete  list  and  ordering 
information,  contact: 

Consumer  Survival  Kit 
P.O.Box  1979 
Owings  Mills,  MD  21 11 7 


Newsbriefs  . . .  Most  major  spec¬ 
tator  sports  continue  to  increase 
their  numbers  of  fans,  according  to  a 
recent  report  in  the  Wall  Street  Jour¬ 
nal.  Available  data  indicate  that 
football,  baseball,  and  soccer  in¬ 
creased  their  draws  substantially  in 
the  last  year.  Attendance  for  basket¬ 


ball  and  hockey  slipped  ... .  Your 
cycle  club  may  want  to  subscribe  to 
"Boom  in  Bikeways",  an  eight-page 
newsletter  on  bicycling  published  by 
the  Bicycle  Manufacturers  Associa¬ 
tion,  1101  15th  St.,  NW,  Washing¬ 
ton,  DC  20005.  Designed  to  pro¬ 
mote  cycling,  the  publication  is  fil¬ 
led  with  information  on  the  sport, 
worldwide.  Direct  inquiries  to  Exec¬ 
utive  Director  James  J.  Hayes.  PHI 
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BMA  Launches  Nationwide  fm/asmT^T 

Drive  To  Assure  Bike  Funds  turn  improving 


Long  Distance  Riding  Setting  a  New  Trend! 
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Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
CIRCLE  READER  SERVICE  CARD  NO.  5 


How  and  why  to  file 
a  conference  report 

by  Phyllis  K.  Smith,  CIRA 


As  a  company  or  organization  representative,  you 
have  an  obligation  to  file  a  complete  report  on  any  con¬ 
ference  or  educational  seminar  you  attend.  A  report  es¬ 
tablishes  the  validity  of  your  attendance  and  eases  the 
way  for  your  participation  in  future  conferences.  Your 
report  will  have  more  meaning  for  you  and  your  superior 
if  you  go  to  the  conference  armed  with  a  list  of  questions 
you  need  answered  for  your  program.  Your  written  re¬ 
port  should  include  several  basic  components.  They  are: 

(1)  The  major  decisions  reached  by  the  organization 
sponsoring  the  conference 

(2)  The  results  of  any  elections 

(3)  A  list  of  conference  participants,  both  delegates  and 
exhibitors 

(4) -  Information  from  educational  sessions  of  particular 

importance  to  your  organization — Include  session  ti¬ 
tles,  speakers'  names,  and  the  points  each  covered 

(5)  Copies  of  any  session  materials  distributed  at  the 
meeting — Identify  them  by  session  and  speaker 

(6)  A  re-cap  of  the  entire  conference  as  it  applies  to  your 
program— Compare  your  program  and  methods  with 
others  you  discover  during  the  conference 

(7)  The  results  of  your  comparison — Explain  how  the  in¬ 
formation  you  gathered  at  the  conference  can  be 
applied  to  specific  areas  of  your  program.  Note  new 
ideas  you  found  that  might  work  in  your  situation. 
Analyze  how  new  solutions  and  ideas  can  be  im¬ 
plemented  in  your  organization. 

(8)  What  you  contributed — Many  companies  these  days 
are  very  interested  in  what  their  representatives  put 
into  professional  and  community  affairs. 

Your  report  should  be  filed  with  your  immediate  su¬ 
perior,  regardless  of  whether  he/she  is  professionally  in¬ 
volved  in  the  recreation  program.  A  copy  of  your  report 
should  also  go  to  the  area  of  the  company  (usually  the 
personnel  department)  that  is  responsible  for  the  recrea¬ 
tion  program.  Use  your  own  copy  of  the  report  as  a  con¬ 
tinuing  information  resource  and  as  a  reminder  of  the 
improvements  you  plan  to  make,  based  on  what  you 
learned.  I’m 
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ASSOCIATE  PROFILE 


Mid-America  Tours: 

Personal  attention/group  prices 

Mid-America  Tours  is  a  travel  wholesaler  special¬ 
izing  in  United  States  (including  Hawaii  and  Alaska)  and 
Canadian  vacations.  Tours  are  inclusive,  with  meticulous 
care  to  details.  Scheduled  departures  have  a  member¬ 
ship  limited  to  40  persons,  maximum.  All  are  profes¬ 
sionally  escorted  by  knowledgeable  personnel. 
Itineraries  are  planned  to  take  advantage  of  group  travel 
options,  yet  retain  the  flavor  of  vacations  planned  for  an 
individual  or  couple.  Ample  free  time  is  scheduled  and 
supplementary  information  is  provided  on  what  to  do 
and  see  in  addition  to  activities  included  in  the  group's 
itinerary. 

Only  carefully  chosen  lodging  facilities  are  included 
for  overnight  accommodations.  The  choice  of  an  eve¬ 
ning  meal  each  day  from  the  menu,  with  no  restrictions, 
is  a  part  of  all  tours  except  those  to  Hawaii,  Alaska  and 
Nashville. 

NIRA  members  are  quoted  net  wholesale  prices. 
Special  dates  and  itineraries  for  company-wide  functions 
are  available  on  request.  Tour  representatives  are  avail¬ 
able  for  conferences  and/or  presentations,  including 
si  ide/sou nd  programs. 


Write  or  call: 

Mid-America  Tours,  Inc. 

10742  Torrence  Ave. 

South  Holland,  Illinois  60473 

Local:  (312)  474-7770 
Chicago:  (312)928-4500 
In  Illinois:  1-800-942-9205 
Outside  Illinois:  1-800-323-8383 

CIRCLE  READER  SERVICE  CARD  NO.  4 
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You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive,  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA — and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 

RICHARD  M.  BROWN,  CIRA 

President 
National  Industrial 
Recreation  Association 


A  concentrated  education 


The  first-timer's  guide 
to  a  Conference  and  Exhibit 


A  Conference  and  Exhibit  is  probably  your  most 
concentrated  learning  experience  of  the  entire  year.  On 
the  national  and  regional  level,  such  meetings  offer  a 
few  days  in  which  ideas  and  information  flow  continu¬ 
ally.  Taking  a  moment  before  the  flurry  begins  to  prepare 
for  the  experience  can  pay  off  later  in  the  greater  volume 
of  material  that  you  can  recall  and  apply  to  your  own 
program  in  practical  ways  that  justify  your  attendance. 

WHO  WILL  BE  THERE? 

The  people,  after  all,  are  the  resource  you  come  to  a 
Conference  and  Exhibit  to  tap.  When  you  arrive  at  a 
Conference  site  and  check  in,  you  may  be  struck  by  the 
variety  of  delegates.  They  range  in  age  from  their  early 
twenties  to  their  late  sixties  and  beyond.  Both  men  and 
women  represent  delegate,  spouse  and  exhibitors 
groups. 

Unlike  most  professional  organizations,  NIRA  draws 
members  from  a  broad  range  of  educational  and  profes¬ 


sional  backgrounds.  Although  all  are  responsible  for 
employee  recreation  programs,  their  experiences  range 
from  large,  well  funded  departments  to  modest  programs 
administered  entirely  by  volunteers.  Ironically,  most 
first-timers  express  surprise  both  at  the  variety  of  their 
fellovy  delegates'  backgrounds  and  the  degree  to  which 
others  present  share  their  interests  and  problems.  Ques¬ 
tion  and  answer  sessions  at  a  Conference  may  reveal 
delegates  who  are  lawyers,  teachers,  exercise 
physiologists,  engineers,  pharmacists,  secretaries,  public 
relations  officers,  and  champion  athletes. 

If  you  are  a  new-comer  at  a  NIRA  Conference,  you 
are  not  alone.  A  substantial  proportion  of  delegates  at 
recent  Conferences  have  been  first-timers.  Several 
members  of  the  NIRA  Board,  in  fact,  have  been  involved 
actively  in  the  Association  for  only  a  few  years.  The 
courage  to  break  the  ice  invariably  makes  a  newcomer 
feel  at  home. 
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WHAT  IS  GOING  ON? 

Delegates,  exhibitors  and  spouses  receive  individual 
Conference  packets  upon  registration.  Take  time  to  look 
carefully  at  your  packet's  contents.  They  include  three 
basic  kinds  of  information:  the  Conference  and  Exhibit 
program,  materials  for  NIRA  business  meetings,  and 
supplementary  information  to  make  your  stay  in  the 
Conference  city  interesting  and  enjoyable  during  your 
free  time. 

The  Conference  program  details  all  scheduled  events 
for  delegates  and  spouses.  A  separate  program  for 
exhibitors  lists  events  of  special  interest  to  them.  It  will 
be  immediately  apparent  that  the  program  presents  a  di¬ 
lemma.  Several  blocks  of  concurrent  sessions  force  del¬ 
egates  to  choose  among  topic  areas.  Fortunately, 
recordings  of  all  major  sessions  will  be  available  for  pur¬ 
chase  so  that  delegates  may  supplement  their  own  notes 
with  information  from  sessions  they  cannot  attend  per¬ 
sonally. 

Exhibit  sessions  are  scheduled  to  complement,  and 
not  conflict  with,  educational  sessions.  Ample  time  is  al¬ 
lowed  for  each  delegate  to  talk  with  each  exhibitor.  The 
exhibitors  offer  practical  programming  suggestions  and 
can  discuss  special  arrangements  to  suit  the  unique  cir¬ 
cumstances  of  various  employee  programs.  Exhibitors 
may  not  sell  products  or  services  at  the  Exhibit,  however, 
so  delegates  are  free  to  discuss  program  ideas  without 
obligation. 

NIRA  delegates  have  two  formal  opportunities  to 
help  determine  NIRA  policy  during  the  annual  Confer¬ 
ence  and  Exhibit.  Several  regional  meetings  offer  similar 
opportunities.  At  regional  breakfasts,  all  voting  delegates 
present  cast  ballots  to  elect  members  of  the  NIRA  Board 
of  Directors.  Also  at  regional  meetings,  delegates  may 
plan  regional  affairs,  such  as  Conferences.  Delegates 
may  also  instruct  their  Directors  to  present  matters  be¬ 
fore  the  full  Annual  Meeting  later  in  the  Conference. 

Your  packet  also  contains  information  about  the 
Conference  city  as  well  as  suggestions  for  evening  enter¬ 
tainment,  shopping,  and  worship  services. 

Before  the  Conference  and  Exhibit  opens  officially, 
take  a  quick  personal  tour  of  the  Conference  site.  Locate 
Conference  rooms,  the  Exhibit  Hall,  dining  facilities  and 
so  forth,  to  avoid  confusion  once  the  Conference  is 
under  way. 

WHICH  EVENTS  ARE  BEST? 

The  most  important  piece  of  advice  for  both  first- 
timers  and  returning  delegates,  is  to  learn  as  much  as 
possible.  Make  an  effort  not  to  pre-judge  the  value  of  any 
Conference  and  Exhibit  experience.  Of  course,  when 
there  are  scheduling  conflicts,  every  delegate  must  de¬ 
vote  his  time  to  those  sessions  whose  material  seems 
most  applicable  to  his  program.  But  whenever  possible, 
delegates  should  collect  information  and  ideas  regard¬ 


less  of  whether  they  seem  immediately  useful.  Experi¬ 
enced  delegates  will  confirm  that  you  literally  never 
know  when  something  you  pick  up  unexpectedly  at  a 
Conference  will  come  in  handy. 

To  make  the  material  you  gather  at  the  Conference 
helpful  when  you  get  home,  collect  the  business  cards  of 
speakers,  exhibitors  and  fellow  delegates.  Keep  them  in 
a  well-organized  file  with  Conference  materials. 
Months,  or  even  years,  later,  you  will  be  able  to  contact 
an  individual  who  mentioned  a  program  or  idea  you 
may  want  to  try.  With  a  continuing  Conference  refer¬ 
ence  file  that  includes  names,  addresses  and  telephone 
numbers,  you  can  easily  contact  your  "contact"  and  con¬ 
tinue  your  education  at  the  moment  when  you  can  really 
apply  it. 

Tours,  too,  are  important  learning  experiences.  Visits 
to  the  outstanding  facilities  and  programs  in  our  field  are 
a  rare  opportunity  to  see  the  best  that  our  field  can  con¬ 
tribute.  The  less  someone  else's  program  or  situation  is 
like  your  own,  the  greater  the  chance  that  it  can  broaden 
your  own  perspective  and  enrich  your  knowledge  of 
your  own  field. 


ENJOY  SOCIAL  ACTIVITIES 

Throughout  the  Conference  and  Exhibit,  make  a  con¬ 
tinual  effort  to  meet  people — delegates,  their  spouses, 
exhibitors,  Board  members  and  the  NIRA  Staff.  Partici¬ 
pate  in  the  informal  social  activities.  Their  purpose  is 
more  than  relaxation  and  entertainment.  As  with  any 
professional  association,  NIRA's  informal  social  contacts 
often  reenforce  valuable  professional  relationships. 
Breaks  in  the  otherwise  closely  scheduled  educational 
program  offer  important  opportunities  to  discover  what 
others  in  the  field  are  doing  and  how  they  solve  problems 
that  may  have  frustrated  you. 

In  fact,  personal  contact  with  colleagues  is  the  basic 
purpose  of  any  Conference  and  Exhibit.  Unlike  people  in 
many  other  fields,  NIRA  members  are  usually  in  a 
unique  position  in  their  home  organizations  and  must 
look  outside  for  information,  ideas,  and  assistance.  A 
Conference  and  Exhibit  is  the  most  concentrated  source 
for  all  three.  PIB 
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"Press  on  . .  /' 


Theme  of  1979 
Conference  and  Exhibit 


by  Richard  M.  Brown,  CIRA 
1978-79  NIRA  President 
and 

Fritz  J.  Merrell,  CIRA 

1979  NIRA  Conference  Chairman 


" Press  on.  Nothing  in  the  world 
can  take  the  place  of  persistence. 
Talent  will  not;  nothing  is  more 
common  than  unsuccessful  men 
with  talent.  Genius  will  not;  unre¬ 
warded  genius  is  almost  a  proverb. 
Education  will  not;  the  world  is  full 
of  educated  derelicts.  Persistence 
and  determination  are  all  powerful." 

Conference  time  is  often  an  oc- 
cassion  for  self-congratulation  in  the 
Association.  We  look  back  over  the 
past  year  or  two  and  point  with  pride 
to  our  accomplishments.  We 
applaud  one  another  for  the  fine 
work  we  have  done.  That  is  as  it 
should  be — as  far  as  it  goes. 

Each  Conference  should  also  be 
the  beginning  of  a  new  round  of  ef¬ 
fort.  It  is  a  time  for  honest  appraisal 
of  ourselves  as  professionals  and  our 
strength  as  an  Association.  It  is  a 
time  for  learning  from  our  mistakes 
as  well  as  our  successes  and  for  set¬ 
ting  new  goals.  It  is  the  summation 
of  our  best  and  the  start  of  something 
better. 

This  is  more  than  the  obligatory 
optimism  and  high  resolve  of 
another  spring  commencement.  It  is 


Fritz  J.  Merrell,  CIRA 


a  call  to  examine  where  we  have 
been  and  to  turn  our  sights  ahead 
with  a  sense  of  continuity  and  pur¬ 
pose.  We  must  press  on.  That  is  what 
the  theme  of  the  38th  Annual  NIRA 
Conference  and  Exhibit  is  about. 


.  .  .  Nothing  in  the  world  can 
take  the  place  of  persistence.  Talent 
will  not;  nothing  is  more  common 
than  unsuccessful  men  with  talent 


Many  of  us  have  a  personal  flair 
for  recreational  activities.  Some  of  us 
are  talented  enough  to  have  played 
professional  sports.  Others  have  a 
gift  for  directing  social  activities.  Still 
others  are  unusually  adept  at  or¬ 
ganizing  events.  These  talents  are 
important.  But  they  alone  do  not 
make  us  successful.  Talent  as 
athletes,  social  directors  or  organiz¬ 
ers  is  not  enough.  We  must  be  able 
to  help  others  reap  the  benefits  of 
our  recreation  programs.  To  be  suc¬ 
cessful,  we  must  be  able  to  share 
and  lead.  This  Conference  and 
Exhibit  provides  opportunities  to 
learn  leadership  skills  that  can  trans¬ 
late  our  talents  into  action. 

.  .  .  Genius  will  not;  unrewarded 
genius  is  almost  a  proverb  .  .  '. 

Most  of  us  dream  of  greater  pres¬ 
tige  and  financial  support  to  im¬ 
plement  the  excellent  programs 

RM,  May/June,  1979 
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we  know  could  be.  The  real-world 
restrictions  we  sometimes  face  seem 
to  thwart  our  greatest  plans.  But  we 
must  acknowledge  that  what  im¬ 
presses  management  is  results;  i.e. 
finding  successful  programs,  adapt¬ 
ing  them  to  our  unique  circum¬ 
stances,.  and  administering  them 
conscientiously  as  well  as  imagina¬ 
tively.  To  accomplish  this,  we  con¬ 
tinually  need  new  ideas  and  practi¬ 
cal  assistance  from  delegates  and 
exhibitors  who  have  tested  suc¬ 
cessful  programs.  That  kind  of  help 
is  also  what  this  Conference  and 
Exhibit  is  about. 


.  .  .  Education  will  not;  the  world  is 
full  of  educated  derelicts  .  .  . 

The  NIRA  organization  and  its  in¬ 
dividual  members  are  regularly  ap¬ 
proached  by  people  whose 


academic  credentials  would  seem  to 
qualify  them  for  positions  in  em¬ 
ployee  recreation.  They  have 
studied  recreation,  personnel  man¬ 
agement,  business  administration 
and  more. 

We  are  glad  to  see  this  trend  to¬ 
ward  professional  training  in  our 
field.  We  have  labored  long  and 
hard  to  produce  a  college  textbook 
on  employee  recreation  to  help  train 
our  future  colleagues.  But  even  with 
intellegence  and  training,  many  as¬ 
piring  employee  recreation  profes¬ 
sionals  have  not  the  slightest  idea 
how  to  develop  a  new  program  pro¬ 
posal,  guide  it  through  a  corporate 
approval  system,  and  find  capable 
volunteers  to  help  make  it  a  success. 
Theory  is  important,  but  it  is  those 
practical  skills  that  get  the  job  done. 

Sessions  at  the  1979  Conference 
and  Exhibit  help  define  the  theory 
and  improve  skills. 


.  .  .  Persistence  and  determination 
alone  are  all  powerful  .  .  . 

We  believe  in  the  old  adage  that 
hard  work  gets  the  job  done.  We  do 
not  for  a  moment  mean  to  suggest 
that  talent,  genius  and  education  are 
insignificant.  Our  wholehearted 
support  of  an  annual  Conference 
and  Exhibit  stems  from  our  belief 
that  a  pooling  of  these  resources  is 
beneficial  to  all  of  us.  But  it  is  our 
persistence  in  applying  what  we 
learn  through  the  Conference  and 
Exhibit  that  will  make  the  experi¬ 
ence  valuable  in  the  long  run.  It  is 
the  fellowship  and  encouragement 
of  others  in  our  field,  whom  we  meet 
through  NIRA  meetings,  that  reen¬ 
forces  our  determination  to  .  .  . 
Press  on.  Till 


We’re  not  so  big 
you’ll  get  lost  in  the  crowd. 


Hotels 


TraveLodge  specializes  in  giving  you  friendly  personal  care.  And  in  making  our  booking 
procedures  as  comfortable  as  our  lodging. 

•  More  than  500  motels  and  motor 
hotels  in  No.  and  Central  America 
including  popular  resort  destinations 
such  as  Hawaii,  Florida,  California, 

Canada  and  Guatamala. 

•  Group  rates  on  request:  Ask 
for  Group  Desk  Service. 

•  Recreational  facilities  at  many 
TraveLodges. 

•  Toll  free  reservations: 

U.S.  800-255-3050 
Canada  1-800-268-3330. 

/RA  Ve/qdge 

MOTELS  &  MOTOR  HOTELS 

ft 


A  MEMBER  COMPANY  OF  TRUSTHOUSE  FORTE  GROUP  WORLDWIDE. 


CIRCLE  READER  SERVICE  CARD  NO.  6 
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The  President  of  Flick-Reedy 
supports  employee  recreation 


“INDUSTRIAL 
RECREATION  MUST 
BROADEN  ITS  AREA 
OF  CONCERN  AND 
EMBRACE  THE  WHOLE 
COMMUNITY” 


Frank  Flick 
President 
Flick-Reedy  Corporation 

1971  NIRA  Employer  of  the  Year 


“I  believe  the  time  has  come  to  tap  the  tremen¬ 
dous  potential  of  industrial  recreation — to  extend  its 
benefits  to  the  community  at  large. 

“Industrial  recreation  has  the  capacity  to  achieve 
this  goal.  Its  rapid  growth  in  the  past  few  years  has 
seen  it  move  from  a  program  directed  to  employees 
only  to  a  program  aimed  at  encompassing  the  em¬ 
ployee  and  his  family.  Community  recreation  is  just 
a  step  away. 

“And  once  private  resources  are  put  to  work, 
recreation  and  health  may  be  just  the  beginning  of 
the  fields  they  can  serve.  For  business,  the  so-called 
“private  sector,”  has  already  proved  that  it  can  hire 
and  train  the  hardcore  unemployed,  educate  func¬ 
tional  illiterates,  reduce  the  rate  of  high  school  drop¬ 
outs,  save  alcoholics,  even  help  to  rehabilitate  crim¬ 
inals. 


“The  vast  resources  of  industrial  recreation — 
physical  recreation  facilities,  trained  recreation  pro¬ 
fessionals,  and  experienced  recreation  volun¬ 
teers — are  ready,  willing,  and  able  to  serve  the 
people  of  the  “plant  community”;  that  is,  the  area  in 
which  a  business  operates.  I  believe  they  should 
start  this  service  now.  Industrial  recreation  must 
broaden  its  area  of  concern  and  embrace  the  whole 
community. 

“And  when  it  does,  the  tremendous  power  and 
potential  of  the  free  enterprise  system  will  be 
brought  to  bear  against  the  charge  that  critics  so 
often  level  against  it — the  charge  that  business 
doesn’t  meet  its  social  obligations.  For,  with  ex¬ 
panded  industrial  recreation  programs,  business  will 
do  just  that — at  no  cost  to  the  public  as  a  whole!” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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THE  GOVERNMENTCAN  DO 
EVERYTHING  THE  UNITED  WAY  DOES. 
ONLY  THEY  WRAP  IT  UP  FOR  YOU 
IN  NICE  RED  RIBBON. 

MILES  ANDMILES  OF  IT. 

One  of  the  best  things  about  United  Way  is  not 
what  it  does,  but  what  it  doesn't  do. 

For  instance,  because  United  Way  is  run  almost 
entirely  by  volunteers,  it  is  able  to  return  an  amazing  89< 
of  every  dollar  to  people  who  need  it.  That  means  less 
than  11%  goes 
for  administrative 
costs. 

So  it  doesn’t 
waste  your  money. 

And  because 
United  Way  is 
re-created  each 
year  with  a  com¬ 
bination  of  old  and 
new  volunteers, 
it  doesn’t  become 
over  encumbered 
with  huge  staffs 
of  people  who 
might  actually  get 
in  the  way  of 
progress. 

So  it  doesn’t  strangle  you  in  red  tape. 

All  of  which  means  that  because  of  what  United 
Way  doesn't  do,  it  can  do  a  much  better  job  at  what 
it  does  do. 


Helping  people. 


Thanks  to  you.  it  works.  For  all  or  us.  United  W^y 


EbvM  A  Public  Service  of  This  Magazine  & 
Gcxncit  The  Advertising  Council 
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Know  us 

by  the  companies 
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Michigan  Bell 
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&  GOODYEAR 

CATERPILLAR 


The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready.-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you  " 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 

obligation  —  just  information.  Write:  Director  RGCTOfl 

of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575.  - 
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IDEAS  CLINIC 


by 

Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QWe  are  a  fairly  small  company.  Our  off-hours 
activities  program  has  been  run  on  an  ad  hoc 
basis  by  a  few  of  us  in  the  Personnel  Department. 
Lately,  we  have  gained  more  support,  including  NIRA 
membership,  and  have  been  told  to  come  up  with  a 
proposed  schedule  of  activities.  We  find  the  ideas  in 
Key  Notes  very  helpful,  but  are  unsure  about  how  much 
and  what  kinds  of  activities  we  should  undertake.  We 
are  most  anxious  at  this  point  to  program  activities  that 
will  draw  high  employee  participation,  be  very  inex¬ 
pensive  to  run,  and  be  manageable  with  the  small  part- 
time  staff  we  have. 

A  I  am  pleased  that  you  find  the  Key  Notes  news¬ 
letter  helpful.  We  do  try  to  cover  a  wide  variety 
of  subjects  in  each  edition.  Obviously,  only  a  few  can  be 
immediately  applicable  to  any  one  program. 

As  you  have  stated,  this  does  raise  the  question  of 
just  how  much  should  be  offered  in  a  single  program. 
Much  depends  upon  the  size  of  a  company's  workforce, 
the  degree  of  experienced  recreation  guidance  avail¬ 
able,  and  the  kinds  of  facilities,  if  any,  that  are  accessi¬ 
ble.  A  small  operation,  with  fewer  that  300  employees, 
must  limit  the  number  of  activities  it  offers.  In  a  company 
of  1,000  or  more  employees,  many  more  activities  can 
be  offered.  More  events  can  be  planned,  in  any  case, 
when  each  serves  a  different  interest  in  the  employee 
group. 

Companies  of  virtually  any  size  can  offer  some  dis¬ 
counts.  NIRA  can  supply  a  list  of  entertainment  and 
travel  discounts  already  available  to  you  and  provide 
suggestions- on  how  to  supplement  them  with  local  ser¬ 
vices.  Every  program,  too,  should  offer  service  awards 
for  outstanding  or  long-term  employees  as  well  as  for  the 
best  recreation  program  volunteers. 

With  a  core  of  interested  and  dependable  volunteers, 
you  can  offer  a  continuous  program  of  events,  most  of 
which  can  be  supported  in  part  or  entirely  by  the  partici¬ 
pants  themselves.  Still,  even  if  you  and  your  coworkers 
in  Personnel  serve  only  as  "communications  central"  for 
these  various  activities,  there  is  a  limit  to  how  much  you 
can  handle. 


Circumstances  vary  from  company  to  company,  of 
course,  but  we  have  found  some  general  work  load 
guidelines  that  seem  to  apply  to  many  recreation  clubs. 
Companies  with  1,000  or  more  employees  can  usually 
offer  two  or  more  major  (company-wide)  events  a  month 
and  as  many  special  interest  group  functions  as  there  are 
interested  participants.  However,  one  major  event  per 
month  is  usually  the  limit  that  even  a  fulltime  recrea¬ 
tional  staff  can  handle.  At  least  four  major  events,  one 
each  quarter,  should  be  considered  minimum  to  sustain 
employee  interest  in  the  total  program. 

Essential  to  a  successful  continuing  program  is  a  reg¬ 
ular  offering  of  special  interest  clubs  and/or' activities. 
Special  interest  activities  are  those  that  relate  to  a  given 
group  of  people  involved  in  one  type  of  athletic,  educa¬ 
tional,  social,  or  cultural  endeavor.  These  will  vary  con¬ 
siderably  according  to  your  business,  your  location  and 
the  composition  of  your  workforce.  Popular  sports  such 
as  softball  and  bowling  seem  universal.  Some  employee 
groups  have  strong  clubs  for  hunters,  fishers  and  cam¬ 
pers.  Others  can  always  generate  a  large  turn-out  for  sci¬ 
entific  lectures  or  music  recitals.  You  and  your  recrea¬ 
tion  staff/volunteers  are  the  best  judges  of  what  will 
"play''  for  your  group.  Brainstorming,  led  by  a  compe¬ 
tent  leader,  should  produce  many  new  ideas. 

Plan  your  initial  schedule  cautiously  to  insure  that 
you  can  handle  every  event  well.  In  most  companies,  the 
recreation  program  begins  in  just  the  way  you  have  de¬ 
scribed.  When  a  well-run  program  generates  its  own 
growing  demand  for  new  activities,  personnel  depart¬ 
ments  often  conclude  that  they  must  create  staff  posi¬ 
tions  to  coordinate  activities  and  services.  Such  may 
well  be  your  future. 


The  "Ideas  Clinic"  comprises  exclusively  ques¬ 
tions  we  receive  from  our  members,  along  with  re¬ 
sponses  from  NIRA  Consultant  Mel  Byers ,  CIRA. 
For  assistance  in  any  area  of  industrial  recreation, 
write  or  call:  NIRA,  20  N.  Wacker  Dr.,  Suite  2020, 
Chicago,  IL  60606-312/346-7575. 
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THE  SECRETARY  OF  COMMERCE 

Washington,  D.C.  20230 


On  behalf  of  President  Carter,  I  am  pleased  to  extend 
greetings  to  the  National  Industrial  Recreation  Asso¬ 
ciation  on  the  occasion  of  its  1979  conference  in 
Rochester. 

Your  conference  will  be  enriched  and  strengthened  by  the 
presence  of  delegates  from  Canada  and  Mexico.  We  are 
pleased  to  have  them  participate  in  the  work  in  which 
you  are  engaged. 

Recreation  and  physical  fitness  are  wholesome  influences, 
and  it  is  highly  desirable  that  all  elements  of  our 
society  should  be  involved  in  their  promotion.  Many  U.S. 
firms  have  long  recognized  the  value  of  recreation  and 
physical  fitness  for  their  employees.  Those  that  have 
done  so  are  to  be  commended  for  their  vision. 

My  best  wishes  for  a  successful  conference. 


RM,  May/June,  1979 


|  Highlights: 

1979  NIRA 
Conference  Program 


THURSDAY,  MAY  17 

8:00  AM-4:00  PM:  Registration  for  all 

8:00  AM- 1 :00  PM:  Conference  Tournaments 

3:30  PM- 3:45  PM:  Official  Welcome 

3:45  PM-4:45  PM:  Opening  General  Session 

"Physical  Fitness — State  of  the  Union" 

Speaker:  Richard  Keelor,  Ph.D. — Director  of  Program  Development,  President's  Council  on  Physical 
Fitness  &  Sports 

4:45  PM- 5:45  PM:  First  Timers  Reception 

6:00  PM:  Conference  Kick-off  Dinner/Entertainment 

FRIDAY,  MAY  18 

8:00  AM— 4:00  PM:  Registration  for  all 

8:00  AM- 10:30  AM:  REGIONAL  BREAKFASTS  AND  ELECTIONS 
(SP)  8:30  AM- 5:30  PM:  Corning  Glass  Tour,  Taylor  Wine  Tour 

10:30  AM- 11:00  AM:  New  Board  Members  Orientation 
11:00  AM- 11:45  AM:  "What  NIRA  Can  Mean  to  You" 

Noon- 1:1 5  PM:  Lunch  on  your  own 

1:15  PM- 2:00  PM:  CONCURRENT  SESSIONS 

(A)  "Physical  Fitness  Is  Good  Business" 

(B)  "Professional  Staff  Help — The  Student  Intern" 

(C)  "Promotion  &  Publicity  For  Your  Programs" 

(SP)  Events  planned  specifically  for  registered  spouses.  Spouses  are  invited  and  encouraged  to  attend  all  of 
the  special  events. 

2:15  PM- 3:00  PM:  CONCURRENT  SESSIONS 

(A)  "How  To  Make  A  Presentation" 

(B)  "Industrial  Recreation  in  Canada — Its  Philosophy" 

(C)  "Planning  Ahead — A  Discussion  of  the  1978  NIRREF  Survey" 

4:00  PM- 7:00  PM:  EXHIBIT  HALL  GRAND  OPENING 

7:00  PM:  Dinner  on  your  own 

SATURDAY,  MAY  19 

Breakfast  on  your  own 

8:30  AM:  Tour  of  Eastman  Kodak  Company  recreation  facilities 

Noon- 2:00  PM:  MANAGEMENT  LUNCHEON 

•  Amory  Houghton,  Jr.,  Chairman  of  the  Board,  Corning  Glass  Works 
NIRA  Employer  Of  The  Year 

•  NIRA  Awards  Presentation 

•  Induction  of  new  CIRA's 
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2:00  PM- 2:30  PM  Tour  of  Xerox  outdoor  recreation  facilities 
(SP)  3:00  PM:  Shopping  on  your  own 

4:00  PM- 5:00  PM:  GENERAL  EDUCATIONAL  SESSION 

"Sentry's  Approach  to  Wellness" 

Speaker:  Donald  Johnson,  M.D. — Associate  Medical  Director,  Sentry  Insurance  Co. 

6:00  PM- 9:00  PM:  EXHIBIT  HALL  OPEN  HOUSE 

9:00  PM:  Dinner  on  your  own 

SUNDAY,  MAY  20 

8:00  AM:  •  Fun  Run 

•  Church  services  on  your  own 
10:00  AM- 11:00  AM:  GENERAL  EDUCATIONAL  SESSION 

"Xerox  Health  Management  Program" 

Speaker:  James  Post — Manager,  Executive  Physical  Fitness,  Xerox  Corp. 

11:00  AM- 1:30  PM:  EXHIBIT  HALL  OPEN  HOUSE 

1:30  PM- 3:00  PM:  NIRA  Annual  Meeting/Election  of  Officers 

3:15  PM- 4:00  PM:  CONCURRENT  ROUNDTABLE  DISCUSSIONS 

(A)  "Family  Involvement  In  Your  Program" 

(B)  "Relating  Drug  &  Alcohol  Rehabilitation  to  Recreation  Services" 

(C)  "Programming  For  and  Utilizing  Retirees" 

(D)  "Travel  Programs — Current  Information" 

4:45  PM:  •  Star  Show  at  the  Strasenburgh  Planetarium 

•  Reception  at  the  Rochester  Museum 

7:30  PM:  Dinner  on  your  own 

MONDAY,  MAY  21 

8:00  AM- 10:30  AM:  FINAL  EXHIBIT  HALL  SESSION 
8:00  AM- 10:00  AM:  CIRA/CIRL  Breakfast 
(SP)  8:30  AM- 11:30  AM  Spouses  City  Tour 

1 1 :00  AM- 1 1 :45  AM:  CONCURRENT  EDUCATIONAL  SESSIONS 

(A)  "Trends  &  Growth  in  Women's  Programming" 

(B)  "Employee  Volunteerism — Benefits  &  Availability" 

(C)  "Industrial  Recreation  in  Mexico— Its  Philosophy" 

Noon- 2:00  PM:  Awards  Luncheon 

•  Exhibitor's  Door  Prize  Drawing 

•  NIRA/NRA  Tournament  Awards 

•  Conference  Tournament  Awards 

(SP)  2:00  PM:  Shopping  on  your  own 

2:30  PM- 3:1 5  PM:  CONCURRENT  EDUCATIONAL  &  ROUNDTABLE  SESSIONS 

(A)  "Starting  From  Scratch — Fitness  Programs  on  a  Running  Shoestring" 

(B)  "Planning  a  Career  In  Recreation  Management" 

(C)  "What  is  New  in  Recreation  Services?" 

4:00  PM- 5:00  PM:  GENERAL  EDUCATIONAL  SESSION 

"Re-Creation  Counseling — The  Coming  Profession" 

Speaker:  Jules  Frank,  Ph.D — Vice  President,  Organization  Development,  Flick-Redy  Corp. 
7:00  PM- 8:1 5  PM:  Presidents'  Ball  Reception 

8:30  PM:  Presidents  Ball/Dinner  and  Dancing 

TUESDAY,  MAY  22 

9:00  AM- 9:45  AM:  GENERAL  EDUCATIONAL  SESSION 

"Future  of  Industrial  Recreation" 

Speaker:  Horace  Becker — Vice  President,  Research  and  Development,  Xerox  Corp. 

10:00  AM- 10:30  AM:  Conference  Summary  and  Wrap-up 
10:30  AM- 11:1 5  AM:  Conference  Review  &  Critique 

rm 
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1979  Employer  of  the  Year 
extends  company  recreation 
to  the  plant  community 


The  1979  NIRA  Employer  of  the  Year  is  Amory 
Houghton,  Jr.,  Chairman  of  the  Board  and  Chief  Execu¬ 
tive  Officer  of  Corning  Glass  Works  in  Corning,  New 
York.  The  Award  honors  his  outstanding  contribution  to 
an  effective  employee  program. 

Houghton  has  long  supported  employee  recreation 
and  has  done  much  to  enhance  recreational  oppor¬ 
tunities  for  the  greater  Corning  community,  as  well. 

Corning  Glass  Works  first  developed  employee  rec¬ 
reation  programs  in  1925.  Houghton  has  insured  con¬ 
tinuing  development  of  these  activities,  including  the  re¬ 
cent  construction  of  a  mi II ion-dol lar  employee  activities 
center. 

At  the  same  time  the  employee  facility  was  being 
built,  Corning  Glass  Works  acquired  a  nearby  New  York 
State  armory  and  leased  it  to  the  Corning  Community 
YMCA  which  has  completely  renovated  the  building  to 
provide  a  first  class  facility.  The  action  reflects 
Houghton's  keen  interest  in  physical  fitness  and  recrea¬ 
tion  for  youth. 

Corning  Glass  Works  plans  to  expand  its  employee 
recreation  programs  further  by  developing  a  park  for 
employees  and  their  families.  The  facility  will  have  two 
softball  fields,  a  flag  football/soccer  field,  and  swings 
and  slides  for  children.  Fireplaces  and  picnic  equipment 
will  be  installed  for  family  outings  and  other  company- 
sponsored  activities. 

Houghton's  support  of  recreation  services  is  felt  by 
the  entire  Corning  community  as  well.  Corning  was  dev¬ 
astated  by  a  flood  in  1972.  Residents  spent  12  to  16 
hours  a  day,  working  to  reclaim  the  area.  Houghton  felt 
that  they  needed  recreational  opportunities  as  a  diver¬ 
sion.  He  initiated  the  formation  of  a  community  recrea¬ 
tion  commission  to  join  the  company  recreation  de¬ 
partment  to  organize  such  a  program. 

Houghton  has  also  been  instrumental  in  the  de¬ 
velopment  of  many  recreation-oriented  activities  which 
have  enriched  the  Corning  community: 

•  The  Ladies  Professional  Golf  Association  tour  will 
play  in  Corning  this  May.  Corning  Glass  Works  has 
guaranteed  a  $100,000  purse.  Profits  will  be  distrib¬ 
uted  to  seven  area  hospitals. 


At  Corning  Glass  Works,  new  recreation  facilities  have 
replaced  those  lost  in  a  1972  flood.  RM  will  cover 
the  rebuilding  story  in  November  1979. 


•  The  Corning  Glass  Works  Foundation  assisted  with 
funding  construction  of  Olympic-size  swimming 
pools  at  the  two  local  high  schools,  in  observance  of 
the  company's  arrival  in  Corning  100  years  ago. 

•  The  company  donated  to  the  state  of  New  York  a  golf 
and  ski  facility  for  development  as  a  state  park. 

•  The  company  regularly  supports  Little  League  Base¬ 
ball,  Cinderalla  Softball  and  Babe  Ruth  Baseball,  fur¬ 
nishing  both  facilities  and  financial  aid. 

•  The  Corning  Glass  Works  Foundation  made  a  sub¬ 
stantial  contribution  to  the  Barons  of  Steuben  Drum 
and  Bugle  Corps,  a  recreational  program  which  in¬ 
volves  the  children  of  many  company  employees. 

Houghton,  himself,  is  an  ardent  tennis  player  and 
golfer.  His  encouragement  of  the  company's  recreation 
program  is  a  reflection  of  his  personal  feeling  that  good 
health  and  recreation  are  essential  to  an  individual's  per¬ 
sonal  fulfillment  and  his  employer's  success. 
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AMORY  HOUGHTON,  JR 


Amory  Houghton,  Jr.  was  born  at  Corning,  N.Y., 
on  August  7,  1926.  He  was  graduated  from  Har¬ 
vard  College  in  1950  and  received  a  master's  de¬ 
gree  from  Harvard  Business  School  in  1952. 

Houghton  joined  Corning  Glass  Works  in  1951 
as  an  accountant  in  the  company's  Central  Falls, 
Rhode  Island  plant.  In  1 952,  he  was  transferred  to 
Corning,  New  York  as  a  process  engineer  and  then 
served  successfully  as  a  manufacturing  foreman, 
sales  engineer  and  manager  of  two  sales  depart¬ 
ments.  He  was  elected  a  Director  of  the  company 
in  1 955  and  was  appointed  Staff  Vice  President  in 
1957.  He  became  President  in  1961  and  was 
elected  Chairman  of  the  Board  and  Chief  Executive 
Officer  on  April  14,  1964. 

Houghton  is  a  director  of  Corning  International 
Corporation,  Dow  Corning  Corporation,  Pittsburgh 
Corning  Corporation,  International  Business 
Machines  Corporation  and  Citicorp.  He  is  a  trustee 
of  the  Corning  Glass  Works  Foundation;  the  Corn¬ 
ing  Museum  of  Glass;  St.  Paul's  School  in  Con¬ 
cord,  New  Hampshire;  the  National  Industrial 
Conference  Board  and  is  a  member  of  the  Business 
Council. 

In  community  affairs,  Houghton  is  a  member 
and  past  president  of  the  Corning  Chamber  of 
Commerce  and  an  active  member  of  many  com¬ 
munity  organizations. 

Houghton  will  be  outside  the  U.S.  on  Corning 


business  at  the  time  of  NIRA's  Award  presentation, 
May  19,  1979.  The  Employer  of  the  Year  honor 
will  be  accepted  in  his  name  by  William  H.  Armi- 
stead,  Ph.D.,  Vice  Chairman  and  Director  of  the 
Technical  Staffs  Division  of  Corning  Glass  Works. 

Armistead  is  a  member  of  the  corporate  man¬ 
agement  committee  which  was  established  to  as¬ 
sist  the  Chairman  and  Chief  Executive  Officer  ir> 
the  overall  direction  and  management  of  the  cor¬ 
poration.  In  addition,  he  is  a  member  of  several 
other  corporate  committees,  including  the  execu¬ 
tive  committee. 

A  graduate  of  Vanderbilt  University,  Armistead 
also  received  his  master's  degree  and  doctorate  in 
chemistry  from  that  institution.  He  joined  Corning 
Glass  Works  as  a  research  chemist  in  1941;  He 
was  elected  Vice  Chairman  of  the  Board  on  April 
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THE  NIRA- SWANK 
FILM  PROGRAM 
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USE  MOVIES:  F.om  Warner  Bros ..  Q 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

•  Send  for  your  free  color  catalog  or  for  more  information. 
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MOTION  PICTURES.  INC- 
R  Ray  Swank,  President 

ALSO  OFFICES  IN:  NEW  YORK,  BOSTON,  WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 
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Saint  Louis,  Missouri  63105 

(314)534-6300 


-3-X- 


CIRCLE  READER  SERVICE  CARD  NO.  3 


RM,  May/June,  1979 


25 


Transition  in  leadership 

The  Presidential  gavel  travels 

from  Texas  to  New  York 

as  Brown  bows  out,  Compton  takes  office 


In  the  year  since  Richard  M.  Brown,  CIRA  (Texas  In¬ 
struments,  Inc.)  became  NIRA  President,  the  Association 
has  undertaken  several  potentially  far-reaching  changes. 
As  Brown  will  report  to  the  members  at  the  close  of  his 
term,  he  feels  the  changes  will  help  direct  the  Associa¬ 
tion  positively  in  new  directions. 

The  NIRA  Board  of  Directors  has  been  expanded  re¬ 
cently  to  include  a  Director  and  an  officer  to  handle  im¬ 
portant  questions  facing  the  Association.  A  postal  refer¬ 
endum  of  NIRA  members  approved  the  addition  to  the 
Board  of  the  Chairman  of  the  separately  incorporated 
National  Industrial  Recreation  Research  and  Education 
Foundation  (NIRREF).  The  Foundation  is  dedicated  to  re¬ 
searching  the  impact  of  employee  programs  and  to  the 
publication  of  current  data  and  ideas  in  thefieid.  Its  most 
recent  project  has  been  the  1979  publication  of  a  col¬ 
lege  textbook  on  employee  recreation,  fitness  and  ser¬ 
vices. 

NIRA  voters  also  approved  the  creation  of  a  new  of¬ 
fice  of  Vice  President,  Fitness  and  Health.  An  officer  will 
be  elected  at  the  May  1979  Annual  Meeting  to  fill  the 
two-year  term.  A  permanent  committee  under  the  new 
Vice  President  will  focus  Association-wide  interest  in  fit¬ 
ness  on  specific  proposals. 

The  five-member  NIRA  Staff  was  reorganized  during 
Brown's  administration,  as  well.  The  position  of  Assis¬ 
tant  Executive  Director/Director  of  Membership  Promo¬ 
tion  and  Services  was  eliminated.  A  new  position  of 
Marketing  Director  was  created  to  handle  the  sale  of  ad¬ 
vertising  and  exhibit  space  as  well  as  the  promotion  of 
new  memberships.  The  Marketing  Director,  like  the 
NIRA  Editor,  reports  to  the  Executive  Director. 

Also  in  Brown's  term,  the  recurrent  debate  about  Nl- 
RA's  name  was  put  in  a  formal  framework.  A  subcom¬ 
mittee  of  the  Public  Relations  Committee  was  appointed 
to  study  the  question,  with  NIRA  Consultant  Melvin  C. 
Byers,  CIRA  as  Chairman.  The  sub-committee  was 
charged  with  examining  the  desirability  and  feasibility  of 


changing  NIRA's  name  to  one  that  might  be  more  de¬ 
scriptive  of  the  membership  and  interests  of  the  Associa¬ 
tion.  The  work  of  the  sub-committee  and  any  subsequent 
proposals  from  the  entire  Board  will  continue  during  the 
administration  of  1 979-80  NIRA  President  Kirt  T.  Comp¬ 
ton,  CIRA. 

Cqincidentally,  the  two  most  recent  NIRA  Presidents 
have  taken  office  during  NIRA  Conferences  held  in  their 
home  towns.  Dick  Brown  of  Dallas-based  Texas  Instru¬ 
ments,  Inc.  assumed  the  Association's  highest  office  at 
the  annual  Conference  and  Exhibit  in  Dallas.  This  year, 
incoming  President  Kirt  Compton  will  become  President 
at  the  meeting  in  Rochester,  headquarters  of  his  em¬ 
ployer,  Eastman  Kodak  Company.  There  is  no  estab¬ 
lished  precedent  for  such  a  geographical  tie  to  the  Presi¬ 
dency  and  no  special  tradition  involved. 

When  1979-80  President  Compton  takes  office  in 
May,  he  will  bring  with  him  concentrated  but  varied  ex¬ 
perience  in  the  Association.  Compton  was  first  elected  to 
the  international  Board  as  a  Region  I  Director  in  1974. 
During  that  term,  he  served  on  the  Research  and  Educa¬ 
tion  Committee  and  the  Conference  Site  Selection 
Committee.  He  gained  hands-on  experience  in  NIRA 
Conference  and  Exhibit  planning  as  Co-Chairman  for  the 
1975  Conference  program.  The  following  year,  he  was 
Program  Chairman  for  the  NIRA  Conference  and  Exhibit 
in  Milwaukee. 

Also  in  1 975,  Compton  applied  his  interest  in  NIRA's 
development  and  growth  as  the  Vice  President  of  Re¬ 
gional  Management.  In  that  position,  Compton  de¬ 
veloped  the  first  written  guidelines  for  regional  man¬ 
agement.  While  a  member  of  the  Executive  Committee, 
Compton  served  on  the  Exhibitors  and  Personnel  Com¬ 
mittees.  In  1 977,  he  once  again  served  his  Region  I  con¬ 
stituents  as  a  Director.  He  was  elected  President-Elect  by 
unanimous  vote  in  May  1978  and  has  served  in  that  ca¬ 
pacity  for  the  past  twelve  months. 
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1978-79  NIRA  President  Richard  M.  Brown,  CIRA  as 
he  took  office  in  May  1978 


1979-80  NIRA  President  Kirt  T.  Compton,  CIRA  after 
his  election  as  President-Elect  last  May 


As  Executive  Secretary  of  the  Kodak  Park  Activities 
Association,  Compton  has  accepted  three  NIRA  Certifi¬ 
cates  of  Excellence  in  the  past  three  years.  His  program 
also  earned  two  promotional  awards,  one  in  1977  and 
another  in  1978.  Also  in  1977,  the  Kodak  Park  program 
achieved  the  NIRA/Citizens  Savings  (now  Eastwood) 
Award  for  overall  excellence  among  employers  with 
more  than  10,000  employees. 

Like  many  recreation  professionals,  Compton  came 
to  the  field  from  another  discipline.  He  began  his  career 
with  Eastman  Kodak  as  a  technical  writer,  but  left  that 
occupation  to  pursue  his  primary  interests,  recreation 
and  personnel  management.  He  earned  associates  de¬ 
grees  in  recreation  and  business  and  a  bachelor's  degree 
in  personnel  management.  He  was  a  Recreation  Assis¬ 
tant  with  KPAA  from  1968  to  1972,  when  he  became 


Executive  Secretary. 

Compton  plans  to  apply  the  principles  of  sound  as¬ 
sociation  management  to  his  work  as  NIRA's  chief  exec¬ 
utive.  He  said  recently,  about  NIRA's  members,  “We 
know  better  than  anyone  that  a  mutual  benefit  organiza¬ 
tion  either  stagnates  or  moves  ahead  on  the  strength  and 
commitment  of  its  members." 

Compton  plans  to  marshall  the  Association's  re¬ 
sources  in  the  pursuit  of  three  interrelated  goals:  mem¬ 
bership  growth,  financial  strength,  and  services  delivery. 

“We  must  increase  our  membership  substantially  to 
solidify  our  financial  position,"  said  Compton,  and  he 
continued,  "We  must  gather  financial  resources  to  sup¬ 
port  the  services  our  members  need.  Only  when  all  these 
elements  reinforce  one  another  will  NIRA  function  effec¬ 
tively  and  move  forward."  PIH 
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Toastmasters  Clubs 


Management  training 
as  a  recreation  activity 


Recreation  programs  can  help  train  future  business 
leaders  by  giving  them  responsibility  for  the  planning, 
budgeting  and  administration  of  recreation  activities. 
Many  recreation  volunteers,  however  capable  they  may 
be  behind  the  scenes,  however,  freeze  when  placed  be¬ 
fore  a  group.  Many  can  administer  activities  but  have 
tremendous  difficulty  selling  an  idea  or,  more  to  the 
point,  selling  themselves. 

Effective  public  speaking  is  a  skill  that  requires  train¬ 
ing  to  develop.  In  businesses  throughout  the  United 
States  and  Canada,  employee  groups  have  formed  clubs, 
under  the  guidance  of  Toastmasters  International,  to 
learn  and  perfect  those  skills. 

Clubs  offer  the  encouragement  and  criticism  of  fel¬ 
low  members,  within  a  structured  training  program  pro¬ 
vided  by  the  international  organization.  More  than 
250  major  corporations  now  sponsor  in-house  Toast- 
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masters  Clubs,  including  State  Farm  Insurance,  Ford 
Motor  Company,  Bechtel  Corp.,  Amtrak,  Atlantic  Rich¬ 
field  Co.,  General  Dynamics,  and  Xerox  Corp.  Toast¬ 
masters  Clubs  are  appropriate  for  sponsoring  companies 
of  all  sizes,  however,  since  the  clubs  are  self-sustaining, 
at  a  low  individual  cost  to  club  participants. 

Toastmasters  was  organized  55  years  ago  in  Santa 
Ana,  California,  where  it  is  still  headquartered.  Its 
founder,  Dr.  Ralph  C.  Smedley,  was  an  educator  and 
YMCA  leader.  He  founded  his  club  on  the  belief  that 
people  should  be  able  to  obtain  training  in  public  speak¬ 
ing,  outside  traditional  speech  classes.  Most  of  the  early 
Toastmasters  Clubs  were  community-based.  Because 
Smedley  was  a  devoted  Rotarian,  much  of  the  structure 
of  both  the  Toastmasters  organization  and  its  regular 
meetings  copies  the  procedures  of  Rotary  International. 

Toastmasters  Clubs  meet  weekly  or  bi-weekly.  Four 
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or  five  speakers  make  presentations  before  the  group.  A 
like  number  of  evaluators  critique  their  work.  A  “toast¬ 
master"  presides. 

An  individual  Toastmaster's  initiation  fee  of  $8  enti¬ 
tles  him/her  to  a  basic  manual,  containing  separate  pro¬ 
gressive  lessons.  A  separate  speaking  project  for  each 
lesson  is  designed  to  help  the  participant  practice  the 
skills  outlined.  For  any  given  project — arguing  pursua- 
sively,  for  example — the  club  member  is  free  to  choose 
any  speaking  topic.  A  coupon  at  the  back  of  each  basic 
manual  entitles  the  club  member  to  receive  the  ad¬ 
vanced  manual  at  no  additional  cost. 

A  neophyte  Toastmaster's  maiden  speech  is  the  tradi¬ 
tional  ice-breaker,  usually  a  simple  four-minute  self-in¬ 
troduction.  At  successive  meetings,  club  members  help 
one  another  master  progressively  more  difficult  projects. 

The  Toastmasters  program  is  ideally  suited  for  busi¬ 
ness  applications.  It  was  not  until  after  World  War  II, 
however,  that  the  clubs  branched  out  from  their  com¬ 
munity  orientation  into  the  business  sector.  Now,  250  of 
the  organization's  3,700  clubs  in  the  United  States  and 
Canada  are  company-based.  Fully  one-half  of  new  clubs 
are  employee  groups. 

In  addition  to  the  traditional  basic  and  advanced 
courses  provided  by  Toastmasters  International  for  its 
club  members,  the  organization  offers  a  library  of  other 
learning  packages.  A  recently  released  package,  called 
the  "Advanced  Communication  and  Leadership  Pro¬ 
gram,"  is  aimed  at  the  needs  of  business  people.  Like 
nearly  all  Toastmaster  programs,  it  is  designed  for  im¬ 
plementation  in  a  Toastmaster  Club. 

The  new  program  begins  with  basic,  practical  ex¬ 
perience  in  using  visual  aids,  giving  product  demon¬ 
strations,  interpreting  technical  material  for  general 
audiences,  representing  business  in  the  media  and  con¬ 
fidently  handling  difficult  question  and  answer  sessions. 


The  advanced  program  is  divided  into  a  series  of 
modules,  each  of  which  consists  of  five  specific  speaking 
projects.  Participants  are  invited  to  choose  those  topics 
of  most  interest  to  them.  Among  those  covered  are  in¬ 
formative  speaking,  entertainment,  public  relations  and 
conference  leadership.  Additional  modules  are  in  pro¬ 
duction  by  the  Toastmasters  staff. 

The  newest  program,  like  most  Toastmaster  learning 
materials,  is  designed  for  member  use  only.  A  new  series 
of  cassette  tape  albums  covering  basic  and  advanced 
projects  is  one  of  the  few  teaching  aids  available  for  pur¬ 
chase  by  non-members. 

Starting  a  Toastmasters  Club  is  a  relatively  simple 
procedure.  An  interested  sponsor  has  only  to  contact 
Toastmasters  International  headquarters.  The  organiza¬ 
tion's  staff  will  provide  the  prospective  organizer  with 
introductory  information  and  tips  on  how  to  form  a  club. 
It  will  also  put  the  organizer  in  touch  with  an  experi¬ 
enced  Toastmaster,  locally.  The  local  mentor  will  work 
with  the  organizer  to  introduce  Toastmasters  to  in¬ 
terested  employees.  The  mentor  will  usually  organize  a 
group  of  twenty  Toastmaster  members  who  will  conduct 
a  demonstration  club  meeting,  complete  with  member 
speaking  projects  and  critiques.  According  to  Toast¬ 
masters,  the  demonstration  and  encouragement  of  cur¬ 
rent  members  usually  sell  the  prospective  group  im¬ 
mediately. 

For  more  information  and  help  in  organizing  an  em¬ 
ployee  Toastmasters  Club.  Contact: 

Alan  LaGreen 

Manager  of  Membership  and  Club  Extension 
Toastmasters  International 
2200  N.  Grand  Ave. 

Santa  Ana,  CA  9271 1 

(714)  542-6793  Ml 


The  American 
Economic  System 

We  should  oil  learn  more  about  it. 

A  special  booklet  has  been 
prepared  on  what  makes  our 
American  Economic  System  tick. 
It’s  fact-filled,  easy  reading  and 
free.  It’s  also  an  easy  way  for 
anyone  to  raise  their  E.Q..  For 
your  copy,  just  clip  the  coupon. 
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Booklets,  P.O.  Box  1887,  Mew  York,  M.Y.  10001 

_ Please  send  me  a  free  copy  of  the  booklet  about  our  economic  system. 

_ _  I  would  also  like  a  copy  of  the  survey  highlights. 

Name _ _ _ _ _ Title _ _ _ _ _ 


Company _ - _  _ _ _ _ _ _ _ _ _ 

Address  _ _ _ _ _ _ ______ _ _ _ _ _ 

City _ State _ Zip _ 

Note:  Booklets  in  quantity,  posters  and  other  materials  are  available  for  use  by  com¬ 
panies,  clubs,  etc.  For  information,  write:  The  Advertising  Council,  825  Third  Avenue, 
New  York,  New  York  10022. 
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TOURNAMENT  NEWS 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


With  summer  nearing,  preparations  for  upcoming 
Tournament  and  Service  activities  are  nearing  comple¬ 
tion.  This  summer's  activities  include  both  Postal  and 
Regional  Golf  Tournaments,  a  National  Trapshoot,  a 
Fishing  Contest,  and  a  Fun  Run.  All  in  all,  a  fine  activity 
program  is  planned  for  member  companies  and  their 
employees. 


Golf  Competition 

Plans  have  been  finalized  for  both  Regional  and 
Postal  Golf  programs. 

Golf  Digest,  Inc.  will  co-sponsor  this  year's  Postal 
Golf  Competition.  The  activity  has  already  started  and 
will  continue  through  the  end  of  September.  Entry  into 
the  Tournament  is  easy.  All  each  program  director  must 
do  is  request  entry  forms  from  NIRA  Headquarters,  dis¬ 
tribute  them  to  league  and  tournament  players,  collect 
the  scores,  attest  the  scores,  and  return  them  to  Tourna¬ 
ment  'Coordinator,  Glenn  Westover  (Babcock  &  Wil¬ 
cox). 

Date,  sites,  and  tournament  coordinators  have  also 
been  finalized  for  this  year's  Regional  On-Site  Golf 
competition.  They  are  listed  in  the  accompanying  table. 

Golf  competition  rules  and  entry  information  will  be 
mailed  to  program  directors  four  to  six  weeks  ahead  of 
scheduled  tournament  dates  for  each  NIRA  region. 


Trapshooting  Competition 

This  year's  Winchester/NIRA  Trapshooting  competi¬ 
tion  will  be  held  on  June  9  and  10.  On  Saturday,  June  9, 
regional  competition  will  be  held  at  23  sites  throughout 
the  United  States  and  Canada.  The  national  shoot  will  be 
held  on  June  1 0  with  the  eight  regional  winners  compet¬ 
ing  against  each  other  for  the  grand  prize — a  Winchester 
Model  12  Pump  Trap  Gun  for  each  squad  member. 
Runners-up  will  receive  a  Winchester  Super  X  Trap 
Shotgun  for  each  squad  member.  Regional  winners  and 
runners-up  will  receive  cases  of  Winchester  Double  AA 
ammunition  in  proportion  to  the  number  of  squads  en¬ 
tered  in  each  region.  Rules  of  competition  are  as  follows: 

1.  All  NIRA  member  companies  are  eligible  to  partici¬ 
pate  in  the  shoot. 

2.  All  shooters  must  be  bona  fide  full-time  employees  of 
the  companies  they  represent.  Retired  employees  are 
also  eligible  to  participate,  as  are  immediate  family 
members  living  in  the  households  of  eligible  shoot¬ 
ers. 

3.  Each  team  will  consist  of  five  (5)  shooters.  No  shooter 
may  participate  on  more  than  one  team  in  this  tour¬ 
nament. 

4.  Amateur  Trapshooting  Association  (ATA)  rules  will 
govern  throughout  this  tournament.  Each  shooter  will 
shoot  1 00  targets:  the  first  50  targets  from  the  1 6  yard 
line,  the  second  50  targets  according  to  the  following 
team  handicap  scale: 


1979  Regional  On-Site  Golf  Competition 

Region 

Dates 

Sites 

Coordinator 

1,  II,  VIII 

October  6-7 

Seven  Hills,  Akron,  Ohio 

Hank  Vaughn  (Goodyear) 

III,  V 

August  25-26 

French  Lick  Country  Club, 

French  Lick,  Indiana 

Sue  Siwicki,  CIRA 

(Bankers  Life  &  Casualty) 

IV 

September  15-16 

Inverrary, 

Lauderhill,  Florida 

Chuck  Rost  (Motorola) 

VI,  VII 

October  13-14 

Paradise  Valley  &  Sahara 

Country  Club,  Las  Vegas, 

Nevada 

Bill  Bruce  (Motorola) 
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250-241 :  24  yd.  line 
240-231:  23  yd.  line 
230-221:  22  yd.  line 
220-211:  21  yd.  line 
210-201:  20  yd.  line 
200-191:  19  yd.  line 
190-181 :  18  yd.  line 
180-171:  17  yd.  line 
170orless:16  yd.  line 


5.  Trophies  and  prizes  will  be  presented  to  the  entrant 
who  submits  the  largest  fish  in  each  category.  Identi¬ 
cal  trophies  and  prizes  will  be  awarded  when  two  (2) 
or  more  fish  in  the  same  category  weigh  or  measure 
exactly  the  same. 

6.  To  be  eligible  for  competition,  an  entry  application 
must  reach  the  NIRA  Fishing  Contest  Coordinator 
within  60  days  of  the  catch. 

7.  All  entrants  are  eligible  for  prizes  through  a  special 
drawing  conducted  by  the  Tournament  Coordinator 
and  a  representative  of  the  American  Fishing  Tackle 
Manufacturers  Association,  whose  members  will 
supply  prizes. 


5.  In  case  of  a  squad  tie,  there  will  be  a  25  target 
shoot-off  from  handicap  yardage.  To  break  an  in¬ 
dividual  tie,  there  will  be  a  25  target  shoot-off 
from  the  24  yard  line. 

6.  If  a  team  has  a  possibility  of  being  in  a  shoot-off, 
the  original  five  shooters  must  remain  on  the  field. 
Because  regional  competition  is  taking  place  at 
more  than  one  site  within  a  region,  first  and  sec¬ 
ond  place  site  finalists  must  remain  at  the  club 
until  a  regional  champion  is  declared. 

7.  A  team  may  shoot  outside  its  home  region  if  the 
distance  to  the  designated,  club  in  its  region  would 
be  a  deterrent  to  that  team's  participating  in  the 
tournament. 

8.  Reloads  to  ATA  specifications  may  be  used.  New 
ammunition  will  be  available  at  clubs. 

9.  Professional  shooters  are  ineligible  to  participate 
in  this  tournament. 

Entry  brochures  have  already  been  mailed  to  pro¬ 
gram  directors.  Additional  information  may  be  ob¬ 
tained  from  NIRA  Headquarters. 


Fishing  Contest 

Gene  Miller,  CIRA  (Michigan  Bell  Telephone)  re¬ 
ports  that  this  year's  Fishing  Contest  is  underway.  Con¬ 
test  rules  are  as  follows: 

1 .  The  Contest  is  open  only  to  bona  fide  NIRA  member 
company  employees,  retirees  and  their  immediate 
family  members  living  in  the  same  household,  and 
NIRA  Associate  members  who  meet  the  same  quali¬ 
fications. 

2.  An  eligible  catch  may  come  from  any  waters  in  the 
United  States,  Canada,  or  Mexico. 

3.  The  fish  must  have  been  caught  with  a  rod,  reel,  line 
and  hook. 

4.  The  catch  must  be  witnessed  by  two  (2)  persons  who 
must  sign  the  entry  form.  The  entrant  must  submit  a 
photograph  of  the  fish  (preferably  a  close-up  of  the 
entrant  holding  the  catch)  with  the  witnessed  entry 
application. 


Competition  includes  both  fresh  water  and  salt 
water  categories: 

Fresh  Water 

Bass,  Largemouth 
Bass,  Smallmouth 
Bluegill 
Muskellunge 
Northern  Pike 
Perch 
Salmon 
Trout,  Lake 
Trout,  Rainbow 
Walley 
White  Perch 

Contest  entries  will  be  accepted  starting  July  1  and 
will  continue  through  December  1. 

This  'n'  That 

Lou  Mertens,  CIRA  (U.S.  State  Department)  has  indi¬ 
cated  that  plans  are  nearly  complete  for  this  year's  Fun 
Run.  Entrants  will  compete  with  employees  from  other 
NIRA  member  companies  over  a  distance  of  6,000  met¬ 
ers.  Complete  information  will  be  available  in  the  near 
future. 

Postal  Photo  and  Bowling  Competition  have  just 
concluded.  A  note  of  thanks  to  Jack  Rinaldo,  CIRL  (At¬ 
wood  Vacuum)  and  George  Stark  (McDonnell-Douglas) 
for  their  untiring  efforts  for  the  bowling  and  photo 
events,  respectively. 

National  Rifle  Association/NIRA  Rifle/Pistol  compet¬ 
ition  has  also  concluded.  John  Grubar  of  the  NRA  pro¬ 
vided  excellent  assistance  for  this  contest.  Competition 
results  will  be  available  in  the  near  future.  Trophies  will 
be  awarded  at  the  NIRA  Conference  and  Exhibit  in  May. 


Salt  Water 

Bass,  Sea 

Dorado 

Kingfish 

Marlin 

Salmon 

Yellowtail 
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PLAN 

TO  ATTEND 


39th  Annual  N1RA 
Conference  &  Exhibit 


May  15-20,  198 

Town  and  Country  Hotel 
San  Diego,  California 


National  Hunting  &  Fishing  Day 


We’ve  got 

a  good  thing  growing. 


Hunters  and  fishermen,  we’ve  got  a  good  thing  growing. 

From  the  beginning.  National  Hunting  and  Fishing 
Day  has  enjoyed  outstanding  support  from  the  nation’s 
sportsmen  and  conservationists,  growing  steadily  in  its 
scope  and  impact.  From  those  first  “Open  Houses"  at  local 
gun  clubs  to  professionally  organized  shopping  center 
programs  and  recently  expanded  school  activities,  NHF 
Day  has  kept  pace  with  the  important  job  it  has  to  do. 

Today,  it  is  more  important  than  ever  that  the  nation’s 
sportsmen  have  a  nationally  recognized  platform  from 
which  to  spread  the  word  on  the  outdoorsman’s  leading 
role  in  conservation.  NHF  Day  provides  that  platform. 

Many  Americans  will  participate  in  NHF  Day  on  Sep¬ 
tember  22,  1979.  Exactly  how  many  depends  on  you.  NHF 
Day  is  a  grassroots  effort.  You  make  the  difference. 

Throughout  the  growth  of  NHF  Day,  we  have  developed 
a  wide  variety  of  materials  to  assist  clubs  and  individuals 
in  observing  the  Day.  This  year  we’ve  prepared  the  best 
materials  ever.  Like  NHF  Day  itself,  each  has  proven  its 
effectiveness  over  the  past  eight  years. 

For  the  individual  sportsman,  our  “One-on-One”  kit 
includes  factual  booklets,  posters  and  bumper  stickers 
which  you  can  use  to  spread  the  word  to  your  non-hunt¬ 
ing  friends.  Or  you  can  send  them  to  school  with  your 
youngsters. 


To  help  clubs  improve  their  NHF  Day  activities  or  or¬ 
ganize  a  program  for  the  first  time,  there  is  a  wealth  of  in¬ 
formation  in  the  updated  Organizational  Packet.  It  in¬ 
cludes  more  than  50  different  fact  sheets,  posters,  sample 
ads,  news  releases,  radio  announcements,  bumper  stick¬ 
ers  and  many  pages  of  proven  ideas  and  suggestions. 

Order  your  easy-to-use  materials  today.  Help  us  keep 
a  good  thing  growing. 


National  Hunting  &  Fishing  Day® 
September  22, 1979 


TO:  NATIONAL  HUNTING  AND  FISHING  DAY- 

1 075  Post  Road 
Riverside,  Conn.  06878 

□  I'm  willing  to  do  my  part;  please  rush _ "One-on-One”  kits  @ 

$2.00. 

□  I  represent  a  club;  please  rush _ "Complete  Organizational 

Packets"  @  $5.00. 

Please  send  copies  of  the  official  NHF  Day  Poster  (above) 

@$1.00. 

Enclosed  is  a  check  or  money  order  for  $. _ _ . 

Name:  _ _ 

Organization:  _ _ _ _ _ 

Address:  _ _ _ 

State  _ _ _ _ Zip _ 


NIRA  CALENDAR 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  “Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme — (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Dave  Baker — (213)  679-451 1 ,  ext.  2693. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon— (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — -(714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 

*  *  * 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA— (714) 
871-3232,  ext.  2432. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
more  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346-7575. 
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SERVICES  &  ACTIVITIES 

_ J 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  o[ 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members, 
individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Name  three  places  where 
you  can  dine  Klee  a  king, 
s  eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart's  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


Happy 
pmn 

If  Florida  suits  " 

your  taste,  try  The  Happy  Dolphin, 
.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 

about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Plantation 
Inn 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 


NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  qR  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties, 
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SERVICES  &  ACTIVITIES 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


N IRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda- 


_ J 

tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Official  Journal  of  the  National  Industrial  Recrea¬ 
tion  Association,  a  non-profit  organization  with  in¬ 
ternational  membership,  dedicated  to  the  principle 
that  employee  recreation,  fitness  and  services  pro¬ 
grams  are  essential  to  effective  personnel  man¬ 
agement. 
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What  is  NIRA? 


The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 


ORGANIZATION  ANNUAL  DUES  are  based  on  number  of 
employees  eligible  for  your  program. 


More  than  1 0,000  employees 

(10) 

$185 

5,001  to  10,000  employees 

(  6) 

$155 

1,001  to  5,000  employees 

(  4) 

$125 

Fewer  than  1 ,000  employees 

(  2) 

$  75 

(  )  =  Number  of  copies  of  Recreation  Management  Magazine 

included  free  as  a  member  service 

ASSOCIATE  (Supplier)  ANNUAL  GRANT — Minimum  $300 
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reflect  the  opinion  of  the  association. 

Controlled  circulation  postate  paid  at  New  Richmond,  Wisconsin  54017. 

POSTMASTER:  send  form  3579  to  20  N.  Wacker  Drive,  Chicago  60606. 
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The  NIRA  President 
would  like  a  word  with  you 


.  .  .  about  our  survival 


Kirt  T.  Compton,  CIRA 
Eastman  Kodak  Company 
1979-80  NIRA  President 


At  the  beginning,  of  every  new 
year  in  NIRA,  we  talk  about  our 
great  potential  for  growth  and  ser¬ 
vice.  That  potential  is  increasing 
even  as  we  talk.  It  is  high  time  we 
did  something  about  it.  This  is  the 
hour  in  which  we  must  evolve  from 
a  sometimes  passive  organization 
into  an  active  one.  Our  survival  de¬ 
pends  upon  it. 

I  am  convinced  that  the  primary 
mission  for  the  NIRA  President  in  the 
next  year — and  for  several  years  to 
come — must  be  to  alert  the  member¬ 
ship  to  this  truth  and  help  marshall 
our  many  individual  resources  to 
make  critical  growth  possible.  I  am 


talking  about  a  natural  metamor¬ 
phosis  that  must  take  place  if  we  are 
to  survive — let  alone  spread  our 
wings  and  fly. 

Our  survival  demands  active 
leadership  and  active  membership. 
Annual  dues  buy  you  membership  in 
the  Association.  You  decide  what 
sort  of  membership  it  will  be.  Pas¬ 
sive  membership  has  its  decided, 
though  limited,  value.  It  opens  your 
mailbox  to  some  NIRA  services,  in¬ 
cluding  the  packaged  information 
and  ideas  in  our  publications.  It  as¬ 
sociates  you  with  the  professional 
organizaton  in  your  field.  After  that, 
you  pretty  much  take  what  you  get, 
unless  you  decide  to  take  things  into 
your  own  hands.  I  invite  you  to  do 
so. 

Our  Annual  Meeting  during  the 
NIRA  Conference  and  Exhibit  is  the 
only  organized  forum  for  our  entire 
membership.  But  not  everyone  can 
attend  the  Meeting.  Even  for  those 
who  can,  that  one  mass  meeting  is 
far  too  large  in  size  and  short  in 
length  to  accommodate  the  com¬ 
ments  of  all  concerned  members.  I, 
like  many  of  you,  am  not  inclined  to 
initiate  discussion  in  a  large  and 
formal  gathering  in  any  event.  I  pre¬ 
fer  talking  with  someone  who  is  per¬ 
sonally  interested  in  listening  and 
who  is  in  a  position  to  do  something 
about  my  questions.  During  the 
coming  year,  I  will  be  that  position 
for  you. 

It  is  traditional  for  the  incoming 
NIRA  President  to  solicit  the  ideas  of 
all  members.  "Give  me  a  call"  is  a 
well-meaning  but  essentially  mean¬ 
ingless  invitation,  unless  it  is  ac¬ 
companied  by  sincere  personal 


follow-up. 

The  first  order  of  business  for  me 
as  your  incoming  President  is  ac¬ 
tively  to  seek  your  involvement.  I 
would  prefer  to  call  every  member 
of  the  Association  personally;  but 
that  is  a  practical  impossibility.  I 
have  begun,  however,  by  calling  the 
individual  members  of  the  NIRA 
Board  of  Directors.  I  am  asking  all  of 
them,  as  your  representatives,  to  tell 
me  what  the  Association  must  do  for 
its  members — and  how  those  ideas 
can  be  implemented.  I  sincerely  sol¬ 
icit  your  calls  and  letters,  as  well. 

As  an  individual  member,  I  have 
some  ideas.  I  hope  you  will  add 
yours.  I  believe  that  NIRA  must  ad¬ 
dress  three  basic,  interrelated  needs 
immediately.  They  are  membership 
growth,  financial  strength  and  ser¬ 
vices  delivery.  The  three  go  hand- 
in-hand.  They  must  begin  with  you, 
the  members.  They  will  be 
nourished  by  your  active  support 
and  will  mature  by  turning  back  to 
you,  in  greater  measure,  what  you 
give  to  the  Association.  Your  active 
involvement  at  any  stage  along  the 
way  will  help  accelerate  the  process. 

Please  help  activate  our  hopes  for 
the  future.  Let  me  know  what  you 
need  and  how  we  can  supply  it. 
Here  is  where  you  will  find  me: 

Kodak  Park  Activities  Association 
Eastman  Kodak  Company 
Rochester,  New  York  14650 
(716)  722-2502 
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Goodyear's  Chairman  of  the  Board 
supports  employee  recreation 


RECREATION  BECOMES 
A  KEY  FACTOR  IN 
PRODUCTIVITY  BY 
GIVING  THE  INDIVIDUAL 
STATUS  AND 
RECOGNITION 


C.  J.  Pilliod 

Chairman  of  the  Board 
Goodyear  Tire  &  Rubber  Company 

“Management  has  an  obligation,  wherever  possi¬ 
ble,  to  see  that  employees  achieve  a  sense  of  personal 
satisfaction  from  what  they  do. 

“Goodyear's  early  management  strongly  believed 
that  there  is  a  direct  correlation  between  a  healthy 
body  and  a  person's  ability  not  only  to  do  his  or  her 
job,  but  also  to  enjoy  fully  the  hours  away  from  work. 
Thus,  more  than  a  half  century  ago,  a  large  gymnasium 
was  built  opposite  corporate  headquarters  in  Akron.  It 
has  been  in  constant  use  ever  since. 

“We  actively  promote  the  idea  of  employees  par¬ 
ticipating  in  sports  and  fitness  activities.  Our  company 
has  leagues  for  basketball,  flag  football,  softball,  bowl¬ 
ing,  volleyball,  and  golf.  In  recent  years  membership  in 
our  skiing,  tennis,  scuba  diving  and  runners  clubs  has 
mushroomed,  and  cardiovascular  fitness  and  regular 
use  of  our  exercise  facilities  remain  ongoing  programs. 

“Realizing  that  not  everyone  is  cut  out  for  active 
participation  in  sports  and  the  more  rigorous  fitness 
activities,  Goodyear  sponsors  41  clubs  that  offer  a  var¬ 
ied  menu  of  interests,  ranging  from  bridge  and  amateur 


radio  to  boating,  yachting  and  travel.  A  1 ,400-seat  the¬ 
ater  provides  a  fine  setting  for  the  Goodyear  Commu¬ 
nity  Theatre.  The  75-acre  Wingfoot  Lake  Park  is  be¬ 
coming  one  of  the  finest  employee  facilities  in  the 
country. 

“The  company  sponsored  its  first  Boy  Scout  troop 
in  1914.  Today  Goodyear  is  one  of  the  largest  indus¬ 
trial  sponsors  of  scouting  in  the  world.  We  also  sponsor 
the  world's  largest  hunting  &  fishing  club  with  a  mem¬ 
bership  of  more  than  5,000. 

“All  of  this  costs  money.  But  we  consider  it  money 
well  spent,  because  it  provides  many  opportunities  for 
improved  quality  of  life  and  lets  our  employees  know 
we  care  about  them  over  and  beyond  what  they  pro¬ 
duce  on  the  job. 

“Recreation  becomes  a  key  factor  in  productivity 
by  giving  the  individual  status  and  recognition,  as  well 
as  improving  his  or  her  morale.  A  diversified  selection 
of  aqtivities  for  employees,  members  of  their  families 
and  retirees  is  the  fiber  that  joins  our  people  into  a 
well-knit,  friendly  group — on  and  off  the  job." 
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Nautilus  provides  assistance 
to  recreation  directors 

Nautilus  Equipment,  Inc.,  has  expanded  its  services 
to  include  personal  assistance  for  individuals  or  commit¬ 
tees  responsible  for  establishing  and  operating  employee 
and  executive  fitness  programs. 

Dave  Holton,  general  manager  of  the  Dallas-based 
firm,  has  placed  "top  priority"  status  on  the  industrial 
and  corporate  recreational  market  as  Nautilus  Equip¬ 
ment  continues  its  aggressive  movement  into  areas  out¬ 
side  the  professional  and  collegiate  sports  market. 

"The  spectacular  success  of  Nautilus  in  training  of 
professional  and  university  athletes,  in  prevention  and 
rehabilitation  of  injuries,  and  in  fitness  programs  for 
families  and  individuals  throughout  the  nation,  has 
created  a  demand  for  the  equipment  in  corporate  fitness 
and  recreation  installations,"  said  Holton.  "As  more 
business  leaders  hear  of  the  effectiveness  of  Nautilus, 
and  as  they  use  the  equipment  themselves  in  health 
clubs  and  fitness  centers,  they  are  urging  their  own  com¬ 
panies  to  purchase  and  install  the  equipment  for  execu¬ 
tive  and  employee  use." 

As  a  result,  said  Holton,  "we  are  making  our  own 
time  available  to  work  directly  with  planners  and  mana¬ 
gers  of  corporate  and  industrial  recreational  programs 
and  installations,  to  select  the  right  Nautilus  equipment 
for  a  well-rounded  fitness  program  within  any  size  com¬ 
pany." 

Nautilus  manufactures  28  individual  machines,  di¬ 
vided  into  four  general  groups  for  fitness  and  strength 
training.  The  four  are:  arm,  neck,  leg,  and  torso 
machines.  Within  these  groups  are  machines  that 
employ  the  unique  Nautilus  principle  of  variable  resis¬ 
tance  throughout  the  range  of  muscular  motion,  each  of 
the  machines  giving  attention  to  specific  strength,  flexi¬ 
bility,  and  endurance  requirements. 

Nautilus  Equipment,  Inc.,  is  distributor  for  Nautilus 
machines  in  a  12-state  area  from  Mississippi  to  Arizona 
and  from  Texas  north  to  Nebraska  and  Iowa.  For  infor¬ 
mation  on  Nautilus,  its  basic  principles,  and  how  to  plan 
and  purchase  a  Nautilus  installation  for  the  corporate 
recreation  or  fitness  program,  contact  Dave  Holton, 
general  manager,  Nautilus  Equipment,  Inc.,  14848  Ven¬ 
ture  Drive,  Dallas,  Texas  75234.  Phone  (214)  620-9400. 


Dave  Holton,  general  manager,  Nautilus  Equipment 
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Majestic  Color  Studios,  Inc. 
offer  family  portraits 


Majestic  Color  Studios,  Inc.,  a  nationwide  photo  por¬ 
trait  company,  became  a  NIRA  Associate  member  in 
1978.  The  Studios  offer  full-color  family  portraits  as  an 
employee  benefit  or  incentive  program.  Each  participat¬ 
ing  employee  receives  a  free  portrait  of  his/her  family — 
at  no  cost  to  the  employer — regardless  of  whether  the 
employee  chooses  to  purchase  additional  portraits. 
Majestic  profits  from  the  subsequent  sale  of  additional 
portraits  to  employees  who  are  impressed  with  the  qual¬ 
ity  of  their  gifts. 

Majestic  has  received  national  endorsements  from 
many  organizations,  including  Beta  Sigma  Phi,  the 
American  Businesswomen's  Association,  the  Distribu¬ 
tive  Education  Clubs  of  America,  Future  Business  Lead¬ 
ers  of  America  and  the  U  nited  States  Jaycettes.  Recently, 
Majestic  became  the  first  photographic  company  to  earn 
the  privilege  of  displaying  the  Good  Housekeeping  Seal. 
All  portraits  produced  by  Majestic  and  Industrial  Incen¬ 
tives  Limited  are  covered  by  a  money-back  guarantee  of 
satisfaction. 

Industrial  Incentives  has  worked  closely  with  NIRA 
Region  II  members  through  the  Toledo  Industrial  Recrea¬ 
tion  and  Employee  Services  Council  (TIRES).  Wide  ac¬ 
ceptance  of  the  program  can  be  attributed  to  the  im¬ 
mediate  benefit  to  both  employers  and  employees  which 
the  program  provides. 

Industrial  Incentives  Limited  is  eager  to  help  NIRA 
and  its  members  with  employee  benefit  or  incentive 
programs.  Majestic  will  be  glad  to  tailor  a  program  to  the 
specific  needs  of  individual  employers. 

To  obtain  complete  information  and  samples,  with¬ 
out  obligation,  contact:  John  Rupert,  Majestic  Color 
Studios,  Inc.,  P.O.  Box  845,  Cleveland,  TN  37311- 
Phone  (800)251-6448  (Mon.-Fri.,  9:00  a.m.-6:00 
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NEWS  IN  BRIEF 


opportunity  to  help." 

September  22,  1979,  will  mark 
the  eighth  annual  observance  of  Na¬ 
tional  Hunting  and  Fishing  Day. 
Since  its  first  observance,  the  day 
has  grown  steadily  in  its  size  and 
impact.  Millions  of  Americans  now 
participate  in  an  estimated  2,500 
separate  NHF  Day  activities  each 
year.  According  to  Honorary  Chair¬ 
man  Guidry,  "Through  programs  at 
sportsmen's  clubs  and  shopping  cen¬ 
ters,  lectures  and  poster  contests  in 
schools,  and  special  stories  in  news¬ 
papers  and  magazines,  National 
Hunting  and  Fishing  Day  has  helped 
to  show  millions  of  Americans* 
another  side  of  hunting  and  fish¬ 
ing — the  conservation  side." 

The  unanimous  winner  of  the 
1978  American  League  Cy  Young 
Award,  Guidry  won  25  games  in 
1978,  while  losing  only  three— the 
best  winning  percentage  (.893)  of 
any  20-game  winner  in  history.  He 
recorded  an  earned  run  average 
(ERA)  of  1 .74,  the  lowest  for  an 
American  League  lefthander  since 
1 914,  while  establishing  a  New  York 
Yankee  record  of  248  strikeouts  in  a 
season. 

Guidry  began  hunting  at  age  5 
when  he  accompanied  his  grand¬ 
father  on  hunting  trips  in  his  native 
Louisiana.  He  has  been  an  avid  out- 
doorsman  ever  since,  which  is  the 
major  reason  he  is  1979  National 
Hunting  and  Fishing  Day  Honorary 
Chairman. 

Guidry  praised  the  sportsmen  who 
sponsor  and  organize  local  National 
Hunting  and  Fishing  Day  activities. 
"I  was  very  impressed  when  I 
learned  that  the  entire  job  of  or¬ 
ganizing  National  Hunting  and  Fish¬ 
ing  Day  programs  is  done  by  volun¬ 
teer  sportsmen,"  he  said. 

Additional  information  on  Na¬ 
tional  Hunting  and  Fishing  Day  is 
available  from  NHF  Day,  1075  Post 
Road,  Riverside,  CT  06878. 
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Yankee's  Ron  Guidry 
makes  NHF  Day  pitch 

Ron  Guidry,  New  York  Yankee 
pitching  star  and  baseball's  best 
pitcher  in  1978,  will  also  be  making 
a  pitch  for  the  sportsman's  role  in 
conservation  this  year  in  his  role  as 
Honorary  Chairman  of  National 
Hunting  &  Fishing  Day,  September 
22,1979. 

Well  known  for  his  avid  pursuit  of 
the  hunting  and  fishing  sports  as  well 


as  his  accomplishments  on  the 
pitcher's  mound,  Guidry  announced 
that  he  was  proud  to  have  the  oppor¬ 
tunity  to  serve  as  spokesman  for  the 
nation's  sportsmen. 

"Too  few  people  are  aware  of  the 
millions  of  dollars  that  sportsmen 
contribute  to  conservation  each 
year,  or  of  the  thousands  of  hours 
they  devote  to  local  conservation 
projects,"  Guidry  said.  "Spreading 
this  message  is  one  of  the  basic  pur¬ 
poses  of  National  Hunting  and  Fish¬ 
ing  Day,  and  I  am  happy  to  have  this 


New  York  Yankee  pitching  ace  Ron  Guidry  provides  shooting  tips  to  a  young 
sportsman.  Guidry  is  Honorary  Chairman  of  National  Hunting  and  Fishing 
Day,  September  22,  1979. 
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SELECTED  SPORTING  GOODS 

(million  dollars) 

ITEM 

1965 

1977 

1990 

Total  Sporting  Goods  Sales* 

Selected  Series  (US  mfrs  shpts) 

575.9 

2557.0 

6600 

Racquetball  equipment 

— 

22.1 

265 

Cross-country  skis 

— 

.4 

12 

Skateboards 

9.0 

360.0 

165 

Golf  clubs 

45.0 

165.0 

420 

Baseballs 

*US  manufacturers  shipments; 
plus  imports,  less  exports 

8.6 

30.0 

80 

Source:  Predicasts,  Inc.;  Cleveland,  OH 

Fitness  boom  spurs 
sporting  goods  sales 

The  American  “exercise  ethic" 
will  help  sales  of  sporting  goods 
reach  nearly  $7  billion  by  1990,  al¬ 
most  triple  their  1 977  figure,  accord¬ 
ing  to  an  industry  study  recently 
made  public  by  the  Research  Group 
of  Predicasts,  Inc.,  a  Cleveland- 
based  business  information  and 
market  research  firm.  Also  encourag¬ 
ing  recreational  spending  are  in¬ 
creases  in  both  leisure  time  and  the 
proportion  of  households  in  higher 
income  brackets.  Boom  items  in¬ 
clude  racquetball  equipment — 
which  will  increase  over  1,000  per¬ 
cent  by  1990 — and  cross-country 
skis. 

"However,  skateboard  sales  are 
expected  to  dwindle  to  less  than  half 
their  current  level  by  1990 — good 
news  for  concerned  parents,"  said 
Keith  Mishne,  author  of  Sporting 
Coods. 

Both  age  distribution  and  regional 


housing  trends  have  an  impact  on 
the  mix  of  recreational  spending. 
Due  to  the  declining  growth  ex¬ 
pected  in  the  5-24  year-old  popula¬ 
tion  segment,  youth-oriented  products 
such  as  skateboards  or  sandlot 
baseball  equipment  are  faced  with  a 
shrinking  market  potential  through 
1990.  Conversely,  products  that  ap¬ 
peal  to  a  wide  age  bracket  such  as 


tennis,  golf  and  bowling  equipment, 
as  well  as  jogging  paraphernalia,  will 
find  expanding  market  oppor¬ 
tunities. 

Regional  population  trends  clearly 
influence  recreational  spending. 


continued 
on  following  page 
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News  in  Brief  continued 


With  nearly  55  percent  of  the  popu¬ 
lation  expected  to  reside  in  the 
South  and  West  in  1990,  and  the 
vast  majority  of  this  group  in  the 
“sunbelt''  areas,  participation  in 
warm  weather  outdoor  activities  will 
expand  significantly.  Consequently, 
sales  of  associated  sporting  goods 
such  as  golf  or  water  sports  equip¬ 
ment  will  benefit  due  to  both  in¬ 
creased  playing  opportunities  and 
sheer  population  growth. 

Another  factor  in  the  growth  of 
sporting  goods  is  the  technology  that 
transforms  sports  normally  restricted 
to  one  season  into  multi-seasonal  ac¬ 
tivities.  For  example,  while  ice  skat¬ 
ing  rinks  and  indoor  tennis  courts 
enable  enthusiasts  to  enjoy  these 
sports  year-round,  snow-making 
equipment  extends  the  skiing  sea¬ 
son. 

The  sporting  goods  industry  is 
highly  concentrated,  with  the  twenty 
largest  companies  accounting  for 
nearly  50  percent  of  shipments 
value.  Over  1,600  companies  man¬ 
ufacture  sporting  goods  and,  al¬ 
though  most  specialize  in  one  or  two 
products,  the  largest  producers  have 
diversified  product  lines. 

Net  imports  reached  $330  million 
in  1977,  nearly  13  percent  of  all  rec¬ 
reational  equipment  sold  in  the  U.S., 
and  are  projected  to  reach  over 
1 7  percent  by  1 990  because  of  two 
factors.  First,  labor  intensive  prod¬ 
ucts  such  as  wood  tennis  rackets  and 
skis  are  less  expensive  to  manufac¬ 
ture  in  countries  with  low  wage 
rates.  Second,  certain  countries  have 
developed  a  product  expertise  that  is 
not  matched  by  U.S.  manufacturers, 
particularly  in  the  area  of  skiing  and 


ice-skating  equipment. 

Sporting  Goods  (No.  169),  a  109- 
page  report,  is  available  from  Predi¬ 
casts,  Inc.,  11001  Cedar  Avenue, 
Cleveland,  Ohio  44106  at  a  cost 
of  six  hundred  and  twenty-five 
dollars  ($625.00)  per  copy. 


New  Games  releases 
resource  catalog 

New  Games  Foundation  has  an¬ 
nounced  the  publication  of  its  first 
New  Games  Resource  Catalog.  The 
catalog  reviews  a  wide  selection  of 
books,  games  equipment  and  New 
Games  materials.  The  non-profit 
Foundation  calls  it  “the  most  com¬ 
plete  catalog  of  its  kind  in  exis¬ 
tence." 

New  Games  Foundation  is  an 
educational  organization  created  in 
1 974  to  foster  a  style  of  play  that  en¬ 
courages  safe,  rewarding  participa¬ 
tion  by  all  people.  It  is  financed 
through  a  combination  of  fees  from 
training  programs,  sales  of  literature 
and  equipment,  royalties,  and  dona¬ 


tions.  Its  training  program,  con¬ 
ducted  semi-annually  at  sites 
throughout  the  United  States,  is  sub¬ 
sidized  by  a  grant  from  the  Charles 
Stewart  Mott  Foundation. 

The  literature  section  of  the 
catalog  includes  reviews,  illustra¬ 
tions  and  excerpts  from  25  books  on 
different  aspects  of  play  such  as  play 
and  culture,  street  games,  mime, 
play  as  a  part  of  a  school  curriculum, 
and  adventure  playgrounds.  The 
books  range  from  scholarly  and 
theoretical  texts  to  games  collec¬ 
tions. 

For  more  information,  contact 
New  Games  Foundation,  P.O.  Box 
7901,  San  Francisco,  CA  94120 — 
Phone  (415)  664-6900. 

Toll  free  directory 
for  1979  available 

Area  Code  800  numbers  for 
hotels,  airlines,  government  agen¬ 
cies  and  hundreds  of  businesses  are 
available  in  a  new  catalog  called  (of 
course)  Area  Code  800.  The  direc¬ 
tory  is  organized  like  the  yellow 
pages  of  a  typical  telephone  book, 
with  a  supplementary  index.  For 
each  organization  listed,  the  book' 
provides  the  toll  free  number,  the 
main  office  address,  the  local  phone 
number  and  additional  descriptive 
information. 

The  1 979  edition  of  the  book  costs 
$9.95,  post  paid.  California  residents 
must  add  appropriate  sales  tax. 
Payments  must  accompany  orders 
from  individuals.  To  order  a  copy, 
send  check  or  money  order  for 
$9.95  to  Dept.  T3,  Lansford  Publish¬ 
ing  Co.,  Inc.,  P.O.  Box  8711,  San 
Jose,  CA  95155.  IHI 


profe//ionol  /ervice/  directory 
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July  marks  the  first  month  in  which  I  will  report  to 
you  as  NIRA  Vice  President  of  Tournaments  and  Ser¬ 
vices.  I  thank  the  NIRA  voters  for  my  election,  at  the  May 
Annual  Meeting,  to  this  two-year  term.  I  am  also  grateful 
to  my  predecessor,  Steve  Waltz,  CIRA  (Cummins  Engine 
Co.)  for  his  assistance  during  the  transition. 

We  plan  to  continue  the  "Tournament  News"  col¬ 
umn,  initiated  by  Steve  several  years  ago,  as  a  regular 
update  on  NIRA  tournaments  and  services.  I  sincerely 
hope,  from  the  outset  of  my  term,  that  NIRA  members 
will  make  this  communication  a  two-way  street  by  send¬ 
ing  me  their  candid  comments,  criticisms  and  sugges¬ 
tions.  The  Tournaments  and  Services  Committee  of  the 
NIRA  Board  must  know  how  the  Association's  members 
evaluate  our  present  programs  in  this  area  and  how  they 
feel  we  can  improve  them.  We  also  solicit  ideas  for  new 
offerings. 

Please  drop  me  a  note  or  give  me  a  call  at  Xerox 
Corp.,  99  Catalpa  Rd.,  Rochester,  NY  14617 — (716) 
422-4100. 

Current  Activites  Update 

Steve  Waltz  provided  a  detailed  summary  of  ongoing 
NIRA  tournaments  in  his  final  column  in  the  May/June 
issue  of  RM.  As  he  indicated,  Postal  Golf  competition  is 
underway,  with  the  help  of  co-sponsor  Golf  Digest,  Inc. 
The  activity  will  continue  through  the  end  of  September. 
Entry  forms  are  available  from  NIRA  Headquarters.  Re¬ 
gional  On-site  Golf  competition  will  run  from  August 
through  October  in  four  locations  in  the  U.S.  Members 
from  all  countries  are  eligible  to  participate.  Rules  and 
entry  forms  will  be  mailed  to  program  directors  four  to 
six  weeks  ahead  of  scheduled  tournament  dates  for  each 
NIRA  region.  On-site  Golf  Tournament  coordinator  is 


Glenn  Westover  (Babcock  &  Wilcox).  The  annual  NIRA 
Fishing  Contest,  under  the  experienced  coordination  of 
Gene  Miller,  CIRA  (Michigan  Bell  Telephone  Co.)  will 
run  from  July  1  through  December  1,  1979. 

We  will  have  results  for  publication  soon  on  the  re¬ 
cently  completed  Photo,  Rifle/Pistol  and  Trap-shooting 
Contests. 

Better  Bowling  Tournament 

NIRA  bowlers  will  be  glad  to  hear  of  several  signifi¬ 
cant  improvements  in  the  NIRA  Bowling  Tournament. 
Jack  Rinaldo,  CIRL  (Atwood  Vacuum  Machine  Co.), 
who  coordinated  the  last  tournament  under  an  older  sys¬ 
tem,  suggested  a  new  format  which  was  adopted  by  the 
Tournament  and  Services  Committee  at  its  May  1979 
meeting.  Rinaldo  has  agreed  to  coordinate  the  next  tour¬ 
nament. 

The  upcoming  tournament  will  run  from  November 
1 ,  1 979  through  February  28,  1 980.  We  will  declare  re¬ 
gional,  as  well  as  overall,  winners.  Winners  will  receive 
individual  patches  as  well  as  team  trophies.  Tournament 
rules  and  entry  forms  will  be  simplified.  Entry  forms  will 
be  mailed  directly  to  eligible  organizations  well  in  ad¬ 
vance  of  the  tournament.  Additional  publicity  and  pro¬ 
gress  bulletins  will  provide  periodic  updates  while  the 
contest  is  in  progress.  RM  will  carry  a  full  contest  intro¬ 
duction  in  the  fall  and  publish  results  the  following 
spring. 

Improvements  in  the  Bowling  Tournament  have 
been  the  result  of  participant  input  and  the  work  of  a 
dedicated  new  tournament  coordinator.  We  hope  that 
this  kind  of  active  involvement  will  bring  new  vitality  to 
the  entire  Tournaments  and  Services  program.  mi 


KEY  NOTES 

PROGRAMMING  IDEAS  FOR  EMPLOYEE  RECREATION  AND  SERVICES 


ANOTHER  MEMBER  SERVICE 

Contact  NIRA  Headquarters  for  information 
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Regional 
Conferences 
set  for 
Fall  1979 

Three  of  NIRA's  nine  regions  will 
hold  Conferneces  this  Fall.  Each 
meeting  well  be  hosted  by  a  local 
Industrial  Recreation  Council  and  be 
open  to  delegates  from  every  other 
region.  The  calendar  includes  events 
on  each  coast  of  the  continent  and 
first-time  as  well  as  traditional  ef¬ 
forts. 

scheduled  for  October  IQ- 1 1,  1979  Region  VII 

Region  I  at  Fermilab  in  Batavia,  Illinois.  NIRA's  members  in  the  west  will 


An  ambitious  new  Industrial  Rec¬ 
reation  Council  has  hit  the  deck 
a-running  on  the  East  Coast.  The 
Massachusetts  Industrial  Recreation 
Council  (MIRC)  will  host  the  first 
Region  I  Conference,  September 
14-16,  1979  at  the  Sheraton-Box- 
borough  in  Boxborough,  Massa¬ 
chusetts. 

MIRC  President  Alice  Bucca 
(Digital  Equipment)  is  Conference 
Coordinator.  Region  I  delegates 
elected  her  to  a  year-long  term  as 
NIRA  Senior  Director  at  the  NIRA 
Conference  and  Exhibit  last  May. 

NIRA  Region  I  encompasses  eight 
states  in  the  northeastern  United 
States:  Maine,  Massachusetts,  New 
Flampshire,  Vermont,  Connecticut, 
Rhode  Island,  New  Jersey  and  New 
York.  The  region  welcomes  mem¬ 
bers  from  NIRA's  other  eight  regions 
to  attend. 

For  information,  contact  Alice 
Bucca— (617)  493-3318. 

Region  III 

A  countryside  setting  outside 
Chicago  will  be  the  site  of  Region 
Ill's  Third  Annual  Conference  this 
Fall.  For  the  first  time,  the  event  will 
cover  more  than  one  day.  It  is 


Region  III  leaders,  including 
past  Director  Susan  Siwicki,  CIRA 
(Bankers  Life  and  Casualty  Co.)  and 
Helen  Ecker-McCulloch  (Fermilab), 
will  announce  the  basic  program  in 
July. 

For  information,  contact  Susan 
Siwicki,  CIRA— (312)  545-7701. 


float  a  new  kind  of  Conference  in 
1979  when  the  Orange  County  In¬ 
dustrial  Recreation  Council  hosts  the 
29th  Annual  Western  Region  Con¬ 
ference  and  Exhibit,  September 
20-23,  1979  aboard  the  Queen 
Mary.  The  famous  luxury  liner,  now 
permanently  moored  at  Long  Beach, 


The  first  Region  I  Conference  will  be  held  at  the  Sheraton-Boxborough,  near 
Boston,  Massachusetts. 


RM,  July,  1979 


12 


California,  promises  a  memorable 
event. 

The  western  meeting  this  year  will 
emphasize  the  value  of  employee 
programs  to  the  business  enterprise 
with  the  nautical  theme,  “Passport 
to  Employee  Effectiveness." 

The  region  will  also  hold  its  an¬ 
nual  regional  business  meeting 
during  the  Conference  and  Exhibit. 

Conference  Chairman  is  Phyllis 
Smith,  CIRA  (Hughes  Aircraft  Co.), 
Region  VII  Senior  Director.  Graham 
Stewart  of  Queen  Mary  Tour  is 
Exhibitor  Chairman.  Registration 
will  be  organized  by  Dorcas 
Cleworth  of  the  Orange  County  In¬ 
dustrial  Recreation  Council.  Regis¬ 
tration  fees  for  delegates  will  be 
$70.00;  an  exhibit  booth  will  cost 
$285.00. 

For  delegates'  information,  con¬ 
tact  Phyllis  Smith,  CIRA— (714) 
732-2432.  For  information  on 
exhibits,  call  Graham  Stewart — 
(213)  435-4747. 


♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 

QUALITY 

VACATIONS 

USA  and  CANADA 


MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  I L  60473 
Chicago— 928-4500 
Illinois-800/942-9205 
I  nter-State— 800/323-8383 


Let  us  show  you  what 
personalized  service  really 
means! 

Escorted  air  and  motor- 
coach  tours  for  individual 
NIRA  members  or  exclu¬ 
sive  group  arrangements. 
FREE  tour  brochure.  Net 
wholesale  prices  to  NIRA 
members. 


SLIDE/SOUND  PRESENTATION  AVAILABLE  ON  REQUEST 

♦  ♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 
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The  Queen  Mary >  docked  at  Long  Beach,  California,  will  be  the  site  of  the 
Region  VII  Conference  and  Exhibit. 


■  ...v 


Fermilab's  modern  Central  Labora¬ 
tory,  will  be  the  site  of  the  Region 
III  Conference,  near  Chicago. 


Shark  Institute 
opens  at  Sea  World 

Sea  World  Inc.  has  opened  to  the 
public  the  grounds  of  its  collecting 
and  research  center  called  Sea 
World's  Shark  Institute.  Located  in 
the  Florida  Keys,  the  Institute  is  the 


fourth  marine  life  park  to  be  estab¬ 
lished  by  the  San  Diego-based  com¬ 
pany.  It  will  be  managed  by  Sea 
World  of  Florida,  itself  located  in  Or¬ 
lando  near  Walt  Disney  World. 


continued 
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NIRA  News  continued 


Sea  World's  Shark  Institute  in 
Florida  occupies  a  6.5-acre  site, 
nearly  half  of  which  is  under  water. 


The  Institute,  developed  at  a  cost 
of  $1.3  million,  is  located  on  a  6.5- 
acre  site  of  which  3  acres  are  under 
water.  In  the  major  display  basin,  the 
Shark  Lagoon,  such  shark  species  as 
lemon,  bull,  tiger,  nurse,  brown  and 
bonnethead  are  exhibited.  The  300- 
ft.  long  natural  cove  is  bordered  by 
wooden  decks  and  an  elevated 
lookout  point  called  the  Shark 
Watch.  Daily  feedings  by  members 
of  the  Institute  staff  are  scheduled  to 
allow  the  public  to  observe  animal 
health  and  maintenance  procedures. 

Onshore,  in  a  protected,  serpen¬ 
tine  moat  called  the  Shark  Shallows, 
smaller  (though  not  necessarily  less 
aggressive)  species  of  sharks,  rays, 
skates  and  sawfish  are  displayed. 
Crisscrossed  by  a  series  of  wooden 
footbridges,  the  Shallows  was  de¬ 
signed  to  allow  the  closest,  yet  safest 
possible  viewing  of  the  shark  and  his 
cartilaginous  kin. 

In  the  10,000-gallon  aquarium 
known  as  the  Coral  Reef,  anemones, 
crabs,  turtles  and  the  brilliantly  col¬ 
ored  fish  which  typify  the  fauna 


of  tropical  coral  reefs  are  displayed. 
The  exhibit,  in  fact,  is  a  recreation 
of  just  such  a  reef.  Here,  as  else¬ 
where  on  the  Institute  grounds,  nar¬ 
rators  will  detail  such  phenomena 
as  the  aquatic  food  chain,  adaptive 
coloration  or  territoriality.  Nearby, 
at  the  World  of  the  Sea,  smaller 
aquariums  house  fish  representative 
of  the  world's  oceans. 

Under  consideration  for  future 
development  are  an  above-ground 
shark  aquarium  (similar  to  that  com¬ 
pleted  earlier  this  year  at  Sea  World 
of  San  Diego  and  to  that  scheduled 
for  construction  at  Sea  World  of 
Florida  in  1979)  and  a  marine 
mammal  research  facility.  Sharks  for 
the  San  Diego  aquarium  were  col¬ 
lected  by  the  Institute  aquarium  staff, 


then  flown  to  California  in  what  was 
the  largest  shipment  of  sharks  in  his¬ 
tory. 

In  addition  to  stocking  research 
and  display  basins,  the  Institute  staff 
will  collect  sharks  for  qualified  zoos 
and  aquariums  and  educational  and 
research  institutions  around  the 
world.  Laboratories  and  dormitories 
for  use  by  visiting  research  teams  are 
available  for  incidental  or  short  term 
use. 

Sea  World's  Shark  Institute  is  6  8  Vi 
miles  north  of  Key  West  and  90 
miles  south  of  Miami,  both  major 
tourist  destinations  themselves. 
Hours  are  9  a.m.  to  dusk  daily.  Ad¬ 
mission  if  $3.50  for  adults;  $2.25  for 
children  4-12.  Parking  is  free.  Ml 


NAMES  IN  THE  NEWS 


Brown  accepts  new 
NIRA  staff  position 

Michael  T.  Brown,  CIRA  has  re¬ 
turned  to  fulltime  staff  status  at  NIRA 
headquarters  in  Chicago.  He  has  ac¬ 
cepted  the  position  of  Marketing  Di¬ 
rector  for  the  Association. 

The  marketing  post,  authorized  by 
the  Board  of  Directors  less  than  a 
year  ago,  includes  responsibility  for 
advertising  and  exhibit  booth  sales 
as  well  as  Associate  member  promo¬ 
tion  and  services.  Brown  had  served 
as  NIRA  Assistant  Executive  Direc¬ 
tor.  In  that  capacity,  he  was  respon¬ 
sible  for  general  membership  pro¬ 
motion  as  well  as  assistance  with  a 
variety  of  membership  services.  His 
acceptance  of  the  marketing  direc¬ 
torship  follows  a  brief  absence  to  as¬ 
sist  with  family  responsibilities  out¬ 
side  of  Chicago. 

Brown  rejoined  the  NIRA  staff  at 
the  opening  of  the  May  1979  NIRA 
Conference  and  Exhibit  in  Roches¬ 
ter,  New  York.  There,  he  met  every 
exhibitor  and  renewed  the  working 
relationship  with  the  NIRA  Board 


Mike  Brown,  CIRA 


that  began  when  he  first  joined  the 
NIRA  staff  in  June  1977. 

Prior  to  his  professional  associa¬ 
tion  with  NIRA,  Brown  served  as  a 
Director,  representing  Region  III.  As 
Activities  Coordinator  for  R.  R. 
Donnelley  &  Sons  Company  in 
Chicago,  Brown  was  instrumental  in 
organizing  his  local  Industrial  Rec¬ 
reation  Council,  the  Chicago  As¬ 
sociation  for  Recreation  and  Em- 
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Your  best  convent 

It  begins  right  here,  right 
now,  with  all  the  remarkable 
reasons  that  make  nearby 
Mexico  the  finest  convention 
choice. 

%i,  Let’s  begin  with  our  fabulous 
line-up  0f  meeting  locations 
waiting  for  you  in  the  cities  and 
resorts  of  Mexico.  Beautiful  to 
look  at.  flawless  when  put  to  the 


We  want  your  convention  in 
Mexico  to  be  a  smooth-sailing 
success  long  before  it  begins. 

So  be  sure  to  contact  us.  Call 
our  Convention  Department  at 
(212)  7SS-7212.  We’re  ready 
with  the  answers.  Helpful  advice 
Everything  you  need  to  know  to 
ensure  a  perfect  event.  _ 


even  ensure  a  perfect  event. 


IjlM  MEXICO  i 

The  Amigo  Country 

!  MEXICAN  GOVERNMENT  TOURIST  OFFICE  i 


Director  of  Groups  and  Conventions 

405  Park  Avenue 

New  York,  New  York  10022 


I  m  interested.  And  I  d  like  to 
learn  more. 


Name  _ 

Title _ 

j  Company 
*  Address  _ 

j  City - 

^Telephone 
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ployee  Services  (CARES).  He  served 
as  the  Council's  first  President. 

"Mike's  wide  range  of  first-hand 
experience  makes  him  ideally  suited 
for  the  new  job  he  will  be  handling 
for  us,"  said  Executive  Director  Pat¬ 
rick  Stinson  during  the  recent  Con¬ 
ference  and  Exhibit.  "As  a  former 
recreation  director  and  IRC  Presi¬ 
dent,  he  understands  the  perspective 
and  needs  of  our  members.  As  a  past 
member  of  our  Board,  he  has  a 
thorough  knowledge  of  the  Associa¬ 
tion's  policies  and  potential.  As  an 
experienced  member  of  the  head¬ 
quarters  staff,  he  can  tap  every  re¬ 
source  in  the  Association  throughout 
the  year  and  during  the  annual  Con¬ 
ference  and  Exhibit.  For  all  these 
reasons,  I  am  confident  that  he'll  do 
an  excellent  job  in  fortifying  the  fi¬ 
nancial  strength  of  NIRA." 

DeLuca  named  Jaycee 
Man  of  the  Year 

Frank  A.  DeLuca,  CIRA  has  been 
named  Man  of  the  Year  by  the  Strat- 


Frank  DeLuca,  CIRA 


ford,  Connecticut  Jaycees.  DeLuca  is 
a  junior  Director  from  NIRA  Region 
I.  He  is  Manager  of  Community  and 
Employee  Relations  for  AVCO 
Lycoming-Stratford  Division. 

The  Stratford  Junior  Chamber  of 
Commerce  awarded  DeLuca  its 
Raymond  J.  O'Connor  Memorial 


Community  Service  Award  for  his 
long  and  distinguished  record  of 
personal  and  professional  service  to 
his  community. 

In  his  position  at  AVCO  Lycom¬ 
ing,  DeLuca  has  been  responsible 
for  the  company's  employee  recrea¬ 
tion  and  services  program  as  well  as 
community  relations.  Under  his  su-  ' 
pervision,  the  company  has  com¬ 
piled  one  of  the  nation's  outstanding 
blood  donation  records  in  a  program 
that  has  three  times  resulted  in  state 
and  national  high  marks  for  a  single 
day's  bloodmobile  visit.  DeLuca  and 
the  company's  employees  were 
cited  by  President  Lyndon  B. 
Johnson  in  1968  for  distinguished 
service  to  Connecticut's  blood  pro¬ 
gram. 

In  addition  to  his  leadership  of 
NIRA,  DeLuca  is  a  member  of  the 
Board  of  Directors  for  the  Stamford 
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Names  in  the  News  continued 


Chapter,  American  Red  Cross.  He 
also  serves  on  the  Board  of  Gov¬ 
ernors  of  the  Employee  Tuberculosis 
Association,  the  Board  of  Managers 
of  the  YMCA-Stratford  Branch  and 
the  Advisory  Board  of  the  Boys'  and 
Girls'  Club  of  Bridgeport,  (Connec¬ 
ticut)  Inc. 

DeLuca  was  recently  named 
Chairman  of  the  Greater  Bridgeport 
Industrial  and  Employee  Fund  Drive 
for  the  United  States  Olympics.  The 
AVCO  Lycoming  Management  Club 
has  accepted  the  project  for  1979 
and  will  assist  DeLuca  in  raising 
funds  for  the  Games. 

Leonard  forms  program  at 
National  Semiconductor 

Kenneth  J.  Leonard  has  been 
named  Corporate  Manager  of  Rec¬ 
reation  for  National  Semiconductor 
Corp.,  Santa  Clara,  California.  He 
has  established  a  wide  range  of  so- 


FORT  LAUDERDALE,  FLORIDA 


Wach  <\nb 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
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cial,  athletic  and  cultural  activities, 
with  particular  emphasis  on  family 
participation. 

Prior  to  joining  National  Semi¬ 
conductor,  Leonard  was  head  of  the 
employee  program  at  Lockheed- 
Sunnyvale,  a  post  he  held  for  four¬ 
teen  years.  He  was  Director  of  Rec¬ 
reation  for  Salt  River  Project  in 
Phoenix  from  1959  to  1965.  Both 
the  Lockheed  and  Salt  River  pro¬ 
grams  won  the  NIRA/Citizens  Sav¬ 
ings  (now  Eastwood)  Award  for 
overall  excellence  during  the  times 
when  Leonard  headed  them. 

Leonard  is  Executive  Vice  Presi¬ 
dent  of  the  newly  created  Northern 
California  Industrial  Recreation 
Council  and  teaches  a  class  in  indus¬ 
trial  recreation  at  DeAnza  College  in 
Cupertino,  California. 


Ovlen  leads  program  at 
Lockheed-Sunnyvale 

Eric  Ovlen  is  the  new  Executive 
Director  of  the  Lockheed  Employ¬ 
ees'  Recreation  Association  (LERA). 
He  assumed  his  new  position  in 
March  1 979,  following  the  resigna¬ 
tion  of  Kenneth  Leonard. 

Ovlen  has  been  a  recreation  pro¬ 
fessional  since  1961.  He  worked  as 
a  recreation  administrator  for  the 
City  of  Oakland,  California  for  seven 
years  and  for  the  city  of  San  Leandro, 
California  during  the  preceding  six. 
He  spend  one  year  as  Executive  Di¬ 
rector  of  Bay  Area  United;  Cerebral 


Eric  Ovlen 


Palsy.  In  1976,  Ovlen  joined  LERA 
as  Assistant  Executive  Director.  He 
left  two  years  later  to  enter  private 
business,  but  was  rehired  when  the 
top  slot  in  LERA  opened. 

Ovlen  has  a  B.S.  in  recreation 
administration  from  California  State 
University  at  Hayward  and  has  a 
life-time  California  college  teaching 
certificate  in  recreation.  He  has 
taught  college-level  recreation 
courses  and  is  a  college  and  high 
school  football  official. 


"Doc"  Medley  retires 

N.  L.  "Doc”  Medley  has  retired 
from  his  position  as  Special  Services 
Director  at  the  Naval  Training  Center 
in  Orlando,  Florida.  Medley  will  be 
remembered  in  NIRA  as  the  capable 
Program  Chairman  of  the  1 977  NIRA 
Conference  and  Exhibit,  held  in 
Orlando.  PHI 
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What  is  fitness? 

And  what  must  the  most  basic 
conditioning  program  accomplish? 


by  L.  W.  Organ,  M.D. 


Atherosclerosis  is  a  disease,  not  a 
natural  part  of  growing  older.  Begin¬ 
ning  at  age  30  in  men,  and  age  40  in 
women,  it  is  the  single  largest  dis¬ 
ease  problem  in  the  United  States. 
The  tragedy  is  that  it  .needn't  be. 

To  understand  the  disease's  ef¬ 
fects,  consider  the  roots  of  it's  name. 
Athero  refers  to  fatty  plaques  depos¬ 
ited  on  the  inner  lining  of  arteries, 
including  coronary  arteries.  These 
plaques  can  grow  in  size  and  ulti¬ 
mately  block  the  artery,  resulting  in 
a  heart  attack.  Sclerosis  refers  to 
hardening  of  the  wall  of  the  artery. 
This  causes  resistance  to  blood  flow 
through  the  artery  to  increase  be¬ 
cause  the  artery  is  not  so  distensible. 
Increased  resistance  can  be 
overcome  only  by  increased  blood 
pressure,  which  results  in  hyperten¬ 
sion. 

Why  do  we  get  atherosclerosis? 
We  eat  too  much  and  exercise  too 
little.  It  is  part  of  our  lifestyle  or, 
perhaps  lack  of  style.  Japan  has  a 
relatively  low  death  rate  from 
atherosclerosis;  but  move  a  Japanese 
family  to  California  and  within  two 
or  three  generations  its  mortality  rate 
from  coronary  artery  disease  will  be 
the  same  as  for  other  Americans. 

That  is  the  sad  part  of  the  story. 
There  is  a  happy  part,  however — a 
part  that  tells  us  that  the  body  is  the 
only  machine  that  improves  with 
use.  If  it  is  exercised,  it  will  respond 


magnificantly.  Leave  it  alone  and  it 
will  decondition.  For  example,  a 
sedentary  man  of  60  will  have  lost 
half  the  fitness  he  had  as  a  youth. 
Exercise  is  the  key;  but  not  just  any 
kind  of  exercise  will  promote  fitness. 
For  reasons  to  be  explained  later, 
good  exercises  include  jogging, 
cycling,  swimming  and  rope¬ 
skipping.  Popular  sports  including 
tennis,  volleyball,  raquetball  and 
golf  are  fun;  but  they  do  not  bring 
about  basic  fitness.  In  fact,  without 
proper  conditioning  to  promote  fit¬ 
ness,  they  can  be  harmful.  Good 
exercises  involve  rhythmic  contrac¬ 
tions  of  large  muscle  groups.  "Not 
good"  exercises  are  characterized 
by  intermittent  bursts  of  activity  be¬ 
tween  relatively  long  quiet  periods. 
There  is  the  occasional  exception,  as 
in  fierce  competition,  but  this  does 
not  apply  to  the  vast  majority  of 
people  who  participate  in  these 
sports.  This  is  not  to  deny  that  recre¬ 
ational  sports  involve  exercise.  They 
do;  but  not  the  kind  that  will  lead  to 
cardiorespiratory  fitness. 

There  are  three  kinds  of  physical 
fitness: 

1.  Cardiorespiratory  (Endurance) 

2.  Strength 

3.  Flexibility 

Cardiorespiratory  fitness  is  what 
we  mean  when  we  talk  about  fitness. 
It  means  a  healthy  heart,  one  that 


idles  lazily  during  normal  activity 
and  responds  with  ease  to  increased 
demand.  It  involves  healthy  lungs 
capable  of  supplying  oxygen  as 
quickly  as  required.  It  is  the  kind  of 
fitness  that  allows  us  to  sustain  an 
increased  level  of  activity  and,  there¬ 
fore,  is  often  called  endurance.  It 
concerns  fitness  in  a  broader  sense 
as  well,  because  endurance  means 
to  last,  to  live. 

Strength  is  a  completely  different 
kind  of  fitness.  It  is  obtained  by 
weight  training  in  which  muscles  are 
required  to  contract  against  increas¬ 
ing  resistance  and  become,  as  a  re¬ 
sult,  progressively  stronger.  Strength 
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fitness  is  a  desirable  adjunct  to  en¬ 
durance  fitness  because  muscle  tone 
and  definition,  as  well  as  strength, 
improve.  Strength  should  be  pro¬ 
moted  in  addition  to,  not  instead  of, 
endurance. 

Flexibility,  or  joint  mobility,  is  not 
in  the  same  category  of  importance 
as  either  endurance  or  strength. 
Generally  speaking,  there  is  no  limit 
to  the  amount  of  endurance  to  be 
gained  nor,  within  reason,  is  there  a 
limit  to  desirable  levels  of  strength. 
With  flexibility,  however,  an  ordi¬ 
nary  degree  is  sufficient.  In  fact,  in¬ 
crease  in  flexibility  beyond  normal 
joint  range  may,  over  the  long  term, 
be  injurious. 

Mention  fitness,  and  the  word 
aerobic  appears.  Aero  refers  to  air, 
and  air,  from  our  point  of  view,  is 
oxygen.  All  muscles  require  energy 


to  perform  their  work.  This  energy  is 
available  from  glucose,  ja  sugar 
which  is  stored  in  large  quantities 
within  muscle.  The  energy  can  be  re¬ 
leased  from  glucose  in  one  of  two 
ways:  (1)  oxygen  (aerobic)  or  (2) 


without  oxygen  (anaerobic). 

The  amount  of  energy  released 
aerobically  is  much  greater  than  in 
anaerobic  release.  With  aerobic 
work,  oxygen,  transported  from  the 
lungs  to  the  working  muscles  via  the 
circulation,  combines  with  muscle 


glucose  to  release  the  energy  stored 
in  the  glucose.  Your  ability  to  trans¬ 
port  and  utilize  oxygen  in  this  man¬ 
ner  is  the  basic  measure  of  car¬ 
diorespiratory  fitness.  This  mea¬ 
surement  is  obtained  from  a  stress 


test  on  a  treadmill  or  bicycle  er- 
gometer,  and  is  expressed  in  terms  of 
your  maximum  rate  of  oxygen  utili¬ 
zation.  The  higher  it  is,  the  more  fit 
you  are. 

Anaerobic  work  occurs  when  the 
oxygen  supply  to  muscle  is  in¬ 
adequate,  as  it  is  when  you  are 
beginning  exercise.  Because  the 
demand  must  come  before  the  re¬ 
sponse,  there  is  time  lag  between 
the  demand  for  increased  oxygen 
for  working  muscles  and  the 
physiologic  responses  of  increased 
heart  rate,  increased  blood  pressure 
and  so  forth.  In  the  meantime,  the 
higher  energy  requirements  are  met 
by  anaerobic  release  of  energy  from 
muscle  glucose.  The  purpose  of  a 
warm-up  period  before  exercise  is  to 
allow  time  for  the  response  to  in¬ 
creased  oxygen  need  and  minimize 
the  amount  of  anaerobic  muscle 
work.  Any  muscle  requires  oxygen 
to  continue  functioning.  This  is 
especially  true  of  the  heart  muscle 
because  it  also  requires  more  oxy¬ 
gen  for  its  increased  workload.  The 
effect  of  prolonged  anaerobic  work 
on  the  heart  muscle  is  obviously 
more  ominous  than  in  a  working 
muscle  of  a  limb. 

What  physical  changes  result  from 
endurance  exercise?  Possibly,  but 
not  definitely  the  following: 

(1)  Lower  blood  pressure 

(2)  Lower  triglycerides 

(3)  Increased  coronary  circula¬ 
tion 


YOUR  BEST  EMPLOYEE  COULD  BE  DYING  OFA  MISCONCEPTION 


One  out  of  six  of  your  employees  has  high  blood  pressure.  Anyone  from  the 
mail  boy  on  up  to  the  chairman.  Some  of  them  might  even  realize  it.  But  might 
not  realize  that  high  blood  pressure  can  only  be  normalized  if  they  stay  on  daily 
medication. 

They  might  even  be  under  the  dangerous  misconception  that  hypertension 
(the  fancy  name  for  high  blood  pressure)  only  occurs  under  stress  situations.  It 
doesn’t. 

For  literature  about  these  and  other  high  blood  pressure  misconceptions,  how 
to  set  up  a  company  work  session,  or  obtain  a 
speaker,  write  to  Jerry  Wilson,  The  High  Blood 
Pressure  Information  Center,  120/80  National 
Institutes  of  Health,  Bethesda,  MD  20014. 

It’s  in  your  company’s  interest  to  do  so.  Because 
some  of  your  best  employees  may  have  hyperten¬ 
sion.  And  they  can’t  give  you  their  best  for  long,  if 
they’re  laboring  under  a  dangerous  misconception. 


NATIONAL 
HIGH  BLOOD  PRESSURE 
EDUCATION  PROGRAM 


A  Public  Service 
ol  This  Magazine 
&  The  Advertising  Council 


A 


Cardiorespiratory  fitness  is 
what  we  mean  when  we  talk 
about  fitness. 
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What  is  definite  is  the  change  in 
the  heart  muscle  itself.  It  becomes 
larger  and  stronger  with  the  overall 
effect  that  the  volume  of  blood 
ejected  from  the  heart  into  the  circu¬ 
lation  with  each  contraction,  the 
stroke  volume,  becomes  greater.  The 
amount  of  oxygen  that  can  be  car¬ 
ried  in  the  blood  to  working  muscles 
depends  on  the  volume  of  blood 
pumped  by  the  heart.  This  is  called 
the  cardiac  output,  and  is  defined  as: 
heart  rate  x  stroke  volume. 

Since  the  fit  individual  has  an  in¬ 
creased  stroke  volume,  heart  rate 
(“pulse")  can  be  lower  and  still 
maintain  an  adequate  cardiac  out¬ 
put.  That  is  why  resting  heart  rate 
decreases  as  physical  fitness  in¬ 
creases. 

Increased  stroke  volume  can  be 
obtained  only  by  exercising  the 
heart,  by  increasing  heart  rate  and 
maintaining  this  increase  for  a 
minimum  period  of  time.  Any  exer¬ 
cise  that  does  this  is  an  endurance 
exercise.  The  best  in  this  category 
are  jogging,  cycling,  swimming  and 
rope  skipping.  The  increase  in  heart 
rate  must  be  beyond  a  certain  level 
in  order  to  improve  cardiorespira¬ 
tory  fitness.  A  curious  fact  about 
maximum  possible  heart  rate  is  that 
it  depends  not  on  fitness,  but  on  age. 
As  we  get  older,  our  maximum  pos¬ 
sible  heart  rate  decreases.  There  are 
charts  available  showing  maximum 
heart  rate  for  each  sex  and  various 
age  groups.  For  exercise  to  be  of 
benefit,  heart  rate  must  be  main¬ 
tained  at  70%  of  the  maximum  pos¬ 
sible  for  your  age.  If  it  is  not,  then  the 
exercise  did  not  help — if  what  you 
intended  was  to  improve  cardiores¬ 
piratory  fitness.  As  fitness  improves 
over  several  months,  the  intensity  of 
exercise  should  increase  until  heart 
rate  is  maintained  at  the  85%  level. 

The  next  question,  of  course,  is 
how  often  this  maximum  level 
should  be  reached  and  how  long  it 
should  be  sustained.  If  you  maintain 
it  for  fifteen  minutes  every  other  day, 
you  can  be  proud  of  yourself.  Five  or 
more  times  per  week  is  too  heroic 
and  not  really  necessary.  Twice  per 
week  is  a  poor  show,  and  excusable 
only  once  in  a  while. 


Finally,  one  of  the  most  basic 
questions  in  fitness  must  he  an¬ 
swered:  will  exercise  ensure  long 
life?  It  may,  but  it  is  not  yet  certain 
that  it  will.  Exercise  will,  however, 
give  reasonable  assurance  that  you 
will  not  drop  dead  prematurely.  Re¬ 
member  that  the  basic  difference  be¬ 
tween  a  fit  and  unfit  individual  is 
that  the  former  has  a  greater  stroke 


requires  increased  oxygen.  If  this 
need  cannot  be  met,  there  is  the 
danger  that  an  oxygen  deficit  to  a 
sensitive  area  of  the  heart  could  ini¬ 
tiate  a  series  of  events  leading  to 
ventricular  fibrillation — rapid,  inef¬ 
fective  beating — and  sudden  death. 

This  is  the  reason  I  exercise.  This  is 
the  reason  why  progressive  employ¬ 


Why  exercise?  Because  it  will 
give  reasonable  assurance 
that  you  will  not  drop  dead 
prematurely. 


volume  and  lower  heart  rate.  There¬ 
fore,  when  there  is  a  sudden  call  for 
oxygen  to  support  increased  muscu¬ 
lar  effort  in  a  demanding  situation, 
this  call  is  much  more  easily  met  by 
the  fit  individual.  Remember  also 
that  the  heart  is  a  muscle,  and  it  too 


ers  encourage  their  employees  to 
exercise. 


Leslie  W.  Organ,  M.D.  is  President 
of  Owl  Biomedical,  Inc.,  head¬ 
quartered  in  Buffalo,  New  York.  I’m 
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Lake  Placid  1980. 

Our  only  home  advantage 
will  be  your  support  a 


’JJr'  l 

(yVV^ggo  i  Make  tax-deductible  check  payable  to  U.S.  Olympic  Committee, 
p-0-  Box  1980-P,  Cathedral  Station,  Boston,  MA  02118 

Without  ywr  help,  we  can’t  affard  to  win. 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 

why  the  Association  has  grown  steadily  in  _ 

value  and  recognition.  And  this  is  why  you 

really  owe  it  to  yourself  to  find  out  what  benefits  Mflil  Alt  1 

you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 

obligation  —  just  information.  Write:  Director  RO€l"OQ 

of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575.  - 
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From  an  educational  session 
1979  NIRA  Conference  and  Exhibit 


Before  you  propose 
an  employee  fitness  program  . . . 

Answer  some  basic  questions 

from  remarks  by  R.  Keith  Fogle,  President 

American  Association  of  Fitness  Directors  in  Business  and  Industry 
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When  you  begin  to  assess  the  need  for  an  employee 
fitness  program,  you  must  take  three  factors  into  consid¬ 
eration:  the  corporation,  its  health  services  and  its  em¬ 
ployees. 

The  needs  of  the  corporation  in  the  area  of  employee 
fitness  and  health  are  three:  to  increase  profits,  to  main¬ 
tain  a  healthy  workforce,  and  to  decrease  the  employee 
health  costs  that  are  eroding  corporate  profits. 

The  function  of  the  medical  department  is  to  attend 
to  employee  needs  relative  to  the  prevention  of,  inter¬ 
vention  in,  and  rehabilitation  after  injury  or  disease — 
and  to  attend  to  accute  and  chronic  illnesses  and  in¬ 
juries. 

Needs  as  far  as  the  employees  are  concerned  fall  into 
two  areas.  First,  in  relationship  to  himself,  an  employee 
should  be  satisfied  with  his  job  and  should  feel  that  he  is 
getting  an  adequate  or  better  than  adequate  wage.  In  his 
relationship  with  the  corporation,  the  employee  should 
perform  at  a  high  level  of  productivity,  remain  on  the  job 
with  a  iow  level  of  absenteeism,  and  generate  a  low 
number  of  health  care  claims. 

What  can  employers  do  to  reduce  the  high  cost  of 
employee  health  care ?  You  might  think  they  could  put 
pressure  on  physicians'  groups  and  health  care  agencies; 
but  this  quite  often  is  not  feasible.  A  second  option  could 
be  to  cut  back  on  the  health-related  benefits  we  pay  to 
employees.  Of  course,  this  also  is,  practically  speaking, 
unfeasible.  The  third  option  is  to  institute  programs  of 
health  maintenance  in  which  we  can  impress  upon  the 
employees  that  each  person  is  responsible  for  his  or  her 
own  health. 

In  most  of  the  health/fitness  programs  that  are  set  up 
today  in  business  and  industry,  we  are  using  exercise  as 
a  means  by  which  to  intensify  lifestyle  changes.  We  are 
using  exercise  as  a  catalyst  rather  than  as  an  end  in  itself. 

There  are  a  number  of  ways  in  which  the  corporation 
can  play  a  role  in  this  area.  We  can  make  people  more 
aware  of  high  blood  pressure  and,  thereby,  help  to  re¬ 
duce  its  incidence.  With  periodic  clinics,  we  can  have 
an  effect  on  diet  modification  and  weight  control.  There 
are  corporations  that  are  running  specific  programs  on 
stress  management,  teaching  people  how  to  deal  with 
the  stress  they  feel.  Some  companies  are  setting  up  al¬ 
cohol  and  drug  abuse  counseling.  Others  offer  smoking 
and  cancer  awareness  programs.  Many  companies  are 
increasing  the  role  of  the  company  psychologist  or 
psychiatrist.  And,  of  course,  the  corporation  can  offer 
supervised  physical  activity — a  fitness  program. 


Where  does  your  company  stand  relative  to  fitness / 
health  programs?  Analyze  any  programs  your  company 
may  already  have.  Have  they  been  effective?  If  not,  how 
can  you  change  them  to  make  them  more  successful?  If 
you  do  not  have  programs  in  the  fitness/health  area,  can 
you  begin  to  develop  them? 

If  you  decide  to  develop  a  new  fitness/health  pro¬ 
gram,  you  must  sit  down  and  list  your  purpose  and  ob¬ 
jectives.  Why  would  you  want  to  initiate  a  program  in 
the  first  place?  What  are  the  psychological  and  be¬ 
havioral  results  you  expect?  Do  you  want  to  turn  the 
people  in  the  program  into  a  group  of  Supermen  and 
Wonderwomen,  or  are  you  trying  to  improve  their  phys¬ 
ical  capacity  and  outlook  on  life? 

What  is  the  program.endpoint?  Are  you  establishing 
a  program  for  a  week  .  .  .  two  weeks  ...  a  year .  .  .  two 
years  ...  or  will  it  continue  forever,  as  long  as  employ¬ 
ees  continue  to  participate? 

What  existing  programs  do  you  expect  to  tie  into  the 
exercise  program ?  Will  a  new  program  supplement  the 
present  ongoing  recreation  activities? 

What  kind  of  support  is  there  for  establishing  a  fitness 
program?  If  you  are  going  to  offer  a  fitness/health  pro¬ 
gram,  you  must  get  money  from  somewhere.  Ordinarily, 
you  will  want  to  gain  the  support  of  your  corporate 
board  of  directors.  If  you  know  of  people  in  upper  man¬ 
agement  who  are  already  exercising,  you  must  initially 
get  their  support.  If  you  have  them  on  your  side,  it  is 
much  easier  to  go  to  corporate  board  members,  put  your 
objectives  before  them,  and  ask  for  support — 
particularly  financial  support. 

Beside  the  support  of  upper  management,  you  need 
the  support  of  the  corporate  medical  department.  If  the 
medical  director  or  advisor  is  a  person  who  has  not  had 
a  course  in  exercise  physiology  and  does  not  really  ap¬ 
preciate  the  role  of  exercise  in  disease  prevention,  then 
you  may  have  difficulty  implementing  a  fitness  program. 
In  most  companies  today  where  there  is  an  active  exer¬ 
cise  program,  the  medical  director  plays  an  active  role. 

You  must  also  consider  what  kind  of  support  you  can 
get  from  other  health  and  medical  personnel.  Some  cor¬ 
porations  have  rather  large  medical  staffs,  including  reg¬ 
istered  nurses  and  technicians.  What  kind  of  support  can 
you  get  from  some  of  these  people? 


continued  on  following  page 
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Fitness  program  questions ,  continued 


Do  the  employees  really  want  a  fitness/health  pro¬ 
gram?  This  is  one  of  the  most  important  questions  you 
must  answer.  You  can  evaluate  employee  interest  by 
sending  out  a  questionnaire  and  measuring  the  response 
you  get. 

What  is  the  nature  of  the  population  at  the  site  where 
you  wish  to  establish  a  fitness  program?  What  is  the  total 
number  of  people?  What  is  the  male/female  distribution? 
If  you  have  a  predominantly  female  employee  popula¬ 
tion,  you  may  want  to  design  a  different  kind  of  program 
than  you  would  choose  for  a  male-oriented  workforce. 
What  is  your  age  distribution?  The  younger  the  average 
age  of  the  employees,  the  more  apt  they  are  to  partici¬ 
pate  on  a  regular  basis  in  some  kind  of  physical  activity 
program. 

Will  the  program  be  for  executives  only,  or  for  the 
total  employee  population?  This  is  always  a  tough  ques¬ 
tion.  Quite  often,  in  order  to  get  the  program  off  the 
ground,  you  must  begin  with  the  executive  population  in 
a  pilot  project.  Once  these  people  are  able  to  see  the 
positive  changes  it  brings,  you  can  get  the  money  for  a 
program  for  your  total  population. 


How  close  does  your  population  live  to  the  proposed 
fitness  facility?  In  an  urban  setting,  quite  often  employ- 


WHAT’S 

THE 

RULE? 


The  games  we  play  are  governed  by  Rules.  Without 
them,  there  is  no  game  —  just  anarchy,  nobody  wins! 

The  Athletic  Institute  has  compiled  a  “Sources  of 
Official  Rules"  for  every  activity  from  Archery  to 
Wrestling.  Copies  are  available  for  50$  each,  or  a 
package  of  12  for  $3.00  plus  75$  postage.  Quantity 
prices  are  as  follows: 

25-100  20$  each 

101-300  18$  each 
Over  300  15$  each 


ftthtet k 


Order  from: 

The  Athletic  Institute 

200  Castlewood  Drive 

North  Palm  Beach,  Florida  33408 


ees  do  not  want  to  stay  at  the  work  site  after  hours.  You 
will  have  to  consider  how  close  employees  live  to  your 
facility  and  how  flexible  their  commuting  schedules  are. 

When  will  employees  be  allowed  to  participate  in 
the  program?  There  are  some  programs  that  allow  em¬ 
ployees  to  participate  during  the  day.  There  are  other 
programs  that  begin  before  work  or  have  facilities  open 
duribg  an  extended  lunch  hour  and  after  work. 

Who  will  pay  for  the  program?  At  Weyerhauser  in 
Tacoma,  Washington,  the  exercise  program  is  totally 
supported  by  the  employees  themselves,  through 
monthly  assessments.  You  must  decide  whether  the  cor¬ 
poration  will  fund  the  program,  the  employees  will  pay 
for  it  or  it  will  be  supported  by  a  cooperative  effort. 

What  will  be  the  scope  of  your  program?  There  are 
several  different  approaches  you  can  take,  from  a  very 
informal,  unstructured  program  to  a  highly  structured, 
individualized  program. 

With  an  informal  program,  you  simply  put  a  piece  of 
equipment  in  a  room  and  walk  away.  You  tell  people 
that  the  room  is  open  at  certain  times.  This  kind  of  pro¬ 
gram  is  unstructured,  unsupervised  and  usually  unsuc¬ 
cessful. 

A  semi-structured  program  includes  some  instruction 
in  physical  activities.  My  company,  Prudential,  has  such 
a  program  in  Jacksonville,  Florida.  We  have  instructors 
from  the  YMCA  leading  classes  for  two  or  three  hours  a 
day  in  the  fitness  area.  When  these  people  are  absent, 
almost  no  one  uses  the  fitness  facility.  When  they  are  on 
hand,  there  is  quite  bit  of  participation. 

In  supervised  group  activities,  you  can  offer  every¬ 
thing  jfrom  transcendental  meditation  to  aerobic  dance 
and  slimnastics.  With  the  proper  motivation  and  person¬ 
ality  from  the  instructor,  these  programs  are  often  quite 
successful. 

You  can  also  offer  a  highly  structured  individual  pro¬ 
gram  in  which  employees  are  tested  before  they  begin 
exercising  and  after  certain  periods  of  time  as  partici¬ 
pants.  This  kind  of  program  takes  a  great  deal  of  supervi¬ 
sion  and  can  be  very  successful. 

Before  you  determine  the  specific  scope  of  your  pro¬ 
gram,  you  must  decide  what  its  emphasis  will  be.  Is  it 
going  to  be  an  aerobic  program  in  which  you  use  ac¬ 
tivities  such  as  running,  skipping  rope,  rowing  on  rowing 
machines  and  swimming  as  your  main  activities?  Will  it 
be  a  program  of  anaerobic,  muscle  toning,  activities? 
Will  it  be  a  combination  of  the  two? 

You  must  also  determine  what  the  involvement  of  the 
corporate  medical  department  should  be.  Will  medical 
professionals  be  involved  in  the  fitness  program?  If  so, 
they  will  probably  be  involved  in  pre-  and  post¬ 
participation  screening  and  be  responsible  for  any  stress 
testing  you  may  include. 
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Do  the  employees 

really  want  a  fitness/health  program? 


What  types  of' follow-up  counseling  will  you  have ? 
Quite  often,  if  the  medical  department  is  heavily  in¬ 
volved  in  a  fitness  program,  the  medical  staff  members 
will  handle  such  counseling. 

What  kind  of  supervision  will  you  need  to  insure  the 
success  of  the  program ?  If  you  have  decided,  for  in¬ 
stance,  that  you  will  be  doing  screening,  then  you  may 
need  an  exercise  physiologist  who  has  had  experience  in 
testing.  If  you  want  to  offer  supervised  group  activities, 
you  may  want  a  physical  educator  who  has  had  experi¬ 
ence  leading  that  kind  of  activity. 

What  resources  are  available  to  help  you  promote 
your  program?  Is  there  a  capacity  within  your  corpora¬ 
tion  to  publish  a  newsletter?  What  is  the  status  of  any 
"house  organs"  that  already  exist?  Can  you  promote  the 
fitness  program  through  those  in-house  publications?  Is 
there  a  capacity  for  holding  periodic  seminars,  noontime 
functions,  evening  clinics,  and  so  forth? 

What  space  will  you  need  to  conduct  fitness  ac¬ 
tivities?  When  we  talk  about  floor  space,  we  usually  es¬ 
timate  two  and  one-half  to  five  square  feet  per  partici¬ 
pant.  You  may  already  have  some  existing  floor  space. 
How  are  you  going  to  use  it?  At  this  point,  you  must 
review  all  the  considerations  already  mentioned  to  de¬ 
termine  your  needs. 

What  space  will  you  require  in  the  exercise  area? 
Will  you  need  a  separate  testing  area?  Will  it  be  adjacent 
to  the  medical  department? 


Will  you  need  shower  and  locker  facilities?  One  of 
the  most  costly  aspects  in  developing  a  fitness  program  is 
the  possible  tie-in  to  existing  plumbing  and  electrical 
systems.  You  may  be  able  to  minimize  expenses  in  this 
area  if  there  are  already  shower  and  locker  facilities  in 
your  company.  In  some  cases,  there  are  rooms  for  custo¬ 
dial  workers  that  already  have  lockers  and  showers.  If 
there  is  such  an  area  in  your  company  you  may  be  able 
to  tie  into  it. 

Your  final  space  consideration  may  be  for  office  and 
storage  areas.  If  you  are  going  to  have  a  supervised  exer¬ 
cise  program,  you  may  need  an  office.  If  you  have 
equipment,  you  may  need  storage  space. 

What  equipment  will  you  need?  Equipment  can  vary 
from  a  jump  rope  and  a  couple  of  mats  to  an  outdoor 
exercise  circuit.  You  may  want  to  go  all  the  way  by 
installing  treadmills,  bicycles  and  Nautilus  equipment. 

How  much  will  it  all  cost?  That  is  not  easy  to  say.  For 
$100,  you  could  probably  buy  a  jump  rope,  a  couple  of 
dumbbells,  a  mat  or  two,  and  a  pair  of  jogging  shoes  .  .  . 
and  that  could  be  your  fitness  program.  For  $1,000  to 
$2,000,  you  can  purchase  an  outdoor  circuit  training 
layout. 

Of  course,  the  more  equipment  you  buy,  the  more 
your  program  will  cost  to  establish.  Today,  two  tread¬ 
mills  and  two  bicycle  odometers  will  cost  you  approxi¬ 
mately  $10,000.  That  would  be  the  start  of  a  substantial 
fitness  program.  It  is  possible  to  install  25  or  30  pieces  of 
equipment  for  a  total  of  about  $25,000.  For  $100,000, 
you  can  consider  an  exercise  room  with  shower  and 
locker  facilities.  If  you  are  able  to  invest  $1  to  2V2  mil¬ 
lion,  as  some  companies  have  done,  you  can  include 
virtually  anything  you  want.  There  are  some  facilities 
that  have  swimming  pools,  indoor  and  outdoor  running 
tracks,  racquetball  courts,  and  more. 

*  *  * 

Regardless  of  the  scope  of  your  program,  before  you 
approach  management  about  funding,  you  should  be  as 
well  prepared  as  possible.  Determine  the  needs  of  man¬ 
agement  and  the  employees.  Decide  what  your  purpose 
and  objectives  will  be.  Describe  the  scope  of  your  pro¬ 
posed  program.  And,  finally,  outline  the  means  by  which 
it  can  be  realized.  This  last  point — where  you  begin  to 
talk  about  money — is  where  many  plans  run  into  resis¬ 
tance.  The  better  prepared  you  are  when  you  approach 
upper  management  concerning  the  cost  of  the  program, 
however,  the  more  likely  you  are  to  receive  the  funds 
you  need. 


R.  Keith  Fogle  is  Senior  Exercise  Physiologist  with  the 
Prudential  Life  Insurance  Company.  rm 
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PLAN 

TO  ATTEND 


39th  Annual  NIRA 
Conference  &  Exhibit 


May  15-20,  198 

Town  and  Country  Hotel 
San  Diego,  California 


IDEAS  CLINIC 


by 

Melvin  C.  Byers,  CIRA 
NIRA  Consultant 

Ql  am  the  social  recreation  director  of  a  U.S. 

military  base.  We  are  interested  in  revitalizing 
our  recreation  center.  The  building  is  beautiful  but  un¬ 
used.  The  entire  concept  of  base  recreation  centers  is 
presently  undergoing  change.  Today's  troops  are  very 
mobile  and  use  their  wheels  to  "take  off". 

For  a  number  of  reasons,  we  would  like  to  make 
on-base  recreation  services  more  attractive.  We  would 
appreciate  fresh  ideas  for  activities  that  would  appeal 
to  military  personnel  and  their  spouses.  Suggestions  in 
the  area  of  youth  programs,  especially  for  teens,  would 
also  be  welcome. 

A  The  appeal  of  recreation  centers,  like  that  of  any 
facility,  fluctuates  with  the  times  and  the  type  of 
leadership.  So  often,  old  habits  and  repetitive  programm¬ 
ing  are  the  culprits  in  the  erosion  of  participation.  The 
fact  that  you  are  making  the  effort  to  revitalize  the  opera¬ 
tion  is  certainly  a  credit  to  your  professional  commit¬ 
ment. 

There  are  many  factors  that  must  be  evaluated  in  re¬ 
construction  of  a  program  and,  of  course,  they  vary  ac¬ 
cording  to  the  scope  of  the  basic  operation  and  objec¬ 
tives  for  having  the  program.  Sometimes,  a  program  can 
become  obsolete  because  its  clientele  changes.  The 
people  involved  must  be  surveyed  as  to  age,  sex,  marital 
status,  educational  and  cultural  background  and  general 
interests.  This  will  give  you  the  basic  information  neces¬ 
sary  to  plan  potentially  successful  programs. 

Your  statement  concerning  the  new  mobility  of  the 
group  further  suggests  the  need  for  a  new  outlook  on  its 
real  recreational  needs.  There  may  be  a  great  untapped 
interest  in  tourism  and  sightseeing.  Arrangements  with 
local  resorts  may  appeal  to  some.  Others  may  welcome 
specialized  activities  such  as  dune  buggy  riding,  drag 
racing,  horseback  riding,  cross-country  skiing,  or  recrea¬ 
tional  camping. 

Physical  fitness  is  becoming  a  booming  new  interst 
among  all  age  groups.  It  appears  that  fitness  is  not  merely 
a  fad  but  also  a  new  awareness  that  is  motivating  more 
and  more  participants  each  year.  Fitness  activities  can 
interest  everyone,  from  teens  to  retirees.  Be  sure  to  in¬ 


clude  them  in  your  program  and  help  spur  interest  by 
adding  fitness  equipment,  when  possible,  to  your  recrea¬ 
tion  center. 

Supplement  your  traditional  softball  and  bowling 
leagues  with  the  introduction  of  competitive  play  in  rac- 
quetball,  soccer  and  volleyball.  The  average  young  adult 
today  is  more  interested  in  learning  a  variety  of  sports 
than  in  concentrating  on  only  one  or  two.  Of  course, 
there  is  always  a  small  percentage  of  championship  en¬ 
thusiasts  who  also  must  be  considered.  On  the  whole, 
however,  far  too  much  attention  has  been  directed  to¬ 
ward  developing  winners,  rather  than  addressing  the 
recreational  needs  of  the  vast  majority  of  players. 

Where  family  and  guest  privileges  are  extended  and 
built  into  the  program,  there  seems  to  be  far  more  inter¬ 
est  and  participation  than  when  eligibility  is  restricted  to 
employees  or  classified  personnel  only.  To  increase 
overall  interest,  include  many  co-ed  and  family  ac¬ 
tivities. 

When  programming  for  teens,  you  will  need  the  help 
of  someone  who  understands  the  youthful  point  of  view. 
Young  people  are  sometimes  over-enthusiastic  about 

continued  on  following  page 
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Fitness/Health  Bulletin 


by  Louis  R.  Mertens,  CIRA 
Foreign  Affairs  Recreation  Association 
NIRA  Vice  President, 

Fitness  and  Health 


With  this  issue  of  RM,  we  begin  a  new  regular  report 
to  NIRA  members.  The  Board  position  to  which  I  was 
elected  at  the  May  1979  Annual  Meeting  was  created 
this  year  to  answer  the  growing  need  for  information  and 
assistance  in  the  fitness  and  health  area  of  our  employee 
programs. 

NIRA  believes  that  fitness  programs  and  related 
health  services  must  be  incorporated  into  modern  per¬ 
sonnel  management  because  of  their  obvious  positive 
effect  on  employee  productivity.  We  also  believe  that 
effective  employee  programs  must  reach  the  total  em¬ 
ployee  and  the  total  employee  population.  This  is  possi¬ 
ble  only  through  a  well-balanced  program  that  also  in¬ 
cludes  a  wide  variety  of  social,  cultural  and  educational 
activities. 

The  purpose  of  the  new  position  to  which  I  was 
elected  is  to  focus  and  develop  the  interest  of  our  As¬ 
sociation  in  the  fitness  area.  My  committee  will  gather 
information  on  the  effect  of  fitness  activities.  We  will 
help  promote  the  importance  of  fitness  and  health  to  our 
members  and  their  executive  managements.  We  will  de¬ 


velop  means  to  assit  members  in  establishing  fitness  pro¬ 
grams  in  their  organizations.  We  hope  to  accomplish 
these  goals  through  a  variety  of  specific  activities  and 
on-going  research. 

We  will  also  make  contact  with  other  organizations 
and  individuals  who  are  concerned  with  employee  fit¬ 
ness  and  health.  Among  these  are  the  President's  Coun¬ 
cil  on  Physical  Fitness  and  Sports  and  the  American  As¬ 
sociation  of  Fitness  Directors  in  Business  and  Industry. 
Their  specialized  expertise  will  be  valuable  to  us,  while 
they  can  benefit  from  our  more  generalized  approach  to 
employee  programs. 

This  column  will  appear  whenever  news  develops  in 
the  fitness  and  health  work  of  the  Association.  We  will 
report  on  new  information,  continuing  projects  and 
scheduled  activities. 

I  hope  that  NIRA  members  will  contact  me  now — 
while  we  are  still  formulating  plans — with  suggestions 
on  how  we  can  best  serve  their  needs.  Contact  me  at  the 
Foreign  Affairs  Recreation  Association,  Room  2928, 
State  Department  Bldg.,  Washington,  DC  20520 — 
Phone  (202)  632-1628.  Till 


Ideas  Clinic  continued 


adventure  and  thrills.  In  fact,  they  often  thrive  on  being 
different,  bold  or  aggressive.  You  must  help  channel  that 
“wild"  element  in  your  teen-oriented  activities.  There  is 
also  great  youth  interest  in  stereo  equipment  and  record¬ 
ings — an  interest  that  extends  to  many  service  personnel. 
Tap  this  interest  with  stereo  clubs  and  sponsored  dances. 
Make  use  of  the  interest  in  cars,  boats  and  motorcycles 
to  start  clubs  and  organize  shows  in  your  recreation 
center. 

A  complete  leisure  services  program  does  not  con¬ 
fine  itself  to  traditional  recreation.  The  professional  di¬ 
rector  realizes  that  a  balanced  program  involves  cul¬ 
tural,  social  and  educational  services  as  well. 

There  are  four  common  denominators  of  successful 
recreation  programs,  regardless  of  their  scope  or 
facilities: 


1.  Eating  and  drinking 

2.  Observation 

3.  Simple  movement 

4;  A  chance  to  win 

If  your  program  seriously  addresses  the  needs  of  your 
present  base  population  with  these  factors  in  mind,  it 
will  be  successfully  revitalized. 

The  "Ideas  Clinic"  comprises  exclusively  ques¬ 
tions  we  receive  from  our  members,  along  with  re¬ 
sponses  from  NIRA  Consultant  Mel  Byers,  CIRA. 
For  assistance  in  any  area  of  industrial  recreation, 
write  or  call:  NIRA,  20  N.  Wacker  Dr.,  Suite  2020, 
Chicago,  IL  60606-312/346-7575.  Ml 
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National  Hunting  &  Fishing  Day 


We’ve  got 

a  good  thing  growing. 


Hunters  and  fishermen,  we’ve  got  a  good  thing  growing. 

From  the  beginning,  National  Hunting  and  Fishing 
Day  has  enjoyed  outstanding  support  from  the  nation’s 
sportsmen  and  conservationists,  growing  steadily  in  its 
scope  and  impact.  From  those  first  “Open  Houses”  at  local 
gun  dubs  to  professionally  organized  shopping  center 
programs  and  recently  expanded  school  activities,  NHF 
Day  has  kept  pace  with  the  important  job  it  has  to  do. 

Today,  it  is  more  important  than  ever  that  the  nation’s 
sportsmen  have  a  nationally  recognized  platform  from 
which  to  spread  the  word  on  the  outdoorsman’s  leading 
role  in  conservation.  NHF  Day  provides  that  platform. 

Many  Americans  will  participate  in  NHF  Day  on  Sep¬ 
tember  22, 1 979.  Exactly  how  many  depends  on  you.  NHF 
Day  is  a  grassroots  effort.  You  make  the  difference. 

Throughout  the  growth  of  NHF  Day,  we  have  developed 
a  wide  variety  of  materials  to  assist  clubs  and  individuals 
in  observing  the  Day.  This  year  we’ve  prepared  the  best 
materials  ever.  Like  NHF  Day  itself,  each  has  proven  its 
effectiveness  over  the  past  eight  years. 

For  the  individual  sportsman,  our  “One-on-One"  kit 
includes  factual  booklets,  posters  and  bumper  stickers 
which  you  can  use  to  spread  the  word  to  your  non-hunt¬ 
ing  friends.  Or  you  can  send  them  to  school  with  your 
youngsters. 


To  help  clubs  improve  their  NHF  Day  activities  or  or¬ 
ganize  a  program  for  the  first  time,  there  is  a  wealth  of  in¬ 
formation  in  the  updated  Organizational  Packet.  It  in¬ 
cludes  more  than  50  different  fact  sheets,  posters,  sample 
ads,  news  releases,  radio  announcements,  bumper  stick¬ 
ers  and  many  pages  of  proven  ideas  and  suggestions. 

Order  your  easy-to-use  materials  today.  Help  us  keep 
a  good  thing  growing. 


National  Hunting  &  Fishing  Day® 
September  22, 1979 


TO:  NATIONAL  HUNTING  AND  FISHING  DAY-  J 

1075  Post  Road  J 

Riverside,  Conn.  06878  \ 

□  I'm  willing  to  do  my  part;  please  rush _ "One-on-One”  kits  ®  I 

$2.00.  j 

□  I  represent  a  club;  please  rush _ “Complete  Organizational  i 

Packets”  @  $5.00.  ! 

Please  send  copies  of  the  official  NHF  Day  Poster  (above)  I 

@$1.00.  J 

Enclosed  is  a  check  or  money  order  for  $ _ i 

Name:  _  I 

Organization:  _  ! 

Address:  _ _ _ _ _  I 

State  _ _  Zip  . _  i 

- ' 
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Program  Profile 

Bartender  to  bear-tender: 

A  day  in  the  life  of  a 

small-company  employee  activities  coordinator 


with  Kathy  Ersley 

Integon  Corporation 


8  a.m.  a  pile  of  ceramics  awaits  her  when  she  opens 
the  door.  The  ceramics  club  has  been  active  making 
mushroom-shaped  canisters.  It  is  time  to  fire  the  kiln. 
Kathy  Ersley  turns  the  last  dial  when  the  phone  rings. 

“Just  wanted  to  do  a  follow-up  on  the  pizza  night/' 
says  the  editor  of  Integon  Corporation's  DATA,  the 
weekly  home  office  newspaper.  Ersley  reports  the  good 
news  first.  Sixty  Integon  employees  were  there — sixty 
hungry  employees,  that  is,  awaiting  "all  the  pizza  you 
can  eat  and  all  the  beer  you  can  drink  .  .  ."  Some  impa¬ 
tient  employees  bubbled  like  hot  cheese  because  the  res¬ 
taurant  wasn't  expecting  the  group  for  another  hour. 

"The  first  thing  we  needed  to  do  was  serve  the  beer," 
says  Ersley.  "So,  I  donned  an  apron,  grabbed  a  tray  and 
made  the  rounds."  Eventually  everyone  was  served  and 
the  evening  was  saved. 

8:10  a.m.  There  is  a  ten-second  pause  between 
calls.  Then,  it  is  the  chairman  of  the  Integon  employee 
cultural  council.  The  Integon  Employees  Activities  As¬ 
sociation  (EAA)  has  four  councils — cultural,  social,  ser¬ 
vice  and  sports.  Ersley  will  probably  hear  from  all  of 
them  this  morning. 

The  cultural  council  member  wants  to  learn  the 
status  of  discount  theatre  ticket  sales.  They  are  going 
fine,  says  Ersley,  and  could  reach  ten  percent  of  the 
EAA's  744  members.  On  other  days,  the  cultural  council 
will  be  asking  about  a  company  fashion  show,  dance 
lessons  or  cooking  classes.  Every  other  council,  too, 
checks  in  daily  with  its  own  special  list  of  activities. 

Kathy  Ersley  oversees  all  their  efforts.  Her  respon¬ 


sibilities  include  determining  fees,  subsidies,  compensa¬ 
tion,  and  disbursements;  ordering  merchandise;  creating 
publicity;  handling  the  books;  and  acting  as  a  liaison 
between  employees,  trustees  and  the  management  of  the 
company. 

8:15  a.m.  A  member  of  the  service  council  drops 
in.  People  seem  to  gravitate  to  the  activities  office. 
"Sometimes  just  to  chat,"  Ersley  says.  The  service  coun¬ 
cil  representative  needs  more  discount  car  wash  tickets 
for  distribution  to  employees.  In  an  age  of  inflation,  the 
discounts  bring  welcome  savings. 

"Oh,  and  has  my  film  come  in  yet?"  asks  the  repre¬ 
sentative.  Ersley  reaches  into  a  drawer  and  hands  the  vis¬ 
itor  an  envelope.  Discount  film  processing  and  delivery 
is  a  continuing  and  popular  benefit,  as  is  the  automotive 
parts  and  repair  service. 

8:20  a.m.  it  is  time  to  catch  up  on  some  pa¬ 
perwork.  The  social  council  needs  a  report  on  a  trip  to 
Carowinds,  a  popular  Charlotte,  N.C.  amusement  park. 
Ersley  rolls  some  paper  into  a  typewriter  and  begins:  "At¬ 
tendance:  100.  Problems:  none.  Reasons  for  success: 
Good  price  for  members  and  unusual  publicity."  Public¬ 
ity  was  unusual,  to  say  the  least.  She  recalls  a  visit  by  a 
large  costumed  bear  to  the  Winston-Salem  headquarters 
of  Integon.  She  and  the  bear  padded  from  department  to 
department  creating  interest  in  the  upcoming  trip.  When 
the  bear  hugged  an  ordinarily  reserved  executive, 
people  all  over  the  building  talked  about  it  for  days. 
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Macrame  classes  and  bowling  tournaments  are  among  the  varied  employee  activities  at  Integon. 


9:01  a.m.  She  finishes  the  report  and  takes  time  to 
answer  some  questions  about  herself. 

“You  could  call  mine  a  varied  background/'  she 
says.  “First,  I  was  a  real  sports  enthusiast  in  high 
school,"  She  was  a  member  of  the  National  Honor  Soci¬ 
ety,  played  all-state  defense  in  basketball,  and  was  a 
cheerleader.  She  went  on  to  Mitchell  College  in  States¬ 
ville,  N.C.,  and  the  University  of  Buffalo.  Later,  she 
modeled  professionally  for  the  Powers  Modeling 
Agency.  Now,  in  her  spare  time,  she  participates  in  the 
little  theatre  in  Winston-Salem,  acts  in  the  North 
Carolina  Theatre  Ensemble,  a  professional  company,  has 
been  a  guest  on  local  TV  shows,  picks  up  extra  cash 
doing  TV  commercials,  and  she  flies.  That's  right — she 
has  her  pilot's  license. 


“This  job  is  different  than  anything  else  I've  done," 
says  Ersley.  "I  plan  my  days,  schedule  meetings,  then 
somebody  will  drop  in  .  .  .  hello,  Sandy  .  .  ." 

9:30  a.m.  The  social  council  chairman  has  just 
walked  into  the  office  to  check  on  ticket  sales  arrange¬ 
ments  for  the  EAA  picnic.  "How  about  a  fable  in  the 
front  lobby?"  Ersley  suggests.  The  chairman  agrees,  and 
lists  some  people  on  his  committee  who  could  be  avail¬ 
able. 

The  social  council  has  its  greatest  success  each  year 
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Program  Profile:  Integon,  continued 


with  an  annual  Christmas  dinner/dance.  Tickets  sell  out 
weeks  in  advance,  and  departments  besiege  the  EAA  of¬ 
fice  with  requests  for  tables.  The  committee  also  has 
success  with  wine  and  cheese  tastings,  pool  parties  and 
the  pizza  nights. 

10:16  a.m.  Another  phone  call  brings  news  that 
the  Listeners  have  won  a  big  one.  The  Integon  Listerners, 
one  of  three  men's  softball  teams  sponsored  by  the  EAA 
sports  council,  romped  to  a  16-4  victory  the  previous 
night.  The  women's  softball  team  did  as  well.  The  Inte¬ 
gon  A's,  another  mean's  team,  is  undefeated  in  a  local 
industrial  league.  Confident  team  members  are  already 
finding  space  to  add  another  trophy  to  the  case. 

The  sports  council  has  also  arranged  a  tennis  tour¬ 
nament  for  men  and  women  and  a  golf  tournament. 
Winter  brings  basketball  competition.  On  the  credenza 
behind  Ersley  sits  a  bowling  trophy  a  high-handicapper 
forgot  to  pick  up  a  couple  of  weeks  ago.  She'd  better 
remind  the  bowler  about  that .  .  . 


fTHE  NIRA- SWANK 
FILM  PROGRAM 


USE  MOVIES: 


Oh,  God! 

~  r.  mm  V 


From  Warner  Bros.,  ( 


EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

i  Send  for  your  free  color  catalog  or  for  more  information. 

©20 i  south  Jefferson  Avenue  'Q’n)  MCMM/UiS 
Saint  LOUIS,  Missouri  63103  o  t  i  o  r,  pictures,  inc 

(314)534-6300  R  Ray  Swank.  President 

ALSO  OFFICES  IN.  NEW  YORK,  BOSTON, WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 
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The,  Easter  Bunny — activity  promotion  and  fun  for 
employees'  children,  rolled  into  one 


10:42  a.m.  It  is  time  to  review  the  budget  one  last 
time  before  the  EAA  trustees  meeting  at  noon.  Each  of 
the  four  councils  manages  its  own  budget.  The  trustees 
and  Ersley  prepare  an  overall  budget  each  year,  based 
on  the  $2  dues  from  each  employee  and  the  additional 
$1 2  per  dues-paying  employee  contributed  by  the  com¬ 
pany.  Some  activities  require  additional  fees,  but  most 
are  covered  by  the  treasury. 

The  EAA  was  organized  in  January  1 976  by  Integon's 
personnel  department.  The  objective  was  to  provide 
employees  and  their  families  with  inexpensive  benefits, 
including  after-hours  activities.  Creation  of  the 
employee-run  EAA  also  relieved  the  company's  execu¬ 
tives  of  the  responsibility  for  selecting  or  rejecting 
specific  activities. 

In  the  EAA's  first  year,  90  percent  of  all  Integon  em¬ 
ployees  chose  to  join.  Five  trustees  were  elected  to  guide 
the  organization  and  they,  in  turn,  elected  officers  and 
appointed  council  leaders.  A  part-time  director  was 
hired;  the  position  has  since  grown  to  a  full-time  job. 

"It's  challenging  to  keep  all  these  different  activities 
and  services  going  at  once,"  says  Ersley.  "It's  a  juggling 
act.  But  I  like  the  people  part  of  the  job.  Of,  course,  oc¬ 
casionally  there  are  disappointments.  Recently,  we 
sponsored  a  bus  trip  to  Williamsburg,  and  some  mem¬ 
bers  cancelled  at  the  last  minute.  Since  we  suddenly 
lacked  enough  people  to  fill  a  bus,  we  had  to  supple¬ 
ment  from  the  treasury.  That,  too,  is  part  of  the  job." 

Ersley  looks  forward  to  new  office  space  in  the  18- 
story  structure  Integon  is  building  next  to  its  present  six- 
story  headquarters.  Plans  include  a  larger  area  for  EAA 
and  a  company  store. 

Ersley  compares  her  one-woman  office  to  a  self- 
contained  business.  "It's  like  our  own  little  company," 
she  says.  "I  report  to  personnel;  but  there's  nobody  here 
but  me.  You  might  say  I'm  in  charge  of  fun.  I  also  take 
my  work  seriously,  though,  because  it  has  a  definite  ef¬ 
fect  on  how  people  feel  about  working  here." 
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Ask  the  employees 

"What  do  you  think  of  the  Integon  Employee  Activities  Association ?" 


"An  excellent  addition  to  the  benefits  of  the 
company.  I  personally  think  it  has  boosted  em¬ 
ployee  morale." 

Lee  Stokes,  Vice  President 
and  Corporate  Comptroller 

"People  who  come  to  Integon  from  other  com¬ 
panies  usually  comment  immediately  on  the 
friendly  atmosphere  they  find  here.  And  I  think  the 
EAA  is  one  of  the  main  reasons  this  is  true.  EAA 
activities  give  employees  a  fun  and  inexpensive 
way  to  get  to  know  each  other.  There's  always 
something  going  on.  It's  a  great  way  for  a  new¬ 
comer  to  make  friends  quickly." 

Ginny  Simpson,  Editor,  DATA 
(weekly  home  office  newsletter) 

"EAA  is  a  way  of  meeting  fellow  employees  in  a 
relaxed  atmosphere  .  .  .  I've  only  been  with  the 
company  three  years,  but  I  feel  I  know  'most 
everyone  because  of  my  participation  in  EAA  ac¬ 
tivities." 

Tom  Byerly,  Supervisor 
Printing  Department 


"There  is  big  participation  throughout  the  com¬ 
pany.  Interest  is  widespread.  Everybody  finds 
something  to  interest  them  .  .  .  It's  good  from  both 
the  company's  and  the  employees'  standpoint." 

Fred  Newman,  Manager 
Life  and  Health  Benefits 


"I'm  fully  in  favor  of  it.  It's  stimulated  a  lot  of 
conversation.  We  should  promote  and  subsidize 
more  participation  in  physical  activities." 

Dr.  Charles  Burhchart 
Medical  Director 

"The  EAA  concept  is  a  very  good  one,  offering 
inexpensive  services,  recreation  and  opportunities 
to  its  members.  I  hope  to  see  it  grow  in  the  future  to 
the  point  of  becoming  a  cherished  benefit  to  the 
employees  of  Integon." 

John  Collins,  Programmer, 

Integon  Computer 

"EAA's  biggest  service  to  employees  is  discount 
buying  and  services  provided  ...  I'd  like  to  see 
some  'real  deals'  on  travel." 

Larry  Loftin,  Assistant  Vice  President 
Mortgage  Department 

"EAA  has  done  an  excellent  job  under  its  current 
funding  .  .  .  expansion  should  be  considered  to 
provide  more  services  to  employees ." 

Dave  Bowden,  Assistant  Tax  Attorney 
Legal  Department 

"I  think  we  need  more  people  involved  .  .  . 
Brings  a  friendlier  atmospher  to  work." 

Becky  Paxton 
Receptionist 

"The  creation  of  EAA  was  the  most  significant 
improvement  in  employee  benefits  the  company 
has  made  in  the  last  15  years." 

Bob  Ousley,  Manager 

Special  Marketing  rm 


The  American 
Economic  System 

We  should  oil  learn  more  about  it. 

A  special  booklet  has  been 
prepared  on  what  makes  our 
American  Economic  System  tick. 
It’s  fact-filled,  easy  reading  and 
free.  It’s  also  an  easy  way  for 
anyone  to  raise  their  E.Q..  For 
your  copy,  just  clip  the  coupon. 


Booklets,  P.O.  Box  1887,  New  York,  N.Y.  10001 

_ Please  send  me  a  free  copy  of  the  booklet  about  our  economic  system. 

_ I  would  also  like  a  copy  of  the  survey  highlights. 

Name  _ _  Title  _ _ _ _ _ _ _ _ _ _ _ 


Company  . . . . . . . . . . . . . . . 

Address  _ _ _____ _ _ _ _ _ _ _ _ _ _ _ — 

City  _ _ _ _  State  . . Zip _ 

Note:  Booklets  in  quantity,  posters  and  other  materials  are  available  for  use  by  com¬ 
panies,  clubs,  etc.  For  information,  write:  The  Advertising  Council,  825  Third  Avenue. 
New  York,  New  York  10022. 


A  public  service  messoge  ol  This  Mogozine  &  The  Advertising 
Council  &  the  US  Deportment  ol  Commerce. 
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THE  GOVERNMENTCAN  DO 
EVERYTHING  THE  UNITED  WAY  DOES. 
ONLY  THEY  WRAP  IT  UP  FOR  YOU 
IN  NICE  RED  RIBBON. 

MILES  AND  MILES  OF  IT. 

One  of  the  best  things  about  United  Way  is  not 
what  it  does,  but  what  it  doesn't  do. 

For  instance,  because  United  Way  is  run  almost 
entirely  by  volunteers,  it  is  able  to  return  an  amazing  89< 
of  every  dollar  to  people  who  need  it.  That  means  less 
than  11%  goes 
for  administrative 
costs. 

So  it  doesn’t 
waste  your  money. 

And  because 
United  Way  is 
re-created  each 
year  with  a  com¬ 
bination  of  old  and 
new  volunteers, 
it  doesn’t  become 
over  encumbered 
with  huge  staffs 
of  people  who 
might  actually  get 
in  the  way  of 
progress. 

So  it  doesn’t  strangle  you  in  red  tape. 

All  of  which  means  that  because  of  what  United 
Way  doesn't  do,  it  can  do  a  much  better  job  at  what 
it  does  do. 

Helping  people.  Thanks  to  you.  It  works,  for  all  or  us.  Unibed  W^y 


jp^SI  A  Public  Service  of  This  Magazine  & 
jouk«  The  Advertising  Council 


Emotional  problems 
in  the  workplace 


Helping  employees  cope 


with  Frances  Bradley 

Mental  Health  Association 


The  human  factor  .  .  . 

It  is  the  talent,  ingenuity  and  energy  of  employees 
that  make  any  industry  work.  In  an  effort  to  enhance  pro¬ 
ductivity,  many  businesses  have  instituted  physical  fitness 
programs  to  help  employees  function  better  and  longer 
on  the  job.  But  the  body  cannot  function  well  if  the 
spirit  is  unwilling.  Mental  illness,  like  physical  illness, 
can  be  very  costly  in  terms  of  personal  pain  for  employees 
and  financial  loss  for  their  employers. 

In  1 974,  the  last  year  for  which  statistics  are  avail¬ 
able,  mental  illness  cost  American  industry  an  estimated 
$19.8  billion.  That  staggering  figure  includes  the  cost  of 
reduced  efficiency  among  active  employees  as  well  as 
the  expense  of  absenteeism,  illness,  injuries,  accidents, 
aoor  workmanship,  personnel  grievances  and  turnover. 


Many  progressive  employers  now  recognize  that  pro¬ 
grams  for  employee  fitness  must  include  attention  to  the 
total  employee — body  and  mind. 

What  is  the  problem? 

Mental  health  is  not  simply  the  absence  of  serious 
illness.  It  is  a  general  feeling,  of  well-being,  a  positive 
attitude  about  oneself.  An  employee  who  is  troubled,  or 
who  is  deeply  concerned  about  a  family  member  who  is 
disturbed,  is  not  able  to  function  to  his  full  capacity  on 
the  job.  This  inability  is  manifest  in  any  number  of  ways, 
all  of  which  are  costly  to  the  employer.  A  troubled  em¬ 
ployee  may  be  unable  to  concentrate.  He  may  be  chron- 
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Helping  employees  cope ,  continued 


teal ly  ill,  with  a  variety  of  physical  complaints.  He  may 
have  difficulty  coping  with  the  strains  of  the  job  or  be 
unable  to  face  going  to  work  at  all.  He  may  be  absent  to 
care  for  a  family  member  who  is  disturbed  or  to  shoulder 
childcare  responsibilities  when  another  parent  is  too  ill 
to  cope.  He  may  have  alcohol  or  drug  abuse  problems 
that  aggrevate  his  poor  performance  and  attendance. 

There  is  a  great  deal  of  disagreement  about  which 
stratum  of  the  workforce  suffers  most  from  job-related 
mental  illness.  Some  feel  that  it  is  executives  who  have 
the  greatest  problems  because  they  must  make  decisions 
that  affect  so  many  other  people  and  must  work  under 
the  constant  pressure  of  deadlines.  Others  contend  that 
the  stress  is  actually  greater  on  ordinary  workers  who 
suffer  from  boredom  and  a  lack  of  personal  involvement 
and  pride  in  their  work. 

Regardless  of  salary  level  or  responsibility,  however, 
the  common  thread  among  all  troubled  employees  is  a 
feeling  of  powerlessness — the  sense  that  they  must  do 
the  work,  but  have  little  to  say  about  how  it  will  be  done. 
This  feeling  of  being  “caught  in  between"  can  affect  an 
officer  in  the  executive  suite  or  a  worker  on  the  assembly 
line. 


Group  insurance  coverage 
for  out-patient 
mental  health  care 
may  help  avert 
physical  illnesses. 


According  to  the  Mental  Health  Association  (MHA), 
about  1 5%  of  the  general  population,  including  a  typical 
plant  workforce,  could  benefit  from  some  kind  of  profes¬ 
sional  mental  health  care.  For  those  who  have  special 
additional  problems — the  elderly  and  the  handicapped, 
for  example — the  proportion  is  even  higher.  Some  of 
those  in  need  of  help  have  emotional  problems  of  their 
own.  Others  are  primarily  affected  by  the  problems  of  a 
family  member.  Virtually  everyone  who  is  in  need  of  as¬ 
sistance  can  be  helped  with  some  sort  of  counseling. 
This  does  not  mean  that  counseling  can  solve  all  prob¬ 
lems  for  everyone,  but  it  can  help  most  people  find  some 
relief  and  gain  increased  control  over  their  lives.  Such 
improvement,  in  turn,  can  help  employees  return  to  their 
full  functioning  capacity  on  the  job. 


What  can  employers  do? 

There  are  a  number  of  things  that  employers  can  do 
to  help  troubled  employees  cope.  They  can  start  with  a 
basic  mental  health  education  program  for  employees  at 
every  level.  Management  can  encourage  acceptance  of 
the  idea  that  anyone  may  occasionally  need  help  with 
emotional  problems.  Management  can  create  an  atmo¬ 
sphere  in  which  employees  are  not  afraid  to  talk  with  a 
supervisor  or  someone  in  the  personnel  department 
about  problems  that  affect  their  ability  to  perform  on  the 
job. 

To  be  credible,  such  education  programs  must  come 
from  the  top.  The  message  can  be  communicated 
through  employee  newsletters  and  other  in-house  publi¬ 
cations.  It  can  be  reinforced  through  supervisory  and 
management  training  programs.  It  can  also  be  incorpo¬ 
rated  in  regular  health  and  safety  programs,  including 
physical  fitness  activities. 

Most  employers  have  some  kind  of  employee  assis¬ 
tance  program.  Some  even  have  psychiatrists  or  social 
workers  on  staff  who  can  counsel  employees  and/or 
provide  referrals  to  community  services.  Those  com¬ 
panies  that  choose  not  to  handle  such  counseling  in- 
house  can  establish  links  to  mental  health  and  general 
assistance  agencies  in  their  communities. 

Companies  can  also  see  to  it  that  their  group  insur¬ 
ance  packages  include  coverage  for  mental  health  care. 
Too  many  group  insurance  policies  provide  mental 
health  benefits  only  for  care  during  hospitalization.  Ef¬ 
fective  coverage,  however,  pays  benefits  for  out-patient 
care  that  can  defuse  emotional  problems  before  they 
reach  the  crisis  level.  The  cost  of  adequate  mental  health 
coverage  may  not  be  as  great  as  many  employers  fear.  In 
fact,  it  may  help  lower  overall  health  care  costs  by  ad¬ 
dressing  the  basic  source  of  many  other  personnel  prob¬ 
lems  and  averting  emotionally-based  physical  illnesses 
and  injuries.  Of  course,  such  coverage  is  effective  only  if 
employees  know  it  is  available. 


36 


RM,  July,  1979 


If  you've  got  the 
convention, 
uie've  got  the 
auditorium,  arena, 
airport,  marina, 
stadium. 

Municipal  Pier 
and  the  hotels, 
all  within 


distance  of  our  fiayfront  Center! 


Other  plus  features:  •  100%  air-conditioned  •  Arena 
seats  8,000+;  theater —  2,200;  two  meeting  rooms 
—  300  and  500;  dinner  room  for  2500  in  arena,  buffet 
space  for  4500  ;  total  28,400  sq.  ft.  arena  exhibit 
space.  •  12'x10'x20'20,000  lb.  freight  elevator 

•  Individual  hook-ups  for  ajater,  electricity  (230V), 

•  20  minutes  to  Gulf  of  Mexico,  20  minutes  to 


Greyhound  racing,  30  minutes  to  J'ai  Alai. 

•  Nearby  tennis,  golf,  motor  and  sailboat  rental. 

Just  a  short  drive  to  Disney  UUorld ,  Busch  Gardens 
and  oil  Central  Florida  attractions.  Ullrite  or  coll 
Boyfront  Administrator  for  Convention  Information  Kit. 
(813)  893-7251, 400-lst  St.  South,  St.  Petersburg,  FL 
Phil  Scott,  Asst.  Director  / 

,  Director 


Baufront  Center  Complex 

"A  Convention  in  St  Pete  is  also  a  Vocation!" 
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Employers  can  also  help  improve  employees'  mental 
health  by  offering  attractive  programs  for  physical  fitness 
and  general  recreation.  More  and  more  research  is 
showing  a  very  close  correlation  between  physical  and 
mental  health.  When  you  improve  one,  the  other  almost 
invariably  improves. 

We  already  know  that  stress  can  cause  or  aggrevate  a 
wide  variety  of  illnesses.  Structured  fitness  programs  can 
significantly  improve  employees'  physical  condition. 
When  they  feel  better  physically,  they  are  likely  to  feel 
better  mentally.  Recreational  activities,  from  softball  to 
macrame,  help  employees  handle  stress  by  relieving  ten¬ 
sion  and  offering  the  opportunity  for  personal  accom¬ 
plishment.  At  least  as  important,  recreation  is  something 
a  person  does  just  for  himself.  It  offers  pure  enjoyment 
and  a  constructive  self-indulgence  that  can  be  very 
theraputic. 

Where  to  begin 

The  Mental  Health  Association  can  help  employers 
develop  mental  health  awareness  programs.  The  Associ¬ 
ation  will  also  refer  interested  employers  to  any  one  of 
300  affiliates  in  the  United  States  and  can  provide  simi¬ 
lar  contacts  in  Canada  and  Mexico.  The  MHA  will  also 
aelp  employers  develop  contacts  with  existing  social 


service  agencies  in  their  local  communities. 

For  more  information  on  the  effect  of  mental  health 
on  productivity  and  how  your  business  can  become 
more  active  in  this  area,  contact  the  Mental  Health  As¬ 
sociation,  1800  N.  Kent  St.,  Arlington,  VA  22209 — 
Phone  (703)  528-6405. 


Frances  Bradley  is  Assistant  Director  of  Communica¬ 
tions  for  the  Mental  Health  Association.  She  has  been 
active  in  helping  employers  develop  employee  mental 
health  programs  throughout  the  United  States.  Ml 
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NIRA  CALENDAR 


Associated  industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dalias  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  Bill  DeNeau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month,  excluding  July  and  August.  Contact  Mary  D.  McKey — (202)  673-7660. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Dave  Baker — (213)  679-451 1,  ext.  2693. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Ron  Philips — (212)  679- 
3600. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  2730494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541 . 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toldeo  Industrial  Recreation  and  Employees  Services  Council  (TIRES)TToledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)475-5475. 

*  *  * 

Region  I  will  hold  its  first  Conference  September  14  —  16,  1979  at  the  Sheraton-Box- 
borough,  Boxborough,  MA.  Contact  Alice  Bucca — (617)493-3318. 

Region  III  will  hold  its  third  annual  Conference,  October  10-11,  1979  at  Fermilab, 
Batavia,  IL.  Contact  Susan  Siwicki,  CIRA — (312)  545-7701. 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA— (714) 
871-3232,  ext.  2432. 

39th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  15-20,  1 980  at  the  Town 
and  Country  Hotel,  San  Diego,  CA.  To  become  involved  as  a  Conference  planner  or  to 
request  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)346- 
7575. 
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NATIONAL  INDUSTRIAL 
RECREATION  ASSOCIATION 

38th  Annual  Conference  and  Exhibit 
Audio-Cassette  Program 

May  17-22, 1979  Rochester,  New  York 

What  went  on??  Listed  below  is  the  Audio-Cassette  Program  of  the  Educational  Sessions  and  Workshops  that  took  place.  If  you 
couldn’t  be  there — here’s  an  opportunity  to  listen  to  the  Conference  at  a  place  and  pace  of  your  choice.  These  Cassettes  will 
make  a  terrific  addition  to  your  Professional  Library:  An  educational  experience  you  can  draw  on  and  share  with  your  colleagues 
and  associates  whenever  the  need  arises.  This  Conference  was  professionally  recorded  by  Transcripts  for  Tomorrow, 
Inc.,  under  the  auspices  of  the  National  Industrial  Recreation  Association. 

TO  ORDER,  CIRCLE  THE  NUMBER(S)  OF  THE  SESSION(S)  DESIRED  BELOW: 


IIRA-1 

[IRA-2 

IIRA-3 

IRA-4 

IRA-5 

IRA-6 

IRA-7 

IRA-8 


IRA-9 

RA-10 

RA-11 

RA-12 


PHYSICAL  FITNESS-STATE  OF  THE  UNION 

Richard  Keelor,  Ph.D.  Director  of  Program  Develop¬ 
ment,  President’s  Council  on  Physical  Fitness  &  Sports 
WHAT  NIRA  CAN  MEAN  TO  YOU 
Patrick  Stinson,  NIRA  Executive  Director,  Stephen 
Waltz,  CIRA  (Cummins  Engine  Co.),  NIRA  Vice  Presi¬ 
dent  of  Tournaments  and  Services;  Kenneth  Watten- 
berger,  CIRA  (Lockheed  California),  NIRA  Vice  Presi¬ 
dent  of  Membership 

PHYSICAL  FITNESS  IS  GOOD  BUSINESS 

W.  Brent  Arnold,  CIRA,  Manager,  Physical  Fitness  & 
Recreation  (Xerox  International  Center  for  Training  and 
Management  Development) 

PROFESSIONAL  STAFF  HELP-THE 
STUDENT  INTERN 

Dr.  Donald  Bridgeman,  Chairman  Recreation  Education 
Department,  Springfield  College;  John  Leslie,  CIRA, 
Manager,  Employee  Recreation  (3M  Company);  Dee 
Craig,  Ph.D.,  Professor,  State  University  at  Brockport 

PROMOTION  &  PUBLICITY  FOR  YOUR 
PROGRAMS 

Melvin  Byers,  CIRA,  NIRA  Consultant 

HOW  TO  MAKE  A  PRESENTATION 

Larry  Domonkos,  Manager,  Management  Training, 
Xerox  Corp. 

INDUSTRIAL  RECREATION  IN  CANADA-ITS 
PHILOSOPHY 

The  Honorable  Don  Cameron,  Minister,  Recreation 
(Province  of  Nova  Scotia) 

PLANNING  AHEAD-A  DISCUSSION  OF  THE 
1978  NIRREF  SURVEY 

William  DeCarlo,  CIRA,  Manager  of  Recreation  Services 
(Xerox  Corp.);  Melvin  Byers,  CIRA,  NIRA  Consultant 
Martin  Rogers,  Ph.D.,  Professor,  State  University  at 
Brockport;  Donald  Rith,  Ph.D.,  Chairman,  Recreation 
Education  Department,  State  University  at  Brockport; 
David  Groves,  Ph.D.,  Associate  Professor,  State  Univer¬ 
sity  at  Brockport 

SENTRY’S  APPROACH  TO  WELLNESS 

Donald  Johnson,  M.D.,  Associate  Medical  Director, 
Sentry  Insurance  Co. 

XEROX  HEALTH  MANAGEMENT  PROGRAM 

James  Post,  Manager,  Executive  Physical  Fitness,  Xerox 
Corp. 

FAMILY  INVOLVEMENT  IN  YOUR 
PROGRAMS 

Gregory  Demko,  CIRA,  U.S.  Department  of  the  Interior; 
Don  O’Connor,  Raytheon  Co. 

RELATING  DRUG  &  ALCOHOL  REHABILI¬ 
TATION  TO  RECREATION  SERVICES 

Andrew  Zadany,  CIRA  (Corning  Glass  Works);  Stanko 
Rodic,  M.D.,  (Xerox  Corp.) 


NIRA- 13 

NIRA-14 

NIRA-15 

NIRA- 16 


NIRA  17 

NIRA- 18 

NIRA- 19 

NIRA-20 

NIRA-21 

NIRA-22 

NIRA-23 

NIRA-24 

NIRA-25 


PROGRAMMING  FOR  AND  UTILIZINC 
RETIREES 

Gene  Daul  (Eastman  Kodak);  Chuck  Bouchard  (Ray 
theon  Co.) 

TRAVEL  P R O G RAMS - C U R RENT 
INFORMATION 

Exhibitor  Resources 

RE-CREATION  COUNSELING-THE  PRO¬ 
FESSIONAL’S  VIEWPOINT 

Jules  Frank,  Ph.D.,  Vice  President,  Organizatior 
Development,  Flick-Reedy  Corp. 

TRENDS  &  GROWTH  IN  WOMEN’S 
PROGRAMMING 

Shirley  Bowen,  Coordinator,  Physical  Education  & 
Athletics,  East  Irondequoit  School  System;  A.  Jody 
Merriam,  CIRA,  Director,  Oakland  Industrial  Recreation 
Association;  Patricia  Drum,  Fitness  Coordinator,  Plaza 
Athletic  Club,  Rochester,  NY 
EMPLOYEE  VOLUNTEERISM-BENEFITS  & 
AVAILABILITY 

Kenneth  Allen,  Executive  Director,  National  Center  foi 
Voluntary  Action 

INDUSTRIAL  RECREATION  IN  MEXICO-ITS 
PHILOSOPHY 

Enrique  Flores  Mora,  Recreation  Manager,  Dinamica, 
S.A.;  Enrique  Maldonado,  Director  of  Fringe  Benefits 
and  Social  Services,  Accion  Social  Regiomontana,  A.C. 

STARTING  FROM  SCRATCH-FITNESS 
PROGRAMS  ON  A  RUNNING  SHOESTRING 

R.  Keith  Fogle,  President,  American  Association  of  Fit¬ 
ness  Directors  in  Business  &  Industry  (Prudential 
Insurance  Co.) 

PLANNING  A  CAREER  IN  RECREATIOPi 
MANAGEMENT 

Donald  Bridgeman,  Ph.D.,  Chairman,  Recreatior 
Education  Department,  Springfield  College;  Donald  A 
Fredericks,  Employee  Relations  Manager,  NAMD  Divi 
sion,  Xerox  Corp. 

WHAT  IS  NEW  IN  RECREATION  SERVICES 

Alan  Benedeck  (Allstate  Insurance) 

RE-CREATION  COUNSELING-THE  COMING 
PROFESSION 

Jules  Frank,  Ph.D.,  Vice  President,  Organization 
Development,  Flick-Reedy  Corp. 

FUTURE  OF  INDUSTRIAL  RECREATION 

Horace  Becker,  Vice  President,  Research  and  Develop 
ment,  Xerox  Corp. 

COMPLETE  SET  $145.00  ppd. 

12  CASSETTES  $80.00  ppd. 


The  price  of  each  cassette  is  $6.50.  This  includes  all  postage  and  handling. 


)  I  wish  to  order  the  Complete  Set  of  all  Sessions,  which  includes  two  complimentary  Cassette  Storage  Albums  CAT  #NIRA-24  $145  ppd. 
)  I  wish  to  order  any  12  Cassettes  of  my  choice  and  receive  a  handsome  Cassette  Album  for  my  library  CAT  #NIRA-25  $80  ppd. 

)  I  wish  to  order  a  Cassette  Storage  Album  that  holds  12  Cassettes  for  $5.00. 

)  I  wish  to  order  a  Cassette  Storage  Album  that  holds  6  Cassettes  for  $3.50. 


-EASE  PRINT: 

ndto: _ 


REMIT  TO: 


TRANSCRIPTS  FOR  TOMORROW,  INC. 


201  S.E.  15th  Terrace,  Suite  D,  Deerfield  Beach,  Florida  334411 
Telephone  (305)  421-8020 


Idress: _ 

:y: _ State: _ Zip 


□  Check  or  Money  Order  □  Bank  Americard/Visa  □  Master  Charge 
(charge  orders  over  $12.00) 


tctice  Limited  To: 
nature: _ 


Account  No:  _ 

Purchase  Order  No: 


Exp.  Date: 


(Institutions  Only) 


Ml  ill f  i  jf#  it j if  w||  if  llliiiil#' 


FREE!  Blueprint  planning  service, 
Conforming  to  your  space  usage  and  budget 


MacLEVY  PRODUCTS  CORP.  »  92-21  CORONA  AVE.,  ELMHURST,  N.Y.  CITY,  N.Y.  11373  «  TEL.  (212)  592-6550 


SAUNA,  FITNESS,  STRESS 
TESTING  EQUIPMENT 

EXECUTIVE  &  EMPLOYEE  FITNESS  FACILITIES,  STRESS  TESTING  UNITS,  HEALTH  CLUBS  &  GYMS 


n 


Fitness  Equipping  is  Our  Business 

More  and  more  industrial  “Helo”  Heaters  that  can  be  installed  Automatic  control  panels,  H 

companies  are  including  Sauna  any  where...  all  sizes.  Helo  offers  the  Rubbed  Redwood  Rooms,  C 

Rooms  in  their  Executive  and  widest  selection  of  superb  U.L.  Built  or  Prefab. . .  All  at  low  pi 

Employees  Fitness  Facilities.  tested  Heaters  in  the  USA,  (5  yr.  Heaters  and  Accessories  are 

We  offer  Prefabricated  Sauna  Warranty) .  Authentic  Finnish  available  for  seoarate  Durcha 


Rooms  with  Authentic  Finnish 

Cardio  Fitness 
Testing  Treadmill 

Choose  from  22  Models 
Treadmills  &  Joggers, 
Motorized  &  Manual 


Since 1893 


“Kono”  Rocks  for  controlled  heat, 


Automatic  control  panels,  Hand 
Rubbed  Redwood  Rooms,  Custom 
Built  or  Prefab... All  at  low  prices. 
Heaters  and  Accessories  are 
available  for  separate  purchase. 
FREE,  Sauna  Room  Building  Plans 


Tunturi  Ergometer  1 

Training  Cycle 

Choose  from  7  Models 
Bicycle  Ergometers  &  Training  Cycles 


yn  Jf  MacLevy  Products  Corp.  Manufactures  over  250  Quality  units  of  Exercise,  Rehab., 

[wti  r  Whirlpool,  Sauna  &  Steam  Rooms,  Infra-Red  &  Ultra  Violet  tanning  lamps. 
flffl/jlCMI  MacLevy  is  Principal  supplier  to  Industrial  Organizations,  Hotels,  Motels,  Health  & 
Racquetball  Clubs,  Spas,  Y.M.C.A.  ’s  &  U.S.  Govt,  installations  around  the  world. 


For  Fast  Action  Call  Collect  [212]  592-6550  Out  Of  N.Y.,  N.J.  &  Conn.  °  Call  800-221-0277  Toll  Free  or  Mail  Coupon 
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Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
nea  r-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 
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NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  N1RREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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Lockheed -Georgia  Company 
Marietta,  Georgia 
DIRECTORS 
ALAN  BENEDECK 
Allstate  Insurance  Company 
Northbrook,  Illinois 
FRITZ  S.  BRENNECKE 
Adolph  Coors  Company 
Golden,  Colorado 
WILLIAM  BRUCE,  CIRA 
Motorola,  Incorporated 
Scottsdale,  Arizona 
ALICE  R.  BUCCA 
Digital  Equipment  Corporation 
Maynard,  Massachusetts 
MARTHA  P.  BYERS.  CIRA 
Owens-Illinois,  Incorporated 
Toledo,  Ohio 

WILLIAM  8.  DeCARLO.  CIRA 
Xerox  Corporation 
Rochester,  New  York 
FRANK  A.  DeLUCA 
Avco  Lycoming  Division 
Stratford.  Connecticut 
RALPH  I.  FERRARA 
General  Mills,  Incorporated 
Minneapolis,  Minnesota 
GEORGE  K.  CRIGOR.  CIRA 
Kodak  Canada  Company 
Toronto,  Ontario,  Canada 
FRANK  HAVUCEK 
Motorola,  Incorporated 
Schaumburg,  Illinois 
RONALD  C.  IONES,  CIRA 
Oneida  Silversmiths 
Sherrill,  New  York 
RONALD  LEWIS.  CIRA 
Philip  Morris,  Incorporated 
Richmond,  Virginia 
L.  F.  LUTZ 

Monsanto  Textiles  Company 
Pensacola,  Florida 
ENRIQUE  MALDONADO 
Accion  Social  Regiomontana 
Monterrey,  N.L.,  Mexico 
I  AMES  A.  McKEON 
Cubic  Defense  Systems 
San  Diego,  California 
EUGENE  W.  MILLER,  CIRA 
Michigan  Bell  Telephone  Company 
Detroit,  Michigan 
ENRIQUE  FLORES  MORA 
Dinamica,  S.A. 

Monterrey,  N.L.,  Mexico 
DANIEL  R.  O'REILLY 
Storage  Technology  Corporation 
Louisville,  Colorado 
HOWARD  SHANKER 
Shanker  Industries,  Incorporated 
Cleveland,  Ohio 
CORDON  E.  SMITH 
Ontario  Ministry  of  Culture  &  Recreation 
Toronto,  Ontario,  Canada 
PHYLLIS  K.  SMITH,  CIRA 
Hughes  Aircraft  Company 
Fullerton,  California 
ELIZABETH  G.  SWEIGART 
DuPont  Country  Club 
Wilmington,  Delaware 
IOHN  C.  TUTKO ,  CIRA 
HeadquartersAJ.S.  Air  Force 
Washington,  D.C. 

BERNIE  WATTS 

Goodyear  Tire  &  Rubber  Company 
Akron,  Ohio 

RICHARD  WILSMAN,  CIRA 

Johnson  Wax 
Racine,  Wisconsin 


What  is  NIRA? 


The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 


ORGANIZATION  ANNUAL  DUES  are  based  on  number  of 
employees  eligible  for  your  program. 


More  than  1 0,000  employees 

(10) 

$185 

5,001  to  10,000  employees 

(  6) 

$155 

1 ,001  to  5,000  employees 

(  4) 

$125 

Fewer  than  1 ,000  employees 

(  2) 

$  75 

(  )  =  Number  of  copies  of  Recreation  Management  Magazine 

included  free  as  a  member  service 

ASSOCIATE  (Supplier)  ANNUAL  GRANT — Minimum  $300 


r  \ 

RECREATION  MANAGEMENT 

editor  publisher  advertising 

Mary  P.  Morris  Patrick  B.  Stinson  Michael  T.  Brown,  CIRA 

Recreation  Management  (USPS  057250)  is  published  monthly,  except  combined  issues  in 
December-January  and  May-June,  by  the  National  Industrial  Recreation  Association,  20  N. 
Wacker  Drive,  Chicago  60606.  (312)  346-7575.  Sixty  days  notice  in  writing  with  old  and  new  zip 
codes  is  required  for  uninterrupted  service  in  the  case  of  address  changes.  U.S.  subscription 
rates,  are  $10  annually  or  $1  per  issue.  Views  expressed  by  contributors  do  not  necessarily 
reflect  the  opinion  of  the  association. 

Controlled  circulation  postate  paid  at  New  Richmond,  Wisconsin  54017. 

POSTMASTER:  send  form  3579  to  20  N.  Wacker  Drive.  Chicago  60606. 
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The  NIRA  President 
would  like  a  word  with  you 


.  .  .  about  membership  growth 


The  bottom  line  for  this  association 
is  membership,  membership,  mem¬ 
bership."  — Al  Ward,  CIRA 

NIRA  President-Elect 

Membership  forms  the  foundation 
of  everything  else  we  hope  to  ac¬ 
complish.  Our  membership  says,  lit¬ 
erally,  who  we  are.  Numbers  count. 
The  longer  our  membership  roll  is, 
the  greater  our  strength  will  be. 
Membership  growth  will  bring  pres¬ 
tige,  power,  income  and  services  to 
our  association  and  its  members. 

A  large  membership  will  bring  the 
necessary  prestige  to  command  the 
attention  of  employers.  The  conser¬ 
vative  executive  invariably  asks  who 
else  has  tried  a  new  idea.  When 
''everyone/'  including  the  competi¬ 
tion,  is  involved  in  an  organization, 
it  becomes  more  than  a  nice  idea — it 
is  a  business  necessity. 

Increased  membership  will  gener¬ 
ate  the  power  to  attract  special  bene¬ 
fits  for  each  member,  regardless  of 
individual  resources.  The  more  em¬ 
ployees  we  reach  through  our  as¬ 
sociation,  the  more  special  programs 
suppliers  will  be  willing — even 
eager — to  offer  us. 

Membership  growth  will  draw  in¬ 
creased  income  to  the  Association  in 
the  form  of  dues  as  well  as  revenue 
from  the  sale  of  exhibit  booths  and 
RM  advertising. 

Services  cost  money.  Our  greater 
membership  will  support  benefits 
that  only  a  large  association  can  af¬ 
ford  to  provide.  Improved  and  ex¬ 
panded  benefits  will  attract  still 
more  members  in  a  spiraling  pattern 
of  growth. 


Kirt  T.  Compton,  CIRA 
Eastman  Kodak  Company 
1979-80  NIRA  President 


What  are  we  doing  to  promote 
membership?  The  headquarters  of¬ 
fice  continually  researches  and  con¬ 
tacts  member  prospects.  We  work 
with  Associate  members  to  bring 
new  organizations  into  NIRA  by 
publicizing  our  existing  services.  We 
assist  local  members  in  the  forma¬ 
tion  of  Industrial  Recreation  Coun¬ 
cils,  through  which  many  recreation 
directors  first  become  acquainted 
with  NIRA.  We  invite  prospective 
members  to  attend  international  and 
regional  conferences  so  they  can 
experience  the  value  of  membership 
firsthand. 

Our  most  effective  membership 
promotion,  however,  comes  from 
you — the  members  we  serve  today. 


When  you  encourage  someone  to 
join  NIRA,  you  tell  a  friend  about  a 
good  thing  and,  thereby,  do  every¬ 
one  a  favor. 

You  may  already  know  of  recrea¬ 
tion  directors  who  are  not  yet  mem¬ 
bers  of  NIRA.  Tell  them  about  your 
Association.  At  your  next  commu¬ 
nity  athletic  event  or  United  Fund 
meeting,  tell  at  least  one  other  em¬ 
ployee  services  director  about  us.  If 
you  are  a  speaker  or  teacher, 
there  are  forums  throughout  your 
community — from  the  local  college 
to  service  club  meetings — where 
you  can  talk  about  the  Association 
and  its  goals.  For  those  who  are  not 
public  speakers,  NIRA  has  pre¬ 
packaged  materials  that  can  do  the 
talking  for  you.  Brochures,  informa¬ 
tional  cards  and  other  materials  are 
free  to  any  member.  Write  or  call 
the  Chicago  office  to  order  a 
supply — and  use  it. 

Tell  us  about  companies  that 
could  benefit  from  NIRA  member¬ 
ship.  Watch  for  a  special  member  re¬ 
ferral  note  with  Fall  editions  of  "Key 
Notes,"  our  programming  ideas 
newsletter.  Use  them  to  tell  head¬ 
quarters  about  recreation  directors 
in  your  area  who  may  be  interested 
in  learning  about  NIRA. 

Membership  growth.  We  can 
make  it  happen  for  us.  We  can  help 
ourselves  to  a  great  future  as  a  grow¬ 
ing,  thriving  organization,  with  ben¬ 
efits  to  our  profession  and  ourselves. 
It  is  time  to  move. 

KfvtT. 
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MOSCOW  1960 


WITHOUT  YOUR 
HELP,  WE  CANT 
AFFORD  TO  WIN. 


Yes,  I  support  the  U.S.Olympic  Team. 
Make  check  payable  to 
U.S.  Olympic  Committee, 

P.O.  Box  1980-P,  Cathedral  Station. 
Boston,  MA  02118 


Name 


Address 

City 

State 

Zip 

A  contribution  of  $  isenclosed. 

Please  send  me  the 

symbol  of  support 
checked  below. 

|p 

n  Stickpin  ($10) 

,  □  Pendant  ($25) 

□  Tote  Bag  ($25) 
'□Visor  Cap  ($25) 

□  Desk  Spinner  ($50) 

Your  contribution  is  tax-deductible. 

NIRA  NEWS 


UPDATE 

Region  VII  Conference  and 
Exhibit  program  released 

"Passport  to  Employee  Effectiveness" 

THURSDAY,  SEPTEMBER  20,  1979 

12:00PM — Registration  Opens 
1 :30PM — Region  VII  Executive  Committee  Meeting 
4:00PM — Conference  Orientation  Session — First  Timers 
5:00PM — Exhibit  Hall  Grand  Opening  and  Reception 
7:30PM — Opening  Night  Banquet 

"SPORTS  NIGHT"  with  Red  Patterson,  California  Angels 
Entertainment — L.A.P.D.  Pipe  Band  Pipers 
10:00PM — Entertainment  and  Dancing 


FRIDAY,  SEPTEMBER  21,  1979 

6:30AM — Body  Tuneup — Sports  Deck 
8:00AM — Concurrent  Sessions: 

Breakfast  (CIRA/CIRL  only) — "Professionalism  in  NIRA" 
Breakfast — "Walk  Around  the  World" — Keynote  Speaker 
10:00AM — Concurrent  Sessions: 

Public  Relations:  Traditions,  Myths,  Legends,  Voodoos — Part  I 
Industrial  Recreation  in  Division  Operations 
1 1 :00AM — Concurrent  Sessions: 

Public  Relations:  Traditions,  Myths,  Legends,  Voodoos — Part  II 
Legislation— Relative  to  Industrial  Recreation 
12:00PM — Luncheon 

"Turning  an  Avocation  into  a  Vocation"— Keynote  Speaker 
2:00PM — Concurrent  Sessions: 

Management  Involvement  in  Relation  to  Recreation  Benefits 
Publicity — Marketing  Our  Product  .  .  .  "Recreation" 

3:30PM — Queen  Mary  Tour  (Optional — No  cost) 

5:30PM — Exhibit  Hall  Opens 

7:30PM — Harbor  Cruise  (Optional — No  cost) 

SATURDAY,  SEPTEMBER  22,  1979 

6:30AM — Body  Tuneup — Sports  Deck 
8:00AM — Breakfast 

"Weight  Lifting" — Keynote  Speaker  .  .  .Flip  Reade, 

Physical  Culturist 
10:00AM — Concurrent  Sessions: 

Effective  Use  of  Volunteers 
Programming  for  Retirees 
1 1 :00AM — Concurrent  Sessions: 

Liability  in  Recreation  Programs 
IRC  Clout — Why  an  IRC? 

12:00PM — Luncheon  and  Entertainment 

Annual  Region  VII  Membership  Meeting-Elections  (all  conferees) 
2:00PM — Concurrent  Sessions: 

Program  Cost  Analysis  and  Budget 
Industrial  Recreation  Student  Intern  Program 
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The  boiler  room  of  the  Queen  Mary.  The  famous  ship  is  the  site  of  the 
Region  VII  Conference  and  Exhibit  at  Long  Beach,  California.  Contact  Phyllis 
Smith,  CIRA — (714)  732-2432 — for  complete  information. 


3:00PM — Marketing  and  Research  (delegates  and  exhibitors) 

Keynote  Speaker 
5:00PM — Exhibit  Hall  Reception 
7:30PM — Banquet — Entertainment  and  Dancing 
Keynote  Speaker 

SUNDAY,  SEPTEMBER  23,  1979 

8 : 00  AM—  B  rea  kfast 

Keynote  Speakers:  Kirt  Compton,  NIRA  President 

Pat  Stinson,  NIRA  Executive  Director 

9:30AM — Closing  Jamboree 
1 1 :00AM — Region  VII  Executive  Committee  Meeting 
1 :00PM — Post  Conference  Tour  to  Catalina  Island  (3  Days/2  Nights) 


REGISTRATION  FEES: 

Full  Conference — Includes  most  meals  and  sessions 

Delegates  . *$70.00 

Spouse . *$70.00 

Student  (no  meals) . . . $  5.00 

*Fee  for  registering  before  September  7,  1979 
After  September  7,  1979  fee  is  $75.00 

Daily  Fees — Include  most  meals  and  sessions 

Thursday . . $1 8.00 

Friday . . . . $20.00 

Saturday . . . $30.00 

Sunday . $  7.00 


HOTEL  RATES 

Single  .  .  .  $33.00  . . Double  .  .  .  $36.00 

Plus  $8.00  per  each  additional,  person  (maximum  3  per  room) 

NOTE:  Reservation  must  be  accompanied  by  first  night's  deposit,  including 
6%  tax,  and  must  be  received  30  days  prior  to  arrival.  Your  can¬ 
celled  check  is  your  deposit  receipt. 


NIRA  News  continued  on  follow-ing  page 


FORT  LAUDERDALE,  FLORIDA 


”  Wch  ctnt> 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 


National  Hunting  &  Fishing  Day 


National  Hunting  and  Fishing  Day  pro¬ 
vides  America’s  sportsmen  with  an  un¬ 
precedented  opportunity  to  reach  the 
general  public  with  word  on  the 
sportsmen’s  role  in  conservation. 

One  of  the  simplest  ways  for  all 
sportsmen  to  spread  the  word  is  to  use 
the  colorful  3"x5"  NHF  Day  stickers. 
They  are  inexpensive  and  easy  to  use 
on  packages,  auto  windows,  doors,  bul¬ 
letin  boards,  etc.  The  bright,  colorfast 
stickers  are  only  $2.00  per  100  from 
NHF  Day  Headquarters,  1075  Post 
Road,  Riverside,  Conn.  06878. 
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NIRA  News  continued 


Oakland  leaders  earn  community  service  award 


The  Oakland  Industrial  Rec¬ 
reation  Association's  board 
of  Directors  recently  earned 
the  Community  Service 
Award  of  the  California  Parks 
and  Recreation  Society  Dis¬ 
trict  III.  The  board  was  cited 
for  outstanding  volunteer 
leadership  and  commitment 
to  recreation.  Receiving  the 
award  were  (seated)  Jim  Bat- 
tersby,  Rosa  Barksdale,  June 
Beckman,  Mami  King,  Eliz¬ 
abeth  Woodard,  and  Shar¬ 
on  Cline;  (standing)  Victor 
Trujillo.  Board  members  not 
pictured  are  John  Dickson,  Ed 
Martin  and  Jody  Merriam.PIII 
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Should  N IRA's  name  be  changed? 

Has  it  become  outdated?  Does  it  give  a  misleading 
impression  of  who  we  are  and  what  we  do?  Or  is  it 
a  good  name  for  the  Association ,  now  and  in  the 
future?  Your  fellow  members  need  the  benefit 
of  your  thinking.  Here's  why.  .  . 


The  NIRA  Board  of  Directors 
voted  at  its  May  1 6,  1 979  meeting  to 
place  an  Association  name  change 
before  the  NIRA  voters.  The  postal 
referendum,  scheduled  for  early 
1 980,  will  ask  voting  members  of  the 
Association  to  choose  between  our 
current  name,  National  Industrial 
Recreation  Association  (NIRA),  and 
a  proposed  new  name.  Employee 
Services  Management  Association 
(ESMA). 

If  two-thirds  of  the  members  who 
vote  support  the  new  name,  transi¬ 
tion  arrangements  will  be  completed 
for  a  formal  change  by  the  May  1 981 
Conference  and  Exhibit  in  Chicago. 
That  Midwestern  meeting  will  mark 
the  40th  anniversary  of  the  founding 
of  the  Association.  If  voters  defeat 
the  referendum,  the  Association's 
present  name  will  stand.  If  they  ac¬ 
cept  the  proposed  change,  our  As¬ 
sociation  will  be  known  after  May 
1981  as  ESMA. 

All  members  of  the  Board,  regard¬ 


less  of  their  individual  stands  on  the 
specific  name  choices,  feel  it  is  es¬ 
sential  that  voting  members  consider 
all  the  pro's  and  con's  of  the  ques¬ 
tion  itself,  as  well  as  the  greater  rami¬ 
fications  of  a  change.  For  that  rea¬ 
son,  Recreation  Management  has 
opened  this  forum  for  the  exchange 
of  opposing  viewpoints  on  the  pro¬ 
posal. 

We  solicit  letters  representing 
members'  opinions  on  the  name 
change  question.  We  hope  the  con¬ 
tributions  will  be  many  and  repre¬ 
sent  a  broad  spectrum  of  opinion.  To 
assure  that  the  "Forum"  best  serves 
the  interests  of  an  informed  elector¬ 
ate,  we  insist  on  these  simple 
guidelines  for  contributors: 

(1)  Letters  must  be  brief  and  to 
the  point.  We  ask  contributors 
to  limit  their  remarks  to  300 
words. 

(2)  Letters  must  be  dated  and 
signed. 


(3)  Letters  should  be  limited  to 
the  subject  of  the  name 
change  proposal.  The  NIRA 
office  welcomes  inquiries  and 
comments  on  other  NIRA 
business,  but  will  restrict  the 
"Forum"  space  to  this  ques¬ 
tion  until  it  is  settled. 

(4)  Letters  must  be  received  in  the 
NIRA  office  by  the  Friday  of 
the  first  full  week  of  the 
month,  for  publication  in  the 
following  month's  issue.  For 
example,  letters  for  the  Octo¬ 
ber  issue  must  reach  NIRA 
Headquarters  by  September  7. 

The  Forum  will  open  with  the  Sep¬ 
tember  issue.  In  an  effort  to  present 
an  even  perspective,  RM  will  en¬ 
deavor  to  publish  a  representative 
sample  of  opinion.  Responsibility  for 
selection  of  letters  will  be  the 
Editor's,  with  the  advice  and  final 
approval  of  the  Executive  Director. 
Background  information  on  the  me¬ 
chanics,  cost  and  implications  of  a 
name  change  is  available  upon  re¬ 
quest  from  NIRA  Headquarters. 

Letters  for  publication  in  "Open 
Forum"  should  be  addressed  to: 

"Open  Forum"  y 

Recreation  Management  Magazine 

20  N.  Wacker  Dr.,  Suite  2020 

Chicago,  IL  60606  fill 


RM,  August,  1979 


7 


New  College  text  introduces 
employee  programs  to 
business  students 


For  the  first  time  in  more  than  a  generation,  em¬ 
ployee  services'  and  activities  will  have  an  articulate, 
contemporary  voice  in  college  business  schools.  The 
National  Industrial  Recreation  Research  and  Education 
Foundation  (NIRREF)  is  proud  to  announce  the  release  of 
An  Introduction  to  Industrial  Recreation:  Employee  Ser¬ 
vices  and  Activities. 

The  new  text  was  written  by  Theodore  B.  Wilson, 
Ph.D.,  with  Robert  Wanzel,  Ph.D.;  Virginia  Gillespie, 
Ph.D.;  and  Cyril  J.  Roberts,  Ph.D.  It  is  the  first  text  on 
industrial  recreation  since  the  original  introductory  vol¬ 
ume  was  written  by  Jackson  M.  Anderson,  Ph.D.  in 
1955.  It  is  being  introduced  to  college  departments  of 
business  and  recreation  throughout  the  United  States 
and  Canada. 

Copies  of  the  textbook  will  be  available  to  NIRA 
members  at  a  10%  discount.  Review  the  contents  of  the 
text,  then  request  your  copies,  using  the  order  form  that 
follows. 

NIRA  President-Elect  A.  C.  Ward,  CIRA  (left)  presented 
the  Association's  Special  Recognition  Award  to  Theo¬ 
dore  B.  Wilson,  Ph.D.  at  a  meeting  of  the  Toledo  Indus¬ 
trial  Recreation  and  Employee  Services  Council  (TIRES). 
Wilson,  who  is  a  member  of  the  faculty  of  the  Univer¬ 
sity  of  Toledo,  is  the  primary  author  of  the  new  industrial 
recreation  textbook. 


— Toledo  Blade  photo 


~ - - Detach  and  return  with  order- - - 

An  Introduction  to  Industrial  Recreation:  Employee  Services  and  Activities 


Name 


Number  of  copies 


Title _ Phone  (  ) 

Company _ 


$14.95  per  copy  . 

$13.50  per  copy  to  NIRA  members  only . 


Address _ 

- Zip - 

Your  order  must  be  accompanied  by  a  check  or  money 
order  for  the  total  purchase  price  plus  postage  and 
handling — payable  to  the  National  Industrial  Recreation 
Association. 


Plus  postage  and  handling 

$1.00  for  one  copy . . 

$2.50  for  2-5  copies  . 

$4:00  for  6—12  copies  . 

$0. 50/copy,  more  than  1 2  copies 

Total  enclosed  . 


Return  payment  and  order  form  to:  National  Industrial  Recreation  Association 

20  N.  Wacker  Dr.  •  Chicago,  IL  60606 
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An  Introduction  to  Industrial  Recreation 
Employee  Services  and  Activities 
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PART  I 

The  WHY  of  Industrial  Recreation 

CHAPTER  t  Characteristics  and  Background 

The  Protestant  Ethic 
Attitudes  Toward  Play 
Definitions  of  Recreation 
Purposes  and  Objectives 
Social  Forces 

The  Industrial  Revolution 
The  Consumption  Society 
Growth  and  Use  of  Leisure 
Social  Changes 
Changes  in  the  Workforce 

CHAPTER  2  The  Dilemma  of  Capitalism 

Capitalism 

The  Profit  Motive 

Opponents  of  Capitalism 

Corporate  Responsibility 

The  Climate  of  Opinion 

The  Trend  of  Capitalism 

Problems  of  Capitalism 

Adam  Smith  and  Karl  Marx 

The  Social  Conscience 

The  Role  of  Industrial  Recreation 

CHAPTER  3  Company  Benefits 

of  Industrial  Recreation 

Communication 

The  Development  of  Leadership 
Public  and  Community  Service 
The  Company  Image 
Employee  Morale 
Productivity 
Physical  Fitness 
Recruitment  and  Retention 
Preparation  for  Retirement 

PART  II 

HOW  Industrial  Recreation 
is  Implemented 

CHAPTER  4  Organization 

The  Essentials  of  By-Laws 
Relationship  to  the  Company 


Unions  and  Industrial  Recreation 
Objectives  and  Organization 

The  Development  of  Objectives 
Varying  Organizations 
Whether  to  Incorporate 
Inter-Company  Employee  Associations 
Industrial  Recreation  Councils 

CHAPTER  5  Functional  Aspects 
of  Organization 

The  Cost  of  Industrial  Recreation 
The  Extent  of  Company  Support 
Other  Income  Sources 
Dues  and  Fees 
Vending  Profits 
An  Employee  Store 
Travel  Services 
Entertainment  Profits 
Business  with  Associate  Members 
Dining  Rooms 
Investing 

Recycling  Projects 
Other  Projects 
Facilities 

Company  Provided  Facilities 
Employee  Built  Facilities 
Sharing  Facilities 
On-Site  Facilities 
Facility  Priorities 
Facility  Planning 
Legal  Services 

CHAPTER  6  Recreation  Programming 

Program  Determinants 
Programming  New  Activities 
Recreational  Activities 
Team  Sports 
Women  in  Team  Sports 
Non-Team  Sports 
Outdoor  Activities 
Travel 

Hobby  Clubs 
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Scheduling 
Facilities 
Community 
Employee  Work  Hours 
Employee  Priorities 
Other  Considerations 

CHAPTER  7  Physical  Fitness 

and  Employee  Services 

Physical  Fitness 
The  Definition 
Benefits 
Longevity 
Enjoyment  of  Life 
Greater  Productivity 
Fewer  Physical  Ills 
Methods 
Aerobics 
Total  Isokinetics 
Jogging 

Motivation  for  Physical  Fitness 
Methods 
Research 

Employee  Services 
The  Service  Center 
Discounts 
Information 
Loan 
Sales 
Photo 

Facilities  Rental 
Licenses 
Utility  Bills 
Druggist 
Auto  Services 

Maintenance  and  Repair  Services 
Instructional  Services 

Hobby  Clubs  and  Instruction 
Creative  Skills 
Instructional  Areas 
Miscellaneous  Services 
Services  for  Children 
Services  for  Retirees 


CHAPTER  8  The  Professional  Administrator 

The  Role  of  the  Director 

The  Development  of  Leadership 

Communications 

The  Communications  Center 

Large  Meetings 

Oral  and  Written  Communication 


Personnel  Administration 
The  Value  of  Volunteers 
The  Selection  of  Volunteers 
Committees 
The  Full-Time  Staff 
A  Program  Example 
Organizing  for  Efficiency 

Policy  and  Procedures  Manuals 

Budgeting 

The  Annual  Report 

Program  Evaluation 

PART  III 

The  WHERE  and  WHEN 
of  Industrial  Recreation 

CHAPTER  9  Professionalization 

The  Meaning  of  Professionalization 
Industrial  Recreation  as  a  Profession 
Milestones  toward  Professionalism 
Education  for  Professionalism 
The  Present  Status 
Academic  Parameters 
The  Curriculum  Framework 
A  Tentative  Curriculum 
Opportunities  for  Employment 
With  NIRA  Members 
With  Others 

Opportunities  for  Women 
Academic  Planning  for  Employment 
Salaries  in  Industrial  Recreation 


CHAPTER  10  The  Roots  and  Status 

Social  Forces 
Labor  Conditions 
Ethnic  Problems 
Monopolies 
Labor  Unions 
Labor  Trouble 
"Industrial  Betterment" 

Motivation  and  Emphasis 
Employee  Associations 
Community  Associations  and  Activities 
Forerunners 
Physical  Fitness 
Discount  Purchases 
Employee  Publications 
Mutual  Benefit  Associations 
Does  It  Pay? 

The  Twentieth  Century 
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Changes  and  Trends 
Growth 

Decline  of  Intellectual  Emphasis 
Emphasis  on  Athletics 
Increasing  Variety 
Attitudes  of  Unions 
Current  Programs 

The  National  Industrial  Recreation  Association 
Uniqueness  of  Industrial  Recreation 
Committee  for  New  Organization 
The  Purdue  Meeting  of  1940 
Support  from  Athletic  Institute 
Eastern  Origins 
The  Western  Division 
Associate  Membership 
Developing  Services 
Benefits 


Programs 

Community  Involvement 
More  Complete  Programs 
New  Orientations 
Professionalism  Fully  Established 
Certification  Standards 
Educational  Developments 
Research 

Organizational  Developments 
Democratic  Control 
More  Self-Support 
Community  Relationships 
Industrial  Parks 
Industrial  Councils 
Government/Industrial  Collaboration 
Expansion 

International  Developments 


CHAPTER  1 1  The  Outlook 

Telescoping  the  Future 
Responding  to  Social  Change 
Working  Conditions 
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Kodak's  Kirt  T.  Compton 
is  1979-80  NIRA  President 


NIRA  President  Kirt  T.  Compton,  CIRA  (center)  of  Eastman  Kodak  Company  accepted  the  presidential  gavel  from 


1978-79  President  Richard  M.  Brown,  CIRA  at  the  annual  Presidents'  Ball  last  May.  On  hand  for  the  ceremony  was 


Compton's  wife,  Patricia,  who  was  instrumental  in  organizing  the  1979  Conference  spouses'  program. 


Kirt  T.  Compton,  CIRA  became 
NIRA  President  at  the  38th  Annual 
NIRA  Conference  and  Exhibit  last 
May.  He  was  elected  to  the  post  the 
previous  year. 

Compton  is  Executive  Secretary  of 
the  Kodak  Park  Activities  Associa¬ 
tion  at  the  Rochester,  New  York 
headquarters  of  Eastman  Kodak 
Company.  The  program  he  heads 
has  won  the  NIRA/Citizens  Savings 
(now  Eastwood)  Award  for  overall 
excellence. 

Compton  has  served  in  numerous 
capacities  as  a  member  of  the  NIRA 
Board  of  Directors.  He  is  also  active 
in  shaping  college  training  for  em¬ 
ployee  recreation  professionals  in 
his  community.  Compton's  propos¬ 
als  for  the  Association  and  its  future 
will  appear  as  "The  NIRA  President 
would  like  a  word  with  you"  in 
every  issue  of  RM  published  during 
his  one-year  term. 


The  new  President  welcomed  Conference  delegates  who  visited  the  Kodak 
Park  Activities  Association  he  heads  in  Rochester,  New  York.  Ml 
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"Press  on  .  . 


1979  Conference  and  Exhibit: 
a  total  learning  experience 


Many  Conference  sessions  packed  meeting  rooms  to  capacity. 


“You're  going  to  have  one  whale 
of  an  experience  in  the  next  few 
days.  A  Conference  is  a  total  learn¬ 
ing  experience.  Don't  stop  .  .  .  you 
can  sleep  when  you  get  home." 

These  words  of  welcome  and 
friendly  warning  from  1978-79 
NIRA  President  Richard  M.  Brown, 
CIRA  (Texas  Instruments)  opened 
the  38th  Annual  NIRA  Conference 
and  Exhibit  in  Rochester,  New  York. 
The  event,  held  May  17-22,  1979, 
at  the  Americana-Downtown,  took 
its  theme,  “Press-on"  from  a  familiar 


quotation  about  persistence  and  de¬ 
termination: 

“Press  on.  Nothing  in  the  world 
can  take  the  place  of  persistence. 
Talent  will  not;  nothing  is  more 
common  than  unsuccessful  men 
with  talent.  Genius  will  not;  unre¬ 
warded  genius  is  almost  a  proverb. 
Education  will  not;  the  world  is  full 
of  educated  derelicts.  Persistence 
and  determination  alone  are  all 
powerful." 

Fitness  dominated  the  topics  of¬ 
fered  in  the  Conference  program,  as 


was  appropriate  in  the  year  when 
the  Association's  voters  elected  their 
first  Vice  President  of  Fitness  and 
Health,  Louis  R.  Mertens,  CIRA 
(Foreign  Affairs  Recreation  Associa¬ 
tion).  In  his  first  message  to  NIRA 
members,  in  the  July  1979  issue  of 
RM,  Mertens  promised  to  develop 
closer  ties  with  other  organizations 
concerned  with  employee  fitness  and 


continued 
on  following  page 
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Speaker  Larry  Domonkos 


health.  Top  on  his  list  was  the  Presi¬ 
dent's  Council  on  Physical  Fitness 
and  Sports. 

The  Conference  keynote  speaker 
on  Thursday,  May  17  was  the  Coun¬ 
cil's  chief  spokesman,  Richard  O. 
Keelor,  Ph.D.  Recreation,  said 
Keelor,  has  always  included  a  fitness 
component.  The  greatest  service  rec¬ 
reation  and  fitness  programs  can 
provide,  he  said,  is  to  “give  the 
people  the  knowledge  of  how  to 
take  care  of  their  own  bodies."  If 
private  industry  will  help  in  that  ef¬ 
fort,  for  the  sake  of  its  own  success, 
concluded  Keelor,  it  will  also  help 
cut  employee  health  care  costs 
throughout  society  and,  thereby, 
help  hold  down  the  cost  of  goods 
and  services. 

Following  the  keynote  address, 
NIRA  Region  I  and  the  Genesee 
Brewing  Company  hosted  a  recep¬ 
tion  for  first-time  delegates.  As  with 
international  Conferences  in  the 
past,  the  Rochester  meeting  drew 
first-time  attendees  from  the  sur¬ 
rounding  area.  Delegates  from 
Rochester,  Boston,  and  Washington, 
D.C.  composed  a  large  proportion  of 
the  group. 

Friday  got  underway  at  8:00  a.m., 
with  regional  breakfast  meetings. 
Several  regions  announced  plans  for 


conferences  in  1979  (see  “NIRA 
Calendar").  All  of  them  elected  new 
Directors  to  serve  on  the  1979-80 
NIRA  Board  of  Directors. 

Delegates'  spouses  departed 
shortly  after  the  regional  breakfasts 
began  for  a  rare  tour  of  the  Corning 
Glass  Works  in  nearby  Corning, 
New  York.  The  Corning  site  includes 
the  world-famous  Steuben  Glass 
center  and  museum.  Many  delegates 
envied  the  spouses'  opportunity  to 
tour  Corning,  and  some  reserved 
time  at  the  end  of  the  Conference  for 
a  tour  of  their  own.  The  Spouses' 
Program  was  directed  by  Patricia 
Edgerton,  Patricia  Compton  and 
Jeannine  DeCarlo. 

The  regional  breakfast  meetings 
were  the  first  opportunity  many 
novice  delegates  had  to  see  the 
NIRA  organization  in  action.  Im¬ 
mediately  following  that  introduc¬ 
tion,  they  attended  another  meeting 
held  especially  for  them.  In  a  session 
entitled,  “What  NIRA  Can  Mean  to 
You/'  NIRA  Executive  Director  Pat¬ 
rick  Stinson  teamed  with  Stephen 
Waltz,  CIRA,  then  Vice  President  of 
Tournaments  and  Services,  and  Ken 
Wattenberger,  CIRA,  then  Vice  Pres¬ 
ident  of  Membership,  to  provide  an 
outline  of  the  Association's  benefits 
and  answer  newcomers'  questions. 


Friday  afternoon  began  with 
another  hour  on  physical  fitness 
from  W.  Brent  Arnold,  CIRA  ,  a  past 
President  of  the  American  Associa¬ 
tion  of  Fitness  Directors  in  Business 
and  Industry  (AAFDBI).  Arnold  ad¬ 
vocated  fitness  programs  as  a  sound 
business  practice  in  his  session, 
“Physical  Fitness  is  Good  Business." 
At  the  same  time,  NIRA  Past  Presi¬ 
dent  John  Leslie,  CIRA  (3M)  parti¬ 
cipated  in  a  panel  discussion  of 
student  interns  as  professional  staff 
assistants.  Dr.  Donald  Bridgeman  of 
the  Springfield  College  Recreation 
Department  and  Dee  Craig,  Ph.D.  of 
the  State  University  of  New  York  at 
Brockport  also  participated.  During 
the  same  hour,  NIRA  Consultant 
Melvin  C.  Byers,  CIRA  offered  his 
well-known  basic  lesson  on  promo¬ 
tion  and  publicity  for  employee  pro¬ 
grams. 

The  remainder  of  Friday  afternoon 
offered  three  more  concurrent  ses¬ 
sions.  Larry  Domokos,  Manager  of 
Management  Training  for  Xerox 
Corp.,  gave  a  full  hour  of  expert  ad¬ 
vice  on  how  to  make  a  presentation 
to  management.  He  covered 
method,  material  and  delivery  in  an 
outline  of  practical  steps  to  com¬ 
municating  with  any  audience.  At 
the  same  time,  the  Hon.  Don  Came¬ 
ron,  Minister  of  Culture,  Recreation 
and  Fitness  for  the  Province  of  Nova 
Scotia,  described  government's 
strong  encouragement  of  employee 
recreation  and  welfare  in  Canada. 
Still  another  session  completed  the 
Friday  afternoon  program.  Delegates 
learned  how  survey  results  from  re¬ 
cent  NIRA  polls  can  help  predict  the 
future  of  the  organization  and  pro¬ 
fession.  Bound  copies  of  two  reports 
cited  in  the  session,  totalling  more 
than  100  pages,  are  available  for 
$7.00  from  NIRA  headquarters.  The 
session  was  lead  by  William  B.  De- 
Carlo,  CIRA  (Xerox  Corp.),  Chair¬ 
man  of  the  National  Industrial  Rec¬ 
reation  Research  and  Education 
Foundation  (NIRREF),  and  included 
Melvin  C.  Byers,  CIRA  and  several 
faculty  members  from  the  State  Uni¬ 
versity  of  New  York  at  Brockport. 

Friday  afternoon  brought  the 
grand  opening  of  the  exhibit  hall. 
Sessions  were  open,  casual  events 
during  which  each  exhibitor  had 
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the  opportunity  to  meet  each  dele¬ 
gate  personally. 

On  Saturday  morning,  May  19 
one  of  the  finest  employee  recrea¬ 
tion  facilities  in  the  U.S.  was  opened 
to  NIRA  delegates.  They  toured  the 
award-winning  Kodak  Park  Ac¬ 
tivities  Association  (KPAA)  head¬ 
quarters  in  Rochester,  as  guests  of 
the  Eastman  Kodak  Company.  They 
were  welcomed  by  Neil  Murphy, 
Group  Vice  President  and  General 
Manager,  International  Photo¬ 
graphic  Division.  Murphy  recalled 
his  trip  to  Orlando,  Florida  for  the 
1976  NIRA  Conference  and  Exhibit 
and  told  delegates  that  he  expected 
to  see  many  of  them  at  the  1 980 
meeting  in  San  Diego.  He  also  told 
the  group  how  he  had  learned  the 
importance  of  employee  activities 
first-hand  as  a  newcomer  to  Kodak 
and  the  Rochester  community. 

"I  got  involved  with  the  employee 
program  through  its  basketball  teams 
in  1955,  when  I  came  to  Kodak.  It 
helped  me  feei  part  of  this  company 
and  this  community,"  recalled  Mur¬ 
phy.  "That  was  very  important  to 
me."  Now,  as  a  Kodak  executive, 
Murphy  supports  the  KPAA 
wholeheartedly. 

"It  helps  employees  and  man¬ 
agement  know  each  other  .  .  he 


explained.  "The  frank  and  open  dis¬ 
cussion  that  can  ensue  can  create 
the  kind  of  atmosphere  we  want." 

Murphy  challenged  NIRA  mem¬ 
bers  to  follow  their  purpose,  as  de¬ 
fined  in  the  NIRA  by-laws: 

.  .  to  further  the  development  of 
employee  recreation  as  a  benefit  to 
the  community,  to  industrial  and 
commercial  companies  and  gov¬ 
ernmental  organizations  and  to  em¬ 
ployees;  and  as  a  means  of  improv¬ 
ing  relations  between  management 
and  employees  and  between  em¬ 
ployees  themselves." 

Murphy  left  delegates  with  three 
basic  guidelines  for  improved  recre¬ 
ation  programs.  First,  he  said,  keep 
your  program  fresh  and  contempor¬ 
ary.  "Make  certain  you  review  every 
program  every  year,"  he  said.  "Ask 
yourself,  if  I  didn't  have  it,  would  I 
start  it?" 

Secondly,  said  Murphy,  make  per¬ 
sonal  fitness  part  of  your  life  and  part 
of  the  employee  program.  It  will 
bring  benefits  to  the  individual  em¬ 
ployees  and,  hence,  to  the  entire 
business. 

Thirdly,  he  said,  "Work  hard  on 
your  salesmanship."  The  ability  to 
sell,  Murphy  told  delegates,  is  vital 
to  the  success  of  an  employee  recre¬ 
ation  program. 


Delegates  then  saw  the  KPAA 
facility,  first  in  a  slide  presentation, 
then  by  a  walking  tour  that  included 
auditoriums,  a  bowling  center,  craft 
and  fitness  rooms  and  more.  Busses 
then  wended  through  Rochester, 
past  several  KPAA  field  facilities,  to 
the  Xerox  Corporation  site  at  nearby 
Webster,  New  York. 

Presentation  of  the  1979  NIRA 
Employer  of  the  Year  Award  high¬ 
lighted  the  Management  Luncheon  at 
Xerox- Webster,  on  Saturday.  Amory 
Houghton,  Jr.,  Chairman  of  the 
Board  of  Corning  Glass  Works,  was 
this  year's  recipient.  Because  he  had 
been  called  out  of  the  country  on 
business  during  the  Conference 
week,  Houghton's  award  was  ac¬ 
cepted  by  William  Armistead,  Ph.D., 
Vice  Chairman  of  the  Corning  Board. 

Honors  also  went  to  NIRA  mem¬ 
bers  for  exceptional  programs,  ac¬ 
tivities  and  individual  contributions 
to  the  Association.  Twelve  newly- 
approved  applicants  were  officially 
inducted  into  the  ranks  of  Certified 
Industrial  Recreation  Administrators 
(CIRA's). 

Delegates  stayed  at  Xerox  after  the 
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Region  VII  Director  Bob  McCray  and  his  wife,  Darlene,  took  to  the  dance 
floor  at  the  Presidents'  Ball. 


luncheon  for  a  tour  of  Xerox'  excep¬ 
tional  outdoor  recreation  facilities. 

Donald  Johnson,  M.D.  (Sentry  In¬ 
surance)  welcomed  delegates  back 
from  Xerox  with  the  final  educa¬ 
tional  session  of  the  Saturday 
schedule.  In  his  hour  on  "Sentry's 
Approach  to  Wellness,"  Johnson 
outlined  the  many  ways  in  which 
companies  can  encourage  their  em¬ 
ployees  to  live  healthier,  more  pro¬ 
ductive  and  enjoyable  lives.  Well¬ 
ness,  said  Johnson,  is  more  than  the 
absence  of  illness.  It  means  several 
levels  of  health.  He  encouraged 
other  companies  to  follow  Sentry's 
example  with  a  broad  range  of 
health  education  and  assistance 
programs. 

Saturday  concluded  with  a  convi¬ 
vial  open  house  for  delegates  and 
exhibitors  in  the  exhibit  hall. 

Sunday,  May  20  began  on  the  run 
for  nearly  thirty  delegates.  Under  the 
direction  of  Program  Chairman 
Steve  Edgerton,  CIRA  (Xerox),  run¬ 
ners  chose  between  two  downtown 
Rochester  routes  for  the  8:00  a.m. 
"Fun  Run."  Those  who  completed 
their  races  in  times  most  closely 
matching  their  pre-race  estimates 
were  declared  the  winners. 

Those  who  had  slept  through  the 
early  morning  exercises  joined  the 
runners  for  a  general  educational 
session  about  the  Xerox  Health 
Management  Program.  Speaker 
James  Post,  Manager  of  Executive 
Fitness  for  Xerox,  described  the 
company's  newly  released  total  pro¬ 
gram  for  fitness. 

Immediately  following  Post's  ses¬ 
sion,  delegates  met  once  again  with 
exhibitors  in  the  exhibit  hall  for  a 
deli-style  lunch  and  more  program 
planning  discussions. 

The  Association's  Annual  Meet¬ 
ing,  early  Sunday  afternoon,  drew  a 
full  house  of  delegates.  The  Annual 
Meeting  is  the  only  opportunity  each 
year  for  NIRA  members  to  meet  as  a 
group.  The  gathering  features  brief 
reports  from  all  NIRA  Vice  Presi¬ 
dents  and  elections  for  Executive 
Committee  positions. 

Members  last  May  elected  A.C. 
"Al"  Ward,  ORA  of  Owens-Corning 
Fiberglas  Corp.  as  President-Elect. 
He  will  occupy  that  position  on  the 
NIRA  Executive  Committee  during 
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the  1979-80  administration  of 
President  Kirt  T.  Compton,  CIRA 
(Eastman  Kodak  Company)  and  will 
assume  the  office  of  NIRA  President 
in  May  1980. 

"This  office  (President)  offers  the 
best  opportunity  to  help  direct  the 
future  of  the  Association/'  said  the 
President-Elect.  "We  are  approach¬ 
ing  a  fork  in  the  road.  One  way  leads 
to  growth  and  success.  The  other 
leads  to  stagnation  and  disolution. 
We  are  falling  short  of  our  potential. 
We  can  and  should  become  more 
businesslike." 

Elections  continued  with  the  un¬ 
opposed  election  of  Louis  Mertens, 
CIRA  (Foreign  Affairs  Recreation  As¬ 
sociation)  as  the  first  Vice  President 
of  Fitness  and  Health.  Mertens' 
promise  of  closer  ties  to  other  fitness 
and  health  agencies  as  well  as  his 
hopes  for  the  future  of  the  area  he 
now  oversees  appeared  in  the  July 
1979  RM. 

Elizabeth  Burchard,  CIRA  (North¬ 
western  Bell  Telephone  Company) 
was  next  to  join  the  NIRA  Execu¬ 
tive  Committee  as  newly  elected 
Vice  President  of  Membership.  She 
accepted  a  Distinguished  Service 
Award  later  in  the  Conference  for 
her  outstanding  contributions  to 
membership  promotion. 

"We  need  to  develop  a  member¬ 
ship  growth  plan,"  Burchard  told  the 
assembly.  She  promised  to  harness 
the  talents  of  her  committee  as  well 
as  the  total  current  membership  in 
that  effort. 

NIRA  Executive  Director  Patrick 
Stinson  addressed  the  entire  mem¬ 
bership  from  the  podium  of  the  An¬ 
nual  Meeting. 

"There  are  several  things  we  must 
do  together  for  the  growth  and 
promotion  of  the  Association,"  said 
Stinson.  "First,  externally,  we  have  a 
story  to  tell.  Whenever  we  can  tell 
someone  about  industrial  recreation 
and  what  it  can  do  for  a  company, 
we  always  get  a  high  degree  of  inter¬ 
est.  We  must  zero  in  on  public  rela¬ 
tions  so  that  our  story  gets  to  more 
people.  Secondly,  internally,  it  is 
very  important  that  you  make  man¬ 
agement  aware  that  what  you  are 
doing  is  of  benefit  to  your  company. 
Thirdly,  I  ask  you  to  help  build  our 
membership  by  bringing  one  new 


member  with  you  to  the  1 980  Con¬ 
ference  in  San  Diego.  Fourth,  help 
other  companies  develop  their  rec¬ 
reation  programs  through  your  local 
Industrial  Recreation  Council — or 
start  a  Council  if  your  area  doesn't 
have  one.  Finally,  it  is  up  to  the 
Chicago  staff  to  take  your  enthusi¬ 
asm  and  ideas  back  to  Chicago  and 
put  them  to  work  for  the  Associa¬ 
tion." 

Roy  Ahrensberg  (San  Diego  Gas 
and  Electric  Company),  President  of 
the  San  Diego  IRC,  issued  an  en¬ 
thusiastic  invitation  for  all  delegates 
to  come  back  for  more  Conference 
and  Exhibit  experience  next  May  at 
the  39th  Annual  NIRA  Conference 
and  Exhibit  in  San  Diego. 

Controversy  and  heated  debate 
erupted  toward  the  end  of  the  An¬ 
nual  Meeting  when  NIRA  Consultant 
Melvin  C.  Byers,  CIRA  delivered  a 
special  report  from  the  Board's  Per¬ 


sonnel  Committee.  Byers  explained 
to  the  meeting  that  NIRA  voters 
would  be  asked  to  choose  between 
NIRA's  present  name  and  a  new 
name,  "Employee  Services  Man¬ 
agement  Association  (ESMA)."  The 
choice  would  be  made  by  postal  ref¬ 
erendum,  following  a  period  of  writ¬ 
ten  public  debate,  beginning  in  the 
September  issue  of  RM.  Opinions  for 
and  against  the  name  choices  as 
well  as  the  method  of  proposing  the 
change  itself  occupied  many  of  the 
last  few  minutes  of  the  Meeting. 

1978-79  NIRA  President  Richard 
Brown,  CIRA  (Texas  Instruments)  of¬ 
fered  a  brief  word  of  thanks  for  the 
opportunity  to  serve  the  Association 
in  the  past  year.  Incoming  President 
Kirt  T.  Compton,  CIRA  followed 
him,  saying,  "I  can't  do  it  alone  in 


continued 
on  following  page 


Despite  its  name,  the  National  Industrial  Recreation  Association  is  Inter¬ 
national.  These  Canadian  and  Mexican  delegates  assembled  after  the  Man¬ 
agement  Luncheon.  Nine  delegates  traveled  from  the  Monterrey  area  of 
Mexico  to  attend  the  Rochester,  New  York  meeting. 


Delegates  toured  the  facilities  of  the  Kodak  Park  Activities  Association. 
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the  coming  year.  Let  us  all  be  friends 
and  work  together  to  serve  NIRA." 

Monday  morning  began  with  a 
continental  breakfast  for  everyone  in 
the  exhibit  hall.  At  the  same  time, 
members  of  the  certification  pro¬ 
gram  held  their  annual  meeting.  The 
CIRA's  and  CIRL's  elected  John  G. 
Tutko,  CIRA  (Headquarters,  U.S.  Air 
Force)  to  another  one-year  term  as 
the  program's  Director.  They  also 
elected  Past  President  Roy  McClure, 
CIRA  (Lockheed  Georgia)  to  a  four- 
year  term  on  the  Board  of  Trustees 
for  the  National  Industrial  Recrea¬ 
tion  Research  and  Education  Found- 
atin  (NIRREF).  Current  NIRREF 
Chairman  William  DeCarlo,  CIRA 
was  returned  for  another  one-year 
term. 

Employee  psychologist  Jules 
Frank,  Ph.D.  informed  and  enter¬ 
tained  the  certified  delegates  for  the 
remainder  of  their  meeting  with  his 
session,  entitled  "Re-creation 
Counseling — The  Professional's 
Viewpoint." 

"Effective,  successsful  manage¬ 
ment  has  a  lot  to  do  with  how  you 
treat  people,"  Frank  told  the  group. 
"People  are  not  divisible,"  he  con¬ 
tinued.  "You  have  to  treat  each  one 
as  a  whole  person."  Each  employee 
said  Frank,  has  a  personality  com¬ 
posed  of  a  Parent  (a  rulemaker  and  a 
nurturing  caretaker),  an  Adult  (the 
intellectual,  reasoning  element)  and 
a  Child  (the  emotinal  person).  Rec¬ 
reation,  said  Frank,  reaches  the  child 
in  us  all,  and  the  child  is  the  source 
of  motivation. 

While  delegates  and  exhibitors 
were  busy  at  the  Americana,  spouses 
toured  Rochester.  They  visited  the 
Susan  B.  Anthony  House,  the  site  of 
the  famous  Rochester  lilac  festival, 
and  the  historic  home  of  photo¬ 
graphic  pioneer  George  Eastman. 

The  final  three  sessions  of  Monday 
morning  competed  for  delegates'  at¬ 
tendance.  A  panel  of  recreation  pro¬ 
fessionals,  including  A.  Jody  Mer- 
riam,  CIRA  of  the  Oakland  Industrial 
Recreation  Association,  discussed 
trends  and  growth  in  women's  pro¬ 
gramming.  Employee  volunteers  in 
community  service  were  the  subject 
of  a  session  headed  by  Kenneth  Al¬ 
len,  Executive  Director  of  the  Na¬ 
tional  Center  for  Voluntary  Action. 


Allen  described  the  many  rewarding 
volunteer  efforts  in  which  employ¬ 
ees  can  become  involved — with 
public  relations  benefits  for  their 
employers.  Mexican  delegates  of¬ 
fered  an  exceptionally  well-received 
session  on  industrial  recreation  and 
its  philosophy  in  Mexico.  The  "em¬ 
ployee  welfare"  approach  noted  in 
that  session  is  also  explored  in  an 
April  1 979  RM  article  by  speaker  En¬ 
rique  Flores  Mora  (Dinamica,  S.A.). 
Enrique  Maldonado  (Accion  Social 
Regiomontana,  A.C.)  also  spoke. 

Executive  Director  Pat  Stinson 
was  master  of  ceremonies  for  the 
Monday  Awards  Luncheon,  a  light¬ 
hearted  gathering  at  which  Confer¬ 
ence  tournament  winners  Collected 
their  trophies  and  exhibitors 
awarded  door  prizes.  Silver  trophies 
were  presented  to  winning  organiza¬ 
tions  in  the  NIRA/National  Rifle  As¬ 
sociation  tournament,  as  well. 

Monday  afternoon's  program  of¬ 
fered  another  session  selection.  R. 
Keith  Fogle,  President  of  the  Ameri¬ 
can  Association  of  Fitness  Directors 
in  Business  and  Industry,  presented  a 
checklist  of  fitness  program  planning 
considerations.  His  remarks  were 
reported  in  the  July  issue  of  RM.  Stu¬ 
dents  were  interested  in  both  of  the 
other  sessions  offered,  "Planning  a 
Career  in  Recreation  Management 


Program  Chairman  Steve  Edgerton, 
CIRA 


and  "What  is  New  in  Recreation 
Services,"  a  roundtable  discussion. 

Late  Monday  afternoon,  Jules 
Frank  adapted  his  CIRA/L  meeting 
topic  to  a  general  session  entitled 
"Re-creation  Counseling — The 
Coming  Profession." 

The  social  highlight  of  the  Confer¬ 
ence  came  Monday  evening  when 
delegates,  exhibitors  and  spouses 
dined  and  danced  at  the  Presidents' 
Ball.  The  traditional  eVent  honored 
1978-79  NIRA  President  Dick 
Brown,  CIRA  and  1979-80  NIRA 
President  Kirt  T.  Compton,  CIRA. 

Delegates  who  were  on  hand  for 
the  Tuesday  morning  educational 
session  heard  Xerox  Corp.  Vice  Pres¬ 
ident  Horace  Becker  tell  recreation 
directors  how  to  talk  to  manage¬ 
ment.  Becker's  remarks,  included  in 
this  issue,  were  called  by  many  a 
"second  key  note." 

At  the  Tuesday  morning  Confer¬ 
ence  wrap-up  session,  new  NIRA 
President  Compton  encouraged  del¬ 
egates  to  establish  the  kind  of 
hometown  support  available  to  the 
Rochester  Conference  planners. 

"We  couldn't  have  done  it  with¬ 
out  the  dedication  and  hard  work  of 
the  NIRA  members  in  Rochester," 
he  said.  "If  you  don't  have  that  kind 
of  relationship  in  your  town,  work 
on  it!" 


President-Elect  A.  C.  "Al"  Ward, 
CIRA 
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THE  NIRA- SWANK 
FILM  PROGRAM 


:rom  Warner  Bros 


USE  MOVIES: 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE! 


Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

The  greatest  selection  of  16mm  color  sound  movies  to  choose  from, 
Quality  prints  guaranteed. 

Early  arrival  of  films  assured. 

Free  professional  publicity  for  every  movie  you  show. 

Exact  return  postage  and  label  enclosed  with  your  film. 

Your  collect  call  accepted  at  all  times. 

Send  for  your  free  color  catalog  or  for  more  information. 


201  South  Jefferson  Avenue 
Saint  Louis,  Missouri  65103 

(314)534-6300 


MOTION  PICTURES,  INC. 

R  Ray  Swank,  President 

ALSO  OFFICES  IN’  NEW  YORK,  BOSTON,  WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 


Past  President  Kenneth  Klinger,  a  Rochester  resi 
dent,  sat  in  on  the  Conference. 
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Know  us 

by  the  companies 

we  keep 
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□ONEIDA 

The  silver  cube.  Our  silversmiths’  mark  of  excellence. 

Monsanto 

CORPORATION 
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of  Recreation 
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CORNING 

CORNING  GLASS  WORKS 


CONTRpL  DATA 
CORPORATION 


XEROX 


Rockwell 

International 


LOCKHEED 


Kodak 


© 


Olin 


Michigan  Bell 


<PHIUIPS> 

(EE | 


^esiot 


GOODYEAR 
3  CATERPILLAR 


The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1 ,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 


HUGHES 


mughi  s  »p»c«*r 


Quaker 


Texas  Instruments 


INCORPORATED 


National  Industrial 
Recreation  Associati  nt 
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GENERAL  DYNAMIC! 


Our  product  is  steel.  Our  strength  is  people 
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DEFENSE  &  SPACE  SYSTEMS  GROUP 
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First  International  Bancshanes,  Inc. 
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RECOVERY 

CORPORRTIOn 


WATER  ♦  POWER 


IFGoodrich  CllCcISOn  GreenBayPacHasins:(^)Inc' 

€*t  Baifelle  Salt  River  Project  R 

Columbus  Division  WATER  POWER  An  American-Standard  company 
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FLUOR 
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Medical 

Center 


Jet  Propulsion  Laboratory 
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Mirers' 
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Chicago,  Illinois  60630 
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1979  Certification  Honor  Roll 


NIRA  recognizes  highly  accomplished  employee  ac¬ 
tivities  administrators  through  the  only  certification  pro¬ 
gram  in  our  field.  Under  the  administration  of  CIRA  Di¬ 
rector  John  G.  Tutko,  CIRA,  the  program  honored  twelve 
newly  qualified  members  at  the  37th  Annual  NIRA  Con¬ 
ference  and  Exhibit,  May  19,  1979.  Their  names  and 
companies  are  listed  here'. 

A  Certified  Industrial  Recreation  Administrator 
(CIRA)  must  have  professional  status  as  a  paid  employee 


recreation  administrator  at  the  time  of  application. 
He/she  must  pass  a  written  examination  established  by 
the  Certification  Committee.  He/she  must  also  have  (1) 
five  years'  experience  as  recreation  administrator  or  su¬ 
pervisor  with  a  minimum  of  one  year  in  employee  recre¬ 
ation  or  (2)  a  baccalaulreate  degree  in  industrial  recrea¬ 
tion  or  a  related  field  and  one  year's  experience  in  em¬ 
ployee  recreation  or  (3)  a  baccalaureate  degree  and 
three  years'  experience  in  employee  recreation. 


Michael  E.  Bass,  CIRA 

Phillips  Petroleum  Company 

Harry  S.  Bougeno,  CIRA 

Los  Angeles  Times 

Eugene  G.  Brooke,  CIRA 

3M  Canada,  Limited 

William  M.  Bruce,  CIRA 

Motorola,  Incorporated 


Carol  Ann  Du  Bose,  CIRA 

Xerox  Corporation 

William  H.  Hill,  CIRA 

Blue  Cross/Blue  Shield 


Bobbie  Love,  CIRA 

TRW,  Incorporated 

Donald  P.  Schneider,  CIRA 

Western-Southern  Life 


Shelley  Jill  Hoover,  CIRA 

Kaiser  Permanente 

Jack  C.  Jarvis,  CIRA 

Kohler  Company 


Florence  E.  Williams,  CIRA 

Kaiser  Aluminum  &  Chemicals  Corporation 

Jerre  W.  Yoder,  CIRA 

General  Dynamics — Ft.  Worth  Division 


New  CIRA's  posed  after  the  Management  Luncheon.  Standing,  left  to  right:  CIRA  Director  John  G.  Tutko,  William 
H.  Hill,  Jerre  W.  Yoder,  Donald  P.  Schneider,  William  M.Bruce.  Seated,  left  to  right:  Michael  E.  Bass,  Florence  E. 
Williams,  Eugene  G.  Brooke.  HU 
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PLAN 

TO  ATTEND 


39th  Annual  NIRA 
Conference  &  Exhibit 


May  15-20,  1980 

Town  and  Country  Hotel 
San  Diego,  California 


1979  NIRA  Award  Winners 


Employee  organizations  large  and  small  carried 
home  awards  from  the  38th  Annual  NIRA  Conference 
and  Exhibit  last  May.  NIRA  Awards,  the  only  honors 
exclusively  for  our  field,  recognize  excellence  in  pro¬ 
gramming,  promotion  and  service.  Winners  gain  interna¬ 
tional  prestige  for  their  organizations  and  corporate-wide 
recognition  for  their  contributions  to  good  employee 
relations  and  high  productivity. 

EMPLOYER  OF  THE  YEAR 

For  outstanding  executive  support  of  employee  recreation, 
fitness  and  services 

Amory  Houghton,  Jr. 

Chairman  of  the  Board 
Corning  Glass  Works 


N IRA/EASTWOOD  AWARDS 

For  excellence  in  overall  employee  programs 
Fewer  than  1 ,000  employees 

Flick-Reedy  Corporation 

Bensenville,  IL 
Arthur  L.  Conrad,  CIRA 

1,000  to  5,000  employees 

Oneida  Silversmiths 

Sherrill,  NY 
Ronald  Jones,  CIRA 

5,000  to  10,000  employees 

Phillips  Petroleum  Company 

Bartlesville,  OK 
Howard  Heuston 


DISTINGUISHED  SERVICE 

For  outstanding  contributions  to 
membership  promotion 

Elizabeth  F.  Burchard,  CIRA 

Northwestern  Bell  Telephone  Company 
Omaha,  NE 


1978-79  NIRA  President  Dick  Brown,  CIRA  presented 
the  Distinguished  Service  Award  to  Elizabeth  Burchard, 


CIRA. 

PROMOTIONAL  AWARDS 

For  outstanding  publicity  materials 

(1)  HANDBOOKS,  BROCHURES,  GUIDEBOOKS, 
DIRECTORIES 

First  Texas  Instruments  Incorporated 

Dallas,  Texas 

"Texins  Activities  and  Facilities  Directory” 
Richard  M.  Brown,  CIRA 

Second  State  Farm  Insurance  Company 

Bloomington,  IL 
"Orientation  Handbook” 

Flores  Hess 

Third  General  Mills,  Incorporated 

Minneapolis,  MN 

"Something  For  Everyone  Sometime” 

Ralph  Ferrara 

(2)  PUBLICITY  FOR  INDIVIDUAL  ACTIVITIES 
First  TRW  Defense  &  Space  Systems  Group 

Redondo  Beach,  CA 
"TRW/Activity  Day” 

Bobbie  Love 

Second  Digital  Equipment  Corporation 

Maynard,  MA 
”1978/79  Ski  Club  Events" 

Mr.  Kolinka 

Third  Quaker  Oats  Company 

Chicago,  IL 

"Annual  Employee  Picnic” 

Paul  Hays 


SPECIAL  RECOGNITION 

For  outstanding  academic  contributions 
to  the  field  of  employee  recreation 

Theodore  Wilson,  Ph.D. 

University  of  Toledo 
Toledo,  OH 
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(3)  MISCELLANEOUS  PUBLICITY  CATEGORY 


Convair  Recreation  Association 

San  Diego,  CA 

"CRA  Slide  Presentation” 

John  Eubank 

Control  Data  Corporation 

Minneapolis,  MN 
"Small  Craft  Harbor" 

Ron  A.  Hurst 

Dominion  Foundries  &  Steel,  Limited 

Hamilton,  Ontario 
"Recreation  Centre  Brochure" 

Murray  Dick 


DeVilbiss  Company 

Toledo,  Ohio 
"DeViews" 

Nancy  Gansmiller 

Flick-Reedy  Corporation 

Bensenville,  IL 

"Corporate  Communications" 
Arthur  L.  Conrad,  CIRA 

Miller  Brewing  Company 

Milwaukee,  Wl, 

"Miller  Times" 

Kitty  Nelson 


Motorola,  Incorporated 

Schaumburg,  IL 
"Recreation  Manual" 

Frank  Havlicek,  CIRA 

Xerox  Corporation 

Leesburg,  VA 

"Student  Fieldwork  Manual" 
W.  Brent  Arnold,  CIRA 


CERTIFICATE  OF  EXCELLENCE 

For  excellence  in  specific  employee  activities 


Cummins  Engine  Company,  Inc. 

Columbus,  IN 
"Golf  Program" 

Monte  L.  Huffman 

Digital  Equipment  Corporation 

Maynard,  MA 
"Digital  Family  Outing" 

Alice  Bucca 

Eastman  Kodak  Company 

Kodak  Park  Athletic  Assn. 
Rochester,  NY 
"Spring  Show" 

Kirt  T.  Compton,  CIRA 

Eli  Lilly  &  Company 

Indianapolis,  IN 
"Drama  Club" 

James  R.  Gossert 


Fluor  Corporation 

Irvine,  CA 

"Over  the  Line  Tournament" 

Daniel  L.  Archibald,  CIRA 

General  Dynamics  Recreation  Assn. 

Ft.  Worth,  Texas 
"Ballroom  Dancing  Activity" 

Donald  Ray  Hancock 

3M  Canada  Incorporated 

London,  Ontario 
"Fitness  Program" 

Eugene  G.  Brooke 


Oneida  Silversmiths 

Sherrill,  NY 

"Employee  Garden  Program" 
Donald  S.  Ackerman 

Storage  Technology  Corporation 

Louisville,  CO 
"Ski  Club" 

Bob  Ariniello 

Texas  Instruments  Incorporated 

Dallas,  Texas 
"Texins  Flying  Club" 

Richard  M.  Brown,  CIRA 


profe/zloncil  /ervice/  directory 


V 

Kotz  C  Schneider 
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IDEAS  CLINIC 


by 

Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QWe  have  requests  every  year  from  employees  for 
help  in  planning  class  or  family  reunions.  I  try  to 
provide  tips  on  planning,  funding  and  organization, 
based  on  experiences  with  the  employee  program.  Can 
you  provide  any  further  advice  that  would  apply  specif¬ 
ically  to  class  and  family  gatherings? 


A  You,  like  most  employee  recreation  directors,  are 
undoubtedly  consulted  as  the  company  recreation 
specialist  for  individual,  as  well  as  group  activities.  Al¬ 
though  you  cannot  get  involved  in  employees'  personal 
plans,  you  can  pass  along  the  basic  guidelines  that  apply 
to  any  large  social  gathering.  In  addition,  you  will  want 
to  keep  in  mind  several  unique  aspects  of  class  and  fam¬ 
ily  reunions. 

As  you  know,  the  first  step  in  organizing  an  event  is 
to  determine  the  amount  of  money  necessary  and  avail¬ 
able  to  finance  it.  The  selection  of  site  or  facilities  is  next, 
of  course.  Your  third  need  is  the  appointment  of  a  capa¬ 
ble  chairperson  and  committee  to  organize  the  event. 

Most  family  picnics  and  reunions  are  simple  to  plan 
since  the  participants  furnish  most  of  their  own  refresh¬ 
ments  and  entertainment.  The  occasion  is  usually  un¬ 
structured  and  sociable,  with  few  planned  activities. 
Stories,  histories  of  the  group,  and  incidents  of  humor 
that  involve  all  participants  are  usually  spontaneous  or 
easy  to  initiate.  Old  photos,  songs,  and  momentos  help 
create  the  proper  atmosphere  for  light-hearted  rem¬ 
iniscing. 

A  family  reunion  can  easily  follow  a  picnic  program 
format  from  this  point.  If  your  members  need  family  en¬ 
tertainment  ideas,  you  might  consider  stocking  a  few 
basic  how-to  reference  books.  A  number  of  adult  and 
children's  game  books  are  available  at  most  libraries. 
NIRA  also  has  picnic  guidebooks  that  would  be  helpful 
in  planning  activities  for  reunions. 

A  family  reunion  is  likely  to  draw  people  from  sev¬ 
eral  generations,  while  participants  in  a  class  reunion 
will  be  the  same  age.  Class  reunions,  even  more  than 
family  gatherings,  are  nostalgicly  inclined.  The  planning 


committee  could  construct  a  program  around  the  time 
when  the  participants  were  in  their  teens  and  early  twen¬ 
ties.  Music  and  events  of  that  time  frame  will  be  greatly 
appreciated. 

Family  reunions  are  best  held  outdoors  while  class 
reunions  are  more  often  held  indoors.  Because  family 
reunions  include  all  ages,  recognition  of  the  oldest, 
youngest,  most  children,  etc.  can  be  incorporated  into 
the  programs.  Class  reunions  can  display  graduation  pic¬ 
tures  in  a  match-the-picture-to-the-guest  contest. 

Because  refreshments  and  chances  to  win  are  impor¬ 
tant  to  the  success  of  any  social  activity,  fees  to  partici¬ 
pants  should  be  high  enough  to  cover  food,  beverages 
and  prizes.  Participants  will  be  willing  to  support  the  ac¬ 
tivity  financially,  if  they  have  confidence  in  the  integrity 
of  its  organizers. 

Participants  will  also  appreciate  the  event  if  it  is  ob¬ 
viously  organized  with  consideration  for  everyone  in¬ 
volved.  At  a  family  reunion,  everyone,  regardless  of  age, 
should  be  made  to  feel  part  of  the  group.  In  a  class  re¬ 
union,  all  former  classmates  should  be  helped  to  feel 
welcome,  without  regard  to  past  glories  or  present  status 
in  the  community.  Of  course,  you  understand  the  impor¬ 
tance  of  personal  attention  and  appreciation  from  your 
experiences  as  an  employee  activities  planner. 

Employee  associations,  too  can  conduct  reunion- 
type  parties  through  their  service  award  programs  or  vet¬ 
eran  employees  clubs.  All  employees  with  25  years  or 
more  of  service  are  often  honored  by  a  special  event 
during  the  year.  We  have  also  noted  picnics  and  parties 
staged  for  all  employees  reaching  their  fifth  or  tenth 
years  of  employment.  Retirees'  picnics  and  banquets  are 
standard  for  many  companies  and  are  often  the  social 
highlights  of  the  year  for  former  employees. 

The  employee  association  should  reserve  one  activ¬ 
ity  each  year  for  its  own  birthday  party.  Past  presidents 
can  be  honored  in  a  celebration  that  includes  cake  and 
other  refreshments  for  all  members.  The  occasion  will 
serve  as  an  effective  membership  promotion  event.  The 
association  can  also  plan  for  larger  10,  25,  30,  or  50- 
year  celebrations  that  offer  a  series  of  special 
company-wide  "Birthday  Days."  rm 
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Get  involved  with  your  community 


Amory  Houghton,  Jr. 

1979  NIRA  Employer  of  the  Year 


by  William  Armistead,  Ph.D. 

for  Amory  Houghton,  Jr. 

Chairman  of  the  Board 

Corning  Glass  Works 

1979  NIRA  Employer  of  the  Year 


William  Armistead  (left)  accepted  Houghton's  award  from 
1978-79  NIRA  President  Richard  Brown,  CIRA. 


It  is  an  honor  to  be  recognized  by 
the  National  Industrial  Recreation 
Association,  of  which  we  have  been 
a  member  for  the  past  30  years. 

I  have  personally  been  aware,  for 
many  years,  of  Mr.  Houghton's  deep 
interest  and  involvement  in  all  phases 
of  recreation.  Your  organization 
has  selected  him  for  this  honor,  I  be¬ 
lieve,  because  of  his  strong  support 
of  a  wide  range  of  recreation  pro¬ 
grams,  and  because  of  his  sensitivity 
to  the  needs  of  Coming's  employees, 
and,  indeed,  all  citizens  of  the 
greater  Corning  area. 

Besides  insisting  on  an  excellent 
corporate  program,  he  also  has  been 
a  behind-the-scenes  "mover"  of 
community-wide  programs,  such  as 
Little  League,  Cinderella  Softball  and 
local  golf  clubs.  Further,  he  sup¬ 
ported,  through  the  Corning  Glass 


Works  Foundation,  the  construction 
of  Olympic-sized  swimming  pools 
in  our  two  high  schools — pools 
which  are  open  to  the  community. 
Just  recently,  the  company  made  a 
donation  to  the  State  of  New  York  of 
a  sizable  recreation  complex  just 
west  of  the  city  of  Coming — land 
that  the  state  is  now  in  the  process  of 
turning  into  a  new  state  park. 

Even  as  I  am  speaking  here  today, 
we  have  a  major  recreation  event 
under  way  at  Corning.  It  is  the  Ladies 
Professional  Golf  Association,  par¬ 
ticipating  in  the  $100,000  Corning 
Classic,  sponsored  by  Corning  Glass 
Works.  Proceeds  from  this  tourna¬ 
ment  will  benefit  seven  hospitals  in 
Corning  and  surrounding  com¬ 
munities. 

Our  corporate  headquarters  are 
located  in  a  small  community  about 
90  miles  south  of  Rochester.  We've 


been  there  for  the  past  100  years. 
We  began  our  recreation  program 
more  than  a  half-century  ago,  in 
1925.  Like  many  of  the  early  indus¬ 
trial  recreation  programs,  ours  was  a 
modest  one;  but  over  the  years 
we've  expanded  and  improved  it. 
And  we've  done  it  with  help  from 
NIRA.  In  fact,  Andy  Zadany  tells  me 
that  a  great  deal  of  our  success  has 
stemmed  from  a  close  association 
with  your  organization. 

I  understand  that  many  of  you  are 
attending  this  meeting  for  the  first 
time.  Let  me,  if  I  may,  give  you  a 
word  of  advice.  Take  advantage  of 
your  presence  here  to  talk  to  as 
many  of  your  fellow  professionals  as 
you  can.  You'll  get  a  lot  of  ideas 
from  them.  These  able  men  and 

continued 
on  following  page 
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Support  America’s  athletes  through: 

U.S.  Olympic  Committee,  PO.  Box  1980-R  Cathedral  Station,  Boston,  MA  02118. 
Without  your  help,  we  can’t  afford  to  win 


Your  contribution  is  tax-deductible, 


women  want  to  share  their  experi¬ 
ences  with  you.  That's  what  we  have 
done  over  the  years,  and  I  can  tell 
you  it's  been  of  tremendous  value  to 
us. 

Coming's  recreation  philosophy  is 
quite  simple.  It  is  to  provide  pro¬ 
grams  and  facilities  to  our  employ¬ 
ees  who  might  otherwise  be  unable 
to  enjoy  them.  Clearly,  an  employee 
who  is  healthy,  alert  and  motivated 
is  more  creative  and  more  produc¬ 
tive.  A  solid  recreation  program 
makes  good  business  sense.  We 
don't  think  there's  any  doubt  about 
that. 

I  think  we're  fortunate  in  Corning 
in  the  way  the  company  programs 
can  interact  with  the  community 
programs.  Our  company  recreation 
center  happens  to  be  located  adja¬ 
cent  to  the  community  YMCA.  We 
planned  it  that  way,  so  that  the  ac¬ 
tivities  would  complement  one 
another. 

The  company  constructed  "dry" 
28 


Employer  of  the  Year  continued 


facilities  such  as  billiards,  table 
tennis,  indoor  and  outdoor  shuf- 
fleboard,  outdoor  tennis  courts, 
craft  rooms,  and  basketball,  vol¬ 
leyball,  badminton  and  horseshoe 
courts.  The  "Y",  on  the  other  hand, 
offers  exercise  rooms,  sauna, 
whirlpool  baths,  indoor  track,  gym¬ 
nasium,  and  racquet  and  handball 
courts.  This  fall,  the  company  will 
offer  a  12-week  physical  fitness 
course  for  employees  under  the  di¬ 
rection  of  the  "Y". 

The  road  is  not  always  easy.  In 
1972,  our  corporate  recreation 
facilities  were  completely  destroyed 
by  the  severe  flooding  that  accom¬ 
panied  Hurricane  Agnes.  But,  by 
using  community  facilities  that  were 
undamaged,  we  continued  our  rec¬ 
reation  program.  Even  then,  Mr. 
Houghton  recognized  that  employ¬ 
ees  struggling  to  rebuild  their  homes 
needed  some  relaxation.  He  person¬ 
ally  ordered  an  assessment  of  all 


available  sites. 

I  mention  this  only  to  make  a 
point.  If  your  company  does  not  yet 
have  its  own  recreation  facilities,  ask 
your  community  to  cooperate  with 
you  in  offering  a  program  for  your 
employees.  In  our  own  case,  we 
used  community  facilities  for  more 
•than  three  years  until  our  new  build¬ 
ing  was  ready  and  we  still  use  com¬ 
munity  facilities  for  some  phases  of 
our  program. 

Corning  is  committed  to  a  strong 
employee  recreation  program.  I 
hope  you  are  too. 

On  behalf  of  Mr.  Houghton,  I 
again  thank  you  for  recognizing  his 
leadership  in  the  field  of  industrial 
recreation.  I  am  pleased  that  I  have 
been  able  to  be  with  you  here  today 
to  accept  this  honor. 


William  Armistead,  Ph.D.  is  Vice 
Chairman  of  the  Board,  Corning 
Glass  Works.  Tin 
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The  President 

of  National  Semiconductor 
supports  employee  recreation 


RECREATION, 
THE  SHARED  EXPERIENCE 
OF  COMMUNICATION 


"National  Semiconductor  is  a  company  that  has 
experienced  a  rapid  growth  in  the  past  five  years.  We 
are  now  the  second  largest  manufacturer  of  integrated 
circuits  and  the  third  largest  semiconductor  firm  in 
the  country. 

"This  is  what  every  company  looks  forward  to, 
but  it  can  be  a  mixed  blessing  when  it  comes  to  the 
personal  aspects  of  working  with  people  you  like  and 
respect.  When  National  was  a  small  company,  I  had 
the  time  and  opportunity  to  interact  with  each  em¬ 
ployee  on  a  personal  basis.  I  knew  each  employee's 
first  name  and  about  each  employee's  family.  And 
that,  frankly,  is  one  of  the  saddest  things  to  me — to 
realize  that  as  a  company  grows,  we  in  senior  man¬ 
agement  spend  more  time  on  administrative  tasks. 

"I  am  committed  to  achieving  the  goal  of  keeping 
open  and  strengthening  the  bond  of  communication 
between  people.  To  me,  part  of  the  bond  lies  in  recre¬ 
ation,  the  shared  experience  of  communication. 

"We've  always  had  social  activities — picnics  and 
parties — at  National  where  we  could  meet  and  have 
fun  with  our  fellow  employees.  But  as  we  grew,  we 
needed  something  more,  something  which  recog¬ 


nizes  and  acknowledges  that  the  quality  of  the  social 
environment  on  the  job  is  as  important  as  the  job  it¬ 
self. 

"And  that's  what  our  recreation  program  is  all 
about',  a  multi-faceted  and  broad  based  recreational 
program,  for  all  our  employees  and  their  families. 

"We  will  continue  to  develop  a  program  that  will 
include  sports  and  physical  fitness  activites,  hobby 
clubs,  travel  and  tours,  and  special  events.  I  believe 
that  these  activities  appeal  to  people  from  different 
departments  within  the  Company  who,  by  this  in¬ 
teraction,  get  acquainted  and  become  friends. 

"I  believe  the  recreation  activities  stimulate  ex¬ 
change  between  all  levels  of  employees  and  add  an 
opportunity  for  company  involvement  without  the 
pressures  of  business.  We  want  National  people  to 
experience  the  fun  and  relaxation  of  after  hours  rec¬ 
reation  programs  and  continually  invite  their  families 
to  join  in  the  fun. 

"A  creative,  dynamic  recreation  program  demon¬ 
strates  to  one  and  all  that  we  are  deeply  interested  in 
the  quality  of  life  of  the  people  at  National  Semicon¬ 
ductor." 


Charles  Sporck 

President 
National  Semiconductor' 
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Say  it  in  numbers 


Learning  how  to  talk  with  management 


from  remarks  by  Horace  Becker 

Vice  President,  Research  and  Development 

Xerox  Corporation 


If  you  want  strong  management  support — and  you 
are  going  to  need  it — you  must  learn  to  change  your  tac¬ 
tics.  Employee  recreation  is  no  longer  beer  and  bowling. 
It  has  shifted  into  an  area  called  “employee  services" 
where  people  talk  about  employee  stores,  travel  assis¬ 
tance,  stop-smoking  clinics  and  a  great  deal  more.  But 
recreation  directors  too  often  present  it  to  management 
as  just  another  fringe  benefit— a  nice  little  extra. 

A  few  years  ago,  you  emerged  from  an  obscure  cor¬ 
ner  of  the  corporation  and  you  sold  the  idea  that  recrea¬ 
tion  is  good  business.  You  have  done  that  successfully. 
But  you  have  not  really  done  it  in  a  quantitative  way. 
You  have  been  riding  on  a  bluff.  You  have  been  saying 
to  people,  “Recreation  is  good  business;  it's  good  for 
morale."  But  you  have  not  really  proved  it. 


*"Employee  recreation:  Why  aren't  more  businesses  in¬ 
volved!1",  Ceorge  Welton,  Ph.D.  and  Larry  Klein,  RM, 
Feb.  79;  pp  22-26.  See  inset,  page  32. 


Let  me  refer  you  to  some  very  interesting  information 
in  the  February  1979  issue  of  Recreation  Management 
Magazine^  I  suggest  you  take  a  look  at  it  again  because  it 
will  give  you  some  idea  of  what  you  are  up  against  as  a 
professional  group. 

For  that  study,  two  researchers  at  California  State 
University  asked  some  business  students  and  some  rec¬ 
reation  students  about  recreation.  Remember,  as  you  re¬ 
view  the  responses,  that  business  people  are  the  ones 
who  make  decisions  in  your  corporation. 

The  students  were  asked  to  respond  to  the  statement, 
“Employee  recreation  centers  help  improve  morale." 
Among  the  recreation  students,  52%  strongly  agreed  and 
38%  agreed.  Among  business  students,  however,  30% 
were  undecided.  They  weren't  sure  whether  that  was  so. 
Twenty  percent  disagreed.  They  said,  in  effect,  "I  don't 
accept  that  statement."  At  least  none  of  them  strongly 
disagreed. 

Look  at  another  statement:  "Employee  recreation 
programs  keep  the  employee  physically  fit."  Sixteen 
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percent  of  the  business  students  disagreed.  Another  36% 
were  undecided.  They  said,  "You  haven't  proved  it  to 
me."  Thank  God  16%  strongly  agreed.  Maybe  they  will 
survive.  Among  recreation  students,  of  course,  38% 
agreed  and  42%  strongly  agreed.  You  stick  together. 
You  are  bringing  up  a  new  breed  of  recreation  students 
who  believe.  But  you  are  obviously  not  convincing  the 
decision  makers. 

Check  the  response  to  another  statement:  "Absen¬ 
teeism  is  reduced  if  a  company  provides  a  wide  range  of 
recreation  programs  for  the  employees."  Of  the  business 
students,  42%  were  undecided.  They  sat  there  and  said, 
"We  don't  believe  you."  Look  at  those  figures.  Listen  to 
what  they  are  telling  you. 

You  and  your  profession  are  at  the  crossroads.  You 
have  come  a  long  way.  But  making  statements  like  "good 
for  morale"  is  out.  That  is  not  going  to  do  it  for  you. 
Saying  "It's  good  for  business"  is  out.  It's  not  going  to 
work  any  longer.  Qualitative  statements  must  go.  You 
are  going  to  have  to  deal  in  a  quantitative  way. 

You  will  have  the  chance  to  advance  your  programs. 
There  is  no  doubt  that  the  work  week  is  shrinking.  In 
major  cities,  people  are  working  a  32V2-hour  week.  The 
opportunity  to  build  the  total  person  is  there,  but  getting 
the  money  to  run  a  program  will  get  tougher.  You  must 
develop  a  new  approach.  You  have  to  learn  to  use  statis¬ 
tics. 

I  am  going  to  let  you  in  on  a  big  secret.  I  am  part  of 
top  management — whatever  that  means.  We  get  a  lot  of 
presentations  and  we  are  very  easily  bluffed.  You  have  to 
learn  to  bluff  like  the  pros.  You  will  have  to  start  being 
quantitative.  You  are  not  going  to  be  able  to  do  it  in 
perfect  fashion,  but  you  cannot  just  get  up  and  say,  "It's 
good  for  morale."  You  have  to  start  throwing  numbers. 
You  have  to  learn  to  talk  about  ROI — Return  on  Invest¬ 
ment.  You  no  longer  can  use  your  own  vocabulary.  You 
have  to  learn  the  lingo.  Suppose  you  say  to  manage¬ 
ment,  "We  need  a  new  recreation  facility."  Some  MBA 
will  say,  "What  is  the  ROI?  We  won't  accept  any  pro¬ 
gram  in  the  company  that  doesn't  have  an  ROI  of  20%. 
Why  are  you  asking  for  a  program  with  an  ROI  of  only 
5  %?" 

"Because,"  you  explain,  "it  supports  other  pro¬ 
grams."  Recreation  supports  other  programs.  You  know  that 
intuitively.  But  if  you  want  anyone  in  management  to 
hear  you,  you  have  to  say  it  in  numbers. 

Let  us  say,  for  example,  that  you  are  talking  about  the 
effect  of  your  program  on  employee  retention.  You  can 
discover  very  easily  what  the  job  retention  schedule  is 
for  the  people  who  are  involved  in  your  program  be¬ 
cause  you  deal  with  them  every  day.  Admittedly,  you 
will  not  have  a  control  group  of  noninvolved  employees 
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whose  retention  rates  you  can  compare  to  the  active 
group's.  I  wouldn't  worry  much  about  that  if  I  were  you. 
Be  positive  about  the  information  you  do  have.  Tell 
management,  "Those  people  who  participate  in  our 
programs  stay  with  the  company  an  average  of  ten 
years."  Nobody  will  ask  you,  "What  about  those  people 
who  don't  participate?"  Simply  tell  them  about  the  ter¬ 
rific  record  of  those  people  who  do  participate.  Point  out 
how  healthy  they  are.  No  one  will  interrupt  the  presenta¬ 
tion  and  say,  "Well,  I  am  very  pleased  with  that  record; 
but  what  is  the  norm?"  No  one  will  ask  you  that  ques¬ 
tion.  It  is  amazing. 

I  am  not  suggesting  that  you  be  dishonest.  Just  do  not 
answer  all  the  possible  questions  unless  someone  is 
smart  enough  to  ask  them.  Chances  are,  no  one  will  ask. 

I  had  an  opportunity  to  work  for  the  last  14  months 
with  a  slight  legal  involvement  that  showed  the  wisdom 
of  this  approach.  Someone  sued  Xerox  for  $1.5  million 
in  an  anti-trust  question.  I  spent  more  than  a  year  with 


You  have  been  riding  on  a  bluff. 
You  have  been  saying  to  people, 
"Recreation  is  good  business; 
it's  good  for  morale." 

But  you  have  not  proved  it. 


lawyers  and  I  learned  a  very  useful  thing — Listen  to  the 
question  and  never  provide  more  information  than  is  re¬ 
quired.  For  example,  suppose  someone  asked  you, 
"Were  you  there  when  the  fight  started  on  Monday?" 
Ordinarily,  you  might  answer,  "No,  but  I  was  there  on 
Tuesday."  WRONG  answer.  Right  answer:  "No."  If 
someone  is  smart  enough  to  ask  you  the  question, 
"Were  you  there  on  Tuesday?",  then  you  answer,  "Yes." 

I  am  talking  about  the  same  game  in  your  case,  sorry 
to  say.  You  mention  only  that  the  retention  for  partici¬ 
pants  in  your  program  is  ten  years.  If  no  one  asks  you  the 
next  question,  keep  right  on  going.  Don't  be  dishonest, 
be  smart. 

Still,  you  will  have  to  collect  data.  Unfortunately, 
very  few  of  you  have  the  staff  or  resources  to  do  this  kind 
of  thing  on  your  own.  Most  of  you  are  shoestring  opera¬ 
tions.  Three  or  four  professionals  and  a  couple  of  clerical 
assistants  is  a  big  operation.  That  is  why  you  need  an 


Continued  on  following  page 
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Say  it  in  numbers ,  continued 


association.  You  can  exchange  information  with  other 
industries  and  even  with  competitors.  You  have  the  op¬ 
portunity  to  talk  with  each  other.  You  really  don't  com¬ 
pete  with  one  another  in  the  sense  that,  say,  your  en¬ 
gineering  departments  may  compete.  You  can  call  the 
people  next  door  and  say,  "What  figures  do  you  have? 
Can  you  help  me  out?" 

You  are  handling  the  most  important  asset  of  a  cor¬ 
poration.  You  don't  work  with  machines,  you  don't  work 
with  products,  you  work  with  people.  When  the  chips 
are  down,  they  are  all  that  really  counts. 

One  time,  I  was  asked  how  long  it  would  take  to 
recover  production  if  our  manufacturing  plant  were 
burned  to  the  ground.  I  asked,  "Can  I  assume  that  all  the 
people  get  out?"  The  answer  was  yes.  I  said,  "Well,  we'd 
get  a  warehouse  here,  a  tent  there  .  .  .  We  have  the  best 
people  in  the  world  .  .  .  Within  six  months,  we  would  be 
pushing  machines  out  the  door  again." 

"But  what  about  all  the  tools  and  drawings?"  some¬ 
one  asked. 

"I'd  have  the  people  from  the  assembly  line  who 
work  with  the  tools,"  I  answered.  "They  could  draw  the 
things  in  their  sleep.  As  a  matter  of  fact,  they  would 
probably  draw  them  a  little  different  and  they  would 
probably  work  a  lot  better." 

You  understand  what  I  am  saying.  You  know  the  im¬ 
portance  of  people.  You  understand  their  needs.  Man¬ 
agement  tries  to  take  people  and  put  them  into  a  finan¬ 
cial  statement.  They  talk  about  people  as  overhead.  Isn't 


that  a  scary  thing?  It  is  up  to  you  to  turn  that  attitude 
around.  And  to  do  that,  you  have  to  play  the  game. 

The  future  of  industrial  recreation  lies  with  those 
business  people  who  understand  assets — and  that  in¬ 
cludes  you.  You  are  the  group  that  understands  the  im¬ 
portance  of  the  human  asset.  You  are  a  very  special 
group.  You  give  of  yourselves  to  help  others  enjoy  them¬ 
selves.  You  deal  with  the  whole  person— not  just  the 
worker,  but  the  whole  person. 

You  know  what  your  programs  do.  They  help  the 
company  do  a  better  job  of  handling  that  asset  called 
people.  You  have  to  stand  up  there  and  say  it  bluntly. 
You  have  to  talk  about  training  costs  and  retention  rates. 
What  does  it  cost  to  have  an  employee  flat  on  his  back, 
unable  to  recover  from  a  heart  attack?  What  does  it  cost 
when  an  employee  doesn't  grow  as  a  total  person?  What 
does  it  cost  when  people  are  bored  with  their  jobs  and 
hate  to  come  to  work?  People  in  top  management  would 
listen  to  someone  who  can  present  some  sensible  an¬ 
swers  to  these  questions.  But  no  one  ever  lines  it  out  for 
them.  There  is  tremendous  opportunity  there  for  you. 

You  are  going  to  have  to  deal  with  business  people 
whether  you  like  it  or  not  and  you  are  going  to  have  to 
learn  their  language.  You  are  capable  of  doing  it  and  I 
am  sure  you  will. 


Originally  a  session,  38th  Annual  NIRA  Conference  and 
Exhibit.  Tapes  of  this  and  other  sessions  are  available 
from  Transcripts  for  Tomorrow.  (See  "Ad  Index".)  TUI 


Sample  Results 

Employee  recreation  centers  help  improve  morale 

STRONGLY  AGREE  AGREE  UNDECIDED  DISAGREE  STRONGLY  DISAGREE 

Business  Students  (N =50) 

8%  42%  30%  20% 

0% 

Recreation  Students  (N  =  50) 

52%  38%  8%  2% 

0% 

*  *  * 


Employee  recreation  programs  help  keep  the  employee  physically  fit 


STRONGLY  AGREE 

AGREE  UNDECIDED 

DISAGREE  STRONGLY  DISAGREE 

Business  Students  (N  =  50) 

16% 

32% 

36% 

16% 

0% 

Recreation  Students  (N =50) 

42% 

38% 

10% 

10% 

0% 

* 

Absentism  is  reduced  if  a  company  provides  a 

*  * 

wide  range  of  recreation  programs  for  the  employee 

STRONGLY  AGREE 

AGREE  UNDECIDED 

DISAGREE  STRONGLY  DISAGREE 

Business  Students  (N  =  50) 

2% 

28% 

42% 

18% 

10% 

Recreation  Students  (N  =  50) 

22% 

48% 

26% 

4% 

0% 

From  "Employee  recreation:  Why  aren't  more  businesses  involved?";  Ceorge  Welton,  Ph.D.  and  Larry  Klein. 


32 


RM,  August,  1979 


by  Stephen  W.  Edgerton,  CIRA 
Xerox  Corporation 
NIRA  Vice  President, 
Tournaments  and  Services 


TOURNAMENT  NEWS 


Improved  NIRA  bridge  tournament  debuts  in  '79 


It  is  time  for  the  National  Industrial  Recreation  As¬ 
sociation  Annual  Duplicate  Bridge  Tournament.  Lou 
Mertens,  CIRA  (Foreign  Affairs  Recreation  Association)  is 
Tournament  Coordinator.  He  can  be  reached  by  phone  at 
(202)  632-1628. 

Lou  sent  complete  Bridge  Tournament  entry  informa¬ 
tion  to  all  eligible  participants,  along  with  tips  on  running 
local  play  successfully,  during  the  first  week  of  August. 
The  deadline  for  company  sponsorship  applications  and 
the  required  $3.00  fees  that  qualify  teams  for  Master  Point 
eligibility,  is  September  16,  1979.  Local  tournament 
games  may  be  played  between  October  15  and 
November  30,  1 979.  All  entry  fees  ($2.50  for  individuals) 
and  tournament  results  must  be  sent  to  Lou  Mertens, 
postmarked  no  later  than  December  15,  1979. 

The  cost  of  conducting  the  local  tournament  is  the 
responsibility  of  the  sponsoring  company. 

Percentage  scores  of  the  top  two  (2)  pairs  in  each  local 
game  will  be  matched  against  winners  in  other  games  to 
determine  the  National  Champions,  runners-up,  and 
third  place  finishers.  Ties,  if  any,  will  be  broken  by  draw¬ 
ing  the  names. 

The  National  Champions,  team  runners-up,  and  third 
place  winners  will  receive  trophies  for  their  permanent 
possession.  National  Champions  will  win  a  week-long 
vacation  in  Cuba.  The  trip  is  being  made  possible  by 
Interplanner,  of  Arlington,  Virginia,  Alex  Lopez,  Presi¬ 
dent.  The  trip  will  include: 

•  Round  trip  air  transportation  from  Montreal  or  Mexico 
City  to  Havana 

•  Seven  nights  first-class  hotel  accommodations 

•  Round  trip  transfers  between  the  airport  and  hotel 

•  Breakfast  and  dinner  daily 

•  City  tour  of  Havana 

•  All  taxes  and  gratuities 

The  American  Contract  Bridge  League  (ACBL)  will 
award  Master  Points  for  this  tournament,  for  each  game, 
and  for  national  overall  ranking,  as  follows: 

1  st  place . 

2nd  place . 

3rd  place  . 


4th  place . 2  points 

5th  place- 10th  place . 1  point 


In  addition,  the  top  East-West  and  top  North-South 
pair  at  each  site  will  receive  Vi  point. 

With  ample  time  to  apply  for  the  tournament  and 
organize  local  play  this  year,  we  expect  to  see  a  dramatic 
increase  in  the  number  of  NIRA  organizations  that  spon¬ 
sor  Bridge  Tournament  play.  I  hope  your  company  is  on 
the  list  of  winners.  Ml 


Nova  Scotia 


Easy  to  get  to 

but  awfully  hard  to  leave. 

Fine  hotels  and  motels  .  .  .  luxurious  resorts  .  .  . 
Maritime  cooking  and  delectable  seafoods  .  .  .  the  sea 
.  .  .  beaches  .  .  .  unique  fishing  villages  .  .  .  rolling 
fields  and  hills  .  .  .  great  fishing  streams  .  .  . 
museums  ...  art  galleries  .  .  .  live  theatre  .  .  . 
shopping  .  .  .  arts  and  crafts  .  .  .  discos  .  .  .  music 
festivals  .  .  .  scenery  you'11  never  forget ...  a 
welcome  you'll  always  remember. 


For  all  the  information  you'll  need,  please  contact 
Earl  Ward,  Convention  Development  &  Sales  Officer, 
Nova  Scotia  Department  of  Tourism,  Box  456, 

B3J  2R5.  902-424-5933 
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This  booklet  helps 
explain  why. 


Everyone  has  a  stake  in  reducing  inflation. 
Unfortunately,  not  everyone  understands  why  it 
occurs.  Or  the  impact  inflation  has  on  our  lives 
and  our  economic  system. 

That's  why  we've  prepared  this  booklet.  It 
explains  inflation  in  simple  terms.  And  suggests 
what  every  American  can  do  to  help  control  it. 

The  coupon  will  bring  you  a  free  copy  of 
"Inflation  in  the  American  Economic  System 
and  your  part  in  it . . . Once  you  read  it ,  we 
hope  you'll  want  to  order  bulk  copies  for 
your  company's  employees,  shareholders, 
plant  communities,  schools,  libraries,  and 
other  groups. 

You  can  be  sure  the  price  will  be  as  non- 
inflationary  as  we  can  possibly  make  it. 


The  American  Economic  System, 

We  should 'all  learn  more  about  it. 


Please  send  me  a  free  copy  of 
your  inflation  booklet. 


Address. 


A  public  service  message  of  this  Magazine 
and  The  Advertising  Council 


BP-4-78 
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NIRA  Board  proposes  changes 
and  provokes  controversy 


The  1978-79  NIRA  Board  of  Di¬ 
rectors  met  May  16,  1979  at  the 
Americana  Hotel  in  Rochester,  New 
York.  The  Association's  leaders 
made  several  decisions,  some  of 
them  controversial. 

In  the  area  of  Finance,  the  Board 
voted  to  institute  a  bi-annual  audit  of 
the  Association.  It  also  directed  the 
NIRA  staff  to  prepare  several  inter¬ 
related  promotional  and  revenue¬ 
generating  plans  to  strengthen 


Merrell  retires 


1977-78  NIRA  President  Fritz  J. 
Merrell,  CIRA  formally  announced 
his  professional  retirement  at  the 
May  16,  1979  meeting  of  the  NIRA 
Board  of  Directors.  Merrell  retires 
this  month  from  Olin  Corp.,  Pisgah 
Forest,  North  Carolina,  where  he 
has  been  Supervisor  of  Recreation 
Activities  since  1 954.  He  pledged  to 
remain  active  in  NIRA. 


NIRA's  financial  position.  Progress 
reports  will  follow  the  Fall  1979 
Board  meeting.  The  Membership 
Committee  of  the  Board  will  work 
closely  with  Finance  to  increase  the 
number  of  organizations  in  NIRA 
and  help  broaden  our  financial  base. 

The  Public  Relations  Committee 
introduced  a  motion,  which  the 
Board  passed,  placing  an  Associa¬ 
tion  name  change  proposal  before 
the  NIRA  voters  in  a  1980  postal  ref¬ 
erendum.  Details  of  the  controver¬ 
sial  proposal  appear  separately  on 
page  7. 

In  the  Tournaments  and  Services 
area,  the  Board  accepted  an  im¬ 
proved  format  for  the  1980  NIRA 
Postal  Bowling  Tournament.  Details 
of  that  change  appeared  in  the 
"Tournament  News"  department  of 
the  July  RM.  The  committee  also  dis¬ 
tributed  drafts  of  a  new  Tournaments 
and  Services  Manual,  to  be  released 
soon. 

Regional  Management  moved 
ahead  during  the  meeting  with  two 
important  Board  directives.  First, 
NIRA  Consultant  Melvin  C.  Byers, 
CIRA  was  commissioned  to  develop 
a  manual  to  assist  members  in  form¬ 
ing  new  Industrial  Recreation  Coun¬ 


cils  (IRC's).  Secondly,  the  Directors 
formally  accepted  responsibility  for 
developing  regional  executive 
committees  where  none  exist  and  in¬ 
itiating  plans  for  formal  regional 
leadership. 

In  Research  and  Education,  the 
big  news  was  the  long-awaited  re¬ 
lease  of  a  new  college  textbook,  An 
Introduction  to  Industrial  Recrea¬ 
tion:  Employee  Services  and  Ac¬ 
tivities.  The  textbook  is  sponsored  by 
the  National  Industrial  Recreation 
Research  and  Education  Foundation 
(NIRREF).  A  feature  on  its  release 
begins  on  page  8. 

Site  Selection  work  culminated  at 
the  Board  meeting  with  the  en¬ 
dorsement  of  the  Holiday  Inn-Mart 
in  Chicago  as  the  site  of  the  1981 
NIRA  Conference  and  Exhibit.  The 
1982  event  will  be  held  in  Orlando, 
Florida.  The  Board  directed  the  staff 
to  begin  investigation  of  Conference 
sites  for  1 983  in  Toronto,  Minneapo¬ 
lis  and  Detroit. 

At  the  meeting's  close,  outgoing 
NIRA  President  Richard  M.  Brown, 
CIRA  thanked  the  Board  for  its  ser¬ 
vice  in  the  past  year  and  com¬ 
mended  the  group  for  contributing 
to  the  dignity  of  the  Association. 


Board  members  Lou  Mertens,  CIRA  (left)  and  Ron  Lewis,  CIRA  PHI 


RM,  August,  1979 


35 


NIRA  CALENDAR 


Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are. scheduled 
for  the  third  Thursdays.  Contact  Bill  DeNeau— (313)237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month,  excluding  July  and  August.  Contact  Mary  D.  McKey — (202)  673-7660. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Dave  Baker — (213)  679-4511 ,  ext.  2693. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon— (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Ron  Philips — (212)679- 
3600. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toldeo  Industrial  Recreation  and  Employees  Services  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)475-5475. 

*  >K  * 

Region  I  will  hold  its  first  Conference  September  14-16,  1979  at  the  Sheraton-Box- 
borough,  Boxborough,  MA.  Contact  Alice  Bucca — (617)493-3318. 

Region  III  will  hold  its  third  annual  Conference,  October  10-1 1 ,  1979  at  Fermilab, 
Batavia,  IL.  Contact  Susan  Siwicki,  CIRA — (312)545-7701. 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA— (714) 
871-3232,  ext.  2432. 

39th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  15-20,  1980  at  the  Town 
and  Country  Hotel,  San  Diego,  CA.  To  become  involved  as  a  Conference  planner  or  to 
request  delegates'  and  exhibitors'  information,  contact  the  NIRA  office- — (312)346- 
7575. 
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How  CPR  training 
helps  business. 

CPR  — cardiopul  monary 
resuscitation  training  is  one 
of  the  valuable  assets  an 
employee  can  have. 

If  even  one  employee  has 
this  training,  (which  is  avail¬ 
able  from  Red  Cross),  every 
other  co-worker  benefits. 
Everybody  can  breathe  easier 
knowing  that  in  the  event  of 
a  cardiac  arrest,  help  is 
immediately  available. 

Why  not  set  up  a  goal 
for  your  company. . .  so  many 
employees  with  CPR  training 
per  floor— or  area? 

It’s  easy  to  do.  Call  your 
Red  Cross  Chapter. . .  they’ll 
be  glad  to  help  you  do  it. 

CPR  training  from 
Red  Cross  is  one  way  you  can 
help  your  company  be  ready. 

And  a  way  you  can  help  keep 
Red  Cross  ready,  too. 


Keep  Red  Cross  ready. 


A  Public  Service  of  This  Magazine 
&  The  Advertising  Council 
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NATIONAL  INDUSTRIAL 
RECREATION  ASSOCIATION 

38th  Annual  Conference  and  Exhibit 
Audio-Cassette  Program 

May  17-22,  1979  Rochester,  New  York 

What  went  on??  Listed  below  is  the  Audio-Cassette  Program  of  the  Educational  Sessions  and  Workshops  that  took  place.  If  you 
couldn’t  be  there — here’s  an  opportunity  to  listen  to  the  Conference  at  a  place  and  pace  of  your  choice.  These  Cassettes  will 
make  a  terrific  addition  to  your  Professional  Library:  An  educational  experience  you  can  draw  on  and  share  with  your  colleagues 
and  associates  whenever  the  need  arises.  This  Conference  was  professionally  recorded  by  Transcripts  for  Tomorrow, 
Inc.,  under  the  auspices  of  the  National  Industrial  Recreation  Association. 

TO  ORDER,  CIRCLE  THE  NUMBER(S)  OF  THE  SESSION(S)  DESIRED  BELOW: 


HR  A- 1 

IIRA-2 

IIRA-3 

IIRA-4 

IIRA-5 

IIRA-6 

(IRA-7 

IIRA-8 


IRA-9 

RA-10 

RA-11 

RA-12 


PHYSICAL  FITNESS-STATE  OF  THE  UNION 

Richard  Keelor,  Ph.D.  Director  of  Program  Develop¬ 
ment,  President’s  Council  on  Physical  Fitness  &  Sports 
WHAT  NIRA  CAN  MEAN  TO  YOU 
Patrick  Stinson,  NIRA  Executive  Director,  Stephen 
Waltz,  CIRA  (Cummins  Engine  Co.),  NIRA  Vice  Presi¬ 
dent  of  Tournaments  and  Services;  Kenneth  Watten- 
berger,  CIRA  (Lockheed  California),  NIRA  Vice  Presi¬ 
dent  of  Membership 

PHYSICAL  FITNESS  IS  GOOD  BUSINESS 

W.  Brent  Arnold,  CIRA,  Manager,  Physical  Fitness  & 
Recreation  (Xerox  International  Center  for  Training  and 
Management  Development) 

PROFESSIONAL  STAFF  HELP-THE 
STUDENT  INTERN 

Dr.  Donald  Bridgeman,  Chairman  Recreation  Education 
Department,  Springfield  College;  John  Leslie,  CIRA, 
Manager,  Employee  Recreation  (3M  Company);  Dee 
Craig,  Ph.D.,  Professor,  State  University  at  Brockport 

PROMOTION  &  PUBLICITY  FOR  YOUR 
PROGRAMS 

Melvin  Byers,  CIRA,  NIRA  Consultant 

HOW  TO  MAKE  A  PRESENTATION 

Larry  Domonkos,  Manager,  Management  Training, 
Xerox  Corp. 

INDUSTRIAL  RECREATION  IN  CANADA-ITS 
PHILOSOPHY 

The  Honorable  Don  Cameron,  Minister,  Recreation 
(Province  of  Nova  Scotia) 

PLANNING  AHEAD- A  DISCUSSION  OF  THE 
1978  NIRREF  SURVEY 

William  DeCarlo,  CIRA,  Manager  of  Recreation  Services 
(Xerox  Corp.);  Melvin  Byers,  CIRA,  NIRA  Consultant 
Martin  Rogers,  Ph.D.,  Professor,  State  University  at 
Brockport;  Donald  Rith,  Ph.D.,  Chairman,  Recreation 
Education  Department,  State  University  at  Brockport; 
David  Groves,  Ph.D.,  Associate  Professor,  State  Univer¬ 
sity  at  Brockport 

SENTRY’S  APPROACH  TO  WELLNESS 

Donald  Johnson,  M.D.,  Associate  Medical  Director, 
Sentry  Insurance  Co. 

XEROX  HEALTH  MANAGEMENT  PROGRAM 

James  Post,  Manager,  Executive  Physical  Fitness,  Xerox 
Corp. 

FAMILY  INVOLVEMENT  IN  YOUR 
PROGRAMS 

Gregory  Demko,  CIRA,  U.S.  Department  of  the  Interior; 
Don  O’Connor,  Raytheon  Co. 

RELATING  DRUG  &  ALCOHOL  REHABILI¬ 
TATION  TO  RECREATION  SERVICES 

Andrew  Zadany,  CIRA  (Corning  Glass  Works);  Stanko 
Rodic,  M.D.,  (Xerox  Corp.) 


NIRA- 13 

NIRA- 14 
NIRA- 13 

NIRA-16 


NIRA  17 

NIRA- 18 

NIRA- 19 

NIRA-20 

NIRA-21 

NIRA-22 

NIRA-23 

NIRA-24 

NIRA-25 


PROGRAMMING  FOR  AND  UTILIZINl 
RETIREES  I 

Gene  Daul  (Eastman  Kodak);  Chuck  Bouchard  (Ral 
theon  Co.) 

TRAVEL  PRO GRAMS-C URREN 
INFORMATION 

Exhibitor  Resources 

RE-CREATION  COUNSELING-THE  PRC 
FESSIONAL’S  VIEWPOINT 

Jules  Frank,  Ph.D.,  Vice  President,  Organizatio 
Development,  Flick-Reedy  Corp. 

TRENDS  &  GROWTH  IN  WOMEN’ 
PROGRAMMING 

Shirley  Bowen,  Coordinator,  Physical  Education  f 
Athletics,  East  Irondequoit  School  System;  A.  Jod 
Merriam,  CIRA,  Director,  Oakland  Industrial  Recreatio 
Association;  Patricia  Drum,  Fitness  Coordinator,  Plaz 
Athletic  Club,  Rochester,  NY 
EMPLOYEE  VOLUNTEERISM-BENEFITS  i 
AVAILABILITY 

Kenneth  Allen,  Executive  Director,  National  Center  fc 
Voluntary  Action 

INDUSTRIAL  RECREATION  IN  MEXICO-IT 
PHILOSOPHY 

Enrique  Flores  Mora,  Recreation  Manager,  Dinamic; 
S.A.;  Enrique  Maldonado,  Director  of  Fringe  Benefit 
and  Social  Services,  Accion  Social  Regiomontana,  A.C 

STARTING  FROM  SCRATCH-FITNESf 
PROGRAMS  ON  A  RUNNING  SHOESTRINC 

R.  Keith  Fogle,  President,  American  Association  of  Fi 
ness  Directors  in  Business  &  Industry  (Prudenti; 
Insurance  Co.) 

PLANNING  A  CAREER  IN  RECREATIO] 
MANAGEMENT 

Donald  Bridgeman,  Ph.D.,  Chairman,  Recreatio 
Education  Department,  Springfield  College;  Donald  / 
Fredericks,  Employee  Relations  Manager,  NAMD  Div 
sion,  Xerox  Corp. 

WHAT  IS  NEW  IN  RECREATION  SERVICES 
Alan  Benedeck  (Allstate  Insurance) 

RE-CREATION  COUNSELING-THE  COMINI 
PROFESSION 

Jules  Frank,  Ph.D.,  Vice  President,  Organizatio 
Development,  Flick-Reedy  Corp. 

FUTURE  OF  INDUSTRIAL  RECREATION 

Horace  Becker,  Vice  President,  Research  and  Develof 
ment,  Xerox  Corp. 

COMPLETE  SET  $145.00  ppd. 

12  CASSETTES  $80.00  ppd. 


The  price  of  each  cassette  is  $6.50.  This  includes  all  postage  and  handling. 


)  I  wish  to  order  the  Complete  Set  of  all  Sessions,  which  includes  two  complimentary  Cassette  Storage  Albums  CAT  #NIRA-24  $145  ppd. 
)  I  wish  to  order  any  12  Cassettes  of  my  choice  and  receive  a  handsome  Cassette  Album  for  my  library  CAT  #NIRA-25  $80  ppd. 

)  I  wish  to  order  a  Cassette  Storage  Album  that  holds  12  Cassettes  for  $5.00. 

I  I  wish  to  order  a  Cassette  Storage  Album  that  holds  6  Cassettes  for  $3.50. 


.EASE  PRINT: 

id  to:  _ 


REMIT  TO: 


TRANSCRIPTS  FOR  TOMORROW,  INC I 


201  S.E.  15th  Terrace,  Suite  D,  Deerfield  Beach,  Florida  3344 
Telephone  (305)  421-8020 


dress: _ 

y: _ State: _ Zip 


□  Check  or  Money  Order  □  Bank  Americard/Visa  □  Master  Charge 
(charge  orders  over  $12.00) 


ctice  Limited  To: 
nature: _ 


Account  No:  _ Exp.  Date: 

Purchase  Order  No: _ 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  LINES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


IDORfc 

25.300  tons 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


j 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 
TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras.  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  Ail  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


AND  IN  THE  WINTER  .  .  .  Quality  Cruises 
TO  THE  CARIBBEAN  of  Various  Durations: 

•dorIc  ■*oceanic 


FROM  FLORIDA 


FROM  NEW  YORK 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432;1414  Offices  in  Principal  Cities 


litudvaJlsd,  fioA.  QuaLihj-  ^ravicsl  . . .  diomsL  Jjjxba.  JamvuA.  9 taJLian l  (peAAonnsL 
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SERVICES  &  ACTIVITIES 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 


Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


N IRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda-. 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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What  is  NIRA? 

The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
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The  NIRA  President 
would  like  a  word  with  you 


.  .  .  about  financial  strength 


Kirt  T.  Compton,  CIRA 


Eastman  Kodak  Company 
1979-80  NIRA  President 


We  are  a  non-profit  association; 
but  make  no  mistake  about  it — 
money  is  vital  to  our  future. 

We  are  a  fellowship  of  profession¬ 
als  and  skilled  volunteers,  bound  to¬ 
gether  by  a  common  need  for  ser¬ 
vices  that  will  help  us  perform  bet¬ 
ter.  We  require  revenue  to  answer 
that  need. 

We  are  a  mutual  benefit  organiza¬ 
tion,  dedicated  to  individual  im¬ 
provement  through  the  sharing  of  in¬ 
formation  and  ideas.  We  must  have 
funds  to  expand  and  improve  our 
communications. 

We  are  an  advocate  of  employee 
morale  programs  as  a  means  of 
boosting  productivity.  We  need  fi¬ 
nancial  support  for  our  public  edu¬ 
cation  efforts. 

NtRA  presently  depends  upon 
thre^  major  sources  of  revenue. 
Membership  dues  supply  some  of 
the  Association's  funds.  Income 


from  the  sale  of  advertising  space  in 
Recreation  Management  adds  to  this 
source.  Our  annual  NIRA  Confer¬ 
ence  and  Exhibit,  too,  generates  in¬ 
come,  primarily  from  the  sale  of 
exhibit  booths.  These  sources  pro¬ 
vide  the  income  that  supports  our 
present  services  and  the  headquar¬ 
ters  staff  that  administers  them.  In 
order  to  expand  membership,  im¬ 
prove  services  and  promote  the 
interests  of  our  members,  however, 
we  must  enlarge  our  efforts — and 
that  will  take  more  money.  It  is  im¬ 
perative  that  we  generate  larger,  last¬ 
ing  sources  of  revenue.  The  work 
has  already  begun. 

At  the  first  meeting  of  the  1979- 
80  NIRA  Board  of  Directors  last 
May,  (see  report,  page  26),  your 
Board  directed  the  headquarters  staff 
to  prepare  several  inter-related  plans 
for  the  growth  of  membership  and 
the  generation  of  increased  reve¬ 
nues.  These  plans  will  be  refined  at 
the  fall  meeting  of  the  Board  in 
Chicago. 

As  noted  in  this  space  last  month, 
membership  development  tops  our 
list  of  priorities.  The  increased  reve¬ 
nues  we  generate  from  expanded 
membership  rolls  will  help  support 
continued  development  and  make 
greater  services  possible  for  each 
member. 

We  are  also  moving  ahead  with  a 
new  marketing  program  aimed  at 
suppliers;  i.e..  Associate  members, 
RM  advertisers  and  exhibitors.  Vice 
President  of  Finance  'Jerre  Yoder, 
CIRA  is  assisting  the  program  with 
his  development  of  a  survey  de¬ 
signed  to  determine  our  members' 
consumption  of  name-brand  sports 
equipment.  Information  gleaned 
from  this  survey  will  help  our  Direc¬ 
tor  of  Marketing,  Mike  Brown,  CIRA, 
reach  suppliers  who  are  not 


presently  involved  with  NIRA.  Mike, 
meanwhile,  is  refining  an  overall 
marketing  plan  to  meet  new 
suppliers  and  help  them  reach  the 
NIRA  market  in  ways  that  are  most 
beneficial  to  the  Association. 

Your  Board  and  staff  are  working 
to  bolster  NIRA's  financial  strength. 
In  your  own  interests,  I  solicit  your 
help,  as  well. 

Show  your  appreciation  for  those 
suppliers  who  already  support  NIRA 
by  making  a  special  effort  to  learn 
about  their  products  and  services. 
When  you  find  a  valuable  supplier, 
tell  him  about  the  Association. 

Enclosed  with  your  August  edition 
of  “Key  Notes,"  NIRA's  programm¬ 
ing  ideas  newsletter,  was  a  special 
request  from  Mike  Brown,  entitled 
“Send  us  one  supplier."  Mike's  letter 
asked  you  to  tell  him  about  a 
supplier  you  use,  whose  goods  or 
services  would  be  of  benefit  to  other 
NIRA  members.  You  already  ex¬ 
change  such  information  with  recre¬ 
ation  directors  in  your  home  area. 
Now,  we  hope  you  will  do  the  same 
favor  for  your  colleagues  throughout 
the  Association. 

I  have  sent  Mike  the  names  of 
suppliers  from  my  area  who  could 
benefit  from  NIRA  membership.  I 
hope  you  have,  too.  If  not,  please 
call  or  write  Mike  Brown  at  NIRA 
Headquarters  with  your  personal  re¬ 
ferral.  He  will  mention  your  name 
when  contacting  the  supplier  only  if 
you  authorize  him  to  do  so. 

Come  on  and  lend  a  hand.  Each  of 
us  has  the  opportunity  to  become 
personally  involved  in  building  the 
financial  strength  of  our  Association. 
It  is  time  for  us  to  make  that  invest¬ 
ment. 

K^fcT 
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NIRA  by 
name  . . 


OPEN  FORUM 


any  other 


Should  the  National  Industrial  Recreation  Associa¬ 
tion  (NIRA)  be  renamed  the  Employee  Services  Man¬ 
agement  Association  (ESMA)?  When  the  choice  comes 
before  NIRA  voters  in  a  postal  referendum  next  year,  the 
merits  of  those  specific  alternatives,  as  well  as  the  greater 
question  of  a  change,  will  be  well-known  to  RM  readers. 
In  the  next  several  issues  of  Recreation  Management, 
"Open  Forum"  will  present  letters  to  the  editor  on  this 
important  issue.  The  letters  published  this  month  come 
from  past  and  present  members  of  the  NIRA  Board  of 
Directors  who  were  present  at  the  38th  Annual  NIRA 
Conference  and  Exhibit  last  May,  when  the  impending 
referendum  and  this  column  were  announced.  We  en¬ 
courage  all  members  and  interested  friends  of  NIRA  to 
add  their  opinions  to  these.  Responsibility  for  the  selec¬ 
tion  of  letters  is  the  RM  Editor's,  with  the  advice  and  final 
approval  of  the  NIRA  Executive  Director.  Background  in¬ 
formation  on  the  mechanics,  costs  and  implications  of  a 
name  change  is  available  upon  request  from  NIRA 
Headquarters. 

To  assure  that  the  "Open  Forum"  best  serves  the 
interests  of  an  informed  electorate,  we  insist  on  these 
guidelines  for  contributors: 


(1)  Letters  must  be  brief  and  to  the  point.  We  ask 
contributors  to  limit  their  remarks  to  300  words. 

(2)  Letters  must  be  dated  and  signed. 

(3)  Letters  should  be  limited  to  the  subject  of  the 
name  change  proposal.  The  NIRA  office  wel¬ 
comes  inquiries  and  comments  on  other  NIRA 
business,  but  will  restrict  the  "Forum"  space  to 
this  question  until  it  is  settled. 

(4)  Letters  must  be  received  in  the  NIRA  office  by  the 
Friday  of  the  first  full  week  of  the  month,  for  pub¬ 
lication  in  the  following  month's  issue.  For 
example,  letters  for  the  November  issue  must 
reach  NIRA  Headquarters  by  October  5. 

Letters  for  publication  in  "Open  Forum"  should  be 
addressed  to: 

"Open  Forum" 

Recreation  Management  Magazine 

20  North  Wacker  Drive,  Suite  2020 

Chicago,  Illinois  60606 


To  "Open  Forum:" 

As  a  long-time  member  of  NIRA  and  a  former  Presi¬ 
dent  of  this  organization,  I  was  quite  disappointed  at  the 
conduct  of  the  Annual  Meeting  in  May  of  1979,  particu¬ 
larly  on  the  topic  of  a  name  change.  Why  do  some  who 
have  chosen  this  profession  of  service  to  others  fail  at  the 
national  level  to  give  our  members  a  chance  for  an  open 
forum  on  an  important  topic ? 

Those  of  us  who  are  faithful  in  attending  the  NIRA 
Conference  and  Exhibit  look  forward  to  the  Annual 


Meeting  as  the  forum  for  understanding  the  business  and 
progress  of  our  association.  It  is  the  opportunity  to  ex¬ 
press  our  views  and  to  ask  questions.  When  a  report  was 
given  on  the  suggested  name  change,  little  time  was 
given  to  address  this  most  important  topic. 

I  recognized  that  NIRA — National  Industrial  Recrea¬ 
tion  Association — does  not  properly  describe  our  or¬ 
ganization  as  it  now  exists;  however,  the  term  "Recrea¬ 
tion"  is  still  a  viable  and  dynamic  term  and  should  be 
retained  in  any  new  name  of  our  organization.  In  making 
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a  name  change,  let  us  select  a  name  that  is  descriptive  of 
our  function  and  not  one  for  which  just  the  acronym 
sounds  nice. 

Two  names  that  I  would  like  to  suggest  are  the  fol¬ 
lowing: 

RESA — Recreation  and  Employee  Services  Associa¬ 
tion 

RESPA — Recreation  and  Employee  Services  Person¬ 
nel  Association 

The  first  of  the  two  names  is  significant  in  that  it  pro¬ 
vides  the  broad  coverage  of  functions  regardless  of 
whether  they  are  performed  by  volunteers  or  paid  per¬ 
sonnel.  My  interpretation  of  the  second  name  is  that  it 


pertains  particularly  to  the  functions  and  staff  employed 
to  perform  the  functions  and  would  not  significantly 
apply  to  volunteers  who  may  have  other  career  or  pro¬ 
fessional  affiliations. 

I  earnestly  hope  that  other  NIRA  members  will  avail 
themselves  of  the  opportunity  to  express  their  wishes  on 
a  name  change  through  the  space  provided  in  Recrea¬ 
tion  Management's  "Open  Forum." 

Sincerely, 

John  H.  Leslie,  ORA 
Manager,  Employee  Recreation 
3M  Company 


To  " Open  Forum:" 

There  is  no  question  that  a  name  change  for  NIRA  is 
not  only  appropriate,  but  timely!  I  feel  this  way  because 
most  of  the  industrial  organizations  making  up  the  NIRA 
membership  are  broader  in  scope  than  recreation  ser¬ 
vices  alone.  It  is  important  to  all  our  members  that  we 
establish  a  name  which  is  conceptually  broader.  Such  a 
name  must  communicate  to  the  people  we  serve  what 
our  basic  functions  are. 

Additionally,  there  are  many  personnel  or  industrial 
relations  organizations  that  do  not  join  NIRA  simply  be¬ 
cause  the  NIRA  name  connotation  doesn't  appropriately 
represent  their  many-faceted  functions. 

What  the  new  name  should  be  is  another  matter  en¬ 
tirely!  The  current  proposal  name  is  certainly  broad 
enough;  however,  utilization  of  the  word  " Manage¬ 
ment in  the  title  connotes  an  organization  that  is  di¬ 
rected,  administered  and  supported  solely  by  our  man¬ 
agement.  While  this  was  not  the  intent  of  the  committee 
recommending  the  new  name,  I  believe  that's  the  way  it 
comes  across.  Placing  " Management "  in  the  title  of  the 
organization  clearly  is  limiting  in  nature  and  accom¬ 
plishes  precisely  what  we  do  not  want  to  do. 


To  "Open  Forum:" 

Our  national  organization  (NIRA),  which  deals  with 
one  of  the  oldest  specialized  areas  of  recreation — 
industrial  recreation — should  not  undergo  a  name 
change  on  the  basis  of  a  voting  referendum  in  May  1 980. 

I  am  not  opposed  to  change  in  the  formal  name  of 
our  organization.  The  National  Industrial  Recreation  As¬ 
sociation  (NIRA)  has  been  the  formal  name  since  1948. 
lust  as  our  Johnson  Wax  recreation  programs  are  chang¬ 
ing  from  time  to  time  to  meet  the  needs  of  our  employ¬ 
ees,  our  objectives  in  our  national  organization  undergo 
changes.  But  does  that  mean  a  change  in  title  will  auto¬ 
matically  mean  better  services  to  its  members? 

I  believe  our  member  delegates  should  be  given  as 
much  information  as  possible  on  the  present  make  up  of 


May  I  respectfully  suggest  that  more  support  for  a 
name  change  could  be  engendered  by  simply  removing 
the  word  " Management ?"  The  new  name  would  then  be 
" Employee  Services  Organization ."  What  might  be  even 
more  appropriate  is  " National  Employee  Services  As¬ 
sociation,  a  non-profit  association  specializing  in  the 
Flealth,  Recreation,  Fitness,  Personnel  and  Welfare 
needs." 

Cordially, 

William  B.  DeCarlo,  CIRA 
Manager,  Recreation  Services 
Xerox  Recreation  Association,  Inc. 

*  *  * 

EDITOR'S  NOTE:  The  postal  referendum  scheduled  for 
next  year  will  not  offer  the  opportunity  to  suggest  new 
name  alternatives.  It  will  ask  members  to  vote  "Yes"  or 
"No"  to  the  proposed  new  name,  ESMA.  If  the  total 
number  of  "Yes"  votes  falls  short  of  two-thirds  of  those 
voting,  N IRA's  present  name  will  stand.  If  members  then 
wish  to  propose  new  names  other  than  ESMA,  they  will 
be  free  to  re-open  the  question  for  further  discussion  and 
another  possible  referendum  at  a  later  date. 


our  member  companies.  Then  at  our  annual  Conference 
in  May  in  California,  a  series  of  sessions  should  be  held 
to  discuss  the  matter  of  a  possible  name  change. 

Other  questions  to  consider  .  .  .  Should  we  develop 
sections  within  our  organization  without  a  name 
change?  Should  we  join  another  national  organization  to 
have  more  numbers  or  power  on  national  recreation  is¬ 
sues?  These  are  just  two  additional  questions  that  could 
be  discussed  at  our  annual  Conference. 

I,  for  one,  think  we  should  not  vote  for  a  name 
change  in  May. 

Dick  Wilsman,  CIRA 
Director  of  Recreation 

Johnson  Wax  Pin 
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NEWS  IN  BRIEF 


NBC  offers  new 
bowling  teaching  film 

The  National  Bowling  Council 
(NBC)  has  added  a  new  instructional 
film  to  its  current  library  dealing 
with  basic  bowling  technique.  The 
film  is  called  “Bowling:  The  Right 
Approach/'  and  stars  professional 
bowlers  Dick  Weber  and  Virginia 
Norton  as  well  as  a  talented  junior 
bowler,  left-hander  Allen  Ehlers  of 
Chicago.  The  film  is  narrated  by 
ABC-TV  sports  commentator  Chris 
Schenkel. 

Produced  for  the  Council  by  Gil¬ 
bert  Altschul  Productions,  the  18- 
minute  full  color  sound  film  details 
basic  bowling  instruction  including 
starting  positions,  the  four-step  ap¬ 
proach,  the  strike  ball,  spot  bowling, 
spare  shooting,  and  converting  some 
of  the  easier  splits.  The  film  employs 


the  latest  film  technique,  utilizing 
stop  action  and  ultra  slow  motion  to 
capture  the  fine  points  of  the  game. 

“Bowling:  The  Right  Approach"  is 
being  made  available  this  fall  for 
loan  to  local  associations,  bowling 
centers,  high  schools  and  colleges 
through  the  American  Bowling 
Council  (ABC)  and  Women's  Inter¬ 
national  Bowling  Council  (WIBC) 
film  libraries.  For  more  information, 
write  to  the  ABC  and  WIBC  film 
libraries,  5301  South  76th  Street, 
Greendale,  Wisconsin  53129: 

Groups  wishing  to  purchase 
copies  may  do  so  through  the  Na¬ 
tional  Bowling  Council.  The  cost  per 
print  is  $125.00.  To  purchase  a 
copy,  write  the  National  Bowling 
Council,  Suite  504,  1919  Pennsyl¬ 
vania  Avenue,  NW,  Washington, 
D.C.  20006. 

The  National  Bowling  Council  is  a 


non-profit  education  and  service  or¬ 
ganization  with  offices  in 
Washington,  D.C. 

Nielsen  sports  ranking: 
racquetball  is  hottest 

Racquetball  is  the  fastest  growing 
participant  sport  in  the  country  ac¬ 
cording  to  a  survey  of  U.S.  house¬ 
holds  conducted  by  A.  C.  Nielsen 
Company.  Participation  in  racquet¬ 
ball  is  up  283%  over  the  three 
year  period  from  1 976  to  1 979  and 
currently  boasts  an  estimated 
10,654,000  individual  participants. 
Other  sports  which  showed  signifi¬ 
cant  growth  over  the  last  three  years 
include  platform  tennis  (although  its 
devotees  are  few  in  number),  snow 
skiing,  sailing,  water  skiing  and  ten¬ 
nis. 

Swimming,  with  105,441,000  par- 


1  Y  M 
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33  new  exciting  styles,  great 
fabrics.  Pro/Fit  jackets,  vests, 
and  caps,  too.  For  your  copy  of 
the  new  36-page  catalog, 
call  or  write 

tfngUuie  International,  Inc., 
311  West  72nd  Street 
Kansas  City,  Missouri  64114 
(816)  363-5212 


Endorsed  Exclusively  by  the 
Professional  Bowlers  Association 


RM,  September,  1979 


ticipants  (nearly  one  out  of  every 
two  Americans),  continues  to  be  the 
nation's  favorite  sporting  activity. 
Rounding  out  the  list  of  the  country's 
ten  favorite  participant  sports  are 
bicycling,  camping,  fishing,  bowl¬ 
ing,  boating,  jogging/running,  ten¬ 
nis,  pool/billiards  and  softball. 

The  survey,  the  third  in  a  series  of 
studies  on  sports  participation  con¬ 
ducted  by  the  worldwide  market  re¬ 


search  firm,  provides  extensive  infor¬ 
mation  on  the  thirty  sports  surveyed 
including  demographic  profiles  of 
the  participants  (“light,"  “medium," 
and  "heavy"  participation),  trends, 
selected  equipment  purchases  and  a 
variety  of  special  tabulations  for 
specific  sports.  The  original 
bench-mark  study  was  conducted  in 
1973  and  consisted  of  23  sports. 
Four  additional  sports  were  included 


in  the  1976  study  and  three  new 
ones  (jogging/running,  roller  skating 
and  soccer)  were  added  this  year. 
The  data  was  gathered  through  tele¬ 
phone  interviews  with  a  randomly 
selected  sample  of  approximately 
3,000  households  within  the  conti¬ 
nental  United  States  reflecting  the 
sporting  activities  of  some  9,000  in- 

dividuals. _ 

continued 


RANKING  OF  POPULARITY  OF  PARTICIPATION  IN  SPORTS  MEASURED 
(1979  vs  1976  vs  1973  Sports  Participation  Surveys) 


Rank 

Sport 

Projected 

Individual 

Participants 

(000) 

%  Change 

In  Projected 
Participants 
1979  vs  1976 

Projected 

Individual 

Participants 

(000) 

%  Change 

In  Projected 
Participants 
1976  vs  1973 

Projected 

Individual 

Participants 

(000) 

1979 

1976 

1973 

1 

Swimming 

105,441 

+2% 

103,503 

-3% 

107,191 

2 

Bicycling 

69,810 

-7% 

75,015 

+  14% 

65,613 

3 

Camping 

60,300 

+4% 

58,102 

+  7% 

54,435 

4 

Fishing 

59,275 

-7% 

63,901 

+4% 

61,263 

5 

Bowling 

43,330 

-2% 

44,434 

+  16% 

38,218 

6 

Boating 

37,920 

+8% 

35,230 

+  8% 

32,629 

7 

Jogging/Running 

35,727 

* 

* 

* 

* 

8 

Tennis 

32,271 

+  10% 

29,201 

+45% 

20,158 

9 

Pool/Billiards 

31,937 

-11% 

35,805 

+  9% 

32,920 

10 

Softball 

28,458 

+4% 

27,268 

+  3% 

26,362 

11 

Table  Tennis 

26,908 

-16% 

32,215 

-4% 

33,501 

12 

Roller  Skating 

25,359 

* 

* 

* 

* 

13 

Basketball 

24,048 

-7% 

25,818 

+  17% 

22,129 

14 

Hunting 

19,711 

-4% 

20,480 

+  2% 

19,997 

15 

Ice  Skating 

18,924 

-26% 

25,772 

+4% 

24,875 

16 

Water  Skiing 

16,922 

+  15% 

14,681 

+  5% 

14,021 

17 

Golf 

15,897 

-4% 

16,568 

-3% 

17,025 

18 

Snow  Skiing 

15,397  + 

+40% 

10,999 

+42% 

7,721 

19 

Baseball 

15,039 

-4% 

15,670 

+3% 

15,216 

20 

Football 

14,300 

-4% 

14,911 

+  5% 

14,247 

21 

Racquetball 

10,654 

+  283% 

2,784 

* 

* 

22 

Motorbiking 

10,511 

+8% 

9,734 

-14% 

11,339 

23 

Sailing 

8,652 

+ 1 9% 

7,271 

+4% 

6,978 

24 

Snowmobiling 

8,628 

-6% 

9,204 

+ 1 9% 

7,753 

25 

Soccer 

6,530 

* 

* 

* 

* 

26 

Handball 

5,578 

+  1% 

5,546 

* 

* 

27 

Archery 

5,529 

+  1% 

5,477 

-6% 

5,847 

28 

Paddle  Tennis 

2,431 

-6% 

2,577 

* 

* 

29 

Ice  Hockey 

1,668 

-38% 

2,669 

-18% 

3,263 

30 

Platform  Tennis 

405 

+  120% 

184 

* 

* 

Total  U 

.S.  Population 

214,958 

+2% 

210,019 

+2% 

205,950 

*Not  measured  in  1973/1976. 

tlncludes  downhill  and  cross-country  skiers.  Source:  A.  C.  Nielsen  Company 
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FORT  LAUDERDALE.  FLORIDA 


WacU  <\u\> 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 


News  in  Brief 

continued 


Cost  of  travel 
makes  vacationers  wary 

The  rising  cost  of  travel  has 
caused  many  U.S.  families  to  cut 
back  on  their  vacation  travel  plans, 
according  to  the  U.S.  Travel  Data 
Center.  Figures  released  in  July  indi¬ 
cate  that  the  Travel  Price  Index  (TPI) 
rose  13.3  percent  from  May  1978  to 
May  1979.  The  seasonably  unad¬ 
justed  Consumer  Price  Index  (CPI) 
rose  only  10.8  percent  during  the 
same  period.  The  TPI  measures  the 
seasonally  unadjusted  cost  of  lodg¬ 
ing,  food,  transportation  and  other 
goods  and  services  purchased  by 
Americans  while  away  from  home  in 
the  U.S.  The  May  figure  is  up  227V2 
percent  over  the  base  year  of  1 967. 

During  the  year  ending  in  May, 
gasoline  led  the  list  of  price  in¬ 
creases,  with  29.1  percent.  Out-of- 
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town  lodging  and  food  followed, 
with  increases  of  15.9  and  1 1 .7  per¬ 
cent,  respectively.  Several  transpor¬ 
tation  services  showed  increases 
significantly  below  the  overall  in¬ 
crease  in  consumer  prices,  however. 
Railroad  fares  rose  6.0  percent.  Inter¬ 
city  bus  fares  and  airplane  fares 
showed  increases  of  only  4.5  and 
1.0  percent,  respectively.  Taxicab 
fares  fell  an  average  of  7.0  percent  in 
the  past  year. 

Travel  costs  that  are  rising  even 
higher  than  the  overall  cost  of  living 
have  prompted  many  U.S.  families 
to  rethink  their  vacation  travel  plans. 
According  to  the  U.S.  Travel  Data 
Center,  only  39.2  percent  of  5,000 
families  recently  surveyed  plan  to 
take  vacation  trips  in  the  second  half 
of  1979.  The  comparable  figure 
stood  at  47.3  percent  a  year  ago. 

Americans  who  do  travel  plan  to 
take  shorter  trips  this  year  and  fewer 
of  them  will  involve  automobile 
travel.  Last  year,  of  those  who 
planned  to  travel,  33.8  percent  in¬ 
tended  to  go  out  of  state.  This  year, 
the  proportion  has  dropped  to  26.3 
percent.  In  1978,  35.1  percent 
planned  to  travel  by  auto,  while  this 
year  only  26.8  percent  plan  to  drive. 

As  the  price  of  gas  rises  and  con¬ 
sumers  become  increasingly  reluc¬ 
tant  to  travel  long  distances  by  car,  a 
number  of  creative  travel  suppliers 
have  attempted  to  lure  vacationers. 

The  Oklahoma  Tourism  and  Rec¬ 
reation  Department  promotes  "Trips 
on  a  Tank  Full,"  a  list  of  sightseeing 
tours  of  200-300  miles,  round 
trip— within  Oklahoma,  of  course. 
In  Florida,  that  state's  Division  of 
Tourism  announced  that  a  network 
of  high-priority  gas  stations  will  re¬ 
ceive  extra  allotments  of  Florida's 
set-aside  fuel,  to  ensure  availability. 
The  stations,  according  to  Gov.  Bob 
Graham,  are  at  60-mile  intervals 
along  major  traffic  arteries  in  the 
tourist-dependent  state.  Television 
ads  touting  Florida's  plentiful  gas 
drew  angry  reactions  from  some 
viewers  when  they  appeared  after  a 
recently  televised  speech  on  energy 
conservation  by  President  Carter. 
Michigan,  too,  is  encouraging  its  res¬ 
idents  to  "Save  gas  .  .  .  vacation 
close  to  home!"  The  West  Michigan 
Tourist  Association  recently  mailed 


50,000  envelopes  carrying  that  mes¬ 
sage. 

The  gasoline  shortage  has  sparked 
increased  business  for  fly-drive  plans 
and  for  regional  airlines,  according 
to  a  recent  Wall  Street  Journal  report. 
In  recent  months,  apparently,  more 
of  those  who  do  choose  to  travel 
considerable  distances  are  opting  to 
fly  to  their  destinations,  then  rent 
cars.  Rent-a-car  agencies  report 
brisk  business,  especially  in  areas 
where  gas  shortage  fears  are 
greatest,  and  regional  airlines  report 
heavier  traffic. 

For  those  who  prefer  to  stay  on  the 
ground,  the  old  fashioned  bicycle 
may  regain  some  of  its  appeal. 
Another  report  in  the  Wall  Street 
Journal  indicated  that  bicycle  sales 
are  way  up  where  gas  availability  is 
a  continuing  worry.  Schwinn  Bicy¬ 
cle  Company  told  dealers  in  May 
that  it  had  already  sold  out  its  entire 
1979  supply  of  bicycles.  The  man¬ 
ufacturer  turns  out  6,700  bikes  a 
day. 


NEWSBRIEFS  .  .  .  NIRA  members 
who  are  interested  in  employee  fit¬ 
ness  programs  will  want  to  attend 
the  Annual  Meeting/Conference  and 
Exhibit  of  the  American  Association 
of  Fitness  Directors  in  Business  and 
Industry,  October  23-26,  1979  at 
the  Four  Seasons  Motor  Inn  in  Col¬ 
orado  Springs,  Colorado.  For  com¬ 
plete  information,  contact  Jim  Post, 
Xerox  Corp.,  Xerox  Square — Third 
Floor,  Rochester,  NY  14644..., 
Members  in  the  industrial  Midwest 
will  want  to  note  the  upcoming 
"Two-day  Briefing  on  Industrial  Fit¬ 
ness,"  October  4-5,  1979  in  Col¬ 
umbus,  Ohio.  The  seminar  is  co¬ 
sponsored  by  the  Division  of  Con¬ 
tinuing  Education  of  Ohio  State  Uni¬ 
versity  and  Battel le  Memorial  Insti¬ 
tute.  Fitness-oriented  educational 
sessions  will  cover  legal  and  medi¬ 
cal  considerations,  model  programs, 
insurance  coverage,  motivation  and 
retention  of  participants,  and  more. 
For  complete  information,  contact 
NIRA  Vice  President  of  Research 
and  Education  Ed  Hilbert,  CIRA  at  I 
Battel  le— Phone  (614)  424-5190  or 
424-4330.  I’m  | 
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The  most  advanced  system 
of  training  for 


8P0  RTS/M  EPICAL  INDUSTRIES 

P.O.Box  1783  DeLand,  Florida  32720  "  Telephone  (904)  228-2884 


The  oil  crisis  is  turning  increasing 
numbers  of  vacations  into  stay-at- 
home  affairs.  At  a  time  when  work¬ 
ers  in  some  states  wonder  whether 
they  will  find  enough  gas  for  the 
daily  commute,  the  day  of  the  long 
trip  in  the  family  station  wagon  or 
camper  is  fading  fast.  For  many  em¬ 
ployees,  group  travel  programs  may 
be  the  only  way  to  see  the  U.S.A.  .  .  . 
or  anywhere  else,  in  the  coming 
years.  Or,  will  the  changing 
economy  make  even  these  programs 
impractical? 
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with  Francis  H.  Goranin 

American  Society 
of  Travel  Agents 

There  is  more  need  than  ever  for 
group  travel,  according  to  Francis  H. 
Goranin,  Vice  President  and  Trea¬ 
surer  of  the  American  Society  of 
Travel  Agents.  RM  talked  with 


Goranin  recently  about  the  future  of 
group  travel. 

RM:  What  changes  do  you  expect  to 
see  in  employee  travel  programs  in 
the  next  few  years? 

Goranin:  There  will  be  a  greater 
need  than  ever  before  for  group 
travel,  especially  to  foreign  destina¬ 
tions.  Even  domestically,  it  will  be 
more  economical  to  travel  in  groups. 
This  could  make  your  programs 
more  valuable  to  people. 
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RM:  Is  this  the  result  of  the  oil 
crisis? 

Goranin:  Yes,  of  Course.  We  really 
don't  know  what  the  Arabs  will  do 
next.  You  have  to  realize  that  an 
airplane,  even  a  small  one,  burns  a 
tremendous  amount  of  fuel  .  .  . 


RM:  But  can't  anyone  buy  a  low- 
cost  seat  on  a  public  charter?  Why 
would  organized  groups  be  any 
more  economical? 

Goranin:  Well,  most  public  charters 
are  for  air  transportation  only.  The 
cost  of  fuel  is  also  reflected  in  higher 
costs  for  airport  transfers,  bus  fares, 
taxis,  and  everything  else.  Groups 
can  take  advantage  of  lower  rates  for 
these  things.  If  you  travel  on  your 
own,  you  have  to  cover  everything 
yourself,  so  naturally  your  trip  will 
cost  more. 

Inflation  makes  hotels  more  ex¬ 
pensive,  too,  along  with  food, 
gratuities  and  everything  else.  With 
a  group  package,  you  can  save  as 
much  as  30  percent. 

There  is  another  advantage  to 
group  travej:  no  matter  where  you 
go,  you  know  that  everything  is 
taken  care  of,  if  it  is  part  of  a  tour 
package.  Also,  of  course,  people 
enjoy  traveling  with  others  they 
know. 


RM:  Which  destinations  offer  the 
greatest  savings  for  groups,  as  com¬ 
pared  with  individuals? 

Goranin:  For  Europe  and  Africa,  it 
will  make  a  big  difference.  Foreign 
destinations  in  the  Pacific  are  really 
out  of  reach  now,  for  almost 
everyone.  Japan,  of  course,  is  terri¬ 
bly  expensive.  China,  which  is  a 
huge  untapped  travel  destination,  is 
open  only  to  groups. 

Domestically,  group  arrange¬ 
ments  are  not  essential,  although 


you  can  still  save  on  group  trips  to 
popular  destinations  inside  the 
country. 

RM:  How  has  the  oil  crisis  affected 
travel?  Will  it  be  harder  for  recrea¬ 
tion  directors  to  "sell"  travel  pro¬ 
grams  to  employees? 

Goranin:  It  is  true  that  fewer  people 
are  traveling  on  the  highways  be¬ 
cause  they  don't  know  if  they  can 
get  gas  everywhere  they  go.  But 
there  are  more  people  than  ever 
traveling  by  air. 

RM:  Who  is  traveling  for  recreation 
these  days? 

Goranin:  There  are  people  traveling 
today  who  you  never  used  to  see  in 
an  airport.  Now  you  see  more 
"barefoot  kids,"  more  senior  citi¬ 
zens  and  whole  families  traveling 
together.  In  fact,  you  see  just  about 
anybody  flying,  which  is  a  big 
change  from  a  few  years  ago. 

RM:  Why  are  more  people — and 
more  kinds  of  people — traveling  to¬ 
day? 

Goranin:  They  don't  consider  travel 
a  luxury  anymore.  It's  nothing  today 
to  go  to  FJawaii  or  Europe  or  South 
America.  It  is  something  people 
think  realistically  about  doing.  The 
one  exception  is  blue  collar  workers. 
They  haven't  taken  up  travel  the  way 
we  thought  they  might. 

RM:  Many  of  our  readers  administer 
programs  for  blue  collar  workers. 
Why  do  you  say  that  this  group  has 
lagged  behind  others  in  travel? 
Goranin:  Oh,  they  travel;  but  they 
haven't  taken  to  it  the  way  other 
groups  have.  Your  average  blue  col¬ 
lar  worker  still  wants  to  take  a  vaca¬ 
tion  trip  in  his  own  car.  If  he  can't  do 
that,  he'll  leave  the  car  in  his  garage 
and  stay  home.  With  more  publicity, 
blue  collar  workers  will  accept 


travel,  too.  It's  becoming  more 
widely  accepted  all  the  time. 

RM:  You  have  indicated  some 
changes  we  can  expect  in  the  nature 
of  the  average  traveler.  What  will 
determine  the  kinds  of  vacation 
travel  that  will  be  popular  with  em¬ 
ployee  groups? 

Goranin:  Well,  for  one  thing,  you 
will  probably  see  more  train  travel. 
In  the  past  (in  the  U.S.),  the  railroads 
have  had  a  bad  reputation — and 
they  deserved  it.  Trains  were  late,  the 
trackbeds  were  in  bad  shape,  the 
service  was  poor.  Lately,  service  has 
improved,  the  tracks  are  better  and 
the  lines  are  putting  on  more  new 
cars.  If  that  trend  continues,  you  will 
be  able  to  sell  more  train  travel. 

I  think  we  may  also  see  a  new 
kind  of  cruise. 

RM:  How  will  cruises  differ  from 
those  available  now? 

Goranin:  There  will  still  be  luxury 
cruises,  but  they  will  get  more  ex¬ 
pensive.  Remember,  cruise  ships 
need  fuel — lots  of  it.  The  cost  of  food 
is  going  up,  labor  is  getting  more  ex¬ 
pensive,  and  so  on.  I  think,  for  these 
reasons,  we  may  see  a  new 
"economy  class"  cruise.  Your  ticket 
will  cover  transportation  and  ac¬ 
commodations.  Your  food  and  enter¬ 
tainment  will  be  extra.  I  can't  say  if 
anyone  is  planning  that  kind  of 
package,  but  I  do  think  it  is  some¬ 
thing  we  may  see  in  the  future. 

RM:  .  .  .  More  people  traveling 
more  economically:  is  that  how  you 
see  the  future  of  travel? 

Goranin:  Yes — at  least  I  hope  so. 
More  people  will  want  to  travel.  But 
we  will  have  to  make  it  as  economi¬ 
cal  as  possible  for  them.  And  that, 
obviously,  means  group  travel,  mi 
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TOURNAMENT  NEWS 


by  Stephen  W.  Edgerton,  CIRA 
Xerox  Corporation 
N IRA  Vice  President, 
Tournaments  and  Services 


Results  have  been  tabulated  and  verified  for  the 
1979  N IRA- Winchester  Trapshooting  Tournament. 
The  second  annual  event  was  co-sponsored  by  Win¬ 
chester  Franchise  Operations.  Regional  competition 
was  held  June  9  and  the  overall  finals  followed  on 
June  10. 

Eligible  regional  winners  received  Winchester 


ammunition  as  prizes.  The  individual  high  scorer  (Re¬ 
gion  I)  took  home  a  Winchester  1300  trap  shotgun. 
National  team  winners  received  five  Winchester  Ml  2 
trap  shotguns  and  five  Winchester  silver  belt  buckles. 
National  team  runners-up  won  five  Winchester  Super 
X  Model  1  trap  shotguns.  The  Individual  High  Overall 
Award  was  a  Winchester  pigeon  grade  trap  shotgun. 


1979  Trapshooting  Results 

Regional  Team  Winners 

Results/Score 

Region  1 

Olin  Corporation 

New  Haven,  Connecticut 

423 

Region  II 

Goodyear  Tire  &  Rubber  Company 

Akron,  Ohio 

426 

Region  III 

Olin  Corporation 

East  Alton,  Illinois 

476 

Region  IV 

Olin  Corporation 

Pisgah  Forest,  North  Carolina 

443 

Region  V 

3M  Company 

St.  Paul,  Minnesota 

464 

Region  VI 

Goodyear  Tire  &  Rubber  Company 

Topeka,  Kansas 

462 

Region  VII 

Kaynar 

Fullerton,  California 

379 

Individual  High  Score  in  Region 

Region  V 

R.  Snow,  Modern  Drop  Forge 

Blue  Island,  Illinois 

99 

Region  III 

F.  Shair,  Sul  lair  Corporation 

Michigan  City,  Indiana 

98 

National  Team  Winner  &  Runner  Up 

1  st  Place 

Olin  Corporation 

East  Alton,  Illinois 

460  X  500 

Runner-Up 

3M  Company 

St.  Paul,  Minnesota 

458  X  500 

Individual  High  Over-All  Award 

Dennis  Taylor,  Olin  Corporation,  Pisgah  Forest,  North  Carolina 

196  X  200 
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Program  assistance 
for  branch  plants 

Motorola's  recreation  manual 
is  a  primer  for  the  non-professional 


with  Frank  Havlicek,  CIRA 


Suppose  your  company  had 
branch  plants  and  offices  in  fifty 
states  and  sixteen  foreign  countries. 
Suppose,  further,  that  you  were  one 
of  only  three  recreation  profession¬ 
als  available  to  help  direct  employee 
programs  at  all  those  sites.  Of 
course,  most  branch  plant  employee 
programs  would  be  handled  by  busy 
personnel  staffers  and  volunteer 
leaders.  Imagine  the  possible  frustra¬ 
tion  and  confusion  of  the  volunteers 
on  the  one  hand  and  the  distant  pro¬ 
fessionals  on  the  other.  You  could 


write  a  book  about  it.  And  that,  for 
all  intents  and  purposes,  is  what 
Motorola's  Frank  Havlicek,  CIRA 
and  his  professional  assistants  at  two 
branch  plants  have  done. 

Havlicek,  with  the  able  assistance 
of  Bill  Bruce,  CIRA  in  Phoenix  and 
former  Motorolan  Barry  Tripp  in  Ft. 
Lauderdale,  has  complied  a  Recrea¬ 
tional  Manual  that  provides  more 
than  240  pages  of  detailed,  practical 


information  on  every  phase  of  em¬ 
ployee  activities  and  services.  The 
loose-leaf  volume,  whose,  first  edi¬ 
tion  won  the  1979  NIRA  Certificate 
of  Excellence,  is  a  lifesaver  for  har¬ 
ried  recreation  administrators  in  the 
field. 

How  do  you  determine  fees  for 
employee  activities?  How  do  you 
design  an  accounting  system?  How 
do  you  publicize  events  and  services 
on  a  shoestring  budget?  How  do  you 
organize  sports  tournaments?  What 
are  the  official  dimensions  for  play¬ 
ing  fields  and  courts?  How  do  you 
cater  a  picnic  for  a  thousand  people? 
How  do  you  organize  a  service 
awards  banquet? 

All  these  general  questions  and 
myriad  related  details  are  covered  in 
the  new  manual.  Each  section  is 
supplemented  with  company  policy 
notations,  planning  checklists,  sam¬ 
ple  forms  and  referrals  to  informa¬ 
tion  sources  outside  the  company. 

"There  are  many  people  out  there 
who  are  doing  it  all  alone,"  said 
Havlicek  recently.  "We  hope  the 
Manual  will  be  a  central  resource 


continued 
on  following  page 
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Motorola  Manual  continued 


Recreational  Managers! 

How  The  Group 
Buying  Power  Of 
Your  Employees 
Slashes  Prices 
Of  Webster’s 
Dictionaries  And 
Encyclopedias 
By  A  High  50% 

Earn  Employee  Goodwill 

Now — because  of  the  group  buying  power  of 
your  employee  group — your  members  each  get 
Webster’s  giant  library  size,  7-pound,  1,420 
page,  158,000  definition,  encyclopedic- 
supplemented  dictionary— regular  $39.95— for 
only  $19.95.  And  the  14  deluxe  hardcover  vol¬ 
umes  of  the  top-rated  UNIVERSAL  NEW 
STANDARD  ENCYCLOPEDIA  which 
weighs  40  pounds,  with  9,654  pages,  6,000,000 
words,  18,000  articles,  12,000  illustrations, 
4,287  in  color.  More  than  9,000  Location  and 
Relief  Maps,  128  Multi-colored  Political  Maps. 
Updated  to  1979 — regular  door-to-door  selling 
price  $400 — now  just  $199.  What’s  more,  you 
members  don’t  risk  a  cent.  Each  is  sold  on  a 
30-day  free  home  examination  basis.  If  returned 
within  that  time  we  refund  full  purchase  price, 
plus  the  return  freight,  plus  the  original  shipping 
charge.  Think  of  the  employee  goodwill  you 
gain  through  giving  them  a  chance  to  get  50% 
off  the  regular  prices!  Here  is  how  the  plan 
works!  We  have  thousands  upon  thousands  of 
local  Home  Mailers  throughout  the  nation,  with 
every  probability  of  one  in  your  local  area. 
These  local  Home  Mailers  will  display  sample 
books,  with  promotional  material  in  your  recrea¬ 
tion  rooms,  personnel  office,  cafeteria  or  any 
other  place  where  they  can  be  seen  and  examined 
unhurriedly.  You  remit  orders  and  the  books  are 
shipped  directly  to  your  members  on  our  free 
30-day  home  examination  with  our  unprece¬ 
dented  money  back  guarantee.  For  the  name, 
address  and  phone  number  of  your  local  Webster 
representative  write  or  call  WEBSTER  PUB¬ 
LISHING  COMPANY  LIMITED,  1644 
Bayview  Avenue,  Toronto,  Ontario,  Canada 
M4G  3C2.  Tel.  1-416-484-6900.  Tear  out  this 
message  as  a  reminder.  Do  it  today. 

*1979  Web.  Pub.  Co.,  Li. 


they  can  consult  for  the  answers  to 
their  questions — and  for  those  points 
they  might  never  have  considered." 

The  Manual  project  took  eighteen 
months  from  concept  to  completion, 
according  to  Havlicek.  Work  began 
with  Havlicek's  topical  outline  cov¬ 
ering  (A)  Management  concerns — 
administration,  organization,  budget¬ 
ing,  policy,  safety  and  insurance — 
and  (B)  Activities  areas — clubs, 
physical  fitness,  sports,  picnics, 
special  events,  social  activities, 
and  service  clubs. 

As  editor,  Havlicek  divided  re¬ 
search  and  writing  responsibilities 
between  Bruce,  Tripp  and  himself. 
Havlicek  assembled  the  manual, 
editing  and  rewriting  contributed 
material  as  necessary.  He  then  sub¬ 
mitted  the  completed  draft  to  a  ser¬ 
vice  management  consulting  firm  for 
indexing  and  finished  page  layout. 
Havlicek  also  asked  several  experi¬ 
enced  NIRA  members  to  review  the 
manuscript  and  offer  their  com¬ 
ments.  The  loose-leaf  design  of  the 
book  will  allow  continuous  updating 
as  Motorola  policies  change  and 
new  contributions  come  from  those 
who  use  the  material  in  various  em¬ 
ployee  programs. 

The  Motorola  Recreation  Manual 
has  been  distributed  free  to  more 
than  200  personnel  managers  at 
Motorola  sites  throughout  the 
United  States.  Branches  in  foreign 
countries  will  receive  the  four- 
pound  book  for  the  cost  of  shipping 
alone.  Havlicek's  introduction  en¬ 
courages  personnel  managers  to 
supply  duplicate  copies  of  appropri¬ 
ate  sections  to  employee  activity 
committees,  along  with  portions 
covering  safety,  insurance  and  other 
special  considerations.  The  Manual, 
thereby,  will  become  a  recreation 
training  resource  not  only  for  per¬ 
sonnel  professionals  but  also  for 
volunteer  leaders  at  each  Motorola 
branch. 

The  areas  covered  in  the  Motorola 
Recreation  Manual  read  like  "Ev¬ 
erything  you  always  wanted  to  know 
.  .  ."  about  the  planning  and  ad¬ 
ministration  of  an  employee  activities 
and  services  program: 


I  Organization  of  recreation  events 

Recreation  and  physical  fitness 
Leadership  of  recreation  events 
Essential  elements  of  successful 
recreation  events 
Recommendations  for  recreation 
administrators 

Organizational  assistance  avail¬ 
able  from  the  corporate  recrea¬ 
tion  office 

II  Budgeting  for  recreation  events 

Funding 

Budget  planning 
Fee  determination 
Accounting 

III  General  administrative  policies 

Special  event  agreement 
Entertainers  agreement 
Permits,  licenses  needed  for  rec¬ 
reation  events 

Publicity  and  promotion  of  recrea¬ 
tion  events 

Recreation  purchasing 
Planning  for  emergencies 
Serving  alcoholic  beverages  at 
recreation  events 
Recreation  event  committees 
Retention  of  records 

IV  Safety,  accidents  and  insurance 

Life,  fire,  personal,  facility,  ex¬ 
terior  and  outdoor  safety  Insur¬ 
ance  coverage 

V  Clubs 

Eligibility  requirements  for  clubs 
Guidelines forforming  a  new  club 
Sample  recreation  club  constitu¬ 
tion  and  by-laws 
Club/sport  officers  list 
Club  responsibilities 
Meeting  procedure  guide 
Monthly  activity  report 
Monthly  activities  summary 

VI  Physical  activity  groups 

Developing  a  sports  activity 

Team  entry  blank 

Team  roster  list/amendments 
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QUALITY 

VACATIONS 
USA  and  CANADA 


MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  I L  60473 
Chicago— 928-4500 
Illinois-800/942-9205 
I  nter-State— 800/323-8383 


Let  us  show  you  what 
personalized  service  really 
means! 

Escorted  air  and  motor- 
coach  tours  for  individual 
NIRA  members  or  exclu¬ 
sive  group  arrangements. 
FREE  tour  brochure.  Net 
wholesale  prices  to  NIRA 
members. 


SLIDE/SOUND  PRESENTATION  AVAILABLE  ON  REQUEST 

♦  ♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 


Types  of  tournaments  and 
schedules 

Diagrams  of  common  field  and 
court  dimensions 
Sources  of  official  rules  for  sports 
activities 

Averages  and  percentages 
Team  standings 

Recognition,  awards  and  trophies 
Physical  fitness 
Off-site  activities 
Equipment  loan  record 

VII  Picnics 

Picnic  types  and  themes 
Picnic  ground  site  selection 
Financing  picnics 
Sample  planning  and  programm¬ 
ing  guide 

Organizing  picnic  committees 
Picnic  committee  chart 
Recognition  of  picnic  committee 
members 

General  picnic  invitation  and 
eligibility  data 

Picnic  invitation  letter  to  retired 
employees 

General  hints  and  comments  on 
picnics 

Transportation  and  parking  at  pic¬ 
nics 

Picnic  food  service 
Letter  to  caterer  providing  picnic 
food  service 
Picnic  entertainment 
Picnic  games 
Picnic  prizes 

Thank  you  letter  to  picnic  partici¬ 
pants 

VIII  Special/Social  activities 

Survey  list  for  special/social  ac¬ 
tivities  v 

Financing  special/social  activities 
Sample  contest  planning  guide  for 
honorary  social  activities 
Sample  contest  planning  guide  for 
honorary  special  activities 
Plant  site  activities 
Off-site  activities 
On/off  site  family  activities 
Special  ticket  sales 
Final  special/socia!  activities  re¬ 
port 


IX  Service  clubs 

Introduction  to  service  club  events 
Financing  service  club  events 
Programming  and  planning  guide 
Organizing  the  service  club  rec¬ 
ognition  banquet 
Banquet  site  selection 
Banquet  cocktail  parties 
Banquet  menu  planning  and 
selection 

Banquet  table  arrangements 


Frank  Havlicek,  CIRA  has  been  cor¬ 
porate  Manager  of  Recreation  at 
Motorola,  Inc.  headquarters  outside 
Chicago  since  1976.  Previously,  he 
was  the  corporation's  Manager  of 
Employee  Information  and,  earlier. 
Manager  of  Program  Development 
for  Education  and  Training  Products. 
His  professional  background  also  in¬ 
cludes  industrial  film  production 
and  a  stint  as  Business  Manager  of 
Athletics  for  the  University  of  Iowa. 
Havlicek  holds  a  B.S.  in  Physical 
Education.  He  was  a  1 975  winner  of 
the  Gold  Quill  Award  of  the  Interna¬ 
tional  Association  of  Business  Com¬ 
municators  and  was  a  member  of  the 
1978  Masters  Swimming  World 
Team.  He  is  a  Junior  Director  on  the 
NIRA  Board,  representing  Region 
III. 

Banquet  entertainment 
Service  club  awards 
General  hints  and  comments  on 
service  club  events 

Frank  Havlicek  invites  questions 
about  the  development,  content  and 
use  of  the  Motorola  Recreation 
Manual.  He  can  be  reached  at 
Motorola,  Inc.,  1303  East  Algonquin 
Road,  Schaumburg,  IL  60196 — 
Phone  (312)  576-5269.  Ml 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 

why  the  Association  has  grown  steadily  in  _ 

value  and  recognition.  And  this  is  why  you 

really  owe  it  to  yourself  to  find  out  what  benefits  NflEiAII 

you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No  ^ 
obligation  —  just  information.  Write:  Director  KGCI*Q0 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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Combatting 
the  winter  blues 

An  industrial  psychologist  explains  why 
winter  may  give  you  a  competitive  edge 


with  Jules  Frank,  Ph.D. 


“It's  cold  and  dark  when  you 
leave  for  work  and  it's  cold  and  dark 
when  you  get  off  at  the  end  of  the 
day,”  complained  a  Chicagoan 
about  his  city's  winters.  "It  feels  like 
you've  spent  all  day  underground.” 

Last  year's  winter  was  the  worst  in 
memory  for  much  of  North  America. 
Flooding  plagued  warmer  regions 
while  the  colder  areas  were  buried 
under  record  snowfalls.  Employee 
attendance  deteriorated,  aggrevated 
by  paralyzed  transportation  systems 
and  the  sheer  effort  of  getting  to  and 
from  work.  Cabin  fever  claimed  vic¬ 
tims  in  urban  centers  and  in  rural 
communities  alike.  With  the  Farm¬ 
er's  Almanac  predicting  an  even 
tougher  season  for  1979-80,  indus¬ 
try  is  bracing  for  another  severe  case 
of  the  winter  blues. 

There  is  little  you  can  do  about  the 
weather  itself,  but  there  are  ways  in 
which  industry  can  minimize  the 
damage  that  winter's  cold  and  dark 
wreak  on  attendence  and  morale, 
according  to  industrial  psychologist 
Jules  Frank,  Ph.D.  Frank  attends  to 
the  human  element  at  Flick-Reedy 
Corp.  in  the  Chicago  suburb  of  Ben- 
senville,  Illinois. 

"People  feel  differently  in  the 
winter  and  it  affects  how  they  handle 
their  jobs,"  said  Frank  recently. 
"You  have  to  look  at  the  problem 
from  two  perspectives.  Management 
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is  concerned  with  how  workers  per¬ 
form.  But  you  have  to  work  with 
employees  as  they  are.  That  means 
seeing  them  as  people,  not  just  as 
workers." 

People  are  insatiably  hungry  for 
the  rewards  of  stimulation  and  social 
contact,  said  Frank.  Winter  tends  to 
isolate  us  from  one  another,  leaving 
us  with  a  vague  but  real  sense  of  de¬ 
privation.  We  may  not  know  exactly 
what  we  need,  but  we  are  "hungry" 
in  several  inter-related  ways. 

The  first  of  these  is  stroke 
hunger — a  need  for  approval,  a 
sense  of  belonging  and  a  feeling  of 
acceptance  among  one's  family  and 
peers.  Symptoms  of  stroke  hunger 
range  from  irritation  to  outright 
anger.  The  symptoms  are  common 
among  adolescents  who  seem  dis¬ 
satisfied  with  things  as  they  are,  yet 
unsure  of  what  they  want.  Stroke 
hunger  can  also  lead  to  destructive 
behavior  such  as  vandalism. 

Management  cannot  be  aware, 
ordinarily,  of  all  possible  sources  of 
stroke  hunger  for  any  one  employee. 
Nor  is  management  responsible  for 
providing  all  the  attention  and  ap¬ 
preciation  a  worker  needs  in  his  life. 
But  management  that  hopes  to  ob¬ 
tain  maximum  consistent  production 
from  its  human  resources,  said 
Frank,  must  be  sensitive  to  employ¬ 
ees'  emotional  needs.  When  social 
contacts  outside  the  workplace  di¬ 
minish,  as  they  are  likely  to  do  in 
winter,  a  recreation  program  that  in¬ 
volves  employees  with  one  another 
can  help  combat  the  real  effects  of 
winter  blues. 

A  second  need  that  may  go  un¬ 
filled  in  winter,  said  Frank,  is stimula¬ 
tion  hunger.  In  experiments  with  ex¬ 
treme  sensory  deprevation,  subjects 
quickly  lose  touch  with  reality.  They 
may  experience  severe  time  distor¬ 
tion  and  haluci nation.  Most  of  us 
never  suffer  cabin  fever  to  that  ex¬ 
treme,  but  the  isolation  of  winter  can 
deprive  us  of  the  variety  and  excite¬ 
ment  we  need. 

Symptoms  of  stimulation  hunger 
run  the  gamut  from  boredom  and 

RM,  September,  1979 


apathy  to  depression.  These 
symptoms  become  more  pro¬ 
nounced  in  winter,  said  Frank,  be¬ 
cause  we  miss  the  color,  motion  and 
activity  of  summer.  In  winter,  people 
tend  to  go  straight  home  after  work 
and  stay  there.  Those  who  do  en¬ 
gage  in  winter  sports  and  other  sea¬ 
sonal  recreation  tend  to  enjoy  their 
winter  pursuits  all  the  more  because 
of  the  stimulating  contrast  they  pro¬ 
vide. 

A  third  hunger — the  need  for 
structure — affects  most  workers  to 
some  extent,  Frank  said.  Most  of  us 
need  a  routine,  whether  in  work  or 
play,  to  fill  our  time  predictably.  In 
winter,  when  there  are  fewer  ac¬ 
tivities  available  to  us,  we  are 
thrown  back  on  our  own  resources. 
Few  of  us  are  so  self-structured  that 
we  handle  time  on  our  hands  well. 
This  is  a  significant  problem  for  re¬ 
tirees,  said  Frank,  whose  work 
routine  has  been  removed  suddenly. 
A  similar  unease  can  afflict  active 
employees  when  easy  recreational 
opportunities  are  restricted.  A  lack  of 
structure,  even  in  our  leisure  time, 
can  leave  us  feeling  confused  and 
anxious.  Anxiety  may  be  manifest  in 
aches,  pains,  insomnia  and  a  long 
list  of  physical  symptoms. 

The  "winter  blues,"  then,  are 
caused  by  the  isolation  that  shorter 
days  and  colder  temperatures  bring. 


They  are  aggrevated  by  the  resultant 
lack  of  attention,  stimulation  and 
accustomed  structure  in  employees' 
lives.  The  dreary  season  can  also 
offer  management  the  opportunity  to 
gain  a  competitive  edge  over  other 
sources  that  satisfy  these  hungers 
during  warmer  days. 

"Let's  face  it,"  said  Frank.  "Man¬ 
agement  is  in  competition  with  the 
rest  of  society  to  meet  people's  basic 
needs.  People  will  get  satisfaction 
where  they  can  find  it  and  some¬ 
times  the  job  loses  out.  This  is  where 
recreation  can  be  a  bridge,  if  man¬ 
agement  will  wisely  provide  oppor¬ 
tunities  for  people  to  meet  their 
human  needs  in  the  workplace." 

In  summer,  continued  Frank,  the 
environment  outside  work  can  be 
distracting  for  employees  because  of 
the  variety  of  easily  accessible 
social/recreational  opportunities  it 
offers.  Winter,  on  the  other  hand,  of¬ 
fers  the  employer  an  opportunity  to 
meet  more  of  employees'  human 
needs  through  athletic,  social  and 
hobby  programs. 

"Look,"  concluded  Frank,  "self- 
interest  makes  the  world  go  around. 
People  will  do  what  they  have  to  do 
to  get  what  they  need.  Management 
may  have  a  better  chance  in  winter 
to  help  answer  those  needs  because 
competition  is  less  pronounced  and 
that  can  only  help  your  program. "Pin 
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A  group  planner's  checklist 
for  successful  ski  trips 


To  assure  your  ski  group  of  the  best  lodgings,  book  early. 

-Photo  courtesy  of  Killington  Ski  Resort. 


Ski  clubs,  recreation  organizations, 
and  other  groups  planning  ski  trips 
this  season  are  advised  to  book 
transportation  and  lodging/meals  as 
early  in  the  fall  as  possible  in  order 
to  get  the  best  rates  for  their  mem¬ 
bers.  Groups  who  contact  ski  areas 
early  will  have  first  choice  in  lodging 
according  to  John  Clifford,  manager 
of  Vacation  Sales  at  Killington  Ski 
Resort,  a  NIRA  Associate  member  in 
central  Vermont.  Clifford  also  su¬ 
pervises  group  Sales  for  Mount  Snow 
Ski  Resort  in  southern  Vermont  and 
Sunday  River  Ski  Area  in  Bethel, 
Maine,  both  of  which  are  under  Kil¬ 
lington  management.  Clifford  re¬ 
cently  offered  this  list  of  tips  for  ski 
trip  planners: 

— The  trip  leader  should  compile  a 
list  of  everyone  on  the  trip,  including 
home  addresses  and  phone  num¬ 
bers.  This  list  should  be  given  to  ski 
area  management  upon  arrival. 

— The  same  list  of  everyone  on  the 
trip  should  be  given  to  someone 
back  home  who  is  designated  as  con¬ 
tact  person  so  that  if  schedules 
change  or  problems  arise  one  person 
can  be  in  charge  of  contacting  the 
families  of  those  involved. 

— Sometime  close  to  the  date  of  de¬ 
parture  for  the  ski  area,  the  trip 
leader  should  review  a  checklist 
with  the  membership.  Reminders 
should  include  packing  prescription 
medications,  and  necessary  items  of 
clothing,  making  sure  everyone  has 
luggage  tags,  room  assignments  and 
schedules.  At  this  time,  too,  the  trip 
leader  should  orient  the  group  to  the 
ski  area. 

— A  member  of  the  group  should  be 
designated  as  photographer,  to  pre¬ 
serve  memories  of  the  trip. 


— An  hour  or  so  before  arrival  at  the 
ski  lodge,  the  trip  leader  should  call 
the  lodge  to  let  the  management 
know  when  to  expect  the  group. 

— Any  social  activities  which  are 
above  and  beyond  what  the  lodge  or 
ski  area  normally  plans  for  its  guests 
should  be  scheduled  well  in  ad¬ 
vance. 

— To  help  members  of  a  group  to 
identify  one  another  on  the  ski  slope 
or  in  and  around  base  lodges,  some 
kind  of  identification  tag  can  be  pro¬ 
vided  for  all  participants. 

— If  more  than  one  bus  is  involved 
in  the  trip,  the  leader  should  assign 
members  of  the  group  to  specific 
buses  and  maintain  a  checklist  of 
those  on  each  bus. 

— Once  at  the  ski  area,  each 
member  of  the  group  should  be 


given  a  schedule  that  outlines 
specific  transportation  arrangements 
and  special  functions  such  as  lessons 
or  social  activities. 

— Buses  should  have  an  adequate 
supply  of  trash  bags  en  route. 

— Appropriate  refreshments  for  the 
trip  to  and  from  the  ski  area  should 
be  provided.  Food  and  beverage 
quantities  should  be  carefully 
planned  to  be  generous,  but  not 
wasteful. 

— To  assure  that  the  trip  runs 
smoothly,  enough  people  should  be 
available  to  help  the  trip  leader  with 
promoting  the  event,  maintaining 
lists  and  scheduling  activities. 

— Payment  checks  for  the  lodge  or 
ski  area  should  be  written  as  close  to 
the  departure  date  as  possible,  to 
allow  for  changes  in  prices.  HD 
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TRAVEL  SERVICES  DIRECTORY 


Bus,  Auto,  Air  Services 

AIR  CANADA 
600  Madison  Avenue 
New  York,  New  York  10022 
Phone  (212)  935-7740 
L.  G.  Dales 

Passenger  Sales  Development  Manager 
Serving  all  Canada  with  direct  flights  from  ten 
U.S.  gateways.  Air  Canada  provides  easy  access  to 
Canada's  boundless  recreational  opportunities. 
Our  Rockies  have  some  of  the  finest  skiing  any¬ 
where,  year-round.  Our  cities  and  wide  outdoors 
offer  fine  facilities  for  active  sports  or  quiet  relax¬ 
ation.  Ask  for  our  free  literature. 


NATIONAL  CAR  RENTAL 
5501  Green  Valley  Drive 
Minneapolis,  Minnesota  55437 
Phone  (612)  830-2589 
Wayne  Herberger 
Manager-Group  Sales 

World-wide  car  rental  service  for  business  and 
leisure  travel. 


Cruise  Ship  Lines 

CHANDRIS,  INC. 

666  5th  Avenue 
New  York,  New  York  10019 
Phone  (212)  586-8370 
Mr.  T.  Evangelista 
Sales  Manager 

Operators  of  one  of  the  largest  cruise  fleets  in  the 
world— -S.S.  Amerikanis,  S.S.  Ariane,  S.S.  Britanis, 
S.S.  Ellinis,  S.S.  Italis,  S.S.  Romania,  S.S.  Vic¬ 
toria — Capacities  from  350  to  over  1 ,000  passen¬ 
gers — Caribbean,  Eastern/Western  Mediterra¬ 
nean,  Scandinavia,  Egypt,  Russia,  Israel,  Greece, 
North  Cape.  Also  a  full  service  company  with  air 
appointments  and  hotels  in  Greece  and  the  Greek 
Isles. 


HOME  LINE  CRUISES 
1  World  Trade  Center,  Suite  3969 
New  York,  New  York  1 0048  ^ 

Phone  (212)  432-1414  0<v 

Home  Lines,  famous  for  quality  cruises  and 
superb  Italian  service,  features  Caribbean  winter 
cruises  of  various  durations  from  Florida  on  the 
25,300-ton  DORIC  and  from  New  York  on  the 
39,241 -ton  OCEANIC.  Thereafter,  Spring  thru 
Autumn  from  New  York,  7-day  cruises:  DORIC  to 
Bermuda,  ship  as  hotel  for  4  days  on  Hamilton's 
Front  Street,  OCEANIC  offering  a  choice  of  2  days 
in  Nassau  or  Nassau  and  Bermuda.  Also  late  Au¬ 
tumn  Caribbean  cruises  from  New  York  on  both 
ships. 


Entertainment 

MADISON  SQUARE  GARDEN 
4  Pennsylvania  Plaza 
New  York,  New  York  1 0001 
Phone  (212)  563-8080 
Marge  Fearon 
Director  of  Group  Sales 

Recreation  is  our  business.  We  offer  the  best  in 
sports  and  entertainment  events:  basketball, 
hockey,  ice  shows,  gymnastics,  concerts,  horse 
shows,  tennis,  circus,  track,  children's  shows,  etc. 
Our  Group  Sales  Department  will  be  happy  to  ar¬ 
range  special  group  rates  for  you  and  your  em¬ 
ployees.  Group  calendar  available  upon  request. 


OPRYLAND  USA 
2802  Opryland  Drive 
Nashville,  Tennessee  37214 
Phone  (615)  889-6600 
Deborah  E.  Powell 
Corporate  Sales  Representative 
An  entertainment  park  featuring  15  live  musical 
productions.  Music  Americlub,  an  employee  dis¬ 
count  program  for  companies  employing  300  or 
more.  Company  outings,  incentive  programs,  and 
package  tour  service  for  groups  or  individuals. 
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Hotels/Resorts 

BEACH  CLUB  HOTEL 
3100  North  Ocean  Blvd. 

Ft.  Lauderdale,  Florida  33308 
Phone  (305)  564-8502 
jack  Lindeman 


BILTMORE  HOTEL 
Madison  Avenue  at  43rd  Street 
New  York,  New  York  1 001 7 
Phone  (212)  687-7000 
Alan  E.  Rusch 

Conveniently  located  in  the  heart  of  the  “Big 
Apple" — Only  one  block  from  Fifth  Avenue  and 
minutes  from  Rockefeller  Center,  the  United  Na¬ 
tions  and  the  fabulous  theatre  district.  900  guest 
rooms,  32  meeting  and  banquet  rooms,  2  restau¬ 
rants  and  daily  room  service  makes  the  Biltmore 
truly  New  York  at  its  best.  Special  weekend  pack¬ 
age  available  for  NIRA  members. 


JAY  PEAK  SKI  AREA 
Route  242 
Jay,  Vermont  05859 
Phone  (802)  988-2611 
Ian  B.  MacDonald 
Marketing  Director 

A  picturesque  four-season  resort  in  Northern 
Vermont.  Famous  60-passenger  aerial  tramway. 
4000-ft.  high  peak.  Over  2,1 00  vertical  feet  of  ski¬ 
ing.  Ski  from  November  until  May.  Stay  on  the 
mountain  in  Hotel  Jay  or  at  over  30  area  lodges. 
Special  group  rates  and  packages.  Contact  area 
reservations  (802)  988-261 1 . 

KILLINGTON  SKI  RESORT 
Killington  Road,  Vermont  05751 
Phone  (802)  422-3333  (Group  Services) 

John  Clifford 
Vacation  Sales  Manager 

Killington,  located  in  central  Vermont,  offers  big 
mountain  skiing  all  the  way.  Skiing  facilities  in¬ 
clude  72  slopes  and  trails  on  five  inter-connected 
mountains  serviced  by  13  lifts,  including  a  3V2- 
mile  gondola.  Snow-making  coverage  on  195 
acres  allows  us  to  operate  1 1  of  our  13  lifts  with¬ 
out  a  flake  of  natural  snow.  For  reservations  at 
one  of  88  lodges  and  group  reservations  contact 
the  Killington  Lodging  Bureau  at  1  -802-422-371 1 . 


MIAMI  SPRINGS  VILLAS  &  KING'S  INN 
500  Deer  Run 
Miami,  Florida  33166 
Phone  (305)  871-6000 
Patricia  K.  Patton 
Director  of  Sales  and  Marketing 
422  rooms,  6  restaurants,  8  lounges.  21  acres  with 
all  recreational  facilities,  golf,  tennis,  pool,  lake, 
handball.  Group  rates  available.  Five  minutes 
from  International  Airport.  Eleven  meeting 
rooms,  nightly  entertainment,  hotel,  villas,  cot¬ 
tages,  lodge. 


MOUNT  SNOW  SKI  RESORT 
Mount  Snow,  Vermont  05356 
Phone  (802)  464-3333  (Group  Services) 

Barbara  Preble 

Group  Services  Coordinator 

Mount  Snow,  located  in  southern  Vermont,  is  a 

skier's  dream.  Fifty-one  trails  and  slopes  spread 

over  three  different  faces  are  serviced  by  1 3  lifts 

including  both  a  skis-on  gondola  and  triple  chair 

lift  to  the  3,600-ft  summit.  Snow-making  from  top 

to  bottom.  Mount  Snow  offers  over  50  locations 

for  dining  and  lodging,  10  of  which  are  at  the 

bases  of  lifts.  For  reservations,  contact  Mount 

Snow  Lodging  Bureau  at  1-802-464-8501. 


WESTERN  INTERNATIONAL  HOTELS 
2000  Fifth  Avenue  Building 
Seattle,  Washington  98121 
Phone  (206)  447-5274 
Jim  Weiss 

Manager,  Travel  Industry  Sales 
Information  on  50  quality  hotels  in  14  countries 
worldwide.  Directories,  individual  hotel  folders 
and  package  vacation  brochures  available.  Spe¬ 
cial  group  rates.  For  individual  or  group  bookings 
see  your  travel  agent  or  call  us  toll-free  at  (800) 
228-3000  in  the  continental  U.S.;  (800)  268-8383 
in  Canada — in  Toronto,  368-4684. 
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Travel  Wholesalers/ 
Tourist  Information 


CENTER/SKI-O-RAMA  TOURS 
7  South  Franklin  Street 
Hempstead,  New  York  11550 
Phone  (212)  895-1065 
(617)  277-1818 
(914)  428-4600 
Nancy  Di  Russo 

One-day,  weekend  and  holiday  tours  via  motor- 
coach  and  air  to  various  resorts  and  destinations 
in  the  northeast.  Free  brochure. 


EUROTOP  TOURS,  INC. 

735  Statler  Office  Building 
20  Providence  Street 
Boston,  Massachusetts  02116 
Phone  (617)  542-1112 
(800)  225-2381 
Mark  Keeler 
Managing  Director 

Programs  specially  designed  to  suit  the  needs  of 
the  corporate  community.  Exceptional  value  va¬ 
cations  offered  to  Scandinavia,  Europe,  the 
Mediterranean,  Russia;  also  cruises  and  a  fabu¬ 
lous  collection  of  amazingly  affordable  villas  in 
the  Caribbean,  Mexico,  the  U.S.  and  Canada.  Ski, 
sail  and  travel  with  confidence  on  a  Eurotop 
Grand  Tour.  NIRA  member. 


GREYHOUND  GROUP  TRAVEL 
Greyhound  Tower 
Phoenix,  Arizona  85077 
Phones  800/528-0447 
800/528-0369 
602/248-5328 
Meg  Berry 
Marketing  Services 

"One  Call  Does  It  All" — one  call  to  Greyhound's 
toll-free  Actionline — (800)  528-0447  will  enable 
the  group  organizer  or  seller  to  pull  together 
everything  needed  to  organize  just  the  right  group 


package  including  motorcoach  transportation, 
lodging,  meals,  guide  service  and  any  other  ar¬ 
rangements.  Our  group  specialists  do  all  the  work 
and  your  group  travels  with  confidence.  Grey¬ 
hound,  the  world's  largest  transportation  organi¬ 
zation. 


GROUPS  INTERNATIONAL,  INC. 

4800  Yackley  Road 
Lisle,  Illinois  60532 
Phone  (312)  969-1362 
Edwiri  M.  Human 

A  name  synonymous  with  successful  group  tours, 
because  Groups  International  does  more  for  you. 
Expert  handling  of  all  phases  of  travel  from  the 
beginning  until  your  group  returns.  Dependable 
quality,  competitive  costs,  plus  custom  itineraries 
guarantee  you  the  reward  of  satisfaction  where 
your  company  travel  programs  are  concerned. 


ea's 


MID-AMERICA  TOURS,  INC. 

1 7042  Torrence  Avenue 
South  Holland,  Illinois  60473 
Phone  (312)  474-7770  or  928-4500 
Doyle  Bottom 

Wholesale  tour  operator  offering  planned  es¬ 
corted  air  and  motorcoach  vacations  to  destina¬ 
tions  in  the  U.S.  (including  Alaska  and  Hawaii) 
and  Canada.  Free  color  brochure.  Net  rates  to 
NIRA  members.  Customized  group  arrangements 
made;  company  representative  available  for  dis¬ 
cussions. 


PANAMA  GOVERNMENT  TOURIST  BUREAU 

630  Fifth  Avenue,  Room  1414 

New  York,  New  York  10020 

Phone  (212)  246-5841 

Mel  Roberts 

Promoters  of  Panama  and  the  resort  island  of 
Contadora  as  a  prime  new  destination  for  vaca¬ 
tions,  business  meetings  and  conventions.  Panama 
offers  superb  climate,  gambling,  duty-free  shops 
and  excellent  cuisine.  Printed  literature,  audio/ 
visual  presentations  and  full  information  may  be 
obtained  by  contacting  Mel  Roberts  at  the  New 
York  Office. 
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PRESLEY  TOURS,  INC. 

R.R.  1 

Makanda,  Illinois  62958 
Phone  (618)  549-0704 

(800)  642-3539  in  Illinois 
(800)  851-5383  in  Continental  U.S. 

Tom  Frenkel 

Personalized  custom  group  tours — domestic  and 
international.  All  tours  are  fully  inclusive  and  es¬ 
corted.  Net  wholesale  prices  will  be  quoted  to 
NIRA  members.  More  than  twenty  years'  experi¬ 
ence  in  recreation  group  travel.  Fully  bonded. 
Licenses,  memberships  and  appointments  in¬ 
clude:  NIRA,  NTBA,  ASTA,  KC,  AMTRAK,  ATC, 
IATA,  DATO,  IPSA. 


WORLD  WAYS/HAWAIIAN  HOLIDAYS,  INC. 

711  Third  Avenue 
New  York,  New  York  10017 
Phone  (212)  687-7400  (New  York  State,  collect) 
(800)  221-2216  (Nationwide) 

Arthur  Berman 
Vice  President  of  Sales 
Viviane  Temchine 
Account  Executive 

Worldways/Hawaiian  Holidays  is  a  professional 
marketing/travel  organization  serving  both  the 
vacation  and  business  travel  markets  for  over  two 
decades  with  special  emphasis  on  employee  rec¬ 
reation  travel  and  incentives.  Worldways/ 
Hawaiian  Holidays  is  voluntarily  bonded  for 
$800,000.  Has  been  a  member  of  NIRA  for  over 
seven  years  and  represented  on  the  NIRA  Board 
of  Directors  for  the  past  three  years.  1*111 


Where  else  but 

CALIFORNIA .  .  . 


For  the  39th  Annual 
NIRA  Conference  and  Exhibit 
May  15 —  20,  1980 


First  1979-80  Board  meeting 
dominated  by  finances 


Directors  Bill  Bruce,  CIRA  and  Phyllis  Smith,  CIRA. 


The  place  of  finances  in  the  im¬ 
mediate  future  of  the  Association 
dominated  the  discussion  of  the  first 
meeting  of  the  1979-80  NIRA 
Board  of  Directors.  President  Kirt  T. 
Compton,  CIRA  (Eastman  Kodak 
Co.)  presided  over  the  meeting,  held 
May  22,  1979  at  the  Americana 
Hotel-Downtown  in  Rochester,  New 
York.  Several  of  the  Directors 
present  had  been  elected  a  few  days 
earlier  by  their  regional  constituents. 

President  Compton  opened  the 
meeting  with  his  nomination,  and 
the  Board's  immediate  confirmation, 
of  two  appointments:  Past  President 
Roy  L.  McClure,  CIRA,  (Lockheed- 
Georgia)  as  Treasurer  and  Stephen 
D.  Waltz,  CIRA  (Cummins  Engine 
Co.)  as  Secretary.  Waltz  completed  a 
two-year  term  as  Vice  President  of 
Tournaments  and  Services  in  May. 
Both  men  will  serve  one-year  terms 
as  voting  members  of  the  Board. 
Compton  also  appointed  Region  VII 
Senior  Director  Phyllis  K.  Smith, 
CIRA  (Hughes  Aircraft)  to  a  one-year 
term  as  Parliamentarian,  a  duty  she 
will  perform  in  addition  to  her  re¬ 
sponsibilities  as  a  regional  represen¬ 
tative,  with  one  vote. 

Vice  President  of  Finance,  Jerre 
Yoder,  CIRA  (General  Dynamics-Ft. 
Worth  Division)  led  the  vice  presi¬ 
dential  reports.  Yoder  told  the  Board 
that  the  Association's  financial  bal¬ 
ance  at  present  requires  that  addi¬ 
tional  attention  be  paid  to  the  de¬ 
velopment  not  only  of  a  larger 
membership  but  also  of  a  broader 
revenue  base.  President  Compton 
reenforced  Yoder's  report  with  em¬ 
phasis  on  the  pivotal  position  staff 
member  Michael  Brown,  CIRA  will 
play  as  Director  of  Marketing. 

Compton  continued  with  a  call  for 


personal  involvement  from  each 
Board  member.  Describing  his  per¬ 
sonal  management  style  of  consen¬ 
sus,  Compton  explained  how;  he  in¬ 
tends  to  marshall  the  forces  of  the 
Board  for  the  benefit  of  the  Associa¬ 
tion.  First,  he  promised  to  call  each 
Board  member  personally  to  discuss 
his/her  thoughts  about  the  organiza¬ 
tion's  future.  Secondly,  he  plans  to 
work  closely  with  the  Finance 
Committee  and  the  staff  to  monitor 
the  Association's  financial  picture. 
Thirdly,  he  plans  to  establish  a  close 
working  relationship  now  with 
President-Elect  A.  C.  "Al"  Ward, 
CIRA  (Owens-Corning  Fiberglas),  so 
that  the  resources  of  both  men  can 
be  applied  to  the  needs  of  the  As¬ 
sociation  with  cooperation  and  con¬ 
tinuity  over  the  coming  two  years. 
Finally,  he  plans  to  work  with  the 
staff  to  review  Board  action  and  di¬ 
rectives  on  a  continuing  basis  be¬ 
tween  meetings  so  that  a  team  effort 
brings  the  full  progress  intended 
after  each  Board  meeting. 

Compton  continued  with  pointed 


remarks  on  several  areas  of  Associa¬ 
tion  services.  He  said  that  he  expects 
to  see  membership  retention  and 
growth  campaigns  keyed  to  the 
legitimate  question  of  "What  can 
NIRA  membership  do  for  my  com¬ 
pany?"  Further,  he  expects  the  staff 
to  maintain  close  contact  with 
exhibitors  throughout  the  year,  with 
careful  follow-up  after  each  Confer¬ 
ence.  He  expects  NIRA  publications 
and  other  services  to  be  prompt  and 
timely.  He  expects  Board  and  staff 
members  to  be  continually  sensitive 
of  members'  needs,  as  expressed  at 
Conferences  and  in  the  1978  RM 
survey  of  information  needs. 

The  Board  meeting  concluded 
with  a  review  of  current  Association 
status  for  the  benefit  of  newly- 
elected  Board  members.  The  group 
will  meet  again  October  18-19, 
1979  at  the  Holiday  Inn-Mart  in 
Chicago,  site  of  the  1 981  NIRA  Con¬ 
ference  and  Exhibit.  The  Board's 
winter  meeting  will  be  held  January 
17-18,  1980  in  Ft.  Lauderdale, 
Florida.  Ml 
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Order  your  professional  library 


□  Benefit  Analysis  of  the  Industrial  Recreation 
Institution 

A  compilation  of  several  papers,  first  delivered  at  the 
1978  NIRA  Conference  and  Exhibit.  Covers  the  benefits 
of  employee  programs,  accountability  within  and  for 
quality  programs,  the  development  of  responsible  volun¬ 
teer  leaders  and  the  use  of  a  needs  assessment  survey.  50 
pages.  $5.00. 

□  Employee  Recreation:  Outlook  for  the  Future 

A  comparison  of  data  compiled  from  surveys  of  NIRA 
members  in  1974  and  1978.  Covers  activities,  facilities, 
staff  personnel  and  salaries,  budgets,  and  more.  67 
pages.  $5.00. 

□  Two  for  one:  "Benefit  Analysis"  and  "Outlook" 

(above).  117  pages  $7.00 — save  $3.00. 

□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation  di¬ 
rectors,  leaders,  and  program  coordinators.  The  only 
publication  in  its  field. 

□  $10/yr.  □  $15/2  yrs.  □  $18/3  yrs. 

Add  $1 .00  (U.S.)  per  year  for  foreign  subscriptions. 

□  Principles  of  Association  Management 

A  basic  how-to  guide  for  the  association  administrator. 
Published  cooperatively  by  the  American  Society  of  As¬ 
sociation  Executives  (ASAE)  and  the  Chamber  of  Com¬ 
merce  of  the  United  States.  Hard  cover.  437  pages.  $15 
for  NIRA  members.  $20  for  non-members. 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  why  they 
back  industrial  recreation  and  NIRA.  Leaders  of  Ford 
Motor  Company,  Goodyear  Tire  &  Rubber  Company, 
U.S.  Steel,  3M  and  other  industrial  giants  provide  in¬ 
valuable  support  for  your  programs.  $7.00.  Discounts 
available  for  orders  of  20  or  more. 


□  Who's  Who  in  Business,  Industry  and  Government 
Employee  Recreation 

The  only  directory  of  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's).  46  pages. 
$7.50. 

□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  publicity, 
teams,  leagues,  eliminations,  and  finals.  36  pages. 
$4.00. 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliography  of  industrial  recreation  re¬ 
sources  by  Robert  W.  Schoott  and  Douglas  M.  Crapo, 
Ph.D.  More  than  470  entries.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than  70  sports 
arenas,  pools,  courts  and  fields.  $4.00. 

□  The  Untapped  Potential:  Industrial  Recreation 
Illustrated  booklet  based  on  a  talk  by  Frank  Flick,  Presi¬ 
dent  of  Flick-Reedy  Corp.  and  the  first  NIRA  Employer  of 
the  Year.  $3.00. 

For  all  publications  above,  check  the  item  desired  and 
return  this  page  with  a  check  or  money  order  for  the  total 
price,  postpaid,  to  NIRA.  Include  your  name  and  mailing 
address. 

*  *  * 

□  An  Introduction  to  Industrial  Recreation:  Employee 
Services  and  Activities 

The  first  college  textbook  on  employee  programs  to  be 
published  in  a  generation.  An  invaluable  resource  for  the 
student,  new  practitioner  and  veteran  administrator. 
Covers  economic  and  ethical  background,  practical 
program  implementation  guidelines,  and  the  place  of  the 
professional  recreation  director  in  business,  industry  and 
government.  Hardcover.  236  pages.  Order  form  below. 


An  Introduction  to  Industrial  Recreation:  Employee  Services  and  Activities 


Name 


Number  of  copies 


Title _ Phone  (  ) 

Company _ _ _ 


$14.95  per  copy  . 

$13.50  per  copy  to  NIRA  members  only . 


Address 


- Zip - 

Your  order  must  be  accompanied  by  a  check  or  money 
order  for  the  total  purchase  price  plus  postage  and 
handling — payable  to  the  National  Industrial  Recreation 
Association. 


Plus  postage  and  handling 

$1 .00  for  one  copy . 

$2.50  for  2-5  copies  . 

$4.00  for  6-12  copies  . 

$0. 50/copy,  more  than  1 2  copies 

Total  enclosed  . 


Return  payment  and  order  form  to:  National  Industrial  Recreation  Association 

20  N.  Wacker  Dr.  •  Chicago,  IL  60606 
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NAMES 
IN  THE 
NEWS 


NIRA  Vice  President  of  Member¬ 
ship  Elizabeth  Burchard,  CIRA 
(Northwestern  Bell  Telephone  Co.) 
has  been  honored  with  a  special 
recognition  award  by  Toastmasters 
International.  The  award,  presented 
at  the  organization's  August  conven¬ 
tion,  cited  her  pioneering  efforts  in 
establishing  Toastmasters  Clubs  in 
the  business  sector. 

*  *  * 


NIRA  President  Kirt  T.  Compton, 

CIRA  accepted  the  first  official 
Alumnus  Award  of  Monroe  Com¬ 
munity  College  (MCC)  of  Monroe 
County,  New  York  in  June.  The 
Award,  newly  sanctioned  by  the  col¬ 
lege,  honored  Compton's  distin¬ 
guished  service  to  the  school  and  the 
community.  It  cited  his  special  ef¬ 
forts  to  help  recreation  students  and 
his  contributions  as  a  member  of  the 
advisory  board  for  MCC's  recreation 
curriculum. 

Compton  is  Executive  Secretary  of 
the  Kodak  Park  Activities  Associa¬ 
tion  at  Eastman  Kodak  Company.  He 
earned  an  A.A.  degree  in  recreation 
supervision  from  MCC  in  1965.  He 
has  since  supplemented  it  with  an 
A.A.  in  business  and  a  B.A.  in  person¬ 
nel  management,  both  from  the 
Rochester  Institute  of  Technology. 

"There  are  over  fifty  career  and 
certificate  programs  at  MCC,"  said 
Compton.  "I  think  it  is  important  that 
someone  in  the  recreation  field  re¬ 
ceived  this  award.  It  shows  that  the 
field  is  recognized  in  the  school  and 
in  the  community." 

*  *  * 

Robert  Pindroh,  CIRA  has  joined 


Parcourse  Fitness  Circuit,  the 
hottest  exercise  phenomenon  since 
jogging,  is  shaping  up  America  with 
astounding  success.  This  innovative 
European  idea  was  first  developed 
to  medically  sound  perfection  in 
the  United  States  by  Parcourse,  Ltd. 

Its  concept  is  simple:  to  maintain 
overall  physical  fitness  by  perform¬ 
ing  specific  exercises  along  an  18  or 
9  station  walking/jogging  path.  And 
it’s  great  outdoor  fun  for  everyone. 

In  addition  to  the  unique 
Parcourse  Heart-Check  System 
developed  in  conjunction  with  the 
National  Athletic  Health  Institute, 


there  are  easy-to-read,  illustrated 
signs  that  “coach”  the  participant. 
The  Parcourse  circuit  adapts  to 
variable  terrain,  can  be  custom 
designed  to  become  an  integral  part 
of  your  landscape,  and  requires 
minimal  maintenance. 

In  just  three  years  we’ve  intro¬ 
duced  the  Parcourse  Fitness  Circuit 
to  millions  of  people  in  over  forty 
states.  Can  we  introduce  it  to  you? 
For  more  information  on  the 
Parcourse  Fitness  Circuit  and  our 
related  educational  programs 
return  the  coupon  below  or  call 
(415)  931-9444. 


Yes!  Please  send  me  your  free  illustrated  brochure  with  all  the  details  of  the 
Parcourse  Fitness  Circuit  and  the  related  Parcourse  educational  programs. 

Name  &  Title _ L 

Name  of  Organization- 
Address — 

State _ Zip_ 


(please  print) 


-Telephone- 


Type  of  Business:  □  Hotel/Resort  □  Corporation  □  School  □  Other 
Parcourse,  Ltd.,  3701  Buchanan  St.,  San  Francisco,  CA  94123 

Parcourse  is  a  registered  trademark  of  Parcourse,  Ltd.  Copyright  ©1979  by  Parcourse,  Ltd. 


the  staff  of  the  Lockheed  Employees' 
Recreation  Club  in  Burbank, 
California.  He  reports  to  NIRA  Vice 
President  of  Regional  Management 
Ken  Wattenberger,  CIRA.  As  Ath¬ 
letic  Director,  Pindroh  is  responsible 
for  directing  the  Club's  sports  pro¬ 
gram,  managing  its  novelty  store, 
supervising  the  maintenance  of 
the  employee  park  and  establishing 
an  employee  fitness  program.  Pin¬ 
droh  was  formerly  Executive  Man¬ 
ager  of  the  Parsons  Employee  Recre¬ 


ation  Club  at  Ralph  M.  Parsons 
Company  in  Pasadena.  He  is 
1979-80  President  of  the  Pasadena 
Parks  and  Recreation  Commission. 


Elliott  Sortillo  has  been  named 
Recreation  Director  of  the  Burns 
Harbor  Activities  Association  of 
Bethlehem  Steel  Company  in  Ches¬ 
terton,  Indiana.  His  appointment  be¬ 
came  official  on  May  1,  1979.  Sor¬ 
tillo  succeeds  Carol  Gott  in  the  post.! 
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IDEAS  CLINIC 


QWe  hope  to  initiate  an  employee  travel  program  in 
the  coming  year  and  are  very  anxious  that  it  be 
successful  from  the  very  start.  We  are  especially  con¬ 
cerned  about  the  procedures  that  will  safeguard  our 
participants'  interests  and  our  own.  A  checklist  for 
group  travel  arrangements  would  be  very  helpful. 

A  You  are  wise  to  develop  specific  procedures  to  pro¬ 
tect  your  association  and  its  members  who  partici¬ 
pate  in  your  travel  program.  When  properly  adminis¬ 
tered,  travel  offers  adventure  and  entertainment  that 
many  employees  might  never  experience  otherwise. 
Your  precautions  at  the  outset  will  make  the  program  a 
success  from  everyone's  point  of  view.  Here  is  a 
checklist  of  the  important  considerations: 

1 .  Check  the  credit  rating  and  references  of  any  travel 
agent  or  tour  operator.  Contact  groups  like  yours  for 
the  most  useful  references.  Take  at  least  three  bids 
for  any  travel  contract. 

2.  Require  a  performance  bond  of  the  agent  or  hold 
back  payment  in  full  by  10  or  1 5%  of  the  total  cost. 

3.  Retain  control  of  the  money  deposited.  Arrange  for 
a  bank  to  receive  and  hold  it  for  you  or  open  an 
escrow  account  from  which  only  you  can  authorize 
payments. 

4.  Accept  any  free  transportation  and/or  accommoda¬ 
tions  offered.  Resell  them  to  participants  or  select  a 
tour  representative  from  your  group,  preferably  a 
personnel  staff  member,  to  take  the  trip  at  a  discount 
in  exchange  for  specified  duties.  Explain  the  ar¬ 
rangement  to  participants  and  outline  the  represen¬ 
tative's  duties. 

5.  Establish  an  emergency  tour  fund  of  $200  to  $400  to 
be  administered  by  your  representative  on  the  tour. 
The  money  can  be  used  for  telephone  calls,  cables, 
telegrams  or  emergency  loans  to  participants  in  the 
event  of  illness  or  accident.  Authorize  the  represen¬ 
tative  to  spend  the  remaining  money  for  a  farewell 
party  on  the  last  day  of  the  tour. 


6.  Require  a  full  accounting  of  the  emergency  fund, 
including  receipts,  from  your  representative.  Re¬ 
quire  your  representative  to  mail  completed  daily 
report  forms  in  pre-addressed  and  stamped  en¬ 
velopes.  The  reports  should  list  any  complaints  and 
evaluate  the  tour  conditions,  facilities,  transporta¬ 
tion  and  other  arrangements. 

7.  Hold  a  briefing  session  with  your  representative  and 
go  over  the  contract  and  agreement  as  presented  to 
you  by  your  agent.  Prepare  your  representative  to 
handle  any  foreseeable  problems.  Give  the  repre¬ 
sentative  sole  authority  to  make  decisions  and  ar¬ 
rangements  on  your  behalf.  Do  not  let  the  group  be¬ 
come  involved  in  any  decision-making  as  far  as 
changes  in  the  tour  plan  are  concerned.  Maintain 
authority  where  the  responsibility  lies — with  you 
and  the  tour  operator. 

8.  Allow  1 5  days  after  the  tour  for  participants  to  regis¬ 
ter  complaints  and  comments.  Check  all  remarks 
against  the  daily  reports  of  your  representative  and 
meet  with  him/her  to  discuss  any  adjustments  or  re¬ 
funds.  Deduct  from  your  final  payment  to  the  agent 
or  operator  refunds  made  to  participants  as  a  result 
of  a  breach  of  the  tour  agreement.  Add  a  fine  for 
inconvenience  to  the  participant.  Thirty  days  after 
the  tour,  surrender  the  remaining  money  to  the 
agent,  with  detailed  reports  of  any  payments  made 
to  participants.  Let  the  agent  take  legal  action  if  he  is 
dissatisfied.  The  cost  of  such  action  will  make  it  un¬ 
likely  in  the  event  of  relatively  minor  disputes. 

9.  Be  sure  you  have  a  written  agreement  specifying  all 
promotional  assistance  the  agent  will  provide. 
Promotion  is  essential  to  the  success  of  a  travel  pro¬ 
gram.  What  the  supplier  does  not  provide  will  be 
your  expense. 

10.  Prior  to  the  tour,  communicate  regularly  with  all 
participants.  Give  them  instructions,  tips  and  assis¬ 
tance  with  such  arrangements. 

11.  Ask  each  participant  to  sign  a  release,  absolving 
you,  your  staff,  your  organization,  and  your  com¬ 
pany  of  liability  for  any  misfortune  during  the  tour. 
Such  releases  are  seldom  binding,  but  they  can  dis¬ 
courage  suits.  Be  sure  to  require  a  medical  informa¬ 
tion  form  from  each  participant  concerning  any 
health  problems.  Have  him/her  tell  you  what 
emergency  measures  and  medication  to  administer, 
if  necessary.  Have  your  representative  review  each 
report  and  carry  it  on  the  tour. 


continued  on  following  page 
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ASSOCIATE  PROFILE 


Talisman  International  jewelry 
could  save  lives 

The  S.O.S.  Talisman  International  is  an  attractive 
piece  of  jewelry  which  could  save  or  help  protect  a  life 
in  an  emergency.  A  unique  identification  and  informa¬ 
tion  capsule,  the  Talisman  is  available  in  a  selection  of 
bracelets  and  pendants  for  men,  women  and  children.  In 
an  accident  or  emergency,  when  the  wearer  may  be  un¬ 
able  to  provide  vital  medical  information  about  him/ 
herself,  the  Talisman  speaks  for  the  victim. 

The  Talisman  is  a  patented,  waterproof,  heat-resistant 
and  pressure-resistant  capsule,  enclosing  a  folded 
strip  of  non-soluable  paper  upon  which  is  written 
basic  personal  information  and  the  medical  history  of 
the  wearer.  The  information  is  available  in  six  languages 
and  Can  be  easily  updated.  Basic  information  includes 
the  wearer's  name,  address  and  telephone  number  plus 
the  name  and  telephone  numbers  of  a  physician  and 
next  of  kin.  It  also  includes  religion,  blood  type,  details 
of  any  allergies,  special  vaccinations  or  injections  and 
drugs  taken  on  prescription  as  well  as  data  on  contact 
lenses  and  false  teeth,  particular  diseases  such  as  dia¬ 
betes  and  hypertension,  and  information  concerning  the 
wearer's  desire,  if  any,  to  donate  organs  after  death. 


The  Talisman  offers  several  advantages  over  other 
medical  identification  systems.  It  is  worn,  and  hence  is 
unlikely  to  be  separated  from  the  carrier.  The  informa¬ 
tion  is  instantly  available — there  is  no  800  number  to 
call  and  no  photo  enlarger  or  decoding  is  needed. 

The  Talisman  is  already  available  in  more  than  thirty 
countries.  Recreation  programs  can  make  it  available 
not  only  to  employees  who  have  special  medical  iden¬ 
tification  needs  but  also  to  anyone  whose  active  life 
makes  this  easy  identification  a  sensible  precaution. 
Talisman  jewelry  is  reasonably  priced — from  $14.95  to 
$24.95, .suggested  retail  ($7.95  to  $13.95,  cost). 

For  complete  information,  write  or  call — without 
obligation:  Sol  Demel,  S.O.S.  Talisman  International, 
2  Park  Ave.,  New  York  NY  10016 — Phone  212/685- 
6343.  rm 


Ideas  Clinic  continued 

12.  Require  all  participants  to  take  baggage  insurance 
and  inform  them  of  other  insurance  you  feel  is 
necessary  or  advisable. 

13.  Check  the  tour  agenda  carefully  to  make  sure  that 
sightseeing  excursions  are  complete  packages.  Also 
make  certain  that  the  hotels  are  deluxe,  not  just  first 
class.  Check  the  rating  you  are  given  against  foreign 
hotel  listings  to  evaluate  the  lodging  provided. 

1 4.  Be  sure  you  have  written  confirmation  of  all  services 
the  tour  operator  will  provide  throughout  the  trip. 
Inform  your  tour  operator  that  evaluations  are  to  be 
made  and  reports  of  the  evaluations  given  to  NIRA, 
your  local  Industrial  Recreation  Council,  and  your 
company  officials. 

1 5.  Do  not  involve  your  employee  association  members 

personally  in  tour  arrangements  and  contracts. 
There  are  far  too  many  "under  the  counter"  transac¬ 
tions  possible.  You  are  well  advised  not  to  make 
temptations  available.  Do  not  permit  special  hotel 
suites  be  given  the  tour  representative.  Keep  all  par¬ 
ticipants,  including  your  representative,  on  an  equal 
basis. 

1 6.  Establish  a  firm  policy  on  tipping  and  gratuities.  Let 
the  representative  do  the  tipping  for  the  entire 
group.  He  or  she  can  collect  the  standard  amounts 
you  specify  to  be  given  in  accordance  with  the  tour 
contract. 

NIRA  headquarters  can  send  you  additional  group 
travel  information,  as  well  as  referrals  to  experienced 
employee  travel  administrators.  Call  or  write  NIRA 
headquarters  for  further  information.  HH 

profe/zioncil  /ervtce/  directory 

Tj 

Kotz  l  Schneider 

fH 

LAND  AND  RECREATION  PLANNING  AND  DESIGN 

ONE  MONY  PLAZA  •  SYRACUSE,  NEW  YORK  13202  •  315/475-4157 
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Motorola's  Chairman  of  the  Board 
supports  employee  recreation 


INDUSTRIAL 
RECREATION  BUILDS 
LEADERS  AND  BRINGS 
FAMILY,  COMMUNITY 
AND  COMPANY 
CLOSER  TOGETHER 


Robert  W.  Galvin 

Chairman  of  the  Board 
Motorola  Incorporated 

"Industrial  recreation  is  an  extremely  important 
activity  at  Motorola.  I  have  given  it  a  great  deal  of 
personal  attention  and  have  participated  in  many  of 
the  programs.  My  participation  has  been  good  for  me, 
as  I  am  convinced  it  has  been  good  for  my  associates. 

"The  basic  objective  of  industrial  recreation  is  to 
recognize  man's  needs  as  a  social  entity.  This  is  a 
sound  objective.  Employee  recreation  has  given  op¬ 
portunity  for  personal  expression,  individuality  and 
recognition  to  the  men  and  women  in  industry.  This  is 
an  essential  part  of  belonging  to  an  industrial  organi¬ 
zation. 

"Through  recreation,  employees  become  better 
acquainted.  We  all  find  that  we  have  many  interests 
in  common  with  one  another.  We  gain  better  under¬ 
standing  of  each  other.  We  break  down  and 
overcome  the  persistent  barriers  that  God  seems  to 


have  given  us  as  obstacles  to  overcome.  In  the.  pro¬ 
cess,  people  have  fun. 

"Aside  from  personal  development,  recreation  is 
also  good  for  the  corporation.  Being  known  as  a 
company  with  a  varied  recreation  program  helps  in 
recruiting.  Further,  employee  recreation  is  of  great 
value  to  families  and  to  the  community.  We  hope  that 
our  recreation  program  helps  bring  family,  commu¬ 
nity,  and  company  closer  together. 

"New  leaders  are  frequently  discovered  as  the 
driving  forces  in  company  recreational  pursuits.  Al- 
tbgether,  Motorola's  recreational  activities  are  a 
natural,  mutually  enjoyable  extension  of  wholesome, 
on-the-job  relationships.  Our  program  has  long  been 
one  of  the  strong  links  in  the  communications  chain 
among  all  of  us.  I  feel  confident  this  will  continue 
with  ever  greater  vitality  and  enthusiasm,  in  the  years 
ahead." 


From  Top  Management  Speaks 

See  order  form,  page  27 
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NIRA  CALENDAR 


Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  Bill  DeNeau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month,  excluding  July  and  August.  Contact  Mary  D.  McKey— (202)  673-7660. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Dave  Baker — (213)  679-451 1 ,  ext.  2693. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Ron  Philips — (212)  679- 
3600. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — -(714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President— (714)277-6780,  ext.  338. 

Toldeo  Industrial  Recreation  and  Employees  Services  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)475-5475. 

*  *  * 

Region  I  will  hold  its  first  Conference  September  14-16,  1979  at  the  Sheraton-Box- 
borough,  Boxborough,  MA.  Contact  Alice  Bucca — (617)493-3318. 

Region  III  will  hold  its  third  annual  Conference,  October  10-11,  1979  atFermilab, 
Batavia,  IL.  Contact  Susan  Siwicki,  CIRA — (312)  545-7701. 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA— (714) 
871-3232,  ext.  2432. 

39th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  15-20,  1980  at  the  Town 
and  Country  Hotel,  San  Diego,  CA.  To  become  involved  as  a  Conference  planner  or  to 
request  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)346- 
7575. 
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How  CPR  training 
helps  business. 

CPR— cardiopulmonary 
resuscitation  training  is  one 
of  the  valuable  assets  an 
employee  can  have. 

If  even  one  employee  has 
this  training,  (which  is  avail¬ 
able  from  Red  Cross),  every 
other  co-worker  benefits. 
Everybody  can  breathe  easier 
knowing  that  in  the  event  of 
a  cardiac  arrest,  help  is 
immediately  available. 

Why  not  set  up  a  goal 
for  your  company. ...  so  many 
employees  with  CPR  training 
per  floor— or  area? 

It’s  easy  to  do.  Call  your 
Red  Cross  Chapter. . .  they’ll 
be  glad  to  help  you  do  it. 

CPR  training  from 
Red  Cross  is  one  way  you  can 
help  your  company  be  ready. 

And  a  way  you  can  help  keep 
Red  Cross  ready,  too. 


Keep  Red  Cross  ready. 

A  Public  Service  of  This  Magazine 
&  The  Advertising  Council _ 
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NATIONAL  INDUSTRIAL 
RECREATION  ASSOCIATION 

38th  Annual  Conference  and  Exhibit 
Audio-Cassette  Program 


May  17-22,  1979  Rochester,  New  York 

What  went  on??  Listed  below  is  the  Audio-Cassette  Program  of  the  Educational  Sessions  and  Workshops  that  took  place.  If  you 
couldn’t  be  there — here’s  an  opportunity  to  listen  to  the  Conference  at  a  place  and  pace  of  your  choice.  These  Cassettes  will 
make  a  terrific  addition  to  your  Professional  Library:  An  educational  experience  you  can  draw  on  and  share  with  your  colleagues 
and  associates  whenever  the  need  arises.  This  Conference  was  professionally  recorded  by  Transcripts  for  Tomorrow, 
Inc.,  under  the  auspices  of  the  National  Industrial  Recreation  Association. 

TO  ORDER,  CIRCLE  THE  NCMBER(S)  OF  THE  SESSION(S)  DESIRED  BELOW: 


VIRA-1 

URA-2 

MIRA-3 

MIRA-4 

MIRA-5 

MIRA-6 

MIRA-7 

MIRA-8 


(IRA-9 
IRA- 10 
IRA-11 

IRA- 12 


PHYSICAL  FITNESS-STATE  OF  THE  UNION 

Richard  Keelor,  Ph.D.  Director  of  Program  Develop¬ 
ment,  President’s  Council  on  Physical  Fitness  &  Sports 
WHAT  NIRA  CAN  MEAN  TO  YOU 
Patrick  Stinson,  NIRA  Executive  Director,  Stephen 
Waltz,  CIRA  (Cummins  Engine  Co.),  NIRA  Vice  Presi¬ 
dent  of  Tournaments  and  Services;  Kenneth  Watten- 
berger,  CIRA  (Lockheed  California),  NIRA  Vice  Presi¬ 
dent  of  Membership 

PHYSICAL  FITNESS  IS  GOOD  BUSINESS 

W.  Brent  Arnold,  CIRA,  Manager,  Physical  Fitness  & 
Recreation  (Xerox  International  Center  for  Training  and 
Management  Development) 

PROFESSIONAL  STAFF  HELP-THE 
STUDENT  INTERN 

Dr.  Donald  Bridgeman,  Chairman  Recreation  Education 
Department,  Springfield  College;  John  Leslie,  CIRA, 
Manager,  Employee  Recreation  (3M  Company);  Dee 
Craig,  Ph.D.,  Professor,  State  University  at  Brockport 

PROMOTION  &  PUBLICITY  FOR  YOUR 
PROGRAMS 

Melvin  Byers,  CIRA,  NIRA  Consultant 

HOW  TO  MAKE  A  PRESENTATION 

Larry  Domonkos,  Manager,  Management  Training, 
Xerox  Corp. 

INDUSTRIAL  RECREATION  IN  CANADA-ITS 
PHILOSOPHY 

The  Honorable  Don  Cameron,  Minister,  Recreation 
(Province  of  Nova  Scotia) 

PLANNING  AHEAD-A  DISCUSSION  OF  THE 
1978  NIRREF  SURVEY 

William  DeCarlo,  CIRA,  Manager  of  Recreation  Services 
(Xerox  Corp.);  Melvin  Byers,  CIRA,  NIRA  Consultant 
Martin  Rogers,  Ph.D.,  Professor,  State  University  at 
Brockport;  Donald  Rith,  Ph.D.,  Chairman,  Recreation 
Education  Department,  State  University  at  Brockport; 
David  Groves,  Ph.D.,  Associate  Professor,  State  Univer¬ 
sity  at  Brockport 

SENTRY’S  APPROACH  TO  WELLNESS 

Donald  Johnson,  M.D.,  Associate  Medical  Director, 
Sentry  Insurance  Co. 

XEROX  HEALTH  MANAGEMENT  PROGRAM 

James  Post,  Manager,  Executive  Physical  Fitness,  Xerox 
Corp. 

FAMILY  INVOLVEMENT  IN  YOUR 
PROGRAMS 

Gregory  Demko,  CIRA,  U.S.  Department  of  the  Interior; 
Don  O’Connor,  Raytheon  Co. 

RELATING  DRUG  &  ALCOHOL  REHABILI¬ 
TATION  TO  RECREATION  SERVICES 

Andrew  Zadany,  CIRA  (Corning  Glass  Works);  Stanko 
Rodic,  M.D.,  (Xerox  Corp.) 


NIRA- 13 

NIRA-14 

NIRA-15 

NIRA-16 


NIRA  17 

NIRA-18 

NIRA- 19 

NIRA-20 

NIRA-21 

NIRA-22 

NIRA-23 

NIRA-24 

NIRA-25 


PROGRAMMING  FOR  AND  UTILIZING 
RETIREES 

Gene  Daul  (Eastman  Kodak);  Chuck  Bouchard  (Ray¬ 
theon  Co.) 

TRAVEL  PROGRAMS-CURRENT 
INFORMATION 

Exhibitor  Resources 

RE-CREATION  COUNSELING- THE  PRO¬ 
FESSIONAL’S  VIEWPOINT 

Jules  Frank,  Ph.D.,  Vice  President,  Organization 
Development,  Flick-Reedy  Corp. 

TRENDS  &  GROWTH  IN  WOMEN’S 
PROGRAMMING 

Shirley  Bowen,  Coordinator,  Physical  Education  & 
Athletics,  East  Irondequoit  School  System;  A.  Jody 
Merriam,  CIRA,  Director,  Oakland  Industrial  Recreation 
Association;  Patricia  Drum,  Fitness  Coordinator,  Plaza 
Athletic  Club,  Rochester,  NY 

EMPLOYEE  VOLUNTEERISM-BENEFITS  & 
AVAILABILITY 

Kenneth  Allen,  Executive  Director,  National  Center  for 
Voluntary  Action 

INDUSTRIAL  RECREATION  IN  MEXICO-ITS 
PHILOSOPHY 

Enrique  Flores  Mora,  Recreation  Manager,  Dinamica, 
S.A.;  Enrique  Maldonado,  Director  of  Fringe  Benefits 
and  Social  Services,  Accion  Social  Regiomontana,  A.C. 

STARTING  FROM  SCRATCH-FITNESS 
PROGRAMS  ON  A  RUNNING  SHOESTRING 

R.  Keith  Fogle,  President,  American  Association  of  Fit¬ 
ness  Directors  in  Business  &  Industry  (Prudential 
Insurance  Co.) 

PLANNING  A  CAREER  IN  RECREATION 
MANAGEMENT 

Donald  Bridgeman,  Ph.D.,  Chairman,  Recreation 
Education  Department,  Springfield  College;  Donald  A. 
Fredericks,  Employee  Relations  Manager,  NAMD  Divi¬ 
sion,  Xerox  Corp. 

WHAT  IS  NEW  IN  RECREATION  SERVICES 

Alan  Benedeck  (Allstate  Insurance) 

RE-CREATION  COUNSELING-THE  COMING 
PROFESSION 

Jules  Frank,  Ph.D.,  Vice  President,  Organization 
Development,  Flick-Reedy  Corp. 

FUTURE  OF  INDUSTRIAL  RECREATION 

Horace  Becker,  Vice  President,  Research  and  Develop¬ 
ment,  Xerox  Corp. 

COMPLETE  SET  $145.00  ppd. 

12  CASSETTES  $80.00  ppd. 


The  price  of  each  cassette  is  $6.50.  This  includes  all  postage  and  handling. 


)  I  wish  to  order  the  Complete  Set  of  all  Sessions,  which  includes  two  complimentary  Cassette  Storage  Albums  CAT  #NIRA-24  $145  ppd. 
)  I  wish  to  order  any  12  Cassettes  of  my  choice  and  receive  a  handsome  Cassette  Album  for  my  library  CAT  #NIRA-25  $80  ppd. 

)  I  wish  to  order  a  Cassette  Storage  Album  that  holds  12  Cassettes  for  $5.00. 

)  I  wish  to  order  a  Cassette  Storage  Album  that  holds  6  Cassettes  for  $3.50. 


LEASE  PRINT: 

2nd  to:  _ 


REMIT  TO: 


TRANSCRIPTS  FOR  TOMORROW,  INC. 


201  S.E.  15th  Terrace,  Suite  D,  Deerfield  Beach,  Florida  33441 
Telephone  (305)  421-8020 


ddress : _ . _ 

ity: _ State: _ Zip 


□  Check  or  Money  Order  □  Bank  Americard/Visa  □  Master  Charge 
(charge  orders  over  $12.00) 


actice  Limited  To: 
gnature: _ 


Account  No: _ Exp.  Date: 

Purchase  Order  No:  _ 

(Institutions  Only) 


Now  Travel  Planners  Have  an  Unsurpassed  Choice ! 


2  GREAT  HOME  UNES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


i  dorIc 

25,300  tons 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


,,**»»  * . 
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Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 

TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers..  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


LINES 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432:1414  Offices  in  Principal  Cities 


IAjiawoUbjcL  Qucdjhf  S&tvicq,  . . .  <Hdmsl  Jjjisjl.  JamouA,  §  Lallan,  (peA&owviL 
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SERVICES  &  ACTIVITIES 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 


NIRA's  “Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
ail  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program — NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda- 


_ J 

tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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4  Open  Forum:  NIRA  by  any  other  name  . . . 

1 0  Volunteers  from  the  workplace 

Charity  begins  on  the  job  with  employee  volunteer  programs 
from  remarks  by  Kenneth  Allen 
Executive  Vice  President,  VOLUNTEER 

16  Know  us  by  the  companies  we  keep 

18  Bring  out  the  artists  . .  .  bring  in  the  art 

with  Virginia  Sayre 
Brookhaven  National  Lab 

21  Allstate  Family  Day 

by  Susan  R.  Hink 

26  United  Nations  Day  at  McDonnell  Douglas 

How  one  company  turned  a  negotiated  benefit 
into  a  festival  of  employee  activities 
with  David  Hall 

30  The  Chairman  of  McLean  Trucking  supports  employee  recreation 

by  Paul  P.  Davis 

Cover  II  NIRA  Services  &  Activities 

2  What  is  NIRA? 

3  The  NIRA  President  would  like  a  word  with  you 
about  services  to  you 

by  Kirt  T.  Compton,  CIRA 

6  News  in  Brief 

9  Tournament  News 

by  Stephen  W.  Edgerton,  CIRA 

15  Order  your  professional  library 

29  Ideas  Clinic 

by  Melvin  C.  Byers,  CIRA 

32  NIRA  Calendar 
32  Ad  Index 
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What  is  NIRA? 

i 

The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 

ORGANIZATION  ANNUAL  DUES  are  based  on  number  of 
employees  eligible  for  your  program. 

More  than  1 0,000  employees  (10)  $185 

5,001  to  10,000  employees  (  6)  $155 

1,001  to  5,000  employees  (  4)  $125 

Fewer  than  1,000  employees  (2)  $  75 

(  )  =  Number  of  copies  of  Recreation  Management  Magazine 

included  free  as  a  member  service 

ASSOCIATE  (Supplier)  ANNUAL  GRANT — Minimum  $300 
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The  NIRA  President 
would  like  a  word  with  you 


.  .  .  about  services  to  you 


As  you  read  this  October  issue  of 
RM,  your  NIRA  Board  of  Directors 
will  be  assessing  the  Association's 
progress  in  membership  growth  and 
financial  strength.  Our  fall  Board 
meeting  will  concentrate  on  build¬ 
ing  the  Association  in  these  two  es¬ 
sential  areas.  We  will  also  plan  for 
an  equally  important  concern: 
member  services.  Our  delivery  of 
services,  which  depends  upon  fi¬ 
nancial  strength,  is  our  most  effec¬ 
tive  spur  to  membership  growth. 

A  professional  organization  jus¬ 
tifies  its  existence  by  serving  its 
members.  That  service  must  be 
unique.  It  must  include  specialized 
information  and  professional  con¬ 
tacts.  Ideally,  the  two  combine  to 
make  affiliation  a  professionally 
stimulating  and  personally  reward¬ 
ing  experience. 

Information  comes  to  you  in  NIRA 
periodicals,  special  publications  and 
program  manuals,  and  in  local,  re¬ 
gional  and  international  confer¬ 
ences.  That  information  varies  from 
news  and  programming  ideas  to 
leads  on  discounts  and  references  to 
additional  resources.  Supplemental 
services  such  as  NIRA  tournaments, 
awards  and  certification,  enhance 
your  programs  and  status. 

Professional  contacts  are  at  least 
as  important  as  pre-packaged  infor¬ 
mation.  In  this  business,  as  in  any 
other,  your  success  is  not  entirely  a 
matter  of  what  you  know.  It  really 


Kirt  T.  Compton,  CIRA 
Eastman  Kodak  Company 
1979-80  NIRA  President 


does  depend  as  well  on  who  you 
know.  This  is  especially  true  in  our 
field — not  because  "clout"  is  all- 
powerful,  but  because  we  do  not 
have  all  the  resources  we  need 
within  our  own  organizations.  We 
must  turn  to  one  another  for  assis¬ 
tance  and  support. 

We  know  that  no  single  publica¬ 
tion,  conference  or  personal  contact 
can  fill  any  member's  every  need. 
Nor  can  our  total  package  of  pre¬ 
pared  services  answer  the  needs  of 
all  members.  As  your  program  var¬ 


ies,  you  require  a  variety  of  services 
from  your  professional  association. 

When  you  call  or  write  the  NIRA 
office,  you  place  your  needs  at  the 
top  of  the  agenda  and  the  staff  re¬ 
sponds  accordingly.  Staff  members 
also  report  to  the  Board  of  Directors 
on  the  volume  and  kind  of  requests 
they  receive.  Those  reports  signifi¬ 
cantly  influence  changes  and  im¬ 
provements  in  services. 

According  to  the  staff,  members 
most  frequently  request  program¬ 
ming  assistance.  They  want  ideas  to 
put  new  life  into  existing  programs 
and  they  need  to  talk  with  other  rec¬ 
reation  directors  who  have  adminis¬ 
tered  activities  they  are  interested  in 
starting.  We  react,  and  in  so  doing, 
have  established  a  range  of  services 
that  are  responsible  for  our  growth  to 
this  point. 

We  are  pleased  but  not  content 
with  the  services  we  provide.  We 
have  begun  a  new  effort  to  refine  our 
information  referral  and  personal 
contact  system.  Fall  issues  of  "Key 
Notes"  will  invite  you  to  be  listed  as 
a  NIRA  Practitioner-Consultant  in  a 
new  confidential  directory  of  mem¬ 
bers  who  will  share  the  practical 
skills  only  experience  can  provide. 
Watch  "Key  Notes"  for  details — and 
watch  NIRA  for  more  services  that 
justify  membership. 

KfitT 
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OPEN  FORUM 


N IRA  by  any  other 


name  . . . 


Should  the  National  Industrial  Recreation  Associa¬ 
tion  (NIRA)  be  renamed  the  Employee  Services  Man¬ 
agement  Association  (ESMA)?  When  the  choice  comes 
before  NIRA  voters  in  a  postal  referendum  next  year,  the 
merits  of  those  specific  alternatives,  as  well  as  the  greater 
question  of  a  change,  will  be  well-known  to  RM  readers. 
In  the  next  several  issues  of  Recreation  Management, 
“Open  Forum"  will  present  letters  to  the  editor  on  this 
important  issue.  The  letters  published  this  month  come 
from  past  and  present  members  of  the  NIRA  Board  of 
Directors  who  were  present  at  the  38th  Annual  NIRA 
Conference  and  Exhibit  last  May,  when  the  impending 
referendum  and  this  column  were  announced.  We  en¬ 
courage  all  members  and  interested. friends  of  NIRA  to 
add  their  opinions  to  these.  Responsibility  for  the  selec¬ 
tion  of  letters  is  the  RM  Editor's,  with  the  advice  and  final 
approval  of  the  NIRA  Executive  Director.  Background  in¬ 
formation  on  the  mechanics,  costs  and  implications  of  a 
name  change  is  available  upon  request  from  NIRA 
Headquarters. 

To  assure  that  the  "Open  Forum"  best  serves  the 
interests  of  an  informed  electorate,  we  insist  on  these 
guidelines  for  contributors: 

(1)  Letters  must  be  brief  and  to  the  point.  We  ask 
contributors  to  limit  their  remarks  to  300  words. 

(2)  Letters  must  be  dated  and  signed. 

(3)  Letters  should  be  limited  to  the  subject  of  the 
name  change  proposal.  The  NIRA  office  wel¬ 
comes  inquiries  and  comments  on  other  NIRA 
business,  but  will  restrict  the  "Forum"  space  to 
this  question  until  it  is  settled. 

(4)  Letters  must  be  received  in  the  NIRA  office  by  the 
Friday  of  the  first  full  week  of  the  month,  for  pub¬ 
lication  in  the  following  month's  issue.  For 
example,  letters  for  the  November  issue  must 
reach  NIRA  Headquarters  by  October  5. 


Letters  for  publication  in  "Open  Forum"  should  be 
addressed  to: 

"Open  Forum" 

Recreation  Management  Magazine 
20  North  Wacker  Drive,  Suite  2020 
Chicago,  Illinois  60606 


To  "Open  Forum": 

It  would  be  a  mistake,  in  my  opinion ,  to  eliminate 
the  word  "recreation"  from  our  organization  name 
without  replacing  it  with  a  word  that  directly  relates  to  it 
but,  perhaps,  is  more  all  encompassing. 

I  agree  with  removal  of  the  words  " national "  and 
" industrial "  and  addition  of  the  word  "management." 
We  are  no  longer  only  national  or  industrial  in  scope, 
and  our  organization  is  made  up  of  predominantly  man¬ 
agement  level  personnel.  With  these  thoughts  in  mind, 
then,  I  would  recommend  the  following  name  for  our 
organization. 

EMPLOYES  ACTIVITES  MANAGEMENT 
ASSOCIATION 

The  word  " activities "  is  rather  all  encompassing.  It 
covers  our  basic  functions  which  involve  planning,  or¬ 
ganization  and  implementing  programs  of  all  types  that 
relate  to  recreation,  per  se.  In  addition,  it  can  appropri¬ 
ately  encompass  many  service  and  employe  relations 
type  functions  which  are  not  recreation  oriented  but, 
nevertheless,  fall  under  recreation  management  respon¬ 
sibilities  of  our  members. 

Sincerely, 

Bernie  Watts 

Director,  Employe  Activities 
The  Goodyear  Tire  &  Rubber  Co. 
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Your  best  convention  ever 
hasjnstbegnn.  J 


It  begins  right  here,  right  now,  with  all  the  remarkable  reasons  that  make 
nearby  Mexico  the  finest  convention  choice. 

Let’s  begin  with  our  fabulous  line-up  of  meeting  locations  waiting  for 
you  in  the  cities  and  resorts  of  Mexico.  Beautiful  to  look  at,  flawless  when 
put  to  the  test,  these  gathering  sites  are  even  more  impressive  when 
you  avail  yourself  of  the  services  of  the  Mexican  Government  Tourism  Office 

We  want  your  convention  in  Mexico  to  be  a  smooth-sailing 

success  long  before  it  begins.  So  be  sure  to  _ 

contact  us.  Call  our  Convention  Department  . 

at  (212)  755-7212.  We  re  ready  with  the  answers. 

Helpful  advice.  Everything 
you  need  to  know 

to  ensure  a  perfect  event.  w  b  A  b 


SjlM  MEXICO 

|  The  Amigo  Country 

MEXICAN  GOVERNMENT  TOURISM  OFFICE 
Director  of  Groups  and  Conventions 
405  Park  Avenue 
New  York,  New  York  10022 


I'm.  interested.  And  I’d  like  to 
learn  more. 


Company. 


Address 


Secretarla  de  Turismo  •  Const  jo  National  de  Turismo 


EDITOR'S  NOTE:  The  postal  referendum  scheduled  for 
next  year  will  not  offer  the  opportunity  to  suggest  new 
name  alternatives.  It  will  ask  members  to  vote  "Yes"  or 
"No"  to  the  proposed  new  name,  ESMA.  If  the  total 
number  of  "Yes"  votes  falls  short  of  two-thirds  of  those 
voting,  NIRA's  present  name  will  stand.  If  members  then 
wish  to  propose  new  names  other  than  ESMA,  they  will 
be  free  to  re-open  the  question  for  further  discussion  and 
another  possible  referendum  at  a  later  date. 


To  " Open  Forum": 

Because  the  term  "Employee  Services"  represents 
the  true  broad  spectrum  of  today's  employee  leisure  pro¬ 


fessional  in  many  organizations ,  we  suggest  an  associa¬ 
tion  name  change  might  be  beneficial  for  several  rea¬ 
sons. 

First,  the  term  "recreation"  is  not  only  restrictive  but 
produces  negative  connotations  in  the  minds  of  some 
management  personnel.  Second,  the  expanded  defini¬ 
tion  will  attract  more  members  and  exhibitors.  Third,  the 
new  name  encompasses  more  responsibility  to  reflect 
the  increased  importance  of  the  employee  in  the  80's 
and  beyond.  We  therefore  endorse  the  name  "Employee 
Services  Management  Association." 


Cordially, 

Robert  A.  Baldwin 

Director,  Walt  Disney's  Magic  Kingdom  Club 
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NEWS  IN  BRIEF 


Pump  iron  to  keep, 
not  get,  in  shape 

“Who  should  pump  iron? 

Ninety-seven  pound  weaklings  who 
have  been  running."  So  says  Porter 
Shimer,  Executive  Editor  of  Execu¬ 
tive  Fitness  Newsletter.  Citing  recent 
studies  at  the  Institute  for  Aerobics 
Research  in  Dallas,  Shimer  wrote 
last  month,  "Pumping  iron — while  it 
can  be  a  good  way  of  keeping  you  in 
shape — is  a  lousy  way  of  getting  you 
there." 

Shimer  reported  on  a  series  of 
tests,  led  by  Drs.  Larry  Gettman  and 
Michael  Pollack,  involving  two 
groups  of  previously  unconditioned 
middle-aged  men.  Their  study  found 
that  cardio-vascular  fitness  im¬ 
proved  more  under  a  program  of 
moderate  jogging  than  it  did  after 
identical  exertion,  in  terms  of  time 
and  heart  rate,  for  curcuit  weight 
training. 

The  cardio-vascular  workout  that  deconditioning, 
jogging  (or  swimming  and  cycling) 
provides  involves  the  heart  and 

lungs  during  exercise.  It  also  makes  Executive  Fitness  Newsletter  is  a 
demands  on  a  great  number  of  dif-  biweekly  digest  of  fitness  news  and 
ferent  muscles  throughout  the  body.  short  features.  Well-researched  and 


♦  ♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦  ♦♦  ♦ 

♦ 
♦ 

QUALITY  t 


VACATIONS  ♦ 
USA  and  CANADA  ♦ 

Let  us  show  you  what* 
personalized  service  really  * 
means!  * 

Escorted  air  and  motor-  ♦ 
coach  tours  for  individual  * 
Nl  RA  members  or  exclu-  ♦ 
sive  group  arrangements.  * 
FREE  tour  brochure.  Net  * 
wholesale  prices  to  N I R  A  ♦ 
members.  * 

* 

SLIDE/SOUND  PRESENTA  TION  A  VAIL  ABLE  ON  REQUEST  ♦ 

**************************************** 


MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  IL  60473 
Chicago— 928-4500 
Illinois-800/942-9205 
I  nter- State— 800/323-8383 


For  this  reason,  it  helps  build 
cardio-vascular  strength  while  it 
burns  calories.  Weight  training,  on 
the  other  hand,  places  immediate 
and  strenuous  demands  on  only 
specific  muscles.  The  heart  and 
lungs  respond  after  the  strain.  While 
weight  training  does  increase 
strength  and  muscle  mass  while  it 
reduces  fat,  it  is  not  as  effective  at 
building  cardio-vascular  fitness. 

Weight  training  can  be  a  good 
way  to  stay  in  shape,  however,  ac¬ 
cording  to  the  Gettman-Pollack 
study.  Its  group  of  middle-aged  jog¬ 
gers,  once  in  shape,  stayed  that  way 
with  a  program  of  circuit  weight 
training.  Pumping  iron,  at  a  level 
that  allows  steady,  rhythmic  breath¬ 
ing,  apparently  will  maintain  the 
cardio-vascular  fitness  developed  by 
road  work.  For  runners  who  are 
temporarily  benched  by  injuries  or 
inclement  weather,  weight  training 
may  offer  an  effective  way  to  prevent 


written  in  a  brisk,  often  humorous 
style,  it  is  both  informative  and  en¬ 
tertaining.  Subscriptions  cost  $18 
per  year;  $34  for  two  years.  For  in¬ 
formation,  contact  Janice  Saad, 
Reader's  Service,  Executive  Fitness 
Newsletter,  Rodale  Press,  Inc.,  33 
East  Minor  St.,  Emmaus,  PA  18049. 


Universal  installs 
Olympic  training  centers 

The  official  Olympic  training 
committee  has  installed  gym  equip¬ 
ment  by  Universal  in  all  United 
States  Olympic  team  training  cen¬ 
ters. 

The  most  recent  Universal  equip¬ 
ment  installation  is  at  Lake  Placid, 
New  York  where  six,  sixteen-station 
Universal  Centurion  dynamic  resis¬ 
tance  machines  are  to  be  placed. 
The  Lake  Placid  facility  brings  the 
number  of  Universal-equipped 
Olympic  training  centers  to  three. 
The  first,  in  Squaw  Valley,  Califor¬ 
nia,  was  outfitted  in  1977  and  was 
followed  soon  after  by  the  Colorado 
Springs  facility.  Equipment  chosen 
for  the  Olympic  facilities  is  the  same 
equipment  available  through  Uni¬ 
versal's  catalogs. 

Daytona's  Reef  Inn 
changes  hands 

Frances  M.  Perrin,  Sales  Manager 
for  the  Quality  Inn-Reef  in  Daytona 
Beach,  has  notified  NIRA  that 
"The  Quality  Inn-Reef  has  recently 
been  sold  and  we  are  now  under  a 
new  management  corporation.  We 
will  remain  the  Quality  Inn-Reef  and 
will  honor,  thru  December  31, 
1979,  all  commitments  made  to 
NIRA  members.  At  this  time,  how¬ 
ever,  we  are  going  to  discontinue 
our  active  membership  in  NIRA. 
Perhaps  at  some  future  date,  we  wil 
reconsider  and  contact  you  about 
membership." 

Any  NIRA  member  with  questions  | 
about  the  Reef  policy  should  con¬ 
tact  Perrin  at  The  Reef,  935  S.  At- 1 
lantic  Ave.,  Daytona  Beach,  FL | 
32018— Phone  (904)  252-2581. 

DATO  map  gives 
U.S.  gas  hotlines 

States  across  the  U.S.  have  op-| 
ened  toll  free  hotlines  to  provide| 
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gasoline  availability  information. 
The  Discover  America  Travel  Or¬ 
ganizations  (DATO)  has  published  a 
map  listing  the  numbers  and  has 
made  it  available  to  RM.  Some  of  the 
numbers  shown  can  be  reached  only 
from  the  immediate  area  surround¬ 
ing  a  listed  state.  Callers  who  have 
difficulty  reaching  any  of  the  num¬ 
bers  should  contact  the  operator  or 
call  either  the  National  Traveler's 
Gasoline  Advisory  or  the  state  travel 
office  nearest  their  destination. 
Questions  about  travel  and  the 
availability  of  gasoline  should  be  di¬ 
rected  to  DATO,  1899  L  Street, 
N.W.,  Washington,  DC  20036 — 
Phone  (202)  293-1433. 

The  map  appears  on  page  8. 


*  *  * 


NEWSBRIEFS  . . .  Another  interest¬ 
ing  publication  for  the  fitness  field 

is  the  Fitness  Institute  Bulletin,  a 
monthly  newsletter  of  The  Fitness  In¬ 
stitute  in  Willowdale,  Ontario.  The 
newsletter  focuses  on  personal  fit¬ 
ness  through  nutrition  and  exercise. 
Yearly  subscription  rates  in  the  U.S. 
and  Canada  are  $8;  $10  in  other 
countries.  Inquiries  should  be  di¬ 
rected  to  Douglas  MacLennan, 
Vice-President,  Technical,  The  Fit¬ 
ness  Institute,  255  Yorkland  Blvd., 
Willowdale,  Ont.  M2J  1S3  ... 
Women  are  fast  becoming  signifi¬ 
cant  consumers  of  athletic  and 
non-fashion  sporting  goods,  accord¬ 
ing  to  a  recent  study  by  Benton  & 
Bowles,  a  New  York  ad  agency.  The 
study,  reported  recently  in  the  Wall 
Street  Journal,  notes  that  45%  of  all 
downhill  skiers  are  women,  as  are 


49%  of  tennis  players  and  36%  of 
squash  players. 


Continued 
on  following  page 


HELP  US 

STRIKEOUT 
BIRTH  DEFECTS 

MARCH  OF  DIMES 


J 


n, 

w 


Where  else  but 

CALIFORNIA  .  .  . 


For  the  39th  Annual 
NIRA  Conference  and  Exhibit 
May  15—  20,  1980 


Town  and  Country  Hotel 
San  Diego 
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TOURNAMENT  NEWS 


by  Stephen  W.  Edgerton,  CIRA 
Xerox  Corporation 
NIRA  Vice  President, 
Tournaments  and  Services 


There  is  still  time  for  you  to  enter  your  employees' 
prize  catches  in  the  1979  NIRA  Fishing  Contest.  The 
event  is  co-sponsored  by  the  American  Fishing  Tackle 
Manufacturers  Association  (AFTMA).  Prizes,  a  variety  of 
name-brand  fishing  and  boating  equipment,  will  be  do¬ 
nated  by  AFTMA  members. 

The  Fishing  Contest  entry  fee  is  only  $10.00  per  or¬ 
ganization.  That  one  fee  allows  any  employee  to  enter 
the  contest  at  no  additional  cost.  Your  organization's 
entry  entitles  you  to  100  individual  entry  forms,  mailed 
from  Contest  Coordinator  Gene  Miller,  CIRA  (Michigan 
Bell  Telephone  Company).  Individual  fishers  are  respon¬ 
sible  for  returning  their  entries  and  documentation  to 
Gene. 

Eligibility  is  easy.  Entrants  must  be  fulltime  employ¬ 
ees  of  NIRA  companies,  or  the  members  of  those  em¬ 
ployees'  families.  Eligible  entries  must  represent  fish 
caught  before  December  1,  1979  in  United  States, 
Canadian  or  Mexican  waters.  Each  catch  must  be  wit¬ 
nessed  by  two  persons  and  be  documented  by  a  photo¬ 
graph.  Entries  must  reach  the  Contest  Coordinator  no 
later  than  December  10,  1979. 

Competitors  will  vie  for  prizes  in  fresh  and  salt  water 
categories: 


Fresh  Water  Division 

Bass,  Smallmouth 
Bass,  Largemouth 
Bluegill 
Muskellunge 
Northern  Pike 


Perch 

White  Perch 
Salmon 
Trout,  Lake 
Trout,  Rainbow 
Walleye 


Salt  Water  Division  Yellowtail 

Bass,  Sea 
Dorado 
Kingfish 
Marlin 
Salmon 

Tropies  and  grand  prizes  will  be  awarded  to  those 
who  enter  the  largest  fish  in  each  class.  Duplicate  prizes 
will  be  awarded,  should  identical  entries  top  any  one 
class. 

Each  individual  who  enters  the  Contest,  regardless 
of  the  size  of  his/her  fish,  will  be  eligible  for  a  special 
prize  drawing.  Some  NIRA-member  employees  have 
missed  out  on  this  drawing  in  the  past  because  their 
companies  have  entered  only  one  fish — a  local 
winner — in  each  class.  Remember  to  send  all  your  em¬ 
ployees'  entries,  to  insure  that  everyone  in  your  organi¬ 
zation  has  a  chance  to  win  a  special  prize  in  the  random 
drawing  immediately  following  the  Contest. 

The  NIRA/AFTMA  Fishing  Contest  opened  July  1, 
1979,  with  a  promotional  notice  mailed  to  NIRA  mem¬ 
bers.  By  September,  according  to  Gene  Miller,  entries  had 
almost  reached  the  all-time  record  for  the  entire  contest 
period.  If  you  have  not  sent  in  your  organization  entry 
form,  clip  the  one  below  and  return  it  immediately  with 
your  $10.00  registration  fee.  Gene  Miller  will  return  100 
individual  entry  forms  to  you  for  your  anglers'  use.  If  you 
have  any  questions  about  this  year's  Fishing  Contest, 
phone  Gene  at  (313)  223-7809. 


ORGANIZATION  ENTRY  FORM 
1979  NIRA/AFTMA  FISHING  CONTEST 

I  am  enclosing  the  $10.00  entry  fee  that  will  enable  any  employee  in  my  organization  to  participate  in  the  1979 
NIRA/AFTMA  Fishing  Contest. 

NAME _ 

TITLE _ _ _ 

COMPANY _ 

ADDRESS _ 

CITY _ STATE _ ZIP _ 

ENTRY  FORMS  MUST  BE  RETURNED  TO:  GENE  MILLER,  MICHIGAN  BELL  TELEPHONE  COMPANY,  444 
MICHIGAN  AVENUE,  ROOM  1510,  DETROIT,  MICHIGAN  48226 

pm 
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Volunteers 
from  the 
workplace 


Charity  begins 
on  the  job 
with  employee 
volunteer  programs 


from  remarks  by  Kenneth  Allen 
Executive  Vice  President, 
VOLUNTEER 


Employee  recreation  directors  recognize,  probably 
better  than  anyone  else,  the  importance  of  leisure  time  in 
our  society  and  the  need  to  make  more  constructive  use 
of  it  for  everyone.  Volunteering  already  plays  an  impor¬ 
tant  role  in  people's  leisure  time.  The  support  of  em¬ 
ployee  volunteering  is  a  legitimate  part  of  an  overall 
corporate  recreation  program. 

PIONEER  ROOTS 

Volunteering  is  an  integral  part  of  our  society.  From 
our  earliest  days,  neighbor  helped  neighbor  with  barn 
raisings,  bringing  in  the  crops  and  doing  those  things  that 
people  could  not  do  individually.  Daniel  Bernstein,  the 
famous  historian,  has  noted  that  people's  involvement  in 
the  solutions  of  their  own  problems  far  pre-dates  gov¬ 
ernmental  involvement  in  problem  solving.  It  was  volun¬ 


teers,  people  acting  to  serve  their  own  needs  and  the] 
needs  of  their  neighbors,  that  really  built  this  society. 

We  began  with  informal  kinds  of  helping  activities! 
and  have  progressed  through  the  development  of  very  f 
sophisticated  volunteer  programs.  In  1974,  a  U.S.  Cen¬ 
sus  Bureau  study  of  volunteering  concluded  that  roughly 
37  million  people  in  the  country  would  identify  them¬ 
selves  as  volunteers  on  a  regular  basis.  These  are  people 
who  recognize  that  they  are  doing  something  that  would 
qualify  them  as  volunteers,  whether  it  be  in  their 
churches  or  neighborhood  associations,  or  the  Red  Cross 
or  the  Boy  Scouts  or  Girl  Scouts.  If  we  add  to  that  the 
broad  range  of  people  who  are  involved  in  informal 
helping  activities,  we  would  take  in  virtually  every  citi¬ 
zen.  The  Census  Bureau  concluded  that  about  one  ofl 
every  four  people  over  the  age  of  14  is  regularly  involvedl 
in  some  kind  of  an  organized  volunteer  activity  and  that! 
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the  value  of  that  service  in  this  society  is  roughly  $34 
billion  a  year. 

Last  year,  a  Gallup  poll  report  concluded  that  about 
89%  of  the  population  in  urban  areas  would  be  willing, 
if  asked,  to  be  involved  in  some  kind  of  neighborhood  or 
community-based  volunteer  assistance  activity.  If  all  the 
time  they  were  willing  to  contribute  were  added  to¬ 
gether,  it  would  amount  to  roughly  one  billion  hours  per 
month. 

As  we  have  increased  the  number  of  people  who  are 
involved  in  volunteer  activities,  we  have  also  broadened 
our  understanding  of  who  these  volunteers  are.  As  re¬ 
cently  as  1970,  when  we  talked  about  volunteers, 
people  imagined  a  middle-aged,  middle-class  un¬ 
employed  white  woman  who  was  heavily  involved  in 
church,  school  and  charitable  activities.  That  was  inac¬ 
curate  at  the  time  and  is  inaccurate  now.  Virtually 
everybody,  at  some  point  in  his  lifetime,  is  a  volunteer. 
There  is  no  social  problem,  no  community  concern,  that 
is  not  addressed  in  some  way  by  citizens  as  volunteers. 


CORPORATE  INVOLVEMENT 

Over  the  past  three  years,  we  have  seen  increased 
corporate  interest  in  volunteer  activities.  We  just  com¬ 
pleted  an  18-month  study  which  identified  330  corpora¬ 
tions  in  the  United  States  that  do  something  to  encour¬ 
age  their  employees  to  become  active  in  volunteer  pro¬ 
grams.  People  in  the  volunteer  world  were  amazed  to 
learn  that  the  profit  sector  Was  so  concerned  about  vol¬ 
unteering.  There  is  a  longstanding  myth  that  employed 
people  do  not  volunteer.  In  fact,  the  census  study  in 
1 974  found  that  just  the  opposite  is  true.  People  who  are 
employed  full-time  are  much  more  likely  to  volunteer 
than  people  who  either  are  not  employed  or  do  not  con¬ 
sider  themselves  to  be  in  the  workplace.  There  are 
mechanisms  through  which  the  time  and  talent  of  em¬ 
ployees  can  be  matched  with  needs  in  the  community 
and  be  mobilized  for  volunteer  service.  All  of  this  means 
that  you  are  in  an  ideal  position  now  to  create  corporate 
volunteer  programs,  to  be  the  link  between  the  individ¬ 
ual  employee  and  the  community. 

Why  do  corporations  choose  to  be  involved  in  volun¬ 
teer  activities?  After  all,  volunteering  may  seem,  on  the 
face  of  it,  to  be  almost  antithetical  to  what  corporations  are 
all  about.  Let  me  suggest  five  reasons  why  involvement 
in  voluntary  action  is  a  sound  business  choice. 

First  is  the  need  for  corporate  resources  to  be  de¬ 
voted  to  community  problem  solving.  It  is  a  reflection  of 
the  success  of  corporations  in  doing  what  they  do  that 
community  agencies  turn  to  them  to  solve  problems. 
They  are,  in  fact,  victims  of  their  own  success.  There  has 
been  an  increased  recognition,  too,  on  the  part  of  corpo¬ 
rate  leaders  that  participation  in  federated  fund-raising 
campaigns  is  no  longer  sufficient  as  a  way  for  corpora¬ 


tions  to  participate  in  the  community.  Rather,  if  corpora¬ 
tions  are  to  have  a  real  impact  on  problem  solving,  they 
must  mobilize  their  human  resources  as  well  as  their  fi¬ 
nancial  resources. 

The  second  reason  why  corporations  are  involved  in 
volunteering  is  simply  that  it  is  in  their  best  interest  to  be 
involved.  Business  and  industry  function  best  in  the  at¬ 
mosphere  of  a  healthy  community.  Ten  or  fifteen  years 
ago,  companies  began  to  recognize  that  they  had  a  di¬ 
rect  contribution  to  make  to  their  communities  and  that 
real  benefits  to  business  would  result. 

Thirdly,  volunteer  programs  enhance  the  corporate 
image  both  in  the  community  and  with  the  corporation's 
own  employees.  A  number  of  companies  that  have 
sophisticated  and  successful  volunteer  programs  have 
surveyed  their  employees  and  asked  them  what  they  see 
the  impact  of  their  volunteer  work  to  be.  Employees  al¬ 
ways  answer  that  it  gives  their  company  a  better  image 
in  the  community.  When  asked  how  the  program  has 
affected  their  feelings  about  the  company  as  an  em¬ 
ployer,  volunteers  have  invariably  indicated  that  being 
given  the  opportunity  to  participate  in  a  volunteer  activ¬ 
ity  has  improved  and  increased  their  positive  perception 
of  the  company. 

The  fourth  reason  for  corporate  interest  is  that  volun¬ 
teer  programs  benefit  employees.  They  give  employees 
new  opportunities,  relieve  the  routine  of  their  jobs,  and 
give  them  a  chance  to  have  new  experiences  and  try  out 
new  kinds  of  activities  and  skills.  All  the  surveys  of  cor¬ 
porate  employees  who  volunteer  are  positive,  indicating 
an  improvement  in  morale  and  productivity  with  a  lower 
rate  of  absenteeism. 

The  final  reason  why  corporations  are  interested  in 
volunteering  is  simply  that  they  are  beginning  to  recog¬ 
nize  the  link  between  the  profit  and  the  non-profit  sec¬ 
tors.  They  recognize  that  the  two  are  really  sides  of  the 
same  coin.  Before  his  death  last  year,  John  D.  Rockefel¬ 
ler  III  gave  a  speech  in  North  Carolina  and  I'd  like  to 
share  with  you  just  one  quote  from  it.  Fie  said,  “The 
business  community  and  the  third  sector  are  rooted  in 
common  ground:  the  preservation  and  strengthening  of 
individual  initiative  in  private  enterprise.  To  me  there  is 
no  question  that  the  futures  of  the  third  sector  and  of 
American  business  are  inseparable." 

In  other  words,  corporations  have  something  that  the 
community  needs.  They  have  time,  they  have  people 
with  talent  and  expertise,  and  they  have  financial  re¬ 
sources.  The  non-profit  community,  on  the  other  hand, 
has  something  that  the  business  world  needs:  people 
who  are  interested  in,  and  concerned  about  the  commu¬ 
nity.  In  a  time  when  public  esteem  for  corporations  and 
organized  labor  is  low,  employee  volunteerism  and 
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People  who  are  employed  full-time  are  much  more 
likely  to  volunteer  than  people  who  are  not  employed 

or  do  not  consider  themselves 
to  be  in  the  workplace. 


other  programs  of  corporate  social  responsibility  are  ap¬ 
propriate  and  needed  ways  to  respond. 

There  are  a  number  of  ways  in  which  corporations 
get  involved  in  volunteer  programs.  Probably,  the  most 
basic  approach  is  to  match  individual  employees  with 
specific  jobs  that  need  to  be  done  in  the  community. 
That  can  be  done  in  two  ways.  Management  may  de¬ 
velop  a  mechanism  by  which  employees  can  be  made 
more  aware  of  the  need  for  volunteer  work  in  the  com¬ 
munity.  Secondly,  a  company  can  actually  create  an 
in-house  capability  to  contact  employees  and  refer  them 
to  community  agencies  that  need  their  help.  The  corpo¬ 
ration  can  also  invite  existing  resources,  such  as  a  volun¬ 
tary  action  center,  to  recruit  in  the  company. 

The  second  model  for  corporate  volunteering  is  the 
group  project  method.  Again,  there  are  two  options. 
First,  the  corporation  can  participate  in  existing  commu¬ 
nity  programs,  such  as  walk-a-thons.  Tenneco  in  Hous¬ 
ton,  for  example,  just  last  May  had  two  thousand  em¬ 
ployees  involved  in  the  Tenneco  Love  Run  for  Muscular 
Dystrophy.  It  was  part  of  an  on-going  community  volun¬ 
teer  program  that  the  company  was  able  to  join  by  sim¬ 
ply  letting  employees  know  that  the  opportunity  existed 
and  encouraging  them  to  participate.  Secondly,  com¬ 
panies  can  create  their  own  group  projects.  Some  ex¬ 
cellent  programs  of  this  type  are  Allstate's  "Helping 
Hands,"  Atlantic-Richfield's  "Joint  Education  Project" 
in  the  Los  Angeles  schools  or  the  Fluor  Corporation's 
"Involvement  Team"  which  sends  groups  of  employees 
to  work  in  community  agencies. 

A  third  way  in  which  companies  mobilize  their  em¬ 
ployees  is  through  loaned  personnel  programs.  These 
used  to  be  almost  exclusively  loaned  executive  pro¬ 
grams  and,  for  many  companies,  were  considered  a 
good  way  to  ease  older  executives  into  retirement.  Now 
those  programs  have  begun  to  expand  to  include  all  lev¬ 
els  of  skilled  employees,  from  computer  programmers 
and  accountants  to  clerks — anyone  who  can  respond  to 


the  specific  short-term  needs  of  a  community  agency. 
Loaned  employees  may  design  a  public  relations  cam¬ 
paign,  implement  a  fund-raising  drive,  start  a  new  busi¬ 
ness  system,  or  open  a  branch  office. 

A  fourth  means  of  supporting  voluntary  action  is  the 
granting  of  relief  time,  which  is  simply  volunteering  on 
company  time.  Participating  employees  are  allowed  to 
take  time  during  working  hours  to  volunteer  in  a  com¬ 
munity  agency.  There  is  resistance  to  this  approach, 
clearly,  among  companies  that  are  opposed  to  anything 
that  might  cut  into  productivity.  In  surveys  of 
employee-volunteers  and  their  supervisors,  however, 
companies  have  found  that  these  programs,  in  fact,  in¬ 
crease  the  productivity  of  most  employees  who  partici¬ 
pate  because  of  their  heightened  sense  of  obligation  to 
make  up  the  time  they  have  missed.  Relief  time  has  also 
been  found  to  be  a  positive  incentive  to  volunteer.  Em¬ 
ployees  have  indicated  that  they  are  active  in  the  com¬ 
munity  because  the  company  thinks  enough  of  the  activ¬ 
ity  to  allow  them  some  time  off  to  do  it. 

Some  companies  pair  an  hour  of  company  time  with 
an  hour  of  personal  time,  so  that  if  an  employee  is  will¬ 
ing  to  give  up  his  lunch-hour  one  day  a  week,  the  com¬ 
pany  gives  him  another  hour  one  day  a  week  to  continue 
that  volunteer  job.  Or,  if  the  employee  is  willing  to  give 
up  the  hour  from  5:00  to  6:00  in  the  evening,  as  they  do 
in  some  companies  in  New  York  to  tutor,  then  the  com¬ 
pany  will  give  up  the  hour  from  4:00  to  5:00  in  the  after¬ 
noon. 

Perhaps  the  most  sophisticated  kind  of  employee 
volunteer  program  is  social  service  leave,  which  is  es¬ 
sentially  an  extension  of  relief  time  to  full-time  absence 
from  the  job,  with  pay,  for  three  months  to  a  year.  Em¬ 
ployees  of  Xerox  and  IBM,  for  example,  work  with 
community  agencies  while  on  social  service  leave. 

Another  way  in  which  companies  are  beginning  to 
become  involved  in  volunteering  is  through  retirees' 
activities.  Equitable  Life  Assurance  in  New  York,  for 
example,  has  built  its  entire  employee  volunteer  pro¬ 
gram  around  the  interests  and  needs  of  its  retired  work¬ 
ers.  American  Airlines  in  Los  Angeles  has  involved  its 
retirees  in  the  company  itself,  as  school  recruiters  and 
company  tour  guides. 

A  final  way  in  which  companies  are  active  in  volun¬ 
teering  is  through  a  variety  of  incentive  programs  that 
encourage  people  to  volunteer  or  reward  them  for  volun¬ 
teering.  PPG  Industries,  for  example,  has  a  nationwide 
program  to  honor  employee  volunteers.  Standard  Oil  of 


89%  of  the  population 
in  urban  areas  would 
be  willing  to  be 
involved  in  community- 
based  volunteer 
assistance. 
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Loaned 
executive 
programs  have  begun 
to  expand  to  include  all 
levels  of  skilled  employees, 
from  computer  programmers  and  accountants  to 
clerks — anyone  who  can  respond  to  the  needs  of  a 
community  agency. 


California,  Atlantic-Richfield  and  others  have  created 
community  involvement  funds.  Employees  who  volun¬ 
teer  are  eligible  to  turn  to  the  company  for  cash  contribu¬ 
tions  to  the  agencies  for  which  they  volunteer.  Contribu¬ 
tions  that  range  from  $500  to  $1,000  a  year  are  an 
incentive  for  involvement,  a  recognition  of  the  impor¬ 
tance  of  that  involvement,  and  a  reward  for  it. 


MUTUAL  BENEFITS 

VOLUNTEER:  The  National  Center  for  Citizen  In¬ 
volvement  recently  completed  a  study  of  corporate  vol¬ 
unteer  involvement.  We  discovered  some  things  that 
potential  administrators  of  this  kind  of  program  ought 
to  know. 

First,  we  discovered  that  successful  programs  were 
mutually  beneficial  to  all  of  the  actors  involved.  Regard¬ 
less  of  whether  you  define  success  by  the  level  of  par¬ 
ticipation,  kind  of  involvement,  or  project  effectiveness, 
there  is  something  for  everyone  in  programs  that  suc¬ 
ceed.  The  community  benefits  because  it  gains  a  new 
source  of  talent,  energy  and  time  to  solve  problems.  The 
employee-volunteer  benefits  from  the  opportunity  to  do 
something  new  and  rewarding.  The  company  gains  by 
an  enhanced  public  image  and  improved  employee  rela¬ 
tions.  When  a  program  is  not  perceived  to  be  of  clear 
mutual  benefit,  it  is  substantially  less  successful. 

Secondly,  we  concluded  that  volunteer  programs  re¬ 
quire  a  relatively  modest  investment  of  corporate  re¬ 
sources.  Usually,  not  more  than  one  full-time  employee 
is  needed  to  operate  a  corporate  volunteer  program.  In 
fact,  we  have  seen  some  models  that  have  been  adminis¬ 
tered  successfully  in  three  to  five  hours  a  week.  In  a 
demonstration  project  in  Wichita,  Kansas,  we  teamed 
the  local  voluntary  action  center  with  fourteen  corpora¬ 
tions.  We  asked  each  company  to  identify  one  person  as 
its  “corporate  volunteer  coordinator"  and  to  agree  to 
give  that  person  between  three  and  five  hours  a  week 
release  time.  The  voluntary  action  center  was  responsi¬ 
ble  for  finding  the  jobs  that  needed  to  be  done  in  the 
community,  preparing  the  job  descriptions  and  handling 
the  liaison  work  with  the  company.  The  corporate  coor- 
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dinator  was  responsible  only  for  the  recruitment  of  em¬ 
ployees,  using  a  one-to-one  approach.  Volunteer  coor¬ 
dinators  ranged  from  the  loading  dock  foreman  in  a 
meat  processing  plant  to  the  vice  president  for  public 
affairs  in  a  bank.  In  less  than  six  months  of  actual  re¬ 
cruitment  time,  those  fourteen  mobilized  about  400  of 
their  fellow  employees,  most  of  whom  had  never  volun¬ 
teered  before. 

The  third  conclusion  we  reached  after  our  study  was 
that  corporate  volunteering  is  really  a  new  field,  in  its 
infancy.  It  is  where  college  student  volunteering  was  ten 
years  ago  or  hospital  volunteering  was  twenty  years  ago. 
Because  the  idea  is  new  in  business  and  industry,  it  still 
is  experiencing  some  growing  pains.  Most  corporate 
volunteer  programs  suffer  because  they  do  not  have  well 
articulated  goals.  Often  they  do  not  keep  good  records. 
They  may  not  be  able  to  prove  what  their  volunteers  are 
doing.  One  consequence  is  that  corporations  do  not  tell 
their  own  community  service  stories  as  effectively  as 
they  might.  Also,  because  of  the  relative  infancy  of  cor¬ 
porate  volunteerism,  networks  of  people  in  the  field  are 
just  now  beginning  to  develop.  VOLUNTEER  spon¬ 
sored  the  first  United  States  conference  on  the  subject, 
entitled  "Volunteers  from  the  Workplace,"  last  April. 
The  networks  are  beginning  to  develop  for  corporate 
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_ Volunteers  continued _ 

volunteerism,  just  as  they  did  years  ago  in  recreation. 

The  fourth  conclusion  we  reached  was  that  the  most 
critical  element  of  success  in  employee  volunteering  is 
the  interest,  concern  and  involvement  of  corporate  lead¬ 
ership.  It  must  start  with  the  chief  executive  and  work  all 
the  way  through  top  management.  While  corporate  vol¬ 
unteer  programs  require  a  relatively  low  level  of  finan¬ 
cial  investment,  they  have  an  extremely  high  visibility 
within  the  company.  They  are  usually  programs  that  cap¬ 
ture  the  attention  and  the  imagination  of  the  chief  execu¬ 
tive  and  those  immediately  below  him.  That  is  critical  to 
the  success  of  the  program  because  executive  attention 
helps  create  an  atmosphere  of  legitimacy  that  is  critical 
to  the  success  of  a  corporate  volunteer  program. 

A  volunteer  program  also  requires  the  positive  lead¬ 
ership  of  those  people  responsible  for  designing  and 
managing  the  company's  involvement.  Employee  ac¬ 
tivities  directors  are  in  a  unique  position,  now,  to  begin 
to  develop  corporate  volunteer  programs.  There  are  a 
number  of  resources  available  right  now  to  help.  At 
VOLUNTEER,  we  help  companies  by  working  with  mid¬ 
dle  management  to  develop  the  concept  of  an  employee 
volunteer  program  and  the  rationale  for  it.  We  can  also 
help  put  those  ideas  into  a  form  that  can  be  presented  to 
top  management.  We  have^  created  a  comprehensive  in¬ 
formation  bank  to  help  volunteer  program  administrators 
find  other  companies  that  are  doing  things  similar  to 
what  they  are  doing  or  may  want  to  try.  We  can  locate 
companies  in  your  geographic  area  that  are  already  in¬ 
volved  and  can  assist  you  in  understanding  the  needs  of 
your  community.  We  can  work  with  corporate  head¬ 
quarters  or  branch  plants  to  determine  the  best  program 
possible,  given  the  interests  of  your  employees  and  the 
resources  available  to  you.  We  have  been  active  in  train¬ 
ing  corporate  volunteer  program  administrators.  We  will 
help  develop  liaisons  with  community  agencies,  primar¬ 
ily  with  our  300  affiliated  voluntary  action  centers. 

We  are  convinced  that  corporate  volunteering  is  a 
wave  of  the  future.  With  increasing  numbers  of  women 
entering  the  workforce,  the  volunteer  world  cannot  rely 
on  a  mass  of  people  who  are  unemployed  and  looking 
for  community  activities.  Rather,  we  are  beginning  to 
turn  to  those  institutions  that  have  the  resources  to  solve 
problems  in  society  and  that  brings  us  right  back  to  the 
corporations.  Corporate  volunteer  programs  are  going  to 
continue  to  grow.  Those  that  exist  are,  in  most  cases, 
excellent.  They  are  the  first  cutting  edge  of  employees 
involvement.  Contact  us  and  we  will  help  you  join  them. 


VOLUNTEER:  The  National  Center  for  Citizen  Involve¬ 
ment  was  created  in  July  1979  by  the  merger  of  the  Na¬ 
tional  Center  for  Voluntary  Action  and  the  National  In¬ 
formation  Center  on  Volunteerism.  For  information  on 
corporate  involvement  in  volunteer  programs  for  com¬ 
munity  service,  contact  Shirley  Keller,  Director  of  Con¬ 
stituent  Relations,  VOLUNTEER ,■  1214  16th  Street,  N.W., 
Washington,  DC  20036— Phone  (202)  467-5560.  Ml 


Vbur  people 
can  now  own 
Saturday  Night 
Fever. 

And  they’ll 
love  you  for  it. 

You  can  offer  your  employees  these  great  full- 
length  movies  in  color/sound  Super  8: 

•  Saturday  Night  Fever 

•  Grease* 

•  Barbarella 

•  The  Godfather  I  &  II 

•  Marathon  Man 

•  Chinatown 

•  Once  Upon  A  Time  In  The  West 

•  Black  Sunday 

•  The  Longest  Yard 

'Available  after  December  1st. 
You  can  give  these  movies  to  your  people  as  part 
of  your  companys’  motivational/benefits  pro¬ 
gram.  Or  they  can  buy  them  directly,  at  great  dis¬ 
count  offered  through  your  companys’  recrea¬ 
tional  department. 

Under  exclusive  arrangement  with  Paramount 
Pictures,  these  block-buster  titles  are  for  sale  in 
their  original  theatrical  form.  These  are  titles 
your  people  can  buy  outright,  to  take  home  and 
watch  any  time,  again  and  again.  And  because 
these  movies  are  offered  at  a  tremendous  dis  - 
count  off  our  normal  list  prices,  your  people  will 
love  you  for  it!  Here’s  how:  Call  us  now  at 
(212)921-2240  (Ask  for  Karen  Schatzberg 
Sales  Manager)  OR 

Send  us  back  the  coupon  and  we’ll  send  you  all 
you  need  to  order,  under  no  obligation  to  buy. 

I’m  interested.  Rush  me  more  information. 

Name  _ 

Company _ 

Title  _ 

Address  _ _ 

City  _ State _ Zip 

Marketing  Film  International 

45  West  45th  Street  IHIMl 

New  York,  N.Y.  10036  %’S/ 

These  are  copyrighted  motion  picture  films  which  may  only  be  purchased 
outright  in  Super  8  for  private  non-commercial  consumer  movie  use.  All  other 
rights,  privileges  and  licenses  including  but  not  limited  to  TV,  theatrical  and 
commercial  rights  are  expressly  reserved. 
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Order  your  professional  library 


□  Benefit  Analysis  of  the  Industrial  Recreation 
Institution 

A  compilation  of  several  papers,  first  delivered  at  the 
1978  NIRA  Conference  and  Exhibit.  Covers  the  benefits 
of  employee  programs,  accountability  within  and  for 
quality  programs,  the  development  of  responsible  volun¬ 
teer  leaders  and  the  use  of  a  needs  assessment  survey.  50 
pages.  $5.00. 

□  Employee  Recreation:  Outlook  for  the  Future 

A  comparison  of  data  compiled  from  surveys  of  NIRA 
members  in  1974  and  1978.  Covers  activities,  facilities, 
staff  personnel  and  salaries,  budgets,  and  more.  67 
pages.  $5.00. 

□  Two  for  one:  "Benefit  Analysis"  and  "Outlook" 

(above).  117  pages  $7.00 — save  $3.00. 

□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation  di¬ 
rectors,  leaders,  and  program  coordinators.  The  only 
publication  in  its  field. 

□  $  1 0/yr.  □  $  1 5/2  yrs.  □  $18/3  yrs. 

Add  $1.00  (U.S.)  per  year  for  foreign  subscriptions. 

□  Principles  of  Association  Management 

A  basic  how-to  guide  for  the  association  administrator. 
Published  cooperatively  by  the  American  Society  of  As¬ 
sociation  Executives  (ASAE)  and  the  Chamber  of  Com¬ 
merce  of  the  United  States.  Hard  cover.  437  pages.  $15 
for  NIRA  members.  $20  for  non-members. 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  why  they 
back  industrial  recreation  and  NIRA.  Leaders  of  Ford 
Motor  Company,  Goodyear  Tire  &  Rubber  Company, 
U.S.  Steel,  3M  and  other  industrial  giants  provide  in¬ 
valuable  support  for  your  programs.  $7.00.  Discounts 
available  for  orders  of  20  or  more. 


□  Who's  Who  in  Business,  Industry  and  Government 
Employee  Recreation 

The  only  directory  of  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's).  46  pages. 
$7.50. 

□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  publicity, 
teams,  leagues,  eliminations,  and  finals.  36  pages. 
$4.00. 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliography  of  industrial  recreation  re¬ 
sources  by  Robert  W.  Schoott  and  Douglas  M.  Crapo, 
Ph.D.  More  than  470  entries.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than  70  sports 
arenas,  pools,  courts  and  fields.  $4.00. 

□  The  Untapped  Potential:  Industrial  Recreation 
Illustrated  booklet  based  on  a  talk  by  Frank  Flick,  Presi¬ 
dent  of  Flick-Reedy  Corp.  and  the  first  NIRA  Employer  of 
the  Year.  $3.00. 

For  all  publications  above ,  check  the  item  desired  and 
return  this  page  with  a  check  or  money  order  for  the  total 
price ,  postpaid ,  to  NIRA.  Include  your  name  and  mailing 
address. 

*  *  * 

□  An  Introduction  to  Industrial  Recreation:  Employee 
Services  and  Activities 

The  first  college  textbook  on  employee  programs  to  be 
published  in  a  generation.  An  invaluable  resource  for  the 
student,  new  practitioner  and  veteran  administrator. 
Covers  economic  and  ethical  background,  practical 
program  implementation  guidelines,  and  the  place  of  the 
professional  recreation  director  in  business,  industry  and 
government.  Hardcover.  236  pages.  Order  form  below. 


Name 


An  Introduction  to  Industrial  Recreation:  Employee  Services  and  Activities 

_ _ _  Number  of  copies  . 


Title _ _ Phone  (  ) 

Company _ 


$14.95  per  copy  . 

$13.50  per  copy  to  NIRA  members  only . 


Address _ 

- Zip - 

Your  order  must  be  accompanied  by  a  check  or  money 
order  for  the  total  purchase  price  plus  postage  and 
handling — payable  to  the  National  Industrial  Recreation 
Msociation. 


Plus  postage  and  handling 

$1 .00  for  one  copy . 

$2.50  for  2-5  copies  . 

$4.00  for  6-12  copies  . . 

$0. 50/copy,  more  than  1 2  copies 

Total  enclosed  . 


Return  payment  and  order  form  to:  National  Industrial  Recreation  Association 

20  N.  Wacker  Dr.  •  Chicago,  IL  60606 
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Know  us 

by  the  companies 

we  keep 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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Employee  art  awaited  hanging  at  the  Brookhaven  employee  art  show 


Artists  are  waiting  to  be  discov¬ 
ered  in  every  plant  and  office.  They 
are  the  secretary  who  paints,  the 
marketing  manager  who  sculpts  and 
the  shipping  clerk  who  works  in 
ceramics.  Often,  the  creations  of 
employee-artists,  like  those  at  any 
clothesline  art  show,  are  sincere  but 
mediocre.  Occasionally,  they  are 
startlingly  original  and  well  exe¬ 
cuted.  In  any  case,  their  exhibition 
in  the  workplace  makes  proud 
celebrities  of  their  creators. 

Showcasing  employee  arts  and 


with  Virginia  Sayre 
Brookhaven  National  Lab 

crafts  has  become  a  regular  feature 
of  many  activities  calendars.  One 
such  event  is  the  perennial  art  show 
at  Brookhaven  National  Lab,  a  scien¬ 
tific  research  center  in  Upton,  New 
York.  The  Brookhaven  show  is  part 
of  a  continuing  employee- 
administered  arts  program  that 
exhibits  both  in-house  talent  and 


loaned  art  from  New  York  City  gal¬ 
leries. 

At  the  helm  of  the  employee  art 
program  is  Virginia  Sayre,  who  ad¬ 
ministers  the  Lab's  visitors  services. 
Sayre  is  chairman  of  the  employee 
volunteer  art  committee,  under  the 
recreation  association  for  Brookha- 
ven's  3,500  employees.  The  em¬ 
ployee  show,  staged  most  recently 
last  August,  is  similar  to  efforts  in 
other  organizations. 

Publicity  began  with  a  promo¬ 
tional  article  and  entry  form  in  the 
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Employee-artists  displayed  the  ancient  art  of  flower  arranging  and  modern  works  of  glass  sculpture. 


Lab  newspaper,  Brookhaven  Bulle¬ 
tin.  Sayre's  committee  members  also 
made  special  personal  efforts  to  en¬ 
courage  known  employee-artists  to 
submit  entries. 

Unlike  some  employee  art  shows, 
he  Brookhaven  event  is  not  judged, 
lor  does  the  committee  exclude  any 
mtries  on  the  basis  of  artistic  merit. 

“We'll  take  anything — paint-by- 
lumber  or  whatever,"  said  Sayre  re- 
ently.  The  reputation  earned  by 
ast  shows,  however,  has  estab- 
shed  an  informal  but  high  standard 


for  entries.  Said  Sayre,  "We  had  an 
overwhelming  response  this  year — a 
quality  response."  Seventy  objects, 
representing  more  than  thirty  artists, 
went  on  display  last  summer. 

Entries  for  the  art  show  were  ac¬ 
cepted  at  the  recreation  associa¬ 
tion's  sales  office,  a  central  services 
distribution  area  accessible  to  all 
employees.  The  art  committee 
recorded  entries  in  an  alphabitized 
catalog  for  distribution  at  the  show. 
Volunteer  Eleanor  Dahl  and  a  friend 
who  teaches  art  outside  Brookhaven 


studied  the  entries  and  arranged 
them  in  the  exhibit  room  the  night 
before  the  show  opened. 

The  exhibit  filled  an  all-purpose 
meeting  room  adjacent  to  the  em¬ 
ployee  dining  area.  Although  the 
room  was  open  to  visitors  through¬ 
out  the  day,  nearly  all  employees 
toured  it  during  their  lunch  periods. 
A  hostess  was  assigned  to  the  exhibit 


continued 
on  following  page 
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Bring  in  the  art,  continued 


from  11:30  a.m.  until  1:30  p.m., 
when  visitor  traffic  was  heaviest. 

The  exhibit  introduced  artists  per¬ 
sonally  to  their  fellow  employees  in 
a  series  of  demonstrations.  Every  day 
during  the  show,  different  artists'  set 
up  shop  in  the  exhibit  area  to  ex¬ 
plain  and  demonstrate  their  arts. 

The  employee  art  show,  a  tradi¬ 
tional  cultural  event  in  many  organi¬ 
zations,  is  augmented  at  Brookhaven 
by  loaned  art  exhibits  from  serious 
professional  galleries.  Virginia 
Sayre,  often  with  the  knowledgable 
assistance  of  her  husband,  Ed,  ar¬ 
ranges  for  New  York  galleries  to  loan 
collections  to  Brookhaven  for  dis¬ 
play.  Sayre  reports  few  difficulties  in 
obtaining  essentially  free  exhibits  of 
valuable  and  sometimes  famous 
works  of  art. 

"It's  easier  than  you  might  ex¬ 
pect,"  she  said.  "We  just  walk  into  a 
gallery  and  ask  if  we  can  borrow  a 
show.  We  guarantee  insurance  and 


transportation.  It  usually  runs  be¬ 
tween  $600  and  $800  for  a  show." 

According  to  Sayre,  many  gal¬ 
leries  are  willing  to  loan  works  to  the 
employee  association  solely  for  the 
exposure  they  obtain.  The  Sayres 
work  with  three  moving  companies, 
one  operated  by  the  New  York  State 
Gallery  Association  and  two  that  are 
run  by  experienced  professionals  in 
private  business.  The  galleries  usu¬ 
ally  entrust  their  merchandise  to  the 
team  without  insisting  that  a  gallery 
representative  go  along. 

The  gallery  loan  program  began 
twenty-five  years  ago  when  an  artist 
sought  to  display  the  work  of  several 
area  colleagues  at  the  Brookhaven 
facility.  Most  of  the  artists  he  con¬ 
tacted  preferred  to  work  through  a 
New  York  gallery.  He  talked  with 
gallery  management  and  arranged 
the  first  loaned  exhibit. 

Brookhaven  has  recently  bor¬ 
rowed  a  group  of  etchings  by  James 


Whistler,  a  collection  of  Japanese 
poster  art  and  numerous  other 
works,  literally  for  the  asking.  The  art 
committee  makes  clear  that  it  is  ar¬ 
ranging  an  employee  service,  not  a 
gallery  promotion. 

"We  don't  promise  to  sell  any¬ 
thing,"  said  Sayre.  "If  someone 
wants  to  know  about  a  particular 
piece,  we  refer  him  to  the  gallery." 

Sometimes,  the  committee 
presents  a  loaned  exhibit  in  conjunc¬ 
tion  with  a  lecture  or  concert.  These 
events  often  feature  recognized  ex¬ 
perts  and  professional  performing  ar¬ 
tists. 

Brookhaven's  next  loaned  gallery 
show  will  open  in  November  1979. 
A  crafts  fair  has  been  scheduled  to 
follow  next  summer,  in  part  to  dis¬ 
play  "run  over"  entrants  from  the 
August  1979  event.  The  two  ap¬ 
proaches,  together,  bring  out  the  ar¬ 
tists  among  employees  and  bring  in 
works  of  art  that  few  employees 
would  see  otherwise.  Ml 
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One  employee  demonstrated  stained  glass  leading  while  another  carded  her  own  wool. 


It's  fun  to  visit  Mom  and  Dad's  workplace  when  the  tour  includes  a  model  train  display  and  a  day  full  of  entertain 
ment  for  the  entire  family. 


by  Susan  R.  Hink 

Family  participation  has  become  an  important  goal 
af  recreation  activities.  Most  company-sponsored  ac- 
ivities  programs  are  open  to  employees'  immediate 
amilies.  Some  also  include  special  activities  for  em- 
rloyees'  children  and  spouses.  An  increasing  number  of 
Tnployers  are  supplementing  this  purely  recreational 
nvolvement  with  job-related  activities,  most  commonly 
ilant  and  office  tours.  Late  last  summer,  Allstate  Insur- 
nce  Company  combined  a  family  picnic,  fair  and  open 
ouse  for  its  first  Allstate  Family  Day.  The  Saturday 
fternoon  event,  by  all  accounts,  was  a  resounding  suc- 
ess. 
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The  five-hour  event  was  held  at  Allstate's  corporate 
headquarters  in  the  Chicago  suburb  of  Northbrook,  Il¬ 
linois.  More  than  1 0,000  attended — 3,000  more  than  an¬ 
ticipated  in  the  early  planning  stages. 

The  company's  goal  in  having  Family  Day  was  two¬ 
fold.  The  open  house  gave  families  an  opportunity  to  see 
where  employees  work  and  what  the  company  is  all 
about.  The  picnic  was  also  designed  to  promote  better 
communication  among  employees. 


continued  on  following  page 
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Fun  runs  opened  the  day's  activities. 


Archie  R.  Boe,  Allstate  Chairman  of  the  Board  and  chief 
executive  officer,  greeted  visitors. 


Local  artisans  sold  their  wares. 


Responsibility  for  planning  and  implementing  All¬ 
state's  Family  Day  was  given  to  the  company's  com¬ 
munity  relations/employee  activity  division.  Planners 
developed  a  proposal  that  included  costs,  space  require¬ 
ments,  and  scheduled  events.  After  the  proposal  was  ap¬ 
proved  and  a  date  selected,  committees  were  formed  in 
the  areas  of  promotional  material,  grounds  and  conces¬ 
sions,  entertainment,  open  house,  carnival  and  games, 
spofts  activities,  displays,  crafts,  and  purchasing.  More 
than  100  employees  participated  in  the  planning. 

The  promotional  material  committee  concentrated 
on  encouraging  a  heavy  employee  turnout.  Committee 
members  initiated  their  efforts  by  sending  a  letter  notify¬ 
ing  all  company  officers,  two  months  prior  to  the  event. 
An  announcement  letter  to  all  4,500  employees  at  cor¬ 
porate  headquarters  soon  followed.  Posters  were  dis¬ 
played  throughout  Allstate's  nine-building  complex.  A 
few:  weeks  later,  employees  were  sent  flyers  with 
coupons  that  would  allow  them  to  enter  special  events 
such  as  craft  sales  and  sports  activities.  The  committee 
also  produced  two  "commercials"  for  Allstate  Family 
Day.  The  ads  were  shown  on  Allstate's  inhouse,  weekly 
video  program.  A  final  flyer  was  sent  a  week  prior  to 
Family  Day  with  a  schedule  of  the  day's  events. 

Meanwhile,  the  grounds  and  concessions  committee 
determined  how  effectively  to  utilize  40  of  the  Allstate 
complex's  122  acres  for  the  event.  As  Family  Day  drew 
near,  committee  members,  with  the  assistance  of  loca 
police,  organized  traffic  coordination.  They  also  estab¬ 
lished  picnic  sites,  a  first-aid  area,  stages,  and  a  lost  anc 
found  center.  Seven  food  service  areas  were  arranged  or 
the  grounds  and  space  was  allocated  for  sports  activitie; 
and1  other  special  events.  The  committee  also  arranger 
to  serve  free  food  to  everyone  who  attended.  The  crowc 
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Carnival  rides  included  a  Ferris  wheel,  merry-go-round  and  more. 


consumed  hot  dogs,  hamburgers,  soft  drinks,  ice  cream 
and  popcorn. 

As  Family  Day  began  Saturday  afternoon,  members 
of  the  entertainment  and  demonstrations  committee 
went  into  action.  They  assembled  the  Chicago  Connec¬ 
tion  Drum  and  Bugle  Corp  at  Allstate's  main  gate  where 
the  colorfully  uniformed  musicians  played  as  employees 
entered  the  grounds.  The  open  house  committee  invited 
family  members  to  visit  the  areas  where  their  Allstaters 
work.  The  committee  designated  tour  areas  throughout 
the  complex  and  stationed  guides  at  all  main  entrances 
and  elevators.  During  the  hour-long  open  house,  each 
department  vice  president  extended  a  personal  invita¬ 
tion  to  his  employees'  families,  coordinated  department 
displays  and  posters  and  greeted  visitors.  Each  explained 
his  department's  functions  and  how  they  related  to  the 
overall  operation  of  the  company. 

When  they  returned,  families  found  a  variety  of  ac¬ 
tivities  staged  by  the  carnival  and  games  committee. 
Outdoor  games  and  carnival  rides  entertained  visitors  of 
all  ages.  Six  clowns  performed  throughout  the  day  and 
gave  hundreds  of  balloons  to  youngsters. 

The  sports  committee  decided  to  capitalize  on  ac¬ 
tivities  in  which  Allstate  employees  regularly 
participate — running,  volleyball  and  softball.  Fun  runs 
apened  the  day,  with  more  than  60  Allstate  employees 
md  members  of  their  families  participating  on  the  All- 
.tate  complex  grounds.  Four  separate  age  categories  were 
iesignated  for  the  event:  under  15,  16  to  24,  25  to  34, 
ind  35  years  and  older.  Those  under  15  ran  one  and  a 
lalf  miles  and  those  over  15  ran  three.  Trophies  were 


Continued  on  following  page 


Hamburgers  and  other  popular  picnic  refreshments 
were  free  to  all  participants. 


Adoptable  pets  met  children  in  the  exhibit  tent. 
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A  troupe  of  professional  actors  and  actresses  entertained  throughout  the  day. 


awarded  to  the  first-  and  second-place  males  and 
females  in  each  category.  A  trophy  was  also  awarded  to 
the  fastest  male  and  female  of  all  categories. 

The  next  scheduled  sports  event  of  the  day  was  a 
32-team,  single  elimination  volleyball  tournament.  Each 
team  consisted  of  approximately  1 2  members.  Competi¬ 
tion  between  departments  made  this  event  especially 
exciting. 

The  third  and  most  crowd-pleasing  sports  event  of 
Family  Day  was  the  Allstate  all-star  women's  and  men's 
softball  games.  Approximately  750  employees  are  in¬ 
volved  in  the  company's  regular  season  league.  At  the 
season's  end,  all-stars  are  chosen  from  the  men's  and 
women's  leagues  to  battle  for  the  championship.  The 
sports  committee  found  Allstate  Family  Day  a  great  op¬ 
portunity  to  stage  this  annual  event.  Individual  trophies 
were  awarded  to  players  on  the  winning  teams  in  both 
the  volleyball  and  softball  competitions. 

The  displays  tent  drew  visitors  to  exhibits  that  ranged 
from  photography  to  automobile  collections.  Exhibitors 
came  from  Allstate  and  surrounding  communities.  All¬ 
state's  railroad  club  operated  a  group  of  miniature  elec¬ 
tric  trains  that  pleased  both  children  and  their  parents. 
Some  were  fascinated  by  award-winning  photographs 
from  a  Chicago  daily  newspaper  and  energy-saving 
equipment  developed  by  a  local  utility  company.  A 
1931  Studebaker,  the  first  car  insured  by  Allstate,  was 
displayed,  and  a  live  demonstration  illustrated  the  life¬ 
saving  quality  of  air  bags.  While  the  Chicago  Heart  As¬ 
sociation  gave  free  blood-pressure  tests  on  one  side  of 
the  tent,  people  were  learning  the  latest  disco  steps  on 
the  other.  The  Learning  Exchange,  an  organization 
whose  members  swap  expertise  in  a  variety  of  skills, 
taught  Allstaters  such  varied  arts  as  karate,  juggling  and 


dulcimer  playing. 

The  crafts  exhibition  committee  invited  Allstate  em¬ 
ployees  and  outside  artisans  to  display  and  sell  their 
wares.  Prior  to  Family  Day,  the  committee  attended  a 
local  Renaissance  fair  and  invited  exhibitors  there  to  at¬ 
tend  the  Allstate  event.  They  also  placed  ads  in  local 
nevyspapers.  To  reserve  a  7-by-8-foot  exhibit  booth,  em¬ 
ployees  were  charged  a  $5  deposit  while  outsiders  paid 
$10.  Approximately  35  artisans,  employees  and  out¬ 
siders  alike,  participated  in  the  event.  They  sold  hand¬ 
made  goods  such  as  jewelry,  paintings,  textiles,  macrame 
creations  and  wall  hangings. 

Other  entertainment  included  the  Free  Street  The¬ 
ater,  a  group  of  Chicago  area  actors  and  actresses  who 
performed  short  skits  throughout  the  day.  A  jazz  ensem¬ 
ble  and  Allstate's  own  choir  performed  for  all  those  at¬ 
tending.  Keeping  the  young  in  mind,  the  entertainment 
committee  set  aside  a  tent  exclusively  for  children. 
Magicians,  puppeteers,  clowns  and  bands  all  performed 
to  the  youngsters'  delight. 

When  the  festivities  had  ended  and  the  crowd  had 
drifted  home,  it  was  clear  that  Allstate  families  had 
learned  first-hand  how  their  husbands,  wives,  fathers 
and  mothers  made  their  living — and  had  fun  in  the  bar¬ 
gain.  Allstaters  themselves  had  given  their  families  a  lit¬ 
tle  more  understanding  of  the  company  and  had  learned 
more  about  their  fellow  workers  as  friends. 


Susan  R.  Hink  is  Corporate  Relations  Representative  foi 
Allstate.  The  company's  Family  Day  was  organized  anc 
administered  by  Alan  F.  Benedeck,  Manager  of  Commu¬ 
nity  Relations  for  Allstate.  Benedeck  is  a  member  of  thr 
NIRA  Board  of  Directors,  representing  Region  III.  1*11 
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HOW  HIGH  ARE 
YOUR  EMPLOYEES 

EaQSt? 

(Economics  Quotients) 


COULD  THEY  ANSWER 
BASIC  ECONOMIC 
QUESTIONS  LIKE  THESE? 


True  False 

□  □  (1.)  Less  than  four  per 
cent  of  the  CIS.  labor  force  are 
agricultural  workers. 

□  □  (2.)  Today,  the  CJ.S.  ranks 
third  in  international  trade. 

□  □  (3.)  As  productivity 
increases,  our  standard  of  living 
increases. 

□  □  (4.)  When  inflation  occurs, 
each  dollar  we  have  buys  more 
goods  and  services. 

A  recent  national  survey  shows 
that  many  people  would  find  these 
questions  tough.  In  short,  their 
Economics  Quotients,  their  E.Qs, 
could  probably  stand  improvement. 

It’s  important.  Not  just  because 
we  all  face  some  important  deci¬ 
sions  about  our  economic  system. 
But  because  the  more  we  know 


about  our  system,  the  more  we’ll 
be  able  to  make  it  work  for  us  as 
producers,  investors,  and  consumers. 

A  special  booklet  has  been 
prepared  on  what  makes  our 
American  Economic  System  tick. 

It’s  fact-filled,  easy  reading  and  free. 
It’s  also  an  easy  way  for  anyone  to 
raise  their  E.Q..  For  your  copy, 
just  clip  the  coupon. 

ANSWERS: 

U  ‘TixOsjyjj-si-i) 


The  American 
Economic  System 

We  should  all  learn  more  about  it. 


Booklets,  P.O.  Box  1 887,  New  York,  N.Y.  10001 

_ Please  send  me  a  free  copy  of  the 

booklet  about  our  economic  system. 

_ J  would  also  like  a  copy  of  the  survey 

highlights. 

Name _ _ _ Title . 

Company _ 

Address _  .  _  .. 

City _  State  _ Zip 


J  Note:  Booklets  in  quantity,  posters  and  other  materials 
I  are  available  for  use  by  companies,  clubs,  etc.  For 
l  information,  write:  The  Advertising  Council,  825 
I  Third  Avenue,  New  York,  New  York  1 0022. 


/ss 


A  public  service  message  of  This  Magazine 
&  The  Advertising  Council  &  US  Deportment  of  Commerce 


IM,  October,  1979 


United  Nations  Day 
at  McDonnell  Douglas 

How  one  company  turned  a  negotiated  benefit 
into  a  festival  of  employee  activities 

with  David  Hall 


McDonnell  Douglas  Corporation 
turned  a  negotiated  benefit  into  a 
festival  of  management  sponsored 
employee  activities  with  its  United 
Nations  Day  celebration.  The  air¬ 
craft  manufacturer,  headquartered  in 
St.  Louis,  will  mark  its  twenty- 
second  annual  UN  Day  this  fall  with 
more  than  thirty  special  activities  in 
St.  Louis  and  two  California  sites. 

United  Nations  Day  was  born  in 
contract  negotiations  with  the  Inter¬ 
national  Association  of  Machinists  in 
1956.  The  union  demanded  and 
won  an  extra  paid  holiday.  J.S. 
McDonnell,  founder  and  Chairman 
of  the  Board,  turned  the  concession 
into  a  public  display  of  support  for 
the  United  Nations  by  designating 
the  body's  founding  date,  October 
24,  as  a  paid  holiday  for  all  McDon¬ 
nell  Douglas  employees.  Later,  the 
observance  was  moved  to  the  Mon¬ 
day  of  the  week  in  which  the  24th 
falls,  to  guarantee  a  three-day 
weekend. 

In  the  late  1960's,  the  corpora¬ 
tion's  recreation  department  was 
handed  the  responsibility  for 
generating  an  annual  celebration  to 
mark  the  occasion.  Under  the  su¬ 
pervision  of  Dave  Hall,  Adminis¬ 
trator  of  Recreation,  the  event  is  a 
year's  worth  of  family  activities  in 
one  long  weekend: 


Archery — A  three-day  hunt  at  a 
nearby  United  States  forest  area 

Basketball — A  weekend  tourna¬ 
ment,  the  season  kick-off  for  the  em¬ 
ployee  league 

Bicycling— A  family  cycle  trip  and 
picnic 

Bowling — A  weekend  tournament 

Duplicate  Bridge — A  weekend  tour¬ 
nament 

Camping — A  weekend  family  camp¬ 
ing  trip  to  a  campground  within  200 
miles  of  St.  Louis.  The  McDonnell 
Douglas  camping  club,  sponsor  of 
the  event,  includes  every  variety  of 


camper,  from  motorcoach  travelers 
to  tent  campers. 

Catalina  Trip — For  McDonnell 
Douglas  employees  in  Long  Beach 
and  Huntington  Beach  California 

Chess  Tournament — A  weekend 
event 

Coin/Stamp  Exhibit — A  special  an¬ 
nual  event,  the  judged  exhibit  is  dis¬ 
played  at  a  branch  of  the  city's  pub¬ 
lic  library. 

Disneyland  Day — A  family  event  for 
employees  in  California 

Fishing  Contests — Deep  sea  fishing 
trips  for  west  coast  employees;  fresh 
water  contests  for  St.  Louis  people 
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Gem  and  Mineral  Exhibit — A  judged 
exhibit,  arranged  by  the  gem  and 
mineral  club,  displayed  in  a  local 
church  education  building  and  open 
to  the  public 

Golf  Tournaments — The  oldest  of 
the  UN  Day  events,  the  J.S.  McDon¬ 
nell  Tournaments  in  Missouri  and 
California  award  trophies  to  winners 
in  both  locations. 

Home  Movies  Festival — Sponsored 
by  the  home  movies  club,  features 
the  best  efforts  of  the  club's  mem¬ 
bers  in  the  past  year.  Prizes  are 
awarded  for  top  entries.  Nonmem¬ 
bers  are  welcome  to  attend. 

Free  Flight  Model  Airplane  Meet — A 

UN  Day  contest,  sponsored  by  the 
free  flight  airplane  club,  matches 
competitors  in  several  classes  of 
non-guided  model  planes. 

Model  UN  General  Assembly — A 

special  event  for  St.  Louis  area  high 
school  students,  the  model  UN 
chooses  young  people  to  represent 
all  UN  member  nations.  The  stu¬ 
dents  determine  which  current  is¬ 
sues  will  come  before  the  General 
Assembly  and  prepare  position  pa¬ 
pers  that  are  published  in  booklet 
form  for  all  delegates.  Representa¬ 
tives  form  their  political  blocks  and 
argue  the  issues  in  a  day-long  ses¬ 
sion  held  at  McDonnell  Douglas 


facilities.  Last  year,  the  group 
banned  nuclear  weapons. 

Motorcycle  Camp-out — A  three-day 
activity,  sponsored  by  the  employee 
motorcycle  club.  Members  of  the 
California  club  sponsor  an  enduro 
race  in  the  Mohave  Desert. 

Photo  Contest — Sponsored  by  the 
employee  photo  club,  the  contest 
awards  prizes  to  outstanding  entries. 
All  entries  are  displayed  in  the  rec¬ 
reation  area. 

Planetarium  Tours — The  McDon¬ 
nell  Planetarium,  a  gift  to  the  city  of 
St.  Louis,  opens  its  doors,  free,  to 
McDonnell  Douglas  employees  on 
the  Monday  of  UN  weekend. 

Queen  Mary  Tour — California  em¬ 
ployees  are  provided  with  discount 
tickets  for  tours  of  the  Queen  Mary, 
a  famous  luxury  liner,  now  a  Hyatt 
hotel,  at  Long  Beach. 

Racquetball  Tournaments — Open  to 
McDonnell  Douglas  employees  and 
their  families 

Radio  Contest — Sponsored  by  the 
ham  radio  club,  the  contest  awards 
prizes  to  ham  radio  operators  who 
contact  the  greatest  number  of  UN 
member  countries  during  the  cele¬ 
bration  weekend.  The  last  contest 
winner  contacted  34  individuals  in 
1 6  countries. 


Railroad  Trip — For  the  first  time  in 
1979,  the  Railroad  club  sponsors  a 
weekend  rail  trip  from  St.  Louis  to 
Dallas.  The  package  includes  an 
overnight  stay  in  Dallas  and  tickets 
to  a  St.  Louis  Cardinals-Dallas  Cow¬ 
boys  game. 

Rifle/Pistol  Tournaments— Com¬ 
petition  for  adults  and  juniors. 

Run  For  Fun — Held  for  the  second 
time  in  1979,  the  10-kilometer, 
90-minute  race  is  backed  personally 
by  Sandy  McDonnell,  President  and 
Chief  Executive  Officer  of  the  corpo¬ 
ration.  The  younger  McDonnell, 
nephew  of  the  founder,  is  an 
evangelical  runner.  Six  hundred 
people  registered  for  the  first  run  last 
year.  Hall  expects  a  30%  increase  in 
registrations  for  1979.  The  Run  is 
duplicated  on  smaller  scales  at 
McDonnell  Douglas  sites  through¬ 
out  the  United  States. 

Sailing  Regattas — Sailing  club 
members  in  California  compete  on 
the  Pacific,  their  midwestern  coun¬ 
terparts  race  on  inland  waters. 

Scuba  Dives — Sponsored  by  the 
employee  scuba  club,  the  dives  are 
open  to  employees,  their  families 
and  guests. 


continued 
on  following  page 
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UN  Day,  continued 


Skeet  and  Trap  Tournaments — 

Competition  is  held  at  Winchester 
facilities. 

Tennis  Tournaments — In  Missouri 
and  California,  McDonnell  Douglas 
families  compete  in  men's  and 
women's  singles  and  mixed  doubles 
contests. 

Volleyball  Tournament — Offers 
over-the-net  competition  for  em¬ 
ployees  and  their  families. 

After  twenty-two  years,  the  UN 
Day  generates  its  own  publicity 
among  McDonnell  Douglas  em¬ 
ployees.  The  corporate  newspaper, 
Spirit,  publicizes  the  event  in  its  Sep¬ 
tember  issue  and  follows  up  with  ex¬ 
tensive  coverage  after  the  event.  The 
recreation  office  also  utilizes  bulle¬ 
tin  boards  and  other  traditional  in- 
house  media  to  publicize  the  cele¬ 
bration  and  its  many  activities. 

This  year,  the  corporation  initiated 
a  national  advertising  campaign 
during  October,  to  publicize  its  sup¬ 
port  of  the  United  Nations.  The  ads 
offer  a  pamphlet,  free  for  the  asking, 
on  how  to  sponsor  a  United  Nations 
Day  celebration. 

As  a  defense  contractor,  McDon- 
ell  Douglas  has  an  obvious  interest 
in  international  affairs.  Founder 
J.S.  McDonnell  insists,  regardless, 
on  his  personal  conviction  that  the 
UN  offers  the  only  road  to  world 
peace.  He  has  actively  and  personal¬ 
ly  promoted  UN  Days  to  other  cor¬ 
porations  and  to  I.W.  Abel,  Presi¬ 
dent  of  the  United  Steel  Workers. 

Predictably,  the  strong  pro-UN 
stance  is  not  universally  appreciated 
by  McDonnell  Douglas  employees. 
Hall  is  aware  that  some  employees 
object  to  the  United  Nations  and/or 
their  employer's  vocal  support  of  the 
assembly. 

“Sure  there's  some  resistance," 
said  Hall  before  the  1979  celebra¬ 
tion,  "but  it's  mostly  passive.  Those 
people  [who  object]  just  take  the 
paid  holiday  and  don't  participate  in 
the  activities." 

A  minority  may  bristle  at  UN  Day, 


AMERICA  SHAPES  UP 


Parcourse  Fitness  Circuit,  the 
hottest  exercise  phenomenon  since 
jogging,  is  shaping  up  America  with 
astounding  success. This  innovative 
European  idea  was  first  developed 
to  medically  sound  perfection  in 
the  United  States  by  Parcourse,  Ltd. 

Its  concept  is  simple:  to  maintain 
overall  physical  fitness  by  perform¬ 
ing  specific  exercises  along  an  18  or 
9  station  walking/jogging  path.  And 
it’s  great  outdoor  fun  for  everyone. 

In  addition  to  the  unique 
Parcourse  Heart-Check  System 
developed  in  conjunction  with  the 
National  Athletic  Health  Institute, 


there  are  easy-to-read,  illustrated 
signs  that  "coach”  the  participant. 
The  Parcourse  circuit  adapts  to 
variable  terrain,  can  be  custom 
designed  to  become  an  integral  part 
of  your  landscape,  and  requires 
minimal  maintenance. 

In  just  three  years  we’ve  intro¬ 
duced  the  Parcourse  Fitness  Circuit 
to  millions  of  people  in  over  forty 
states-  Can  we  introduce  it  to  you? 
For  more  information  on  the 
Parcourse'  Fitness  Circuit  and  our 
related  educational  programs 
return  the  coupon  below  or  call 
(415)  931-9444. 


Yes!  Please  send  me  your  free  illustrated  brochure  with  all  the  details  of  the 
Parcourse  Fitness  Circuit  and  the  related  Parcourse  educational  programs. 
Name  &  Title - , - 

(please  print) 

Name  of  Organization _ 

Address _ 

State _ Zip _ 

Type  of  Business:  □  Hotel/Resort  □  Corporation  □  School  □  Other 
Parcourse,  Ltd., .370'  Buchanan  St.,  San  Francisco,  CA  94123 

Parcourse  is  a  registered  trademark  of  Parcourse,  Ltd.  Copyright  ©  1979  by  Parcourse,  Ltd. 


-Telephone. 


but  that  matters  little  to  J.S.  McDon¬ 
nell,  now  80  years  old.  "It  is  a  per¬ 
sonal  crusade  by  Mr.  Mac,"  said  Hall. 
McDonnell  applies  his  convictions 
to  a  second  international  celebration 
on  April  4,  the  anniversary  of  the 
North  Atlantic  Treaty  Organization 
(NATO).  The  recreation  office  re¬ 
sponds  with  a  limited  round  of  spe¬ 
cial  activities  then,  as  well. 

Regardless  of  its  origin  or  its  polit¬ 
ical  overtones,  however,  United  Na¬ 


tions  Day  at  McDonnell  Douglas  has 
a  tradition  of  success.  For  more  in-| 
formation  on  the  event  and  advice 
on  starting  a  similar  celebration  aj 
your  organization,  contact: 

David  Hall 

Administrator  of  Recreation 
McDonnell  Douglas  Corporation 
Lambert  Field  Box  516 
St.  Louis,  MO  63166 
Phone  (314) 232-2336  Tfl 
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IDEAS  CLINIC 


QWhat  are  the  generally  accepted  objectives  of  in¬ 
dustrial  recreation?  I  have  been  in  this  field  for 
many  years  but  never  realized,  until  my  manager  asked 
me  this  question,  that  I  had  never  seen  our  objectives 
defined.  It  would  have  helped  me,  and  probably  others 
in  similar  situations,  to  have  an  official  set  of  objectives, 
endorsed  by  NIRA.  Does  the  Association  have  such 
guidelines? 

A  The  National  Industrial  Recreation  Association  has 
never  adopted  an  official  statement  of  objectives  for 
all  employee  services  and  activities  programs.  I,  for  one, 
believe  that  we  should.  Despite  the  many  differences  in 
our  programs,  we  all  should  work  toward  the  same  goals, 
using  whatever  programs  are  most  effective  under  our 
unique  individual  circumstances.  Although  I  cannot 
speak  officially  for  the  entire  NIRA  organization,  I  will 
pass  along  the  fifteen  objectives  that  I  feel  should  guide 
employee  programs.  As  a  personnel  manager,  I  never 
fulfilled  all  fifteen  at  one  time;  I  do  not  know  anyone 
who  can  honestly  say  he  has.  Nevertheless,  they  repre¬ 
sent  a  standard  toward  which  all  serious  professionals  in 
our  field  should  strive.  Consider  them  as  a  total  idea;  the 
relative  importance  of  each  item  will  vary,  depending  on 
your  employer's  situation  and  resources. 

Employee  Program  Objectives 

1.  To  develop  and  maintain  a  bond  of  friendship,  re¬ 
spect  and  cooperation  between  all  levels  of  the 
workforce 

2.  To  develop  a  direct  line  of  communications  be¬ 
tween  management  and  employees 

5.  To  improve  and  maintain  the  physical  and  mental 
health  of  employees 

I.  To  reduce  employee  apathy,  absenteeism  and  turn¬ 
over 

.  To  discover  and  encourage  leadership  potential  in 
employees 

vt,  October,  1979 


6.  To  provide  services  to  employees  and  their  families 
which,  on  an  individual  basis,  would  not  be  avail¬ 
able  and/6r  affordable 

7.  To  promote  continuing  personal  and  professional 
education  among  employees 

8.  To  foster  good  community  relations  through  em¬ 
ployee  involvement  and  contributions 

9.  To  provide  an  employee  benefit  that  assists  in  the 
recruitment  of  selective  employment  applicants 

10.  To  promote  and  publicize  the  company's  concern 
for  its  employees,  their  communities  and  society  as 
a  whole 

11.  To  assist  employees  in  times  of  emergency  and 
hardship 

12.  To  encourage  an  understanding  of  the  free  enter¬ 
prise  system 

13.  To  help  prepare  employees  for  retirement  and  to 
provide  recreational  services  for  retirees 

14.  To  assist  employees  and  their  families  in  increasing 
their  recreational  opportunities 

15.  To  provide  equal  access  to  benefits  and  services  for 
all  employees 

These  objectives  are  the  end  toward  which  we  strive; 
our  services  and  activities  are  the  means  we  use.  By 
meeting  our  objectives,  we  help  solve  many  of  the 
human  relations  problems  that  interfere  with  peak  pro¬ 
duction.  Your  understanding  of  these  objectives  helps 
you  put  your  program  into  corporate  perspective.  Pub¬ 
licizing  and  meeting  them  will  help  place  your  function 
among  legitimate  management  techniques. 


The  "Ideas  Clinic"  comprises  exclusively  ques¬ 
tions  we  receive  from  our  members,  along  with  re¬ 
sponses  from  NIRA  Consultant  Mel  Byers,  CIRA. 
For  assistance  in  any  area  of  industrial  recreation, 
write  or  call:  NIRA,  20  N.  Wacker  Dr.,  Suite  2020, 
Chicago ,  IL  60606-312/346-7575.  rm 
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The  Chairman  of  McLean  Trucking  ] 
supports  employee  recreation 


NO  LONGER  DO  WE 
CONSIDER 
RECREATION  A 
FRINGE  BENEFIT 


Paul  P.  Davis 

Chairman  of  the  Board 
McLean  Trucking  Company 


“Employee  recreation  is  the  kind  of  game 
everyone  at  McLean  can  play:  drivers,  dock  work¬ 
ers,  supervisors,  mechanics,  secretaries,  and 
their  families.  There  are  company-sponsored  rec¬ 
reational  activities  available  for  all. 

“When  our  program  was  born  back  in  the  early 
1950’s,  recreation  was  still  thought  of  as  a 
municipal  responsibility.  It  was  stored  away  when 
the  weather  turned  cold  and  dusted  off  again  each 
spring.  Today,  a  McLean  employee  can  bowl  from 
September  to  mid-March,  play  golf  through  the 
summer  in  a  company  league,  and  add  to  this 
schedule  with  slow-pitch  softball,  basketball, 
bridge,  table  tennis,  a  fishing  tournament,  pic¬ 
nics,  and  a  Christmas  dinner-dance. 

“In  many  unionized  industries,  employees  have 
become  polarized  because  of  contract  restric¬ 
tions  that  tend  to  prohibit  intermingling.  McLean’s 


recreation  program  acts  to  prevent  this.  In  fact,  in¬ 
teraction  is  encouraged.  A  winning  foursome  in  a 
recent  golf  tournament  included  a  long-haul 
driver,  city  driver,  a  supervisor,  and  a  dock  fore¬ 
man.  Last  winter  a  bowling  team  included  a  ter¬ 
minal  manager,  a  rate  clerk,  two  city  drivers,  and 
a  dock  Worker. 

‘‘This  broad  base  of  participation  from  all  areas 
of  the  McLean  work  force,  with  its  byproducts  of 
good  employee  relations,  and  better  morale  and 
work  attendance,  has  spurred  complete  manage¬ 
ment  support  of  the  entire  program. 

“No  longer  do  we  consider  recreation  a  fringe 
benefit.  It  is  the  catalyst  that  produces  healthy, 
vigorous,  dedicated  employees  who  are  an  asset 
to  McLean  and  outstanding  citizens  in  their  com¬ 
munities.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  page  1 5 
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PREVENT  BIRTH  DEFECTS 
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1275  Mamaroneck  Avenue,  White  Plains,  NY  10605,  or  call  (collect)  914- 
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NIRA  CALENDAR 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

i  I 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

1  ! 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421 -6940,  ext.  2951 .  I 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA— (513)  4^15- 
5938.  .  ! 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

I 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  Bill  DeNeau — (313)237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month,  excluding  July  and  August.  Contact  Mary  D.  McKey — (202)  673-7^60. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month..  Contact  Dave  Baker — (213)  679-451 1,  ext.  2693. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  op  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  neld 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Ron  Philips^ — (2 12)  ^79- 
3600. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432.  ! 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toldeo  Industrial  Recreation  and  Employees  Services  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  B,yers, 
CIRA— (419)475-5475. 


*  *  * 


39th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  15-20,  1 980  at  the  Town 
and  Country  Hotel,  San  Diego,  CA.  To  become  involved  as  a  Conference  planner1  or  to 
request  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)346- 
7575. 


FORT  LAUDERDALE,  FLORIDA 
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Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
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NATIONAL  INDUSTRIAL 
RECREATION  ASSOCIATION 

38th  Annual  Conference  and  Exhibit 
Audio-Cassette  Program 

May  17-22, 1979  Rochester,  New  York 

What  went  on??  Listed  below  is  the  Audio-Cassette  Program  of  the  Educational  Sessions  and  Workshops  that  took  place.  If  you 
couldn’t  be  there — here’s  an  opportunity  to  listen  to  the  Conference  at  a  place  and  pace  of  your  choice.  These  Cassettes  will 
make  a  terrific  addition  to  your  Professional  Library:  An  educational  experience  you  can  draw  on  and  share  with  your  colleagues 
and  associates  whenever  the  need  arises.  This  Conference  was  professionally  recorded  by  Transcripts  for  Tomorrow, 
Inc.,  under  the  auspices  of  the  National  Industrial  Recreation  Association. 

TO  ORDER,  CIRCLE  THE  NUMBER(S)  OF  THE  SESSION(S)  DESIRED  BELOW: 


<<$? 


NIR A- 1  PHYSICAL  FITNESS-STATE  OF  THE  UNION 

Richard  Keelor,  Ph.D.  Director  of  Program  Develop¬ 
ment,  Presidents  Council  on  Physical  Fitness  &  Sports 
NIRA-2  WHAT  NIRA  CAN  MEAN  TO  YOU 

Patrick  Stinson,  NIRA  Executive  Director,  Stephen 
Waltz,  CIRA  (Cummins  Engine  Co.),  NIRA  Vice  Presi¬ 
dent  of  Tournaments  and  Services;  Kenneth  Watten- 
berger,  CIRA  (Lockheed  California),  NIRA  Vice  Presi¬ 
dent  of  Membership 

NIRA-3  PHYSICAL  FITNESS  IS  GOOD  BUSINESS 

W.  Brent  Arnold,  CIRA,  Manager,  Physical  Fitness  & 
Recreation  (Xerox  International  Center  for  Training  and 
Management  Development) 

MIRA-4  PROFESSIONAL  STAFF  HELP-THE 

STUDENT  INTERN 

Dr.  Donald  Bridgeman,  Chairman  Recreation  Education 
Department,  Springfield  College;  John  Leslie,  CIRA, 
Manager,  Employee  Recreation  (3M  Company);  Dee 
Craig,  Ph.D.,  Professor,  State  University  at  Brockport 

MIRA-5  PROMOTION  &  PUBLICITY  FOR  YOUR 

PROGRAMS 

Melvin  Byers,  CIRA,  NIRA  Consultant 

4IRA-6  HOW  TO  MAKE  A  PRESENTATION 

Larry  Domonkos,  Manager,  Management  Training, 

Xerox  Corp. 

JIRA-7  INDUSTRIAL  RECREATION  IN  CANADA-ITS 

PHILOSOPHY 

The  Honorable  Don  Cameron,  Minister,  Recreation 
(Province  of  Nova  Scotia) 

fIRA-8  PLANNING  AHEAD-A  DISCUSSION  OF  THE 

1978  NIRREF  SURVEY 

William  DeCarlo,  CIRA,  Manager  of  Recreation  Services 
(Xerox  Corp.);  Melvin  Byers,  CIRA,  NIRA  Consultant 
Martin  Rogers,  Ph.D.,  Professor,  State  University  at 
Brockport;  Donald  Rith,  Ph.D.,  Chairman,  Recreation 
|  Education  Department,  State  University  at  Brockport; 

David  Groves,  Ph.D.,  Associate  Professor,  State  Univer¬ 
sity  at  Brockport 

IRA-9  SENTRY’S  APPROACH  TO  WELLNESS 

Donald  Johnson,  M.D.,  Associate  Medical  Director, 

Sentry  Insurance  Co. 

IRA- 10  XEROX  HEALTH  MANAGEMENT  PROGRAM 

James  Post,  Manager,  Executive  Physical  Fitness,  Xerox 
Corp. 

IRA-11  FAMILY  INVOLVEMENT  IN  YOUR 

PROGRAMS 

Gregory  Demko,  CIRA,  U.S.  Department  of  the  Interior; 

Don  O’Connor,  Raytheon  Co. 

IRA-12  RELATING  DRUG  &  ALCOHOL  REHABILI¬ 

TATION  TO  RECREATION  SERVICES 

Andrew  Zadany,  CIRA  (Corning  Glass  Works);  Stanko 
Rodic,  M.D.,  (Xerox  Corp.) 

The  price  of  each  cassette  is  $6.50.  This 


NIRA- 13  PROGRAMMING  FOR  AND  UTILIZING 

RETIREES 

Gene  Daul  (Eastman  Kodak);  Chuck  Bouchard  (Ray¬ 
theon  Co.) 

NIRA-14  TRAVEL  PROGRAMS-CURRENT 

INFORMATION 

Exhibitor  Resources 

NIRA-15  RE-CREATION  COUNSELING- THE  PRO¬ 

FESSIONALS  VIEWPOINT 

Jules  Frank,  Ph.D.,  Vice  President,  Organization  - 
Development,  Flick-Reedy  Corp. 

NIRA-16  TRENDS  &  GROWTH  IN  WOMEN’S 

PROGRAMMING 

Shirley  Bowen,  Coordinator,  Physical  Education  & 
Athletics,  East  Irondequoit  School  System;  A.  Jody 
Merriam,  CIRA,  Director,  Oakland  Industrial  Recreation 
Association;  Patricia  Drum,  Fitness  Coordinator,  Plaza 
Athletic  Club,  Rochester,  NY 

NIRA  17  EMPLOYEE  VOLUNTEERISM-BENEFITS  & 

AVAILABILITY 

Kenneth  Allen,  Executive  Director,  National  Center  for 
Voluntary  Action 

NIRA- 18  INDUSTRIAL  RECREATION  IN  MEXICO-ITS 

PHILOSOPHY 

Enrique  Flores  Mora,  Recreation  Manager,  Dinamica, 
S.A.;  Enrique  Maldonado,  Director  of  Fringe  Benefits 
and  Social  Services,  Accion  Social  Regiomontana,  A.C. 

NIRA- 19  STARTING  FROM  SCRATCH-FITNESS 

PROGRAMS  ON  A  RUNNING  SHOESTRING 

R.  Keith  Fogle,  President,  American  Association  of  Fit¬ 
ness  Directors  in  Business  &  Industry  (Prudential 
Insurance  Co.) 

NIRA-20  PLANNING  A  CAREER  IN  RECREATION 

MANAGEMENT 

Donald  Bridgeman,  Ph.D.,  Chairman,  Recreation 
Education  Department,  Springfield  College;  Donald  A. 
Fredericks,  Employee  Relations  Manager,  NAMD  Divi¬ 
sion,  Xerox  Corp. 

NIRA-21  WHAT  IS  NEW  IN  RECREATION  SERVICES 

Alan  Benedeck  (Allstate  Insurance) 

NIRA-22  RE-CREATION  COUNSELING-THE  COMING 

PROFESSION 

Jules  Frank,  Ph.D.,  Vice  President,  Organization 
Development,  Flick-Reedy  Corp. 

NIRA-23  FUTURE  OF  INDUSTRIAL  RECREATION 

Horace  Becker,  Vice  President,  Research  and  Develop¬ 
ment,  Xerox  Corp. 

NIRA-24  COMPLETE  SET  $145.00  ppd. 

NIRA-25  12  CASSETTES  $80.00  ppd. 

includes  all  postage  and  handling. 


)  I  wish  to  order  the  Complete  Set  of  all  Sessions,  which  includes  two  complimentary  Cassette  Storage  Albums  CAT  #NIRA-24  $145  ppd. 
)  I  wish  to  order  any  12  Cassettes  of  my  choice  and  receive  a  handsome  Cassette  Album  for  my  library  CAT  #NIRA-25  $80  ppd. 

)  I  wish  to  order  a  Cassette  Storage  Album  that  holds  12  Cassettes  for  $5.00. 

)  I  wish  to  order  a  Cassette  Storage  Album  that  holds  6  Cassettes  for  $3.50. 


REMIT  TO: 

LEASE  PRINT: 

mdto:  _ 


TRANSCRIPTS  FOR  TOMORROW,  INC. 


201  S.E.  15th  Terrace,  Suite  D,  Deerfield  Beach,  Florida  33441 
Telephone  (305)  421-8020 


ddress: _ 

ty:  _ State: _ Zip _ 


□  Check  or  Money  Order  □  Bank  Americard/Visa  □  Master  Charge 
(charge  orders  over  $12.00) 


actice  Limited  To: 
jnature: _ 


Account  No:  _ 

Purchase  Order  No: 


(Institutions  Only) 


SAUNA ,  FITNESS ,  STRESS 
TESTING  EQUIPMENT 


MacLEVY  PRODUCTS  CORP.  •  92-21  CORONA  AVE 


ELMHURST,  N.Y.  CITY,  N.Y.  11373  »  TEL.  (212)  592-6550 


EXECUTIVE  &  EMPLOYEE  FITNESS  FACILITIES,  STRESS  TESTING  UNITS,  HEALTH  CLUBS  &  GYMS 


More  and  more  industrial 
companies  are  including  Sauna 
Rooms  in  their  Executive  and 
Employees  Fitness  Facilities. 

We  offer  Prefabricated  Sauna 
Rooms  with  Authentic  Finnish 


“Helo”  Heaters  that  can  be  installed 
anywhere... all  sizes.  Helo  offers  the 
widest  selection  of  superb  U.L. 
tested  Heaters  in  the  USA,  (5  yr. 
Warranty).  Authentic  Finnish 
“Kono”  Rocks  for  controlled  heat, 


Cardio  Fitness 
Testing  Treadmill 


Tunturi  Ergometer 
Training  Cycle 


Choose  from  22  Models 
Treadmills  &  Joggers, 
Motorized  &  Manual 


Choose  from  7  Models 
Bicycle  Ergometers  &  Training  Cycles 


Since 1893 


MacLevy  Products  Corp.  Manufactures  over  250  Quality  units  of  Exercise,  Rehab., 
Whirlpool,  Sauna  &  Steam  Rooms,  Infra-Red  &  Ultra  Violet  tanning  lamps, 
f  MacLevy  is  Principal  supplier  to  Industrial  Organizations,  Hotels,  Motels,  Health  & 

Racquetball  Clubs,  Spas,  Y.M.C.A.’s  &  U.S.  Govt,  installations  around  the  world. 

For  Fast  Action  Call  Collect  [212]  592-6550  Out  of  N.Y.,  N.J.  &  Conn.  °  Call  800-221-0277  Toll  Free  or  Mail  Coupon 


Order  your  professional  library 


□  Benefit  Analysis  of  the  Industrial  Recreation 
Institution 

A  compilation  of  several  papers,  first  delivered  at  the 
1978  NIRA  Conference  and  Exhibit.  Covers  the  benefits 
of  employee  programs,  accountability  within  and  for 
quality  programs,  the  development  of  responsible  volun¬ 
teer  leaders  and  the  use  of  a  needs  assessment  survey.  50 
pages.  $5.00. 


□  Who's  Who  in  Business,  Industry  and  Government 
Employee  Recreation 

The  only  directory  of  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's).  46  pages. 
$7.50. 

□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  publicity, 
teams,  leagues,  eliminations,  and  finals.  36  pages. 


□  Employee  Recreation:  Outlook  for  the  Future 

A  comparison  of  data  compiled  from  surveys  of  NIRA 
members  in  1974  and  1978.  Covers  activities,  facilities, 
staff  personnel  and  salaries,  budgets,  and  more.  67 
pages.  $5.00. 

□  Two  for  one:  "Benefit  Analysis"  and  "Outlook" 

(above).  117  pages  $7.00 — save  $3.00. 

□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation  di¬ 
rectors,  leaders,  and  program  coordinators.  The  only 
publication  in  its  field. 

□  $1 0/yr.  □  $15/2  yrs.  □  $18/3  yrs. 

Add  $1.00  (U.S.)  per  year  for  foreign  subscriptions. 

□  Principles  of  Association  Management 

A  basic  how-to  guide  for  the  association  administrator. 
Published  cooperatively  by  the  American  Society  of  As¬ 
sociation  Executives  (ASAE)  and  the  Chamber  of  Com¬ 
merce  of  the  United  States.  Hard  cover.  437  pages.  $15 
for  NIRA  members.  $20  for  non-members. 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  why  they 
back  industrial  recreation  and  NIRA.  Leaders  of  Ford 
Motor  Company,  Goodyear  Tire  &  Rubber  Company, 
U.S.  Steel,  3M  and  other  industrial  giants  provide  in¬ 
valuable  support  for  your  programs.  $7.00.  Discounts 
available  for  orders  of  20  or  more. 


$4.00. 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliography  of  industrial  recreation  re¬ 
sources  by  Robert  W.  Schoott  and  Douglas  M.  Crapo, 
Ph.D.  More  than  470  entries.  $3.00. 

□  Standard  Sports  Areas 
Dimensions  and  specifications  for  more  than  70  sports 
arenas,  pools,  courts  and  fields.  $4.00. 

□  The  Untapped  Potential:  Industrial  Recreation 
Illustrated  booklet  based  on  a  talk  by  Frank  Flick,  Presi 
dent  of  Flick-Reedy  Corp.  and  the  first  NIRA  Employer  of 
the  Year.  $3.00. 

For  all  publications  above,  check  the  item  desired  and 
return  this  page  with  a  check  or  money  order  for  the  total 
price ,  postpaid,  to  NIRA.  Include  your  name  and  mailing 
address. 


□  An  Introduction  to  Industrial  Recreation:  Employee 
Services  and  Activities 

The  first  college  textbook  on  employee  programs  to  be 
published  in  a  generation.  An  invaluable  resource  for  the 
student,  new  practitioner  and  veteran  administrator. 
Covers  economic  and  ethical  background,  practical 
program  implementation  guidelines,  and  the  place  of  the 
professional  recreation  director  in  business,  industry  and 
government.  Hardcover.  236  pages.  Order  form  below. 


An  Introduction  to  Industrial  Recreation:  Employee  Services  and  Activities 


Name _ 

Title _ Phone  (  ). 

Company _ 

Address _ 


Your  order  must  be  accompanied  by  a  check  or  money 
order  for  the  total  purchase  price  plus  postage  and 
handling — payable  to  the  National  Industrial  Recreation 
Association. 


Number  of  copies 


$14.95  per  copy  . 

$13.50  per  copy  to  NIRA  members  only 

Plus  postage  and  handling 

$1 .00  for  one  copy  . 

$2.50  for  2-5  copies  . . . . . 

$4.00  for  6-12  copies  . 

$0. 50/copy,  more  than  12  copies 


Total  enclosed 


Return  payment  and  order  form  to:  National  Industrial  Recreation  Association 

20  N.  Wacker  Dr.  •  Chicago,  IL  60606 


NOVEMBER  1979  •  VOLUME  22,  No.  9 

RECREATION 

MANAGEMENT 


Contents 


4  Open  Forum:  NIRA  by  any  other  name 

1 1  The  Chairman  of  Equitable  Life  supports  employee  recreation 

by  John  T.  Fey 

12  Employee-built  facilities  at  General  Dynamics  Convair 

with  Ray  Mendoza,  CIRA 

18  Know  us  by  the  companies  we  keep 

20  The  outdoor  jogging  circuit 

Conditioning  at  an  individual  pace,  facilities  on  a  slim  budget 

by  Michael  F.  Calhoun 


23  Region  VII  Conference  and  Exhibit 
"Passport  to  employee  effectiveness" 

28  Professionalism:  Survival  skills  for  the  80's 

by  Bernard  Boomer 


Departments 


2  What  is  NIRA? 

3  The  NIRA  President  would  like  a  word  with  you 
about  our  supplier-supporters 

by  Kirt  T.  Compton,  CIRA 

15  NIRA  Services  and  Activities 

16  Ideas  Clinic 

by  Melvin  C.  Byers,  CIRA 

17  Names  in  the  News 
34  Ad  Index 

34  NIRA  Calendar 


Official  Journal  of  the  National  Industrial  Recreation  Association,  a  non-profit  organization  with  inter¬ 
national  membership,  dedicated  to  the  principle  that  employee  recreation,  fitness  and  services  pro¬ 
grams  are  essential  to  effective  personnel  management. 


RM,  November,  1979 


NATIONAL  INDUSTRIAL 
RECREATION  ASSOCIATION 

EXECUTIVE  DIRECTOR 
PATRICK  8.  STINSON 

PRESIDENT 

KIRT  T.  COMPTON,  CIRA 
Eastman  Kodak  Company 
Rochester,  New  York 
PRESIDENT  ELECT 
A.  C.  WARD,  CIRA 
Owens-Corning  Fiberglas  Corporation 
Toledo,  Ohio 
VICE  PRESIDENTS 
ELIZABETH  F.  BURCHARD,  CIRA 
Northwestern  Bell  Telephone  Company 
Omaha,  Nebraska 
ARTHUR  L.  CONRAD,  CIRA 
Flick-Reedy  Corporation 
Bensenville,  Illinois 
STEPHEN  W.  EDCERTON.  CIRA 
Xerox  Corporation 
Rochester,  New  York 
EDWARD  C.  HILBERT.  CIRA 
Battelle  Memorial  Institute 
Columbus,  Ohio 
LOUIS  R.  MERTENS.  CIRA 
Foreign  Affairs  Recreation  Association 
Washington,  D.C. 

KENNETH  C.  WATTENBERCER,  CIRA 
Lockheed  California  Company 
Burbank,  California 
IERRE  W.  YODER.  LIRA 
General  Dynamics  Corporation 
Ft.  Worth,  Texas 
IMMEDIATE  PAST  PRESIDENT 
RICHARD  M.  BROWN.  CIRA 
Texas  Instruments,  Incorporated 
Dallas,  Texas 
SECRETARY 

STEPHEN  D.  WALTZ.  CIRA 
Cummins  Engine  Company 
Columbus,  Indiana 
TREASURER 
ROY  L.  McCLURE .  CIRA 
Lockheed -Georgia  Company 
Marietta,  Georgia 


DIRECTORS 

ALAN  BENEDECK 
Allstate  Insurance  Company 
Northbrook,  Illinois 
FRITZ  S.  BRENNECKE 
Adolph  Coors  Company 
Golden.  Colorado 
WILLIAM  8RUCE.  CIRA 
Motorola,  Incorporated 
Scottsdale.  Arizona 
ALICE  R.  BUCCA 
Digital  Equipment  Corporation 
Maynard,  Massachusetts 
MARTHA  P.  BYERS.  CIRA 
Owens-Illinois,  Incorporated 
Toledo,  Ohio 

WILLIAM  8.  bcCARLO.  CIRA 
Xerox  Corporation 
Rochester,  New  York 
FRANK  A.  DeLUCA 
Avco  Lycoming  Division 
Stratford,  Connecticut 
RALPH  I.  FERRARA 
General  Mills,  Incorporated 
Minneapolis,  Minnesota 
CEORCE  K.  CRICOR.  CIRA 
Kodak  Canada  Company 
Toronto,  Ontario,  Canada 
FRANK  HAVLICEK 
Motorola,  Incorporated 
Schaumburg,  Illinois 
RONALD  C.  IONES,  CIRA 
Oneida  Silversmiths 
Sherrill,  New  York 
RONALD  LEWIS.  CIRA 
Philip  Morris,  Incorporated 
Richmond,  Virginia 
L.  F.  LUTZ 

Monsanto  Textiles  Company 
Pensacola,  Florida 
ENRIQUE  MALDONADO 
Accion  Social  Regromontana 
Monterrey,  N.L.,  Mexico 
IAMES  A.  McKEON 
Cubic  Defense  Systems 
San  Diego,  California 
EUGENE  W.  MILLER,  CIRA 
Michigan  Bell  Telephone  Company 
Detroit,  Michigan 
ENRIQUE  FLORES  MORA 
Dinamica,  S.A. 

Monterrey,  N.L.,  Mexico 
DANIEL  R.  O'REILLY 
Storage  Technology  Corporation 
Louisville,  Colorado 
HOWARD  SH ANKER 
Shanker  Industries,  Incorporated 
Cleveland,  Ohio 
CORDON  E.  SMITH 
Ontario  Ministry  of  Culture  &  Recreation 
Toronto,  Ontario,  Canada 
PHYLLIS  K.  SMITH,  CIRA 
Hughes  Aircraft  Company 
Fullerton,  California 
IOHN  C.  TUTKO,  CIRA 
Headquarters/U.S.  Air  Force 
Washington,  D.C. 

BERNIE  WATTS 

Goodyear  Tire  &  Rubber  Company 
Akron,  Ohio 

RICHARD  WILSMAN,  CIRA 

lohnson  Wax 
Racine,  Wisconsin 


What  is  NIRA? 

The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 


ORGANIZATION  ANNUAL  DUES  are  based  on  number  of 
employees  eligible  for  your  program. 


More  than  1 0,000  employees 

(10) 

$185 

5,001  to  10,000  employees 

(  6) 

$155 

1,001  to  5,000  employees 

(  4) 

$125 

Fewer  than  1 ,000  employees 

(  2) 

$  75 

(  )  =  Number  of  copies  of  Recreation  Management  Magazine 

included  free  as  a  member  service 

ASSOCIATE  (Supplier)  ANNUAL  GRANT— Minimum  $300 
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The  NIRA  President 
would  like  a  word  with  you 


.  about  our  supplier-supporters 


Kirt  T.  Compton,  CIRA 
Eastman  Kodak  Company 
1979-80  NIRA  President 


We  are  people-oriented.  Our 
business  is  improving  human  rela¬ 
tions  in  the  workplace.  We  affect 
productivity  and,  hence,  profits;  but 
our  attention  is  not  always  on  the 
corporation's  bottom  line.  We  are 
concerned  with  how  employees  feel 
about  the  company.  Sales  people  are 
concerned  only  with  what  employ¬ 
ees  are  willing  to  buy  and  with  ac¬ 
tivities  in  which  they  might  be  will¬ 
ing  to  participate.  For  this  reason, 
they  can  help  us  see  our  employees 
and  our  Association  as  markets.  And 


that,  ironically,  can  help  us  provide 
better  programs  and  strengthen 
NIRA. 

When  we  talk  to  suppliers  about 
the  Association,  we  talk  about  the 
"NIRA  market".  We  initiate  a  mer¬ 
cantile  relationship  by  inviting 
suppliers  of  recreation  goods  and 
employee  services  to  sell  us  some¬ 
thing.  That  does  not  mean  for  a  mo¬ 
ment  that  we  are  selling  out.  Not 
only  are  we  comfortable  with  a  mer¬ 
cantile  relationship,  we  thrive  on 
it — so  long  as  it  is  of  benefit  to  the 
organization  and  its  members. 

What  suppliers  want  from  NIRA  is 
access  to  our  members.  We  are  at¬ 
tractive  to  suppliers  both  as  purchas¬ 
ing  agents  for  employee  programs 
and  as  "gatekeepers"  for  a  market  of 
millions  of  employees  and  their 
families.  Suppliers  cannot  even  ap¬ 
proach  you  through  NIRA  until  they 
have  offered  concrete  support  to  the 
Association.  There  are  a  number  of 
ways  in  which  they  can  do  this. 

Reputable  suppliers  may  join  the 
Association,  at  an  Associate  member 
fee  that  is  higher  than  even  the 
largest  organization  member  pays. 
That  entry  entitles  them  to  member¬ 
ship  directories,  direct  mail  services, 
"Associate  Profiles"  in  RAT,  and  dis¬ 
counted  rates  for  exhibit  booths  at 
the  annual  NIRA  Conference  and 
Exhibit.  Suppliers  may  also  choose 
to  advertise  in  RAT  and  to  exhibit  at 
regional  conferences. 

In  all  these  enterprises,  suppliers 


know  that  their  investments  are 
minor,  compared  with  the  opportun¬ 
ity  to  reach  the  NIRA  market.  They 
pay,  in  effect,  for  the  chance  to  be¬ 
come  member  services.  Suppliers 
make  an  investment,  up  front,  with 
no  guarantee  of  success. 

Each  of  us,  as  part  of  the  NIRA 
market,  has  a  choice  in  at  least 
some  areas  between  our  supplier- 
supporters  and  their  competitors. 
Patronizing  our  Association's  sup¬ 
porters  is  not  a  condition  of  member¬ 
ship,  of  course,  even  though  support 
of  the  Association  is  prerequisite  to 
their  meeting  you  through  NIRA. 

You  must  evaluate  any  supplier's 
proposal  carefully  to  determine 
whether  it  would  be  a  real  benefit  for 
your  employee  group.  All  we  ask — 
all  our  supplier-supporters  bargain 
for  when  they  join  NIRA — is  a  hear¬ 
ing. 

Take  note  of  suppliers  who  adver¬ 
tise  in  RAT,  exhibit  at  NIRA  Confer¬ 
ences  and  join  NIRA  as  Associate 
members.  When  you  consider  new 
services  and  activities,  check  with 
NIRA  to  see  if  there  are  any  sup¬ 
plier-supporters  who  could  play 
a  part.  If  so,  include  them  in  the  bid¬ 
ding  process  and  consider  their  sup¬ 
port  of  NIRA  when  you  make  a  final 
decision.  Stand  by  your  supplier- 
supporters  and  they  will  stand  by  our 
Association. 

KctT 
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OPEN  FORUM 


NIRA 

by  any  other  name 


Should  the  National  Industrial  Recreation  Associa¬ 
tion  (NIRA)  be  renamed  the  Employee  Services  Man¬ 
agement  Association  (ESMA)?  When  the  choice  comes 
before  NIRA  voters  in  a  postal  referendum  next  year,  the 
merits  of  these  specific  alternatives,  as  well  as  the  greater 
question  of  a  change,  will  be  well-known  to  RM  readers. 
In  the  next  several  issues  of  Recreation  Management, 
"Open  Forum"  will  present  letters  to  the  editor  on  this 
important  issue.  We  encourage  all  members  and  in¬ 
terested  friends  of  NIRA  to  add  their  opinions  to  these. 
Responsibility  for  the  selection  of  letters  is  the  RM 
Editor's,  with  the  advice  and  final  approval  of  the  NIRA 
Executive  Director.  Background  information  on  the 
mechanics,  costs  and  implications  of  a  name  change  is 
available  upon  request  from  NIRA  Headquarters. 

Send  letters  on  the  NIRA  name-change  proposal  to: 
Open  Forum,  Recreation  Management  Magazine,  Na¬ 
tional  Industrial  Recreation  Association,  20  N.  Wacker 
Dr.,  Suite  2020,  Chicago,  IL  60606. 


Fellow  N.I.R.A.  Members: 

I  have  read  several  letters  in  this  open  forum  from  my 
constituents  suggesting  new  names  other  than  the  "pro¬ 
posed  new  name"  of  ESMA.  I,  too,  agree  that  our  current 
name  of  NIRA  does  not  fit  our  organization's  needs 
today  as  it  did  in  years  past.  However,  the  question  at 
hand  is  not  what  new  name  we  should  consider,  but  if 
we  want  the  name  changed  to  ESMA. 

I  strongly  urge  you  to  defeat  the  name  change,  not 
necessarily  to  keep  the  name  NIRA,  but  to  give  us  the 
opportunity  to  "brainstorm"  a  better  new  name  than  the 
Employee  Services  Management  Association. 

Sincerely, 

Tim  Shroyer,  CIRA 
Supervisor 
Recreation  Activities 
Delco  Air  Conditioning  Division 
General  Motors  Corporation 

RM,  November,  19791 


To  "Open  Forum": 

The  proposed  name  change  from  the  National  Indus¬ 
trial  Recreation  Association  (NIRA)  to  Employee  Services 
Management  Association  (ESMA)  concerns  me.  Even 
though  more  industrial  recreation  organizations  are  be¬ 
coming  increasingly  involved  in  areas  other  than  recrea¬ 
tion,  I  feel  the  name  "Recreation"  should  be  retained. 

Most  of  our  work  centers  around  providing  our  em¬ 
ployees  with  knowledge,  skills,  activities,  etc.  for  more 
creative  and  worthwhile  use  of  leisure  time  or  recrea¬ 
tion.  Whether  our  programs  involve  physical  fitness, 
special  events,  hobby  clubs,  retirement  seminars,  athle¬ 
tics  or  all  of  these,  they  center  around  this  principle. 

Perhaps  the  words  "National"  and  "Industrial" 
should  be  eliminated  since  NIRA  membership  is  interna¬ 
tional  and  comprised  of  corporations  and  companies 
other  than  industrial.  But  I  feel  the  word  " Recreation " 
should  be  retained. 

In  1937  L.  H.  Weir  wrote  in  his  book,  Europe  at  Play, 
"Recreation  is  an  intelligently  ordered  life  [that  ]  needs 
no  excuse  or  reason  for  its  existence."  The  same  should 
be  said  of  recreation  within  industry.  When  one  really 
considers  it,  industrial  recreation  programs  are  the  only 
"fringe"  benefit  that  pays  dividends  back  to  the  com¬ 
pany  that  supports  it.  Does  the  company  medical  plan 
provide  the  employee  with  better  health  than  a  physical 
fitness  program ?  Does  membership  in  the  Credit  Union 
develop  a  better  esprit  de  corps  among  the  employees 
than  playing  on  an  athletic  team? 

Perhaps  a  more  descriptive  name  is  appropriate  but 
not  one  that  deletes  " Recreation ".  Maybe  we  should 
concentrate  more  of  our  resources  on  educating  man¬ 
agement  associations,  industrial  relations  organizations 
and  the  designers  of  university  curricula  in  business  ad¬ 
ministration  on  the  place  and  value  of  recreation  within 
company  life. 

Very  truly  yours, 

Bob  Pindroh,  CIRA 
Athletic  Director 

Lockheed  Employees'  Recreation  Club 

*  *  * 

To  "Open  Forum": 

I  believe  that  we  should  undergo  a  name  change 
from  National  Industrial  Recreation  Association  to  Em¬ 
ployee  Services  Management  Association  because 
ESMA  would  more  appropriately  describe  the  scope  of 
our  organization  and  its  members. 

Why?  Many  member  or  prospective-member  com¬ 
panies  may  not  be  fortunate  enough  to  have  recreation 
programs/facilities  but  do,  in  fact,  provide  a  broad  range 
of  employee  services  and  programs  which  are  not  physi¬ 
cal  fitness  or  sports  oriented.  For  most,  providing  em¬ 


ployee  services  is  the  first  step,  with  recreation  being  the 
second. 

However,  when  recreation  programs  and  facilities 
are  made  available  to  employees,  it  definitely  is  an  em¬ 
ployee  service,  thus  indicating  that  recreation  is  a  type  of 
employee  service.  We  don't  want  our  name  to  indicate 
that  we  are  interested  only  in  industrial  recreation. 

As  to  whether  the  word  "management"  should  ap¬ 
pear  in  our  new  name,  Webster  defines  "management" 
as  "the  executive  function  of  planning,  organizing, 
coordinating,  directing,  controlling,  and  supervising  any 
industrial  or  business  project  or  activity  with  responsibil¬ 
ity  for  results."  Isn't  this  what  we  all  do  in  our  field, 
whether  it  be  managing  a  personnel  department  or  rec¬ 
reation  facility,  organizing  employee  activities,  or  simply 
heading  a  committee  or  club?  The  word  "management" 
in  our  name  would  indicate  the  level  of  professionalism 
and  leadership  we  all  strive  to  maintain. 

Recreation  is  a  very  vital  part  of  employee  services 
programs,  and  recognition  of  its  value  is  certainly  grow¬ 
ing.  But  let's  not  limit  ourselves  to  industrial  recreation 
by  virtue  of  our  name  but  rather  broaden  our  scope  to 
include  all  employee  services. 

Nancy  S.  Gansmiller 
Employee  Services  Coordinator 
The  DeVilbiss  Company 

*  *  * 

To  "Open  Forum": 

I  am  much  disturbed  about  the  new  suggested  name 
change  to  " Employee  Services  Management  Associa¬ 
tion".  I'm  aware  that  the  organization  is  now  composed 
of  many  members  who  wear  hats  other  than  just  recrea¬ 
tion.  However,  when  the  organization  was  founded 
many  years  ago  its  prime  responsibility  was  "Industrial 
Recreation".  I  hope  that  responsibility  never  changes.  To 
better  and  help  other  services  in  a  company  is  just  fine 
but  should  be  secondary  to  our  prime  responsibility, 
"Industrial  Recreation". 

How  can  we  name  an  organization  like  ours  per  the 
suggested  new  name?  I  see  nothing  in  the  new  name  that 
lets  people  know  that  we  are  primarily  a  recreation  or¬ 
ganization.  How  about  getting  the  words  "recreation 
and  employee  activities"  in  the  new  title?  I  realize  you 
can't  make  the  title  too  long,  but  we  surely  can  juggle 
words  around  to  make  sure  we  don't  lose  our  primary 
identity. 

Sincerely, 

Charles  "Chuck"  Bloedorn,  CIRA 
Recreation  Director  (Retired) 

The  Goodyear  Tire  &  Rubber  Company 


continued  on  following  page 
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Open  Forum ,  continued 


To  " Open  Forum”: 

With  all  the  confusion,  indecision,  cost  and  educa¬ 
tion  needed  to  change  the  name  of  NIRA,  I  personally 
feel  we  should  retain  " National  Industrial  Recreation  As¬ 
soc/at/on"  and,  in  obvious  print,  add  the  following  or  a 
similar  statement:  " Organized  to  assist  our  members  in 
developing  a  healthier  and  more  productive  human  re¬ 
source  and  to  promote  cooperation  and  understanding 
between  all  members”. 

There  are  several  words  in  the  present  title  that  may 
or  may  not  reflect  the  true  concept  of  our  objectives. 
Let's  take  one  word  at  a  time: 

1 .  NATIONAL — This  really  infers  one  nation  but  techni¬ 
cally  does  not  limit  it  to  the  US. A.  If  we  were  to  use 
the  word  AMERICAS,  it  could  infer  great  magnitude 
and  would  include  both  Mexico,  Canada  and  any 
other  country  on  our  continent.  (Our  members  from 
Saudi  Arabia  are  actually  companies  from  the 
U.S.A.). 

However,  my  recommendation  would  be  to  keep 
the  word  " National "  and  allow  our  members  from 
Canada  and  Mexico  to  identify  their  countries  as  fol- 
.  lows:  National  Industrial  Recreation  Association- 
Canada,  or,  NIRA-Mexico,  etc.  I  would  recommend, 
further,  that  we  not  attempt  to  organize  beyond  our 
continent. 

2.  INDUSTRIAL — Many  of  our  companies  do  not  fall  in 
the  normal  classification  of  industry.  Among  them  are 
government  agencies  and  banking  institutions.  What 
we  have  in  common  is  EMPLOYEES.  Our  real  pur¬ 
pose  is  to  promote  a  healthier,  happier  and  more  effi¬ 
cient  work  force  for  our  companies  and  our  country. 
When  we  are  talking  about  employees,  should  we 
use  classier  terminology,  such  as  " Human  re¬ 
sources”? 

It  is  my  personal  opinion  that  we  should  retain  "In¬ 
dustrial”  in  the  name,  as  it  connotes  management  in¬ 
volvement  without  sticking  the  word  " management ” 
in  the  employees'  ears.  Remember,  many  of  our 
members  are  actually  employee  organizations.  If  we 
were  to  use  "Employee”  in  the  name  it  may  suggest 
an  employee  association  and  that  would  not  be  ac¬ 
ceptable,  either. 

3.  RECREATION — There  are  some  opponents  to  this 
word  but,  in  my  book,  it  explains  our  purpose  the 
best.  We  are  endeavoring  to  develop  more  complete 
persons  by  offering  them  opportunities  to  make  good, 
wholesome  use  of  their  leisure  time.  An  active  mind 
and  body  during  off-work  hours  offers  each  person  a 
chance  to  fulfill  all  of  the  desires  of  living.  Possibly, 
with  some  of  our  members  expanding  into  other  em¬ 
ployee  services,  we  should  include  these  two  words. 
May  I  reemphasize,  add  EMPLOYEES  SERVICES  and 
retain  RECREATION  in  our  name. 
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4.  ASSOCIATION — There  doesn't  seem  to  be  much 
quarrel  with  this  word  but  to  add  to  the  confusion, 
why  not  consider  FEDERATION?-'^  union  of  or¬ 
ganizations”.  Is  it  our  objective  to  bring  persons  who 
have  other  responsibilities  into  our  organization ?  For 
instance,  some  of  our  companies  separate  employee 
services  from  the  recreation  organization  and  create 
two  complete  and  separate  departments.  Even  so, 
" Association "  is  a  more  accepted  word  for  our  kind 
of  organization. 

In  summary,  if  we  are  to  change  the  NIRA  name, 
may  I  submit  the  following  ideas: 

AAESR — Americas  Association  for  Employee  Services 
and  Recreation 

ESRA — Employee  Services  and  Recreation  Association 
NESRA — National  Employees  Services  and  Recreation 
Association 

AAHRTD — Americas  Association  for  Human  Resource 
Total  Development 

HRLDA — Human  Resources  Leisure  Development  As- 
sociation 

AHRLO — Association  for  Human  Resources  Leisure  Op¬ 
portunities 

We  could  go  on  and  on;  there  must  be  hundreds  of 
combinations.  If  there  is  a  new  name,  I  strongly  recom¬ 
mend  that  we  keep  the  word  Recreation  in  it.  I  have 
been  proud  to  have  worked  in  the  recreation  profession 
for  thirty-seven  years. 

Sincerely, 

K.C.  Wattenberger,  CIRA 

NIRA  Vice  President,  Regional  Management 

Lockheed  Employee's  Recreation  Club 

*  *  * 

To  " Open  Forum”: 

Any  national  organization's  logo/title  should  clearly 
expose  its  total  meaningful  purpose  at  first  glance  for 
persons  shouldering  pride  in  years  of  membership. 

If  there  is  to  be  a  postal  vote  on  title  change  prefer¬ 
red,  then  I  submit  this  title:  Leisure  Activities  Service  In¬ 
corporated  (LASI).  Reasons  are:  " Leisure "  is  freedom 
provided  by  the  cessation  of  activities.  " Activities "  are 
pursuits  in  which  a  person  is  active  whether  supervised 
or  not.  " Service "  is  the  work  or  action  performed  by  one 
who  serves.  " Incorporated ”  means  to  unite  thoroughly 
with  or  work  indistinguishably  into  something  already 
existent.  I  believe  I  have  substantiated  " Leisure  Activities 
Service  Incorporated.” 

Sincerely, 

Clarence  C.  Cross 
Recreation  Director 
North  Las  Vegas,  Nevada 
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To  "Open  Forum": 

NIRA's  success  is  really  dependent  on  an  enthusias¬ 
tic  membership  involvement  and  professional  staff  ex¬ 
pertise,  not  on  its  name.  If  a  change  occurs ,  however, 
there  are  three  words  that  might  be  considered  in  our 
profession  that  are  germane  to  the  issue: 

RECREATION:  The  main  thrust  of  our  mission  which 
almost  every  employee,  technician,  supervisor,  or  volun¬ 
teer  can  align  with. 

MANAGEMENT :  The  key  word  in  our  total  function! 
We  are,  in  fact,  all  managers  of  some  facet  of  our  work: 
people,  dollars,  publicity,  activities,  programs,  etc. 
and  finally — 

ASSOCIATION:  The  common  bond  that  brings  all  of 
us  together  in  the  successful  pursuit  of  our  respective 
goals. 

If  a  name  change  is  to  occur,  it  should  be  simple, 
meaningful,  but  effective.  Consider  RECREATION 
MANAGEMENT  ASSOCIATION." 

Sincerely, 

John  G.  Tutko,  CIRA 

Chief  Morale,  Welfare  and  Recreation 

Headquarters,  United  States  Air  Force 


*  *  * 


To  "Open  Forum": 

It  is  our  feeling  that  the  name  Employees  Services 
Management  Association  does  not  adequately  represent 
the  purpose  and  goals  of  the  National  Industrial  Recrea¬ 
tion  Association. 

The  organization  is  now  international,  so  the  name 
should  reflect  that.  " Services "  is  a  very  broad  term.  If 
" Recreation "  was  added  to  the  title  it  would  better  de¬ 
fine  the  organization. 

We  do  not  disagree  with  the  NIRA  Board  of  Direc¬ 
tors'  opinion  that  those  who  are  responsible  for  employee 
programming  in  fact  "Manage".  However,  employees 
who  are  not  in  company  management  may  miscon¬ 
strue  the  term  to  mean  it  is  not  an  organization  that 
applies  to  them.  The  organization  serves  all  employees. 
It  is  not  necessarily  under  the  control  of  the  company 
management.  In  fact,  although  management  support  is 
vital,  in  many  organizations  the  Recreation  and  Services 
programs  are  " managed "  by  hourly  paid  employees. 
The  word  " Management "  does  not  really  seem  neces¬ 
sary  for  our  purpose. 

The  name  International  Employee  Recreation  and 
Services  Association  would  seem  to  be  one  that  would 
more  adequately  identify  our  organization. 

Sincerely, 

Harry  Winn 
President 

Solar  Employees  Recreation  Association 
Jill  Tippin 
Recreation  Director 

Solar  Employees  Recreation  Association  HU 


WITHOUT  YOUR  HELP, 
WE  CAN'T  AFFORD  TO  WIN. 


Make  check  payable  to  U.S.  Olympic  Committee, 

P.0.  Box  1980-P,  Cathedral  Station,  Boston,  MA  02118 

Name _ 

Address _ 

City 


State 


A  $ _ _ _ contribution  is  enclosed. 

Please  send  me  the  symbol  of  support 
checked  below.  n  stickpin  ($10) 

□  Pendant  ($25)  □  Tote  Bag  ($25) 

□  Desk  Spinner  □  Visor  Cap  ($25) 

($50)  Your  contribution  is  tax-deductible. 
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INTRODUCE  YOUR 
EMPLOYEES  TO 
HILTON’S  ESCAPE  PLANS; 


These  vacations  are  very  easy  for  you  and 
your  employees  to  take. 


Hilton’s  vacation  plans  are  very 
easy  on  everybody.  We  do  all  the  work, 
and  you  get  all  the  credit.  And  you 
can  offer  your  employees  the  best  of 
all  possible  vacations.  If  they  want 
to  take  a  brief  vacation,  you  can  send 
them  on  a  weekend  they’ll  never  forget, 
a  Hilton  Rainbow  Weekend?"1  Or  let 
us  tailor  a  plan  to  their  needs,  their 
budget  or  a  particular  destination. 
Hilton  can  take  care  of  any  number 
of  people,  anywhere  they  want  to  go. 
Both  individuals  and  groups  can  take 
advantage  of  Hilton’s 
special  value 


“Once  in  a  Lifetime”3"1  vacations.  These 
are  greatly  reduced  packages  that’ll 
put  your  people  in  the  lap  of  luxury. 
Many  city  and  resort  Hiltons  such 
as  the  Kona  Hilton,  the  Fontainebleau 
Hilton  and  the  Las  Vegas  Hilton 
welcome  these  plans  during  their 
value  seasons. 

Best  of  all,  you  can  leave  all  the 
details  to  us:  packaging,  collateral 
materials,  administration,  reservations 
and  confirmations. 

The  way  we’ve  got  vacation  packages 
wrapped  up,  you  don’t  have 
to  think  about  a  thing. 


There’s  no  place  like  HII30N.][ 
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For  father  information  about  Hilton’s  Escape  Plans^  just  fill  out  this  card. 
You  will  receive  a  $10.00  coupon  good  for  any  Hilton  Rainbow  Weekend.8" 

I  am  interested  in  knowing  more  about: 

□  Rainbow  Weekends.  □  Group  and  individual  travel  plans. 

□  Group  and  individual  “Once  in  a  Lifetime”81"  □  I  want  to  start  up  a  vacation  program  for 

value  vacations.  my  employees. 

Name - Title - 

Company _ _ _ Address - 

City - State - — - —  Zip - 

Phone  number  (  ) - 

No.  of  employees  or  Club  members _ 

□  I  have  more  group  vacation  requests. 

□  I  have  more  individual  vacation  requests. 

Do  you  have  a  plant  closure?  If  so,  when? — 
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The  Chairman 
of  Equitable  Life 
supports  employee  recreation 


VARIED  RECREATIONAL 
OUTLETS  FOR  BOTH 
YOUNG  AND  OLDER 
EMPLOYEES  PROVIDE 
A  UNIQUE  UNIFYING 
BOND  WITHIN  THE 
WORKPLACE 


John  T.  Fey 

Chairman  of  the  Board 
The  Equitable  Life  Assurance  Society 
of  the  United  States 


"Recreational  activities  have  been  an  integral  part 
of  the  Equitable  way  of  life  for  our  employees  for 
more  than  100  years. 

"The  concept  of  employee  recreation  changes 
through  the  years.  This  is  a  natural  development  since 
recreation  programs  are  initiated  and  administered  by 
the  employees  whose  attitudes  and  interests,  in  turn, 
are  ever  changing.  The  Equitable  strives  to  keep  its 
recreational  programs  apace  with  those  changing 
times  and  tastes. 

"Varied  recreational  outlets  for  both  young  and 
older  employees  provide  a  unique  unifying  bond  with 
The  Equitable  workplace.  The  satisfaction  and  recog¬ 
nition  derived  from  participation  in  diverse  recrea¬ 
tional  activities  give  a  tremedous  boost  to  personnel 
morale  and  can  contribute  importantly  to  an  individ¬ 


ual  employee's  own  personal  sense  of  development, 
particularly  within  the  framework  of  his  job  growth. 
Recreation  activities  for  and  by  employees  also  can 
create  a  genuine  spirit  of  democratic  participation 
that  is  to  be  welcomed  and  encouraged  in  a  modern 
corporate  environment. 

"The  Equitable  sees  its  affiliation  with  the  Nation¬ 
al  Industrial  Recreation  Association  as  a  means  to 
improve  the  effectiveness  of  a  balanced  recreational 
program  for  its  employees.  And  just  as  the  company  is 
committed  to  achieving  continued  financial  security 
for  its  millions  of  policyowners  and  clients,  so,  too, 
the  company  is  committed  to  maintaining  the  strength 
and  stability  of  its  own  human  resources,  its  employ¬ 
ees. 


From  Top  Management  Speaks 

Check  the  publications  order  form, 
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Employee-built  facilities 
at  General  Dynamics  Convair 

with  Ray  Mendoza,  C1RA 


At  General  Dynamics  Convair,  employee  volunteers 
built  the  recreation  program — literally.  An  impressive 
array  of  indoor  and  outdoor  recreation  facilities  was 
planned  and  built  by  regular  hourly  and  salaried  em¬ 
ployees  who  donated  their  expertise  and  labor.  Their 
work  ranges  from  camping  and  picnic  grounds  to  a 
large,  multi-use  recreation  center. 

According  to  Convair's  Ray  Mendoza,  financial  sav¬ 
ings  were  not  the  first  consideration  in  choosing  to  build 
facilities  with  volunteer  workers. 

"Management  figured  that  if  employees  were  willing 
to  give  of  their  own  time  and  effort  they  would  be  more 
likely  to  appreciate  the  facilities,"  said  Mendoza  re¬ 
cently.  "And  it's  true.  The  guy  who  put  in  barbeque  pits 
at  the  picnic  area  is  much  more  likely  to  bring  his  family 
to  use  them.  That's  true  of  all  the  people  who  worked  on 
these  facilities." 

Mendoza  has  been  Manager  of  Labor  Relations  and 
Employment  at  Convair  for  seven  years.  He  was  Su¬ 
pervisor  of  Recreation  during  the  period  when  much  of 
the  facilities  construction  took  place.  Gerry  Starkey  is  the 
current  Supervisor. 

Convair's  employee  recreation  story  began  thirty 
years  ago,  when  many  west  coast  aircraft  companies 
originated  leisure  programs  for  their  employees.  In  the 
late  1940's,  Consolidated  Aircraft  Company  in  San 
Diego  earmarked  in-plant  vending  commissions  for  the 
support  of  the  employee  club.  The  recreation  function 
was  incorporated  as  an  employee  association,  with  an 
appointed  governing  board  of  employee-commissioners. 
Its  first  substantial  venture  into  facilities  came  shortly 
thereafter  when  it  leased  land  from  San  Diego  County  for 
development  as  a  gun  club.  The  group  purchased  an  old 
church  and  converted  it  into  a  recreation  hall.  Quonset 
huts  became  a  sports  car  shop,  a  rock  hounds'  lab  and  a 
boat  builders'  garage.  In  1956,  the  association  pur¬ 
chased  a  parcel  of  land  twenty  miles  from  the  plant  site 
and  developed  it  as  a  picnic  area  they  named  Pecan 
Park.  Employee  volunteers  built  barbecue  pits,  an  infor¬ 
mal  softball  diamond,  a  20  x  20  foot  concession  stand 
and  a  home  for  a  resident  caretaker. 


In  1957,  as  the  space  race  intensified,  General 
Dynamics  won  a  government  contract  to  build  the  Atlas 
Missile.  The  company  formed  a  new  Astronautics  divi¬ 
sion,  headquartered  in  San  Diego,  to  handle  the  job.  The 
30,000  Astronautics  employees  soon  had  their  own  re¬ 
creation  club,  separate  from  the  original  Consolidated 
group.  Not  to  be  outdone,  the  Astronautics  employees 
undertook  an  even  more  ambitious  facilities  project: 
Missile  Park. 

The  Missile  Park  facilities  were  approved  for  con¬ 
struction  on  land  owned  by  Astronautics.  Engineering 
employees  developed  and  blueprinted  plans  for  the 
facility.  Mendoza  supervised  materials  purchasing,  with 
the  use  of  vending  machine  commissions. 

The  planned  recreation  site  was  divided  into  one- 
acre  plots  for  "sale"  to  company  departments.  The  re¬ 
creation  association  approached  department  managers 
and  convinced  them  to  "buy"  the  plots,  thereby  accept¬ 
ing  responsibility  for  construction  of  the  facilities  that 
came  within  their  boundaries.  Managers,  in  turn,  be¬ 
came  volunteer  recruiters,  soliciting  employees,  from 
engineers  to  maintenance  workers,  to  roll  up  their 
sleeves  for  the  department's  share  of  the  recreation  con¬ 
struction. 

"They  did  a  good  job,"  recalled  Mendoza,  who  was 
Supervisor  of  Recreation  at  the  time.  "They  came  out  to 
dig  ditches  and  lay  pipe,  right  alongside  the  employees." 

Knowledgable  specialists  in  each  department 
headed  the  project.  Structural  and  mechanical  engineers 
supervised  construction,  according  to  the  master  plan. 
Other  employees,  some  of  them  skilled  home  remod¬ 
elers,  offered  important  insight  into  each  project. 

"Key  people  were  very  well  versed  in  carpentry  and 
plumbing,"  said  Mendoza.  "Everyone  has  at  least 
poured  a  patio  or  done  some  basic  work  of  that  kind.  By 
hook  or  crook,  we  got  it  done." 

Missile  Park  volunteers  constructed  picnic  facilities,  a 
ball  park,  and  a  large,  multi-use  clubhouse.  At  crucial 
stages,  the  project  required  the  contributions  of  skilled 


Continued  on  page  14 


12 


RM,  November,  1979 


Employees  installed  road  pillars  at  their  gun  range 
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♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦♦ 


♦  ♦  ♦  ♦ 

QUALITY 

VACATIONS 

USA  and  CANADA 

Let  us  show  you  what 
personalized  service  really 
means! 


MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  I L  60473 
Chicago— 928-4500 
Illinois-800/942-9205 
I  nter-State— 800/323-8383 


Escorted  air  and  motor- 
coach  tours  for  individual 
NIRA  members  or  exclu¬ 
sive  group  arrangements. 
FREE  tour  brochure.  Net 
wholesale  prices  to  NIRA 
members. 


SUDE/SOUND  PRESENTATION  AVAILABLE  ON  REQUEST 


Employee-built  facilities,  continued 


Atlas  Missile  at  CRA  Clubhouse. 


professional  construction  workers.  The  recreation  as¬ 
sociation  hired  carpenters  and  subcontracted  some  plas¬ 
tering  and  electrical  work. 

After  the  clubhouse  was  completed  in  1964,  the 
group  built  an  adjacent  "Western  Town",  also  with  vol¬ 
unteer  labor.  Employees  built  a  working  train  that  trans¬ 
ported  visitors  around  Park  grounds  and  stopped  in  the 
employee-built  depot.  Rockhounds  and  other  club 
members  built  meeting  and  activity  rooms  along  a 
western-style  street. 

Volunteer  construction  workers  carried  home  a 
series  of  honors  for  their  work.  Every  twenty  hours  of 
work  earned  an  employee  a  commemorative  ashtray. 
After  sixty  hours,  the  volunteer  got  a  desk  set  with  an 
engraved  nameplate.  A  member  of  the  Hundred 
Hours  Club  received  a  jacket  bearing  the  shield  emblem 
of  the  Astronautics  Recreation  Association.  Awards 
presentations  became  regular  plant  celebrations,  with 
top  management  representatives  on  hand. 

As  the  Missile  Park  facilities  were  completed,  the  em¬ 
ployee  association  at  Consolidated  bought  sixty  acres  of 
land,  an  hour's  drive  into  the  mountains  outside  San  Di¬ 
ego.  The  group  contracted  the  necessary  road  construc¬ 
tion  and  electrical  work  to  finish  Pinecrest  Park  for 
recreational  vehicle  camping. 

In  1 965,  Consolidated  Aircraft  Company  and  the  As¬ 


tronautics  Division  of  General  Dynamics  combined  to 
form  General  Dynamics  Convair.  The  two  employee 
recreation  associations,  with  their  various  facilities, 
merged  to  form  the  present  Convair  Recreation  Associa¬ 
tion  (CRA).  In  1969,  the  new  CRA  sold  the  Pecan  Park 
picnic  area  to  finance  improvements  in  the  Pinecrest  RV 
facility  that  included  a  25-meter  pool,  lockers,  showers 
and  an  office.  With  the  completion  of  that  project,  the 
CRA  held  its  three  present  recreational  facilities,  each 
with  a  different  history  and  status.  The  Gun  Club,  with 
facilities  built  by  employee  volunteers,  stands  on  prop¬ 
erty  leased  from  San  Diego  County.  Pinecrest  Park,  on 
CRA-owned  land,  was  developed  primarily  by  profes¬ 
sionals.  Missile  Park,  a  diverse  indoor/outdoor  recreation 
and  fitness  facility,  was  built  by  employees  on  land 
owned  by  General  Dynamics  Convair. 

Until  recently,  CRA  emphasized  the  pride  it  felt  in  its 
employee-built  facilities,  In  the  last  year,  however,  the 
Association  has  turned  its  attention  away  from  the  past 
and  toward  present  and  future  programs. 

Said  Mendoza,  "There  are  younger  employees  here 
who  really  aren't  aware  of  the  history  of  this  thing.  But 
there  are  lots  of  people  who  still  remember.  The  other 
day,  in  fact,  I  met  a  man  who  worked  here  twenty  years 
ago.  He  talked  about  the  facility  he  helped  build.  He's 
still  proud  of  the  work  he  did.  And  so  are  we."  I’m 
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LAND  AND  RECREATION  PLANNING  AND  DESIGN 

ONE  MONY  PLAZA  •  SYRACUSE,  NEW  YORK  13202  •  315/475-4157 
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SERVICES  &  ACTIVITIES 


\ _ 

Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


NIRA's  “Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  “Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda- 


_ J 

tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/  University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


IDEAS  CLINIC 


QMy  management  is  concerned  about  the  number 
of  activities  bulletins  and  desk-to-desk  notices  we 
distribute  for  our  employees  association.  The  cost  of 
reproduction  and  distribution  has  them  considering 
eliminating  this  service.  What  alternatives  are  there  to 
accomplish  the  same  excellent  results  we  now  obtain 
by  this  medium? 

A1  encourage  you  to  stand  by  your  publicity  system  if 
it  does,  indeed,  achieve  excellent  results.  Cutting 
back  on  publicity  is  a  sure  way  to  cut  back  on  participa¬ 
tion  and,  hence,  on  your  program's  effectiveness. 

One  of  management's  most  neglected  interests  is  de¬ 
veloping  means  to  communicate  with  employees.  The 
curtailment  or  neglect  of  good  communications  breeds 
misunderstandings,  uncontrolled  rumors  and  a  decline 
in  employee  interest  in  the  company.  Employee  ac¬ 
tivities  are  to  a  company's  internal  communications  ef¬ 
fort  what  sports,  society  and  advertising  sections  are  to  a 
community  newspaper.  They  are  the  people-news. 
Without  them,  a  significant  proportion  of  your  readers 
will  lose  interest  in  other  management  communications. 
When  management  loses  the  ear  of  employees,  business 
is  in  big  trouble. 

The  cost  of  maintaining  an  effective  employee  ac¬ 
tivities  program  must  assume  the  necessary  expenses  of 
adequate  publicity.  If  a  product  is  not  promoted,  it  usu¬ 
ally  is  not  purchased.  Of  course,  an  overabundance  of 
correspondence  also  reduces  the  attention  given  any 
one  message.  A  limit  must  be  placed  on  the  number  dis¬ 
tributed  at  any  one  time  or  in  any  one  week.  One  dis¬ 
tribution  piece  may  easily  carry  two  or  more  announce¬ 
ments,  reducing  paper  flow,  reproduction  costs,  and, 
often,  preparation  costs. 

Eliminating  publicity  flyers  may  increase  the  hidden, 
but  real,  costs  of  maintaining  your  program.  Consider 
the  “underground"  means  that  some  employee  groups 
must  use  to  communicate.  What  is  the  cost  of  time  taken 
away  from  the  job  by  employees  who  recruit  other  em¬ 
ployees  for  activity  programs?  Usually,  this  becomes  a 
greater  cost  than  printed  promotion  pieces  would  have 
been.  I  would  suggest  that  considerable  thought  be  given 


to  your  entire  promotional  program  before  any  quick 
decisions  are  made. 

Other  than  a  person-to-person  sales  approach  or  di¬ 
rect  mail  to  employees'  homes,  there  is  no  medium  that 
is  as  effective  as  regular  printed  bulletins.  The  only  good 
alternatives  would  be  public  address  announcements 
and,  possibly,  a  weekly  newsletter.  If  bulletin  boards  are 
properly  posted  and  revised  weekly,  their  information 
should  reach  75%  of  your  people.  Such  postings,  how¬ 
ever,  are  not  as  effective  as  giving  people  notices  that 
they  can  take  home.  Unless  your  company  newsletter  or 
newspaper  is  distributed  frequently,  preferably  weekly, 
this  medium  also  loses  its  effectiveness  between  issues. 

Some  companies  publicize  activities  via  a  recorded 
message  on  a  special  inter-company  phone  number. 
Each  day,  the  recording  is  changed  to  update  an¬ 
nouncements  about  company  and  employee  activities. 
This  system  demands  that  employees  make  an  effort  to 
contact  the  "hot  line."  Usually,  no  more  than  a  couple 
of  employees  can  get  the  message  at  any  one  time. 

There  are  myriad  ways  to  publicize  specific  activities 
and  events.  But  for  overall  effectiveness,  you  need  a  reg¬ 
ular,  frequent,  printed  publicity  piece.  Do  not  relinquish 
an  effective  method  if  you  can  avoid  doing  so.  Redesign 
your  distribution  system  so  that  it  interferes  minimally 
with  company  work  routines.  You  may  want  to  consider 
making  your  bulletins  payroll  stuffers.  Consolidating 
your  notices  into  weekly  bulletins  may  also  help  relieve 
the  pressure  you  feel  from  management. 

Making  your  bulletins  regularly  anticipated  publica¬ 
tions  will  help  your  cause  in  several  ways.  First,  it  will 
create  a  predictable  source  of  information  on  the  em¬ 
ployee  program.  Employees  at  every  level  will  anticipate 
your  bulletin  and  make  their  plans  accordingly.  Sec¬ 
ondly,  such  a  regular  employee  service  will  become  an 
assumed  employee  benefit.  Once  employees  learn  to 
depend  on  it,  to  take  it  for  granted,  management  will  be 
able  to  discontinue  it  only  at  the  cost  of  seeming  to  take 
something  away  from  employees,  rather  than  from  you. 
Thirdly,  having  to  meet  weekly  publicity  deadlines  will 
help  you  plan  your  programs  more  effectively  and  man¬ 
age  your  schedule  more  efficiently. 

Your  management's  concern  with  the  cost  of  public¬ 
ity  may  actually  prove  to  be  the  spur  that  brings  a  better 
publicity  program.  Give  it  some  thought.  And  let  us 
know  how  it  turns  out. 


Jhe  "Ideas  Clinic"  comprises  exclusively  ques¬ 
tions  we  receive  from  our  members,  along  with  re¬ 
sponses  from  NIRA  Consultant  Mel  Byers,  CIRA. 
For  assistance  in  any  area  of  industrial  recreation, 
write  or  call:  NIRA,  20  N.  W acker  Dr.,  Suite  2020, 
Chicago ,  IL  60606-312/346-7575.  rm 
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AMERICA  SHAPES  UP 


NIRA  grieves  the  death  of  George 
Grigor,  CIRA,  Supervisor  of  Recrea¬ 
tion  for  Kodak  Canada,  Ltd.  He  died 
suddenly  in  his  Toronto  home  in 
early  October.  He  was  a  member  of 
the  NIRA  Board  of  Directors,  repre¬ 
senting  Region  Vlll-Canada. 

Grigor  held  a  B.S.  in  Industrial 
Chemistry;  but  had  devoted  nearly 
thirty  years  to  municipal  and  indus¬ 
trial  recreation.  He  played  profes¬ 
sional  hockey  for  the  Chicago  Black 
Hawks  and  the  Baltimore  Orioles, 
United  States  Amateur  Hockey 
championship  team. 

As  Supervisor  of  Recreation  at 
Kodak  Canada,  Grigor  headed  one 
of  the  finest  employee  programs  in 
North  America.  He  served  several 
terms  on  the  NIRA  Board  and  re¬ 
mained  active  in  his  career  and  the 
Association  through  the  final  days  of 
his  life. 

*  *  * 


Frank  Havlicek,  CIRA,  Corporate 
Manager  of  Recreation  for  Motorola, 
Inc.,  noted  recently  that  two  Motoro- 
lans  who  helped  significantly  in  the 
preparation  of  Motorola's  prize¬ 
winning  Recreational  Manual  were 
not  mentioned  in  a  recent  RM 
story  on  the  book  (“Program  assis¬ 
tance  for  branch  plants",  RM,  Sept. 
1979,  pp.  13-15).  Havlicek  has 
noted  with  gratitude  the  contribu¬ 
tions  of  Chuck  Rost  and  Chuck 
Placek  to  the  Manual.  Till 


Parcourse  Fitness  Circuit,  the  hottest 
exercise  phenomenon  since  jogging,  is 
shaping  up  America  with  astounding 
success. This  innovative  European  idea 
was  first  developed  to  medically  sound 
perfection  in  the  United  States  by 
Parcourse,  Ltd. 

Its  concept  is  simple:  to  maintain 
overall  physical  fitness  by  performing 
specific  exercises  along  an  18  or  9  station 
walking/jogging  path.  And  it's  great 
outdoor  fun  for  everyone. 

In  addition  to  the  unique  Parcourse 
Heart-Check  System  developed  in 
conjunction  with  the  National  Athletic 
Health  Institute,  there  are  easy-to- 


read,  illustrated  signs  that  "coach"  the 
participant.  The  Parcourse  circuit 
adapts  to  variable  terrain,  can  be  custom 
designed  to  become  an  integral  part 
of  your  landscape,  and  requires 
minimal  maintenance. 

In  just  three  years  we've  introduced 
the  Parcourse  Fitness  Circuit  to  millions 
of  people  in  over  forty  states— at  institu¬ 
tions  as  varied  as  the  Hyatt  Hotels, 
Harvard  University,  and  IBM.  Can  we 
introduce  it  to  you?  For  more  informa¬ 
tion  on  the  Parcourse  Fitness  Circuit 
and  our  related  educational  programs 
return  the  coupon  below  or  call 
(415)  931-9444. 


NAMES  IN  THE  NEWS 


Park  Service  and  the  Oakland  Parks 
and  Recreation  Department. 

Kahrs  holds  an  M.S.  in  Recreation 
and  Parks  Management  from  the 
University  of  Oregon  and  a  B.S.  in 
Recreation  Administration  from 
California  State  University  at  Hay¬ 
ward. 

*  *  * 


Kenneth  L.  Kahrs  has  been  named 
Senior  Recreation  Administrator  of 
the  Lockheed  Employees'  Recrea¬ 
tion  Association  (LERA).  He  assumed 
his  new  position  in  August  1979. 

Kahrs  comes  to  LERA  after  four 
years  as  Assistant  Executive  Director 
of  the  Cerebral  Palsy  Center  for  the 
Bay  Area,  Oakland,  California.  He 
has  also  worked  with  the  National 


Yes!  Please  send  me  your  free  illustrated  brochure  with  all  the  details  of  the 
Parcourse  Fitness  Circuit  and  the  related  Parcourse  educational  programs. 
Name  &  Title _ _ _ _ _ _ 

(please  print) 

Name  of  Organization- _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ 

Address _ _ _ _ _ City _ _ _ _ _ _ _ 

State- - - - .Zip _ _ _ _ -Telephone _ _ _ _ 

Type  of  Business:  □  Hotel/Resort  □  Corporation  □School  □  Other 


Parcourse,  Ltd..  3701  Buchanan  St,,  San  Francisco,  CA  94123 
Copyright  ©1979  by  Parcourse,  Ltd. 

Parcourse  is  a  registered  trademark  of  mi  m—wm  i 

Parcourse,  Ltd.  F  'DKG  HfuCDQ88  QCDDOtJMjTO7 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  2,200  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “readyrmade” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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National  Industrial 
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Some  people  call  it  a  step  beyond 
running.  It  is  an  idea  that  started  in 
Europe  and  has  since  spread  to  all 
fifty  states  in  the  U.S.  Millions  of 
people  nationwide  can  be  seen 
hopping,  vaulting  and  jumping  in 
parks  across  the  country.  They  are 
participating  in  the  hottest  exercise 
phenomenon  since  jogging.  Whether 
it  is  called  a  fitness  circuit,  exer¬ 
cise  trail  or  jogging  circuit,  this  new 
kind  of  fitness  facility  is  springing  up 
throughout  the  United  States  just  as 
tennis  courts  did  a  few  years  ago. 

The  concept  is  simple.  Each  cir¬ 
cuit  consists  of  a  series  of  exercise 
stations  that  are  spaced  throughout  a 
park  or  a  school  setting.  Each  station 
includes  a  sign  that  pictures  and  dis¬ 
cribes  the  exercise  to  be  performed 
beside  some  kind  of  exercise  ap¬ 
paratus.  Numbered  in  sequence,  the 
signs  lead  the  participant  through  a 
complete  fitness  routine. 

First  popularized  in  Europe,  exer¬ 
cise  circuits  became  especially 
popular  in  Switzerland.  Sponsored 
by  the  Vita  Life  Insurance  Company, 
the  Vita  Parcours,  as  it  was  known, 
became  a  way  of  life  for  the  Swiss 
people.  Hundreds  of  courses  were 
built  and  can  be  found  today  in 
communities  throughout  the  country. 

The  concept  was  introduced  to 
the  United  States  in  1973  by  busi¬ 
nessman  Peter  Stocker.  He  had  been 
traveling  in  Switzerland  with  his 
family  and  had  discovered  jogging 
circuits  wherever  he  went.  Fasci¬ 
nated  by  the  concept,  Stocker  felt 
that  Americans  would  love  the  idea, 
too.  He  developed  and  built  the  first 
course  in  Mountain  Lake,  Park  in  San 
Francisco  and  called  it  the  Parcourse 
circuit.  It  became  as  popular  as  the 
courses  he  had  seen  in  Europe.  Since 
then,  hundreds  of  jogging  circuits 
have  been  built  throughout  the 
United  States. 

In  the  six  years  since  it  was  intro¬ 
duced  in  the  U.S.,  the  Parcourse  cir- 
:u it  has  gone  through  three  genera- 
ions  of  design  modification  and 
oday  only  faintly  resembles  its 
European  cousin.  The  greatest 
hange  has  been  in  the  increased 
nedical  soundness  of  the  program, 
he  Parcourse  circuit  now  includes 
/hat  medical  research  has  found  to 
e  the  three  essential  elements  of  a 


complete  fitness  program:  stretch¬ 
ing,  strengthening  and  cardiovascu¬ 
lar  conditioning. 

The  first  part  of  the  course  is  de¬ 
signed  to  prepare  the  body  for  more 
vigorous  exercise.  This  period  of 
warming  up  and  stretching  is  a  key 
element  in  any  exercise  program  be¬ 
cause  our  sedentary  lifestyles  tend  to 
give  us  tight  muscles.  The  first  four 
stations  of  a  good  course  prepare  the 
body  for  the  more  demanding  exer¬ 
cises  to  come. 

Stations  in  the  middle  portion  of 
the  circuit  are  for  strengthening  and 
toning  the  major  muscle  groups. 


Each  apparatus  is  designed  to  work 
on  a  specific  area  of  the  body.  The 
activities  are  placed  in  a  sequence  of 
increasing  difficulty.  The  last  few 
exercise  stations  concentrate  on 
stretching  and  cooling  the  body. 

The  cardiovascular  conditioning 
portion  of  the  program  comes  as  a 
result  of  running  or  walking  between 
stations.  Most  Parcourse  circuits  in¬ 
clude  a  heart  check  system  that  edu¬ 
cates  the  participant  about  the  con- 


Continued 
on  following  page 


Stations  on  a  jogging  circuit  provide  instructions  and  diagrams  for  prescribed 
exercises. 


People  of  all  ages  and  fitness  levels  can  use  the  same  jogging  circuit,  each  at 
his/her  own  pace. 
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cept  of  pulse-rated  exercise.  Using 
tables  provided  on  the  Parcourse 
start  sign,  participants  measure  their 
pulses  at  designated  “heart  check" 
points  throughout  the  course.  Their 
individual  heart  rates  become  the 
speedometers  they  use  to  determine 
the  correct  running/walking  pace  for 
their  individual  fitness  levels. 


Jogging  Trails,  continued 

Fitness  is  a  subject  ivery  few 
people  were  ever  taught  in  school. 
As  a  result,  there  are  many  miscon¬ 
ceptions  about  it.  One  of  the  main 
reasons  for  the  popularity  of  jogging 
circuits  is  that  they  take  the  mystery 
and  confusion  out  of  the  condition¬ 
ing  process.  The  circuit  communi¬ 
cates  to  each  participant  and 


helps  your 
employees  stay  trim9 
productive  and  alive! 


No  other  brand  of  conditioning 
equipment  can  condition  more 
people  in  less  space,  faster  or  more 
effectively  and  economically  than 
Universal.  Our  exercise  programs 
lower  hazardous  cholesterol  and 
body  fat  levels  too! 

Universal  equipment  and  exercise 
programs  have  proven  their 
effectiveness  in  corporate  fitness 
programs  the  world  over.  Xerox, 
Exxon,  Chase  Manhattan  Bank  and 
hundreds  of  firms  great  and  small 
are  discovering  Universal’s 
equipment  and  exercise  programs 
pay  off  in  stronger,  healthier,  more 
alert  and  productive  employees.  Isn't 
it  time  your  firm  did? 


Free  Planning  Service 

We've  taken  all  the  guesswork  out 
of  corporate  fitness  programs.  We’ll 
plan,  design,  blueprint  and  floorplan 
your  facility.  Our  Planning  Services 
are  free! 

Write  or  call  Toll  Free  today: 
1-800-553-7901. 

We’ll  put  you  in  touch  with  the 
Universal  office  nearest  you. 

Please  send  me: 

EH  Upgrading  my  present  □  Information  on  new 

equipment  Model -  16mm  film,  “Circuit 

Year  purchased -  Weight  Training” 

□  Please  have  □  All  new  Catalog  and 

representative  call.  Facility  Planning 

Phone _  Guide 

Best  times _ 


Improved  employee 
health  and  physical 
conditioning  is  good 
business. 


P.0.  Box  1270,  Cedar  Rapids,  Iowa  52406  . 

Phone  319/365-7561  J 


coaches  him/her  on  what  to  do  and 
how  intensely  to  do  it. 

The  Parcourse  appeal  cuts  across 
all  levels  of  ability  and  conditioning. 
Beginners  and  superjocks  alike  find 
their  own  kind  of  challenge  on  the 
circuit.  Each  exercise  is  divided  into 
three  categories  or  pars:  starting, 
sporting  and  championship.  Partici¬ 
pants  choose  their  own  levels  and 
are  always  challenged  to  do  better. 
For  this  reason,  they  are  adaptable  to 
the  individual  needs  of  men,  women 
and  children  at  virtually  any  fitness 
level. 

Originally  confined  almost  exclu¬ 
sively  to  public  parks  and  schools, 
the  Parcourse  circuit  has  recently 
captured  the  interest  of  private  in¬ 
stitutions  and  corporations.  Such 
companies  as  IBM,  American  Can, 
Allied  Chemical,  and  Fireman's 
Fund  have  found  Parcourse  to  be  an 
ideal  employee  fitness  facility.  To 
answer  the  new  nationwide  interest 
in  corporate  fitness,  it  offers  rela¬ 
tively  inexpensive  and  highly  flexi¬ 
ble  equipment.  Even  organizations 
that  have  elaborate  fitness  facilities 
have  discovered  that  unless  individ¬ 
ual  employees  are  motivated  to  use 
facilities,  the  investment  in  equip¬ 
ment  shows  very  little  return. 

A  jogging  circuit  solves  the  prob¬ 
lem  of  motivation  by  taking  the 
drudgery  out  of  exercise  and  making 
workouts  recreational.  It  is  not 
necessary  for  participants  to  under¬ 
stand  the  scientific  principles  behind 
the  Parcourse  circuit.  All  they  need 
to  do  is  enjoy  the  course  at  least 
three  times  a  week.  Because  they 
find  it  entertaining,  people  look  for¬ 
ward  to  using  it  the  next  time. 

Materials  for  a  Parcourse  jogging| 
circuit  cost  less  than  $6,000.  In¬ 
stallation  time  will  vary  from  160  to| 
200  worker-hours.  For  more  infor¬ 
mation  on  jogging  circuits,  contact| 
NIRA  Headquarters. 


Michael  Calhoun  is  President  oi 
Parcourse,  Ltd.,  the  leading  man¬ 
ufacturer  of  outdoof  jogging  circuits , 
headquartered  in  San  Francisco 
Parcourse,  Ltd.  is  a  NIRA  Assoc/atJ 
member. 
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NIRA  Region  VII  presented  its 
29th  Annual  Conference  and 
Exhibit,  September  20-23,  1979 
aboard  the  Queen  Mary  in  Long 
Beach,  California.  More  than  200 
aeople  attended  the  event  on  the 
loating  Hyatt  hotel.  NIRA  Director 
’hyllis  Smith,  CIRA  (Hughes  Aircraft 
Zo.)  was  Conference  Chairman. 

“Why  did  you  decide  to  attend 
his  Conference?"  asked  Bob  Pin- 
Iroh,  CIRA  (Lockheed  Employees 
(ecreation  Association)  of  first-time 


delegates  Thursday,  September  20. 
"Were  you  one  of  several  people 
chosen  by  your  recreation  associa¬ 
tion?  Did  your  personnel  department 
send  you?  Are  you  a  new  recreation 
director?  Are  you  a  municipal  recre¬ 
ation  administrator  or  an  educator 
who  is  here  to  see  how  the  industrial 
sector  operates?" 

Whatever  the  reason  that  brought 
recreation  directors  to  the  meeting, 
Pindroh  encouraged  them  to  meet  as 
many  delegates  and  exhibitors  as 


possible  and  to  file  prompt  and 
complete  reports  to  management 
when  they  returned. 

NIRA  Executive  Director  Patrick 
Stinson  followed,  with  an  outline  of 
NIRA  services  for  the  benefit  of  those 
who  were  unfamiliar  with  the  As¬ 
sociation  on  a  national  level. 


continued 
on  following  page 
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NIRA  President  Kirt  Compton, 
CIRA  (Eastman  Kodak)  flew  to  the 
west  coast  meeting  from  Rochester, 
New  York.  He  welcomed  first-timers 
with  a  new  perspective  on  the  NIRA 
name. 

"N,"  he  said,  "is  for  neighbors. 
Meet  people  during  the  Conference. 

I  have  used  the  help  I  got  at  these 
Conferences  and  I  am  sure  you  can, 
too." 

"/,"  he  continued,  "stands  for 
interest  and  involvement.  My  com¬ 
pany  expects  me  to  return  with  new 
ideas.  Yours  does,  too." 

“R,"  said  Compton,  is  for  re¬ 
sources.  What  you  learn  here  this 
weekend  becomes  a  resource  for  the 
future." 

"A,"  he  concluded,  "is  for  action. 

I  set  a  goal  every  time  I  go  to  a  Con¬ 
ference  to  take  home  one  good  idea. 

I  challenge  you  to  do  the  same.  If 
you  do,  you  will  find  the  experience 
to  have  been  worthwhile." 

Compton  continued  his  remarks  at 
the  Conference  opening  banquet, 
Thursday  evening. 

"Everything  I  have  seen  to  this 
point,"  he  told  the  westerners,  "prov¬ 
es  what  I  have  heard  about  Region 
VII.  You  are  well-prepared,  you  have 
a  great  program  and  a  great  confer- 


The  exhibit  hall  opened  Thursday 
evening  with  a  reception  for  dele¬ 
gates  and  the  first  of  several  oppor¬ 
tunities  for  delegates  and  exhibitors 
to  meet  and  exchange  programming 
ideas.  Both  groups  attended  the  later 
opening  banquet. 

Delegates  and  exhibitors  relaxed 
after  dinner  with  tales  of  great  mo¬ 
ments  in  baseball  recalled  by  Red 
Patterson  of  the  California  Angels. 

Connie  Smith  (Long  Beach  Con¬ 
vention  and  Entertainment  Center), 
Spouses  Program  Chairman,  kept  the 
spouses  of  delegates  and  exhibitors 
busy  throughout  the  three-day  Con¬ 
ference.  Spouses  were  eligible  to  at¬ 
tend  all  regularly  scheduled  Confer¬ 
ence  functions.  In  addition,  they 
took  advantage  of  several  special  af¬ 
fairs  programmed  exclusively  for 
them. 

On  Friday,  spouses  enjoyed  a 
special  breakfast  aboard  the  Queen 
Mary.  They  toured  the  oil  islands  in 
Long  Beach  harbor,  then  lunched  at 
Hoolihan's  Restaurant  at  Marina 
Pacifica.  A  tour  of  the  Rancho  Los 
Alamitos  historical  site  filled  the  af¬ 
ternoon.  More  special  events  fol¬ 
lowed  on  Saturday,  beginning  with  a 
brunch  at  the  Beverly  Wilshire  Hotel 
in  Beverly  Hills.  The  spouses  en- 


Saturday  afternoon. 

Friday,  September  21  opened  with 
a  fitness  run  around  the  deck  of  the 
Queen  Mary,  led  by  former  Region 
III  Director  Susan  Siwicki,  CIRA 
(Bankers  Life  and  Casualty  Com 
pany). 

A  large  delegate  turn-out  for  con 
current  early  morning  sessions  di 
vided  participants  between  two  ex¬ 
ceptional  sessions.  Most  delegates 
heard  Dave  Kunst  tell  the  amazing 
story  of  his  walk  around  the  world. 
The  tale,  repeated  time  and  again 
throughout  the  remainder  of  the 
Conference,  was  an  inspiring  saga  of 
danger  and  adventure  for  Kunst  and 
his  two  brothers. 

Members  of  the  NIRA  certification 
program  heard  Bernard  Boomer,  a 
recreation  professional  from  the 
municipal  arena,  challenge  all  re¬ 
creation  directors  to  upgrade  their| 
professionalism  and  accomplish 
ments  before  economic  cutback: 
eliminated  their  resources  or  thei 
jobs.  Boomer's  remarks  appear  i 
this  issue. 

Friday  morning  continued  witl 
more  concurrent  sessions.  "Indus: 
trial  Recreation  in  Division  Opera 
tions"  polled  the  diverse  impres 
sions  of  Bill  Ranney  (Home  Saving 


Conference  Chairman  Phyllis  Smith 


Speaker  Vic  Knight 


ence  ahead  of  you." 


joyed  shopping  in  Beverly  Hills,  and  Loan),  John  Rotz  (Arizona  Bank 
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and  Edward  Martin  of  Safeway 
Stores.  Each  shed  light  on  the  place 
of  employee  programs,  official 
and  unofficial,  in  corporate  opera¬ 
tions.  Concurrently,  two  program¬ 
ing  and  publicity  professionals  dis¬ 
cussed  practical,  creative  means  of 
publicity.  The  first  session,  featured 
Ann  Lovall  of  Leisure  Behavior,  Inc., 
discussing  an  Australian  public  fit¬ 
ness  campaign.  Lovell  suggested  that 
the  "Life.  Be  in  it."  campaign  ap¬ 
proach  could  be  applied  to  improv¬ 
ing  awareness  of  employee  pro¬ 
grams  and  motivating  people  to  par¬ 
ticipate.  The  Australian  program  has 
been  adopted  in  the  United  States  by 
the  National  Recreation  and  Parks 
Association  (NRPA). 

In  a  second  session,  audio-visual 
producer  Allison  Fujino  (Gondolf 
Productions)  showed  delegates  the 
fundamentals  of  inexpensive  slide 
show  production  and  display  con¬ 
struction. 

"There  are  three  basic  questions 
involved  in  communicating,"  said 
Fujino.  "You  must  know  who  your 
audience  is,  what  you  want  to  tell 
them  and  what  you  have  to  spend." 

While  Fujino's  session  continued, 
attorney  J.  Richard  Rhodes  of  Allen, 
Rhodes  and  Sobelson  outlined  legis¬ 
lative  actions  that  could  affect  em¬ 
ployee  recreation  programs  in 
California,  both  directly  and  by  their 
effect  on  the  municipal  programs 
that  once  served  employees  as  citi¬ 
zens  of  their  communities. 

Lunch  on  Friday  was  as  entertain¬ 
ing  as  it  was  informative.  Teacher- 
turned  author  Vic  Knight  told  dele¬ 
gates  how  to  turn  an  avocation  into  a 
vocation,  Knight  writes  textbooks 
and  fiction  for  children.  "You  all 
have  a  book  in  you,"  he  told  the 
group.  "It's  simply  a  matter  of  find¬ 
ing  it." 

Friday  afternoon  continued  with 
more  concurrent  sessions.  NIRA 
Consultant  Melvin  C.  Byers  CIRA 
told  delegates  in  his  session  that  they 
must  market  recreation  as  if  it  were 
another  product  vying  for  the  atten¬ 
tion  of  employee-consumers.  At  the 
same  time,  Susan  Siwicki  and  Re¬ 
gion  II  Director  Alan  Benedeck 
jAI  I  state  Insurance  Co.)  described 
"the  critical  triangle:  management 
employee  activities  public  rela¬ 


Sharing  ideas  between  educational  sessions. 


tions".  In  a  lively  session  of  audience 
participation,  delegates  exchanged 
ideas  on  employee  activities  that 
have  a  positive  public  relations  im¬ 
pact  for  sponsoring  employers. 

Late  Friday  afternoon  was  re¬ 
served  for  an  independent  walking 
tour  of  the  Queen  Mary.  The  famous 
cruise  ship  still  displays  state  rooms 


as  they  were  forty  years  ago  as  well 
as  an  on-board  marine  life  museum. 
A  Queen  Mary  guide  provided  a 
special  accelerated  tour  for  NIRA 
members  who  hastened  to  attend  the 
early  evening  exhibit  hall  session. 

Continued 
on  following  page 


Testing  equipment  in  the  exhibit  hall. 
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Saturday,  September  22  opened 
with  a  breakfast  of  champions — 
former  Olympic  decathalon  gold 
medalist  Russ  Hodges,  that  is. 
Hodges  spoke  to  the  breakfast  meet¬ 
ing  about  physical  fitness. 

Motivation  is  essential  to  in¬ 
volvement,  said  Hodges.  Often,  van¬ 
ity  is  a  strong  motivator.  "A  lot  of 
programs  set  up  where  people  work 
are  too  clinical,"  said  Hodges.  "That 
kind  of  approach  turns  people  off 
.  .  .  you  have  to  make  it  fun." 
Hodges  also  stressed  the  need  to  en- 
courage  fitness  through  diet. 
"Everyone  knows  they  should  do 
something  for  fitness,"  said  Hodges. 
"You  can  take  it  one  step  at  a  time. 


Start  by  cutting  down  10  to  20%  on 
processed  foods  and  refined  sugar." 

Saturday  morning  got  under  way 
with  concurrent  sessions.  Pro¬ 
gramming  for  retirees  received  a 
thorough  discussion  from  a  panel 
that  included  Dean  Campbell,  who 
has  developed  pre-retirement  coun¬ 
seling  programs  for  Rockwell  Inter¬ 
national,  LeRoy  Hixson  of  the 
American  Association  of  Retired 
Persons  (AARP),  and  Helen  Haines 
of  Retirees  Service  Volunteer  Pro¬ 
gram  (RSVP).  Said  Hixson,  "Rocking 
and  fishing  are  good  for  only  about  a 
year.  Then,  people  begin  to  climb 
the  walls."  He  told  recreation  direc¬ 
tors  that  companies  that  benefit  from 


employees'  working  lives  must  pro¬ 
vide  training  and  counseling  for  their 
retirement. 

Concurrently,  several  Region  VII 
recreation  directors  gave  their  tips 
on  the  effective  use  of  volunteers. 
Ruby  Williams,  a  volunteer  from 
Motorola  in  Phoenix,  told  of  her 
company's  strict  participation  re¬ 
quirements  for  volunteers.  At 
Motorola-Phoenix,  said  Williams, 
there  is  a  waiting  list  for  volunteer 
leadership  candidates.  Mike  Holritz 
and  Brooks  Vinson,  CIRL  of  Jet 
Propulsion  Laboratories  told  of  a 
more  typical  situation  in  which  the 
recruitment  and  rewarding  of  volun¬ 
teers  is  a  continual  effort.  Jim  Bat- 
tersby  of  the  Oakland  Industrial  Re¬ 
creation  Association  described  a 
municipal  program  to  recruit  volun¬ 
teers  for  service  to  the  Oakland 
community.  "The  key  to  this  one  is 
really  giving  people  something  to 
do,"  said  Battersby.  "Give  them 
plums,  not  moldy  figs," 

Two  more  concurrent  sessions 
completed  the  morning.  Delegates 
who  were  not  yet  a  part  of  an  Indus¬ 
trial  Recreation  Council  heard  about 
the  "clout"  that  Council  member¬ 
ship  brings  programs  and  the  em¬ 
ployees  they  serve.  Panelists  in¬ 
cluded  Mary  Graziano  of  the 
Phoenix  IRC,  Florence  Williams, 
CIRA  of  Kaiser  Aluminum,  Ken  Wat- 
tenberger,  CIRA  of  Lockheed  and 
Chuck  Bruns  of  Knott's  Berry  Farm. 
At  the  same  time,  Bill  Bruce,  CIRA 
(Motorola  chaired  a  session  on  lia¬ 
bility.  Panelists  helped  caution  dele¬ 
gates  about  the  fundamental  ques¬ 
tions  they  must  consider  whenever 
they  evaluate  the  potential  risks  of 
an  activity  or  facility.  Participating 
were  Janice  Meyers,  Insurance  Rep¬ 
resentative  of  San  Louis  Obispo,  | 
John  Duncan,  an  attorney  with  Gen¬ 
eral  Dynamics  Convair  and  Gerry  I 
Starkey,  Supervisor  of  Recreation  for  | 
Convair. 

Over  lunch.  Region  VII  delegatesl 
conducted  the  only  regular  regionall 
officer  elections  in  the  NIRA  or-l 
ganization.  Conference  Coordinatoij 
Phyllis  Smith,  CIRA  was  reelected  tc 
a  two-year  term  as  Region  VII  Direc-| 
tor.  Upon  the  completion  of  her  term] 
as  Senior  Director  next  May,  she  wil 
rejoin  the  Board  to  begin  a  nev 
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two-year  term.  The  region  also 
elected  two  new  officers  in  Treasurer 
Elizabeth  Woodard,  CIRL  (Wells 
Fargo  Bank)  and  Secretary  Rosa 
Barksdale  of  the  Oakland  Industrial 
Recreation  Association. 

Saturday  afternoon  resumed  with 
more  concurrent  sessions.  Bobbie 
Love,  CIRA  of  TRW  chaired  a  ses¬ 
sion  for  and  about  student  interns.  At 
the  same  time,  Immediate  Past  Pres¬ 
ident  Dick  Brown,  CIRA  (Texas  In¬ 
struments)  outlined  the  cost  analysis 
program  at  Texins  Association, 
where  he  is  General  Manager.  In 
specific  detail,  with  examples, 
Brown  described  how  six  basic  con¬ 
siderations  determine  the  annual 
budget,  including  activity  alloca¬ 
tions.  With  the  input  of  every  club 
president,  Brown  reviews  activities 
subsidies,  overhead,  major  event 
expenses,  capital  improvements, 
long-range  plans  and  cash  reserves. 
With  these  needs  in  mind,  he  re¬ 
sponds  to  funding  requests  from 
each  club  in  his  organization. 

The  final  Saturday  educational 
session  featured  advertising  profes¬ 
sional  and  college  professor  Patrick 
Shield  in  a  discussion  of  marketing 


Vith  equipment  perched  in  a  port- 
ole,  a  technician  recorded  a  session, 
apes  of  major  presentations  are 
mailable  for  sale. 


research  techniques. 

"Know  your  prime  prospect,"  in¬ 
structed  Shield.  "Discover  a  prob¬ 
lem  he  has  that  your  product  (pro¬ 
gram)  can  solve.  Know  your  product 
thoroughly.  And,  finally,  break  the 
boredom  barrier — get  your  pros¬ 
pect's  attention." 

Saturday  evening's  banquet  fea¬ 
tured  Charles  Champlin,  widely  re¬ 
spected  entertainment  editor  of  the 
Los  Angeles  Times.  Champlin  urged 
delegates  to  use  their  group  buying 
power  to  introduce  the  arts,  particu¬ 
larly  the  fine  arts,  to  employees. 

All  of  you  represent  a  force  that 
has  only  begun  to  make  an  impact 
on  the  artistic  and  cultural  life  of  this 
country,"  said  Champlin.  "I  am  ex¬ 
cited  about  your  potential  for  involv¬ 
ing  people  in  the  performing  arts." 

Rosa  Barksdale,  President  of  the 
Oakland  Industrial  Recreation  Asso¬ 
ciation,  accepted  special  honors  for 
the  entire  OIRA  on  its  sixtieth  an¬ 
niversary.  The  commemorative 
plaque  she  accepted  read,  "Congratu¬ 
lations,  Oakland  Industrial  Recrea¬ 
tion  Association,  the  oldest  Council 
in  the  nation,  on  the  occasion  of 
your  60th  anniversary,  by  members 
of  N IRA's  seventh  region,  September 
1979." 

Entertainment  by  versatile  Las 
Vegas  musician  Eddie  Dare  topped 
the  evening. 

Arthur  Conrad,  CIRA  (Flick- 
Reedy  Corp.)  addressed  the  final 
breakfast  jamboree  of  the  Confer¬ 
ence,  Sunday  morning. 

"We  are  dealing  with  the  most 
precious  commodity  in  the 
world — people,"  Conrad  told  the 
group.  Conrad,  a  veteran  NIRA 
leader,  noted  a  reversal  in  the 
American  attitude  of  universal  and 
indiscriminatory  generosity.  For 
many  years,  he  said,  we  thought  we 
could  and  should  soothe  every  citi¬ 
zen's  complaint.  The  discovery  that 
we  cannot  has  led  to  a  backlash,  as 
evidenced  by  the  tax-cutting  experi¬ 
ences  so  familiar  to  Californians. 
Conrad  called  for  a  rededication  of 
efforts  aimed  at  higher  morale  and 
productivity  in  the  workplace.  "Get 
involved,  for  people's  sake,"  he 
concluded. 

NIRA  Executive  Director  Patrick 
Stinson  told  the  western  delegates 


that  N IRA's  dramatic  recent  growth 
in  membership  has  been  the  result 
primarily  of  local  organizations. 

"We  have  nearly  tripled  in  size  in 
the  past  five  years,"  said  Stinson. 
"But  we  are  far  from  reaching  our 
potential.  All  of  our  efforts  will  be  di¬ 
rected  toward  developing  IRC's  and 
regional  management." 

The  Conference  and  Exhibit  con¬ 
cluded  with  a  drawing  for  prizes  do¬ 
nated  by  exhibitors,  under  the  su¬ 
pervision  of  Exhibitors  Chairman 
Graham  Stewart.  The  grand  prize,  a 
roundtrip  flight  for  two  from  Los 
Angeles  to  London,  via  Laker  Air¬ 
lines,  went  to  Ken  Wattenberger, 
CIRA  of  Lockheed. 

Region  VII,  with  its  thirtieth  an¬ 
nual  conference  upcoming,  will 
suspend  its  regional  meeting  for 
1980.  The  region  will  lend  its  undi¬ 
vided  support  to  the  39th  annual 
NIRA  Conference  and  Exhibit,  May 
15-20,  1980,  at  the  Town  and 
Country  Hotel  in  San  Diego.  That  meet¬ 
ing  is  expected  to  set  all-time  at¬ 
tendance  records.  Information  about 
the  event  will  reach  NIRA  members 
and  friends  early  in  1980. 


The  youngest  attendee  rested  during 
the  final  breakfast  meeting.  More 
than  200  adults  also  participated  in 
the  conference.  I’m 
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Professionalism: 

Survival  skills  for  the  80's 

by  Bernard  Boomer 


So  many  changes  are  being  made  in  our  society,  and 
so  fast,  that  unless  we  are  like  the  Scouts,  “prepared," 
our  jobs,  our  reason  for  working,  and  our  society  will 
have  run  off  and  left  us. 

A  prime  example  of  that,  especially  to  the  municipal, 
school,  and  special  district  recreation  programs,  is  Pro¬ 
position  13.  Many  of  us  saw  it  coming.  We  even  pre¬ 
dicted  that  it  would  pass.  But  very  few  of  us  took  time 
out  of  our  busy  schedules  to  avoid  some  of  the  things 
that  have  come  to  pass  as  a  result.  We  knew  that  recrea¬ 
tion  is  the  last  to  be  funded  and  the  first  to  be  cut  in  most 
municipalities.  Most  of  us  cried  a  little  about  it;  but  we 
really  didn't  fight  back.  We  licked  our  wounds  and  tried 
to  do  more  with  less  money,  working  longer  hours. 
Some  of  these  changes  actually  made  us  more  efficient. 
But  the  improvement  was  the  result  of  pressure  from  an 
outside  agency,  not  ourselves.  Had  we  done  the  job  well 
in  the  first  place  they  wouldn't  have  dared  cut  us;  they 
would  have  tried  to  get  more  of  the  better  product  we 
had  began  putting  out  under  duress.  We  just  hadn't  done 
a  professional  job,  or  become  more  professional  our¬ 
selves,  when  we  should  have  done  it  voluntarily. 

If  this  premise  is  right,  I  know  where  I  have  to  lay  the 
blame:  right  on  myself,  the  so-called  professional.  I  need 
to  stand  back  and  take  a  look  at  me,  the  professional. 
How  did  I  get  into  this  profession  in  the  first  place?  How 
did  I  prepare  myself  and  what  have  I  done  to  keep  hon¬ 
ing  the  skills  I  thought  I  had  to  do  the  job?  How  do  I  plan 
my  objectives?  How  do  I  budget  my  time?  Am  I  flexible? 
Do  I  have  spontaneity  and  versatility?  Am  I  precise  and 
inventive? 

Ask  the  management  and  patrons  at  your  place  of 
business  what  they  expect  from  you  and  they  will  more 
than  likely  cite  the  twelve  Scout  laws.  They  want  depen- 
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dability,  courage,  resourcefulness,  preparation,  honesty. 
Now  if  you  ask  a  recreation  director  who  is  dependable, 
courageous,  resourceful,  prepared,  and  honest  how  he 
lost  his  job,  he  is  apt  to  say  it  was  a  matter  of  their  want¬ 
ing  more  and  more.  Like  it  or  not,  what  the  bosses  and 
patrons  want  from  us  as  recreational  managers  is  more. 
Now,  before  we  get  bogged  down  in  pessimism,  let  us 
examine  what  it  takes  for  a  recreation  director  to  be 
more  things  to  more  people. 


If  you  ask  a  recreation  director  who 
is  dependable,  courageous, 
resourceful,  prepared  and  honest 
how  he  lost  his  job,  he  is  apt  to  say 
it  was  a  matter  of  their  wanting 
more  and  more. 

In  addition  to  the  Scout  characteristics  mentioned 
before,  the  ideal  administrator  must  carry  out  a  vigorous 
quest  for  open,  caring,  responsive,  supportive  and  qual¬ 
ity  recreation.  The  perfect  director  will  display  certain 
crucial  leadership  traits. 

Take  a  look  at  yourself.  How  did  you  get  your  job  in 
recreation?  Did  you  manage  a  team  for  your  depart¬ 
ment?  Were  you  the  leading  scorer  for  the  basketball 
team?  Did  some  other  responsible  non-recreation  person 
pull  the  strings  for  you?  Was  this  the  only  way  your  boss 
could  get  rid  of  you  without  the  union  filing  a  grievance? 
Did  you  come  through  a  municipal  or  school  agency 
and  work  your  way  up  through  the  ranks  on  your  ability? 
Did  you  take  a  four-year  college  degree  in  recreation, 
working  your  way  through  as  a  part-time  leader?  Some 
of  you  here  got  in  through  the  front  door,  some  through 
the  back.  Some  of  you  just  broke  in.  Fortunate  are  the 
ones  who  conceived,  planned,  and  implemented  their 
choices  in  a  profession. 

No  matter  how  you  became  a  recreation  profes¬ 
sional,  what  have  you  done  since  then?  What  refresher 
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courses  have  you  taken?  What  conferences  have  you  at¬ 
tended?  What  professional  organizations  do  you  belong 
to  and  how  do  you  participate?  Do  you  take  everything 
and  give  nothing? 

A  second  question  that  I  would  like  to  answer  is  (and 
this  is  a  biggee)  what  is  this  field  of  recreation  all  about? 
Does  it  have  a  philosophy?  Or,  for  that  matter,  do  you?  If 
you  don't  know  why  you're  doing  what  you're  doing,  I 
need  to  know  why  you're  doing  it. 

Some  of  us  who  have  been  in  the  field  a  long  time 
used  to  be  content  with  the  pat  definition,  “Recreation  is 
the  worthy  use  of  leisure  time."  Of  course,  we  didn't 
take  time  to  say  what  leisure  time  was,  or  whether  we 
could  enjoy  something  even  if  we  were  working.  Cer¬ 
tainly,  we  shied  away  from  a  definition  of  “worthy",  and 
avoided  asking  who  determined  worthiness. 

Try  on  the  definition  of  recreation  that  was  de¬ 
veloped  by  Dr.  David  Gray  of  Long  Beach  State  College 
about  ten  years  ago.  He  said,  “Recreation  is  an  emo¬ 
tional  condition  within  an  individual  human  being  that 
flows  from  a  feeling  of  well  being  and  satisfaction.  It  is 
characterized  by  feelings  of  mastery,  achievement, 
exhilaration,  acceptance,  success,  personal  worth  and 
pleasure.  It  reinforces  a  positive  self-image.  Recreation  is 
a  response  to  aesthetic  experience;  achievement  of  per¬ 
sonal  goals,  or  positive  feedback  from  others.  It  is  inde¬ 
pendent  of  activity  or  social  acceptance." 

That  definition  makes  recreation  just  about  every¬ 
thing  for  the  human  being.  If  the  participating  employees 
benefit  from  your  industrial  recreation  program  by 
achieving  a  worthwhile  feeling  of  themselves,  you  have 
served  a  twofold  purpose.  By  increasing  their  feelings  of 
personal  worth  you  have  increased  their  positive  feelings 
toward  the  company.  But  does  that  satisfy  your  em¬ 
ployer? 


No  matter  what  you  do  to  the 
employee,  as  long  as  he  thinks  the 
company  cares  enough,  his 
production  will  remain  at  a  high 
level.  This  is  the  reason  why 
industry  can  afford  you. 


What  does  the  company  want  of  you?  What  do  com- 
)any  executives  think  of  recreation?  Have  you  had  a 
:hance  to  give  them  your  input,  to  solidify  industrial  rec- 
eation  as  a  force  for  humanity  and  for  the  company  in- 
estor?  Management  probably  wants  more  from  you  in 
he  areas  it  believes  to  be  important.  In  the  good  old  days 
t  the  beginning  of  the  industrial  revolution,  most  com- 
anies  were  rather  small  and  the  employer  was  able  to 
ommunicate  with  each  employee  on  a  personal  basis. 
Vith  the  size  of  modern  industry,  there  are  so  many  ad¬ 


ministrative  levels  that  top  management  and  the  em¬ 
ployee  seldom  get  together.  This  makes  the  employee 
feel  insecure  and  certainly  doesn't  contribute  to  his  un¬ 
derstanding  of  the  company's  policies  or  objectives. 

We  employees  sometimes  forget  that  the  company  is 
in  business  to  make  a  buck.  As  industrial  recreation  di¬ 
rectors  we  must  understand  that  one  of  our  key  respon¬ 
sibilities  is  to  bridge  this  communications  gap  through 
our  programs  and  maintain  good  morale  and  good  rela¬ 
tions  between  employees.  You  are  the  first  line  of  com¬ 
munication  outside  of  the  paycheck.  If  people  like  the 
program  you  administer,  they  have  a  better  feeling  for 
the  company.  It  is  hoped  that  this  good  feeling  will  foster 
improved  production  and  lower  employee  turnover. 


Do  you  put  off  planning  because 
you  are  too  busy?  Do  you  want  to 
put  your  head  in  the  sand  so  you 
won't  see  how  little  you  are  really 
accomplishing? 


Human  relations  is  really  the  first  line  of  work  for  us. 
Industry  found  in  the  1920's,  when  the  Westinghouse 
Plan  was  instituted,  that  if  you  thought  about  the  em¬ 
ployee,  or  at  least  he  thought  you  cared,  his  production 
would  increase.  In  that  experiment,  management  people 
ordered  the  walls  painted  in  nice  bright  colors;  they  put 
in  better  lights;  they  gave  a  coffee  break  and  a  few  other 
benefits  that  had  never  been  tried.  Lo  and  behold,  pro¬ 
duction  did  increase.  Being  good  research  people,  they 
tried  the  reverse  of  the  experiment.  Lights  were  dimmed 
and  colors  went  back  to  neutral  shades;  but  the  workers' 
output  continued  to  increase.  Deductions  from  this  ex¬ 
periment  led  to  this  conclusion:  no  matter  what  you  do 
to  the  employee,  as  long  as  he  thinks  you  care  enough, 
his  production  will  remain  at  a  high  level.  This  is  the 
reason  why  industry  can  afford  you.  This  is  the  reason 
management  wants  you  to  produce  more  of  your  prod¬ 
uct:  human  relations. 

One  of  the  most  serious  impediments  to  our  achiev¬ 
ing  professionalism  in  recreation  is  the  way  we  use  our 
time.  Most  of  us  think  that  being  or  acting  busy  is  a  sign 
of  professionalism.  I  don't  know  how  we  came  up  with 
that.  It  probably  relates  to  the  Puritan  admonition  that 
“idle  hands  are  the  devil's  workshop"  or  "waste  not 
want  not".  Really,  in  most  cases,  a  compulsion  to  be 
continually  busy  is  the  result  of  confusion  and  lack  of 
direction. 

Time,  if  it  is  to  be  used  wisely,  must  be  planned.  It 
doesn't  just  work  out.  How  much  time  per  week  do  you 
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Professionalism ,  continued 


use  in  planning  your  work?  Do  you  put  off  planning  be¬ 
cause  you  are  already  too  busy?  Do  you  want  to  put  your 
head  in  the  sand  so  you  won't  see  how  little  you  are 
really  accomplishing? 

There  are  many  possible  ways  to  spend  your  time. 
Once  you  spend  it,  like  money  in  the  bank,  it  is  gone. 
Think  of  all  the  places  that  draw  on  this  bank  of  time. 
Should  you  shift  emphasis  from  one  area  to  another? 
Each  of  us  has  exactly  the  same  amount  of  time  to  spend 
each  week:  168  hours.  Some  are  successful,  some  not. 
Maybe  the  difference  lies  in  the  way  we  spend  those  1 68 
hours.  The  old  saying,  “the  harder  I  work  the  behinder  I 
get"  is  a  perfect  description  of  a  person  who  has  lots  of 
capabilities,  energy,  and  maybe  even  intelligence,  but 
who  doesn't  know  where  he  is  going  and  how  he  is 
using  his  time. 

Some  of  the  world's  greatest  achievers  had  well- 
rounded  lives  and  still  made  their  marks  in  history,  using 
the  same  number  of  hours  that  you  and  I  have.  Winston 
Churchill,  as  an  example,  ran  the  affairs  of  his  country 
during  World  War  II.  At  the  same  time,  he  wrote  two 


large  volumes  of  world  history.  In  his  leisure,  he  painted 
and  spent  time  with  his  family.  He  must  have  had  his 
time  budget  pretty  well  in  hand. 

The  next  time  you  go  to  the  office,  spend  the  first 
hour  of  the  day  determining  your  objectives  for  the 
week,  or  even  the  day.  After  you  have  accomplished 
that,  set  down  tasks  that  must  be  completed  if  you  are  to 
achieve  your  goals  and  then  list  them  by  priority.  What¬ 
ever  you  list  first  should  receive  all  your  attention  until 
that  task  is  completed.  It  might  be  just  the  first  step  to¬ 
ward  a  long  range-goal,  but  it  still  deserves  your  undi¬ 
vided  attention. 

Learn  not  to  waste  time.  The  open  door  policy  that 
many  of  us  work  on  is  really  a  waste  of  time.  If  you  let 
someone  who  wants  to  talk  to  you  interrupt  your  day  on 
demand,  he  is  just  robbing  your  time  bank  of  some  of  the 
168  hours  vou  have.  Where  will  you  recoup  it?  Maybe 
you  won't  have  time  for  the  family.  Maybe  you  will  have 
to  put  in  more  than  eight  hours  a  day.  Maybe  you  won't 
have  time  left  for  professional  advancement  such  as 
reading,  college  courses,  seminars,  and  the  like.  You 
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have  just  let  a  bank  robber  in  your  office — and  you 
probably  do  it  many  times  a  day.  The  robber  probably 
wasn't  any  better  prepared  than  you. 

Set  aside  a  time  in  your  day  for  miscellaneous  office 
matters,  when  you  can  attend  to  visitors,  calls  and  corre¬ 
spondence.  This  way  you  have  stopped  the  robbery  that 
might  have  happened.  If  you  do  it  right,  others  will  not 
think  you're  rude,  or  aloof,  or  hiding.  They  will  respect 
you  for  having  your  time  so  well  organized.  However, 
do  not  let  your  priorities  and  goals  be  so  inflexible  that 
you  cannot  shift  gears  if  the  situation  so  demands. 
Priorities  can  be  changed  if  such  a  line  of  action  would 
lead  to  greater  efficiency.  But,  when  your  time  is 
budgeted  and  your  day  well  planned,  you  will  find  your¬ 
self  better  motivated,  less  confused  and,  consequently,  a 
much  better  performer. 


Flexibility  does  not  mean  that  you 
have  no  plan,  no  goals,  no 
priorities.  It  means  that  if 
something  comes  up  that  is 
important  enough  to  require  a 
change,  you  can  handle  it. 


Listen  to  this:  "I  have  the  new  professional  journal 
on  my  bedstand  at  home.  I  am  just  so  tired  at  night  that  I 
can't  get  it  read.”  How  many  times  have  you  heard  this 
legitimate  excuse  for  not  keeping  up  with  the  current 
writings  in  our  field?  Consider  other  professionals — 
doctors,  lawyers,  teachers.  When  do  they  do  some  of 
their  reading?  Right  on  the  job.  They  are  never  afraid  to 
take  time  for  professional  reading  because  people  be¬ 
lieve  it  is  an  important  way  for  them  to  stay  current  in 
their  fields.  Reading  in  your  professional  journals  is  a 
legitimate  part  of  the  total  work  day.  Its  time  should  be 
budgeted  and  prioritized. 

If  you  know  why  you  are  doing  a  job  and  you  have 
taken  steps  to  do  it  well,  you  can  effect  the  quality  of  life 
and  production  in  your  company.  Every  employee  has 
some  strong  needs  as  a  human  being  and  the  recreator 
can  do  a  lot  to  satisfy  them.  These  needs  include  recog¬ 
nition,  creativity,  competition,  adventure,  and  combat¬ 
iveness.  The  wage  and  benefits  contracts  that  unions  and 
management  pound  out  can  answer  none  of  these  needs 
except,  perhaps,  combativeness. 

You  and  I  know  that  there  has  been  a  drastic  change 
in  the  work  week  over  the  past  century.  Around  1850, 
the  industrial  worker  labored  12  hours  a  day,  six  or 
seven  days  a  week.  If  he  or  she  allowed  eight  hours  a  day 
for  sleep,  this  left  little  time  for  leisure.  Fifty  years  later, 
the  week  was  shortened  to  the  unheard-of  10  hours  per 
day.  This  gave  the  industrial  worker  12  extra  hours  of 
ree  time  per  week.  What  was  he  to  do  with  it?  We  let 
lim  figure  it  out  for  himself. 

In  the  subsequent  50  years,  our  work  time  was  re¬ 
duced  to  an  eight-hour  day,  five  days  per  week.  We  saw 
omething  new  happening  to  the  worker.  He  had  more 
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free  time  than  he  had  work  hours.  Some  solved  this  prob¬ 
lem  by  moonlighting.  This,  of  course,  was  partially 
caused  by  inflation,  and  a  greater  drive  for  material 
wealth  than  was  in  evidence  when  we  began  this  evolu¬ 
tion. 

But  what  will  happen  in  the  future?  We  are  already 
seeing  some  companies  going  to  a  four-day,  40-hour 
(4-10)  work  week.  Although  workers  have  same  number 
of  hours  of  employment  weekly,  they  have  another  full 
day  of  leisure.  Some  unions  are  now  looking  at  the  4-8, 
or  even  the  4-6  week.  Who  will  be  responsible  for  these 
workers'  sanity?  You  will!  Are  you  prepared? 


You  are  either  growing  or 
deteriorating.  Neither  is  a  function 
of  age. 


So  many  people,  particularly  men,  are  truly  cheated 
in  retirement.  Studies  show  that  men  who  retire  at  the 
age  of  65  usually  don't  last  past  67.  That  isn't  even 
enough  time  to  draw  out  all  the  money  they  put  into 
their  retirement  accounts.  Union  officials  many  years 
ago  felt  that  your  job  and  theirs  was  to  begin  teaching 
employees  how  to  retire  as  early  as  age  25.  If  we  don't 
get  employees  involved  in  something  they  can  enjoy  and 
look  forward  to  prior  to  retirement,  what  are  they  going 


Continued  on  following  page 


IM,  November,  1979 


31 


Professionalism ,  continued 


to  do  when  they  leave  the  workforce?  I  am  suggesting 
that  one  of  the  big  opportunities  of  industrial  recreation 
will  be  leisure  services  for  retirees,  in  addition  to  the 
wide  and  diversified  programs  you  now  provide.  But  this 
is  just  one  of  the  changes  for  which  you  must  be  pre¬ 
pared.  The  1980's  will  bring  many  more. 

Survival  skills  for  the  80's  will  include  flexibility , 
spontaneity ,  precision,  versatility,  and  inventiveness. 

Flexibility.  Alvin  Toffler,  in  his  bestseller.  Future 
Shock,  talks  about  rapid  changes  in  society.  More 
change  has  occurred  in  human  society  in  the  last  50 
years  than  in  the  preceding  50,000  and  the  pace  is  ac¬ 
celerating.  Eighty-five  percent  of  the  usuable  items  in  our 
society  twenty  years  from  now  have  not  yet  been  in¬ 
vented.  The  shock  that  such  change  can  produce  can  be 
devasting.  I  am  suggesting  that  you  in  industrial  recrea¬ 
tion  are  going  to  have  to  retool  your  skills  continuously 
to  meet  these  changes,  to  help  the  people  adapt  to  this 
shock.  We  have  managed  to  survive  in  our  profession 
with  a  certain  amount  of  tolerance  for  ambiguity  and 
uncertainty.  But  keep  in  mind  that  the  flexibility  I  speak 
of  is  not  chronic  vacillation,  nor  is  it  an  invitation  to  suc¬ 
cumb  to  the  “if-it-works-it-must-be-okay"  dictum  of  the 
pragmatist.  As  Leo  Durocher  said  about  managing 
baseball  players:  “Some  need  a  kick  in  the  behind, 
others  a  pat  on  the  back,  and  others  need  both  at  the 
same  time."  Deciding  which  action  is  appropriate  at  the 
right  time  is  the  essence  of  flexibility.  Flexibility  does  not 
mean  that  you  have  no  plan,  no  goals,  no  priorities.  It 
means  that  if  something  comes  up  that  is  important 
enough  to  require  a  change,  you  can  handle  it.  As  Pub- 
lilius  said,  “It's  a  bad  plan  that  admits  no  modification." 

Spontaneity.  To  survive  professionally  as  well  as  per¬ 
sonally,  the  recreation  leader  should  posses  a  strong  de¬ 
sire  and  appropriate  skills  for  continued  growth.  You  are 
either  growing  or  deteriorating.  Neither  is  a  function  of 
age.  Some  leaders  are  young  at  70,  others  are  fossils  at 
40.  Growth  can  mean  seeking  new  training  or  educa¬ 
tion,  adopting  a  hobby,  or  learning  a  new  skill.  For  lead¬ 
ers  who  want  to  understand  important  trends  in  this 
fast-paced  world,  growth  is  essential.  We  grow  in  at  least 
three  different  ways:  heavier,  older  and,  sometimes, 
wiser.  Successful  managers  should  grow  in  a  fourth  way: 
beyond  self-imposed  constraints  that  restrict  vision  and 
prevent  spontaneity. 

Versatility.  Modern  society  demands  that  recreation 
administrators  have  a  balanced  blend  of  conceptual, 
technical,  and  interpersonal  skills.  Simply  having  a 
happy  team  to  perform  your  services  will  no  longer  as¬ 
sure  job  security.  You  have  to  be  a  friendly  helper,  ob¬ 
jective  thinker,  and  a  tough  battler  all  at  once.  We  re¬ 
creators,  like  most  other  people,  strive  to  obtain  friends, 
influence,  and  success.  But  if  one  or  two  of  these  traits 
dominate,  the  recreator  will  be  less  effective.  Thomas 
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Jefferson  once  remarked,  "Never  fear  want  of  business. 
A  man  who  qualifies  himself  for  his  calling  never  fails 
employment."  If  Jefferson  is  right,  we  can  work  with  our 
staffs  and  industrial  management  to  please  our  patrons 
and  be  able  to  gain  some  tenure  in  our  positions. 

Precision.  Increasingly,  members  of  staffs,  our  boards 
of  directors,  and  even  we  need  to  develop  precision  in 
the  use  of  words.  Let  us  be  honest:  clear  writing,  speak¬ 
ing  and  maybe  even  thinking  are  rare  in  our  chosen 
field.  In  the  field  of  education,  we  see  a  similar  parallel. 
An  educator  was  asked  to  rewrite  the  title  of  the  book, 
“What  Makes  Sammy  Run".  Ft  is  revision  read,  “Motiva¬ 
tional  Research  on  Sammy's  Motion  Potential".  This 
kind  of  talk,  and  even  worse,  this  kind  of  thinking,  is 
abominable.  William  James  wrote  that  if  you  can't  ex¬ 
plain  what  you  are  doing  to  an  eight  year  old,  you  are 
probably  a  charlatan.  And  even  if  you're  not,  if  your  lan¬ 
guage  and  thinking  are  fuzzy,  you're  probably  being 
perceived  as  one.  This  tells  me  that  we  had  better  get  in  a 
few  classes  in  communication  so  we  can  talk  intelli¬ 
gently  to  our  clientele  and  to  our  bosses.  The  greatest  rea¬ 
son  for  gobbledegook  is  our  not  really  knowing  what  we 
want  to  say.  But  before  you  can  communicate  precisely, 
you  must  be  precise  in  your  own  knowledge.  The  first 
requirement  is  a  thorough  knowledge  of  your  own  sub¬ 
ject.  Don't  assume  that  the  person  to  whom  you  are 
communicating  understands  what  you  are  trying  to  con¬ 
vey.  Neither  assume  that  your  directions  are  being  im¬ 
plemented  in  accordance  with  your  instructions.  Preci¬ 
sion  not  only  requires  a  proper  initiation,  but  also  a| 
follow-up  at  the  conclusion. 

Inventiveness.  Takashi  Ishihara,  president  of  the  Nis¬ 
san  Motor  Company,  has  noted,  "The  first  step  in  the 
creative  process  should  be  to  resist  the  temptation  to  im¬ 
itate."  If  MBO  (management  by  objectives)  were  the  let¬ 
ters  of  the  70's,  a  speculative  set  for  the  80's  may  well  be 
MBL  (more,  better,  less).  The  publics  we  serve  want 
more  services  and  a  better  delivery  system  and  at  a  lower 
cost.  We  have  seen  this  revolution  via  Proposition  13. 
Success  in  giving  more  and  better  recreation  services 
under  these  conditions  will  become  the  ultimate  chal¬ 
lenge  for  all  of  us  in  the  recreation  profession.  With  di¬ 
minishing  resources  our  reality,  the  key  question  con 
tinues  to  be:  Flow  can  we  best  invest  the  resources  we 
have?  Consistently,  we  have  been  rewarded  for  thinking 
rationally;  however,  we  now  must  learn  to  think  imj 
aginatively.  We  have  the  capacity  for  both. 

Arnold  Rosenfeid,  editor  of  the  Dayton  Daily  News| 
recently  said  of  his  profession:  "It  is  more  important  fc 
us  to  be  human  beings  than  journalists."  The  same  cou  J 
be  said  for  educators,  editors,  doctors,  lawyers,  se 
cretaries,  carpenters,  painters,  even  recreators.  Thl 
present  and  the  future  demand  that  we  have  skill,  bt 
perhaps  the  greater  need  will  be  for  us  to  be  civilizer 
and  that  certainly  includes  a  sense  of  humor.  T| 

RM,  November,  19/ 


The  American  Cancer  Society  thanks  you. 
Your  employees  thank  you. 

Their  families  thank  you. 


You've  become  a  life  saver.  Literally.  For  installing  our 
Employee  Education  Program.  For  letting  us  supply  free  films, 
exhibits,  speakers,  pamphlets,  posters,  and  articles  for  your 
company  publications.  For  accepting  our  help  in  arranging 
"action"  programs  for  your  employees . . .  for  detection  of 
colorectal  cancer,  instructions  in  breast  cancer  examination, 
for  detection  of  cervical  cancer  via  the  Pap  test.  For  simply 
understanding  that  if  cancer  is  detected  in  its  early  stages, 
chances  for  cure  are  greatly  increased.  Thank  you. 

Ffundreds  of  companies  now  have  an  American  Cancer 
Society  Employee  Education  Program.  If  yours  isn't  one 
of  them,  call  us. 


American  Cancer  Society 
2,000,000  people  fighting  cancer. 


THIS  STACE  CONTRIBUTED  AS  A  PUBLIC  SERVICE. 


!M,  November,  1979 
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NIRA  CALENDAR 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  monthly  except  May  and  August.  Contact  Sue  Siwicki — (312)  777-7000. 

Columbus  Industrial  Recreation  Association/Coiumbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  Bill  DeNeau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month,  excluding  July  and  August.  Contact  Mary  D.  McKey — (202)  673-7660, 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Dave  Baker — (213)  679-451 1 ,  ext.  2693. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Ron  Philips— (212)  679- 
3600. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541 . 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President— (714)277-6780,  ext.  338. 

Toldeo  Industrial  Recreation  and  Employees  Services  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)475-5475. 


*  *  * 


39th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  15-20,  1980  at  the  Town 
and  Country  Hotel,  San  Diego,  CA.  To  become  involved  as  a  Conference  planner  or  to 
request  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)346- 
7575. 
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Special  Industrial  Rates 
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Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 
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Our  goal... 


PREVENT  BIRTH  DEFECTS 

(S)  March  of  Dimes 

•  1  07^  A 


THIS  SPACE  CONTRIBUTED  BY  THE  PUBLISHER 


1275  Mamaroneck  Avenue,  White  Plains,  NY  10605,  or  call  (collect)  914-428-' 


7100 


Nothing  improves 
this  equipment  .  . 


like  this  equipment 


Serious  about  running?  So  are  we!  We  know  that  a  good  performance  comes  from  hours  of 
training  dedicated  to  building  skill  and  confidence  .  .  .  but  more  important,  running  depends 
upon  proper  conditioning  .  .  .  TOTAL  CONDITIONING. 

The  type  that  improves  STRENGTH  .  .  .  FLEXIBILITY  .  .  .  MUSCULAR  ENDURANCE  .  .  . 
CARDIOVASCULAR  ABILITY  ...  and  PREVENTS  INJURY. 

We  have  spent  years  perfecting  unique  equipment  and  concepts  unsurpassed  in  the  field  of 
sports  medicine. 

We  are  developing  the  world’s  largest  human  performance  laboratory  for  sports  medical 
research.  We  have  improved  methods,  equipment  and  concepts  that  will  help  you  keep 
running  .  .  .  safely. 

Nautilus  .  .  .  the  future  of  exercise. 


SPORTS/MEDICAL  INDUSTRIES 

P.O.Box  1783  DeLand,  Florida  32720  (904)  228-2884 
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What  is  NIRA? 

The  National  Industrial  Recreation  Association  (NIRA)  is  a  non¬ 
profit  organization  dedicated  to  the  principle  that  employee  recrea¬ 
tion,  fitness  and  services  programs  are  essential  to  effective  personnel 
management.  Our  members  are  the  directors  and  suppliers  of  such 
programs  in  business,  industry,  government  and  the  military. 

NIRA  promotes  employee  programs  as  a  means  of  improving  pro¬ 
ductivity  by  fostering  good  relations  among  employees  and  between 
employees  and  mangement.  It  assists  member  organizations  in  devel¬ 
oping,  promoting  and  improving  such  programs  as  employer- 
sponsored,  non-negotiated  benefits. 

Established  in  1941,  NIRA  is  the  only  association  in  its  field.  To¬ 
day,  it  serves  more  than  2,200  members  in  the  United  States,  Canada 
and  Mexico.  Its  members  direct  not  only  recreational  activities  in 
sports  and  travel,  but  also  conduct  such  varied  services  as  employee 
stores,  educational  opportunities,  fitness  and  health  programs,  hobby 
clubs  and  community  service  projects. 

A  subscription  to  Recreation  Management  is  only  one  of  many 
services  included  in  NIRA  membership.  Others  include  newsletters, 
product  and  service  discounts  for  employee  groups,  program  ideas 
and  consultation,  professional  certification,  international  awards  and 
national  and  regional  tournaments.  For  more  information,  return  the 
reader  service  inquiry  card  in  this  issue. 


ORGANIZATION  ANNUAL  DUES  are  based  on  number  of 
employees  eligible  for  your  program. 
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Fewer  than  1 ,000  employees 

(  2) 

$100 

(  )  =  Number  of  copies  of  Recreation  Management  Magazine 

included  free  as  a  member  service 

ASSOCIATE  (Supplier)  ANNUAL  GRANT — Minimum  $300 
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The  NIRA  President  would  like 
a  word  with  you  .  .  .  about  service 
to  the  small  organization  member 


Kirt  T.  Compton,  CIRA 
Eastman  Kodak  Company 
1979-80  NIRA  President 


Many  times  we  hear  of  criticism 
pertaining  to  the  size  of  organiza¬ 
tions  NIRA  represents.  It  has  been 
said  that  NIRA  is  primarily  made  up 
of  organizations  that  have  a  large 
number  of  employees  and  therefore 
have  more  resources  available  to 
support  employee  activity  programs 
than  smaller  companies.  These 
rumors  go  further  in  saying  that  all  of 
these  organizations  have  extensive 
recreation  facilities  which  are  avail¬ 
able  to  their  employees. 

Well,  it's  time  to  dispel  these 
myths.  As  a  matter  of  fact,  75%  of  all 
of  our  members  in  the  Organization 
category  have  less  than  5,000  em¬ 
ployees.  To  take  this  a  bit  further, 
39%  of  our  Organization  members 
have  less  than  1,000  employees. 


These  figures  prove  that  the  NIRA 
membership  is  not  primarily  made 
up  of  large  organizations,  but  a 
combination  of  different  sized  com¬ 
panies.  In  fact.  Industrial  Recreation 
Council  members  represent  a  good 
portion  of  our  membership. 

We  know  that  these  councils  are 
formed  for  many  good  reasons;  one 
of  them  being  that  small  organiza¬ 
tions  can  reap  benefits  that  the 
council  can  negotiate.  An  example 
are  discounts  available  through  local 
merchants  and  discount  tickets  to 
amusement  parks,  local  theaters  and 
sporting  events.  Because  of  these 
benefits,  IRC's  have  become  very  at¬ 
tractive  to  small  companies.  Though 
statistics  are  not  readily  available,  it 
would  be  a  safe  assumption  that  the 
majority  of  members  in  the  Councils 
have  less  than  5,000  employees. 

What  can  NIRA  do  to  help  smaller 
companies  develop  employee  rec¬ 
reation  programs?  Well,  we  feel  that 
we  can  offer  services  to  organiza¬ 
tions  with  little  or  no  staff.  We  like 
our  members  to  think  of  NIRA  head¬ 
quarters  as  an  arm  of  their  staff, 
ready  to  lend  a  hand  when  needed, 
despite  their  size.  It  stands  to  reason 
though,  that  the  organizations  with 
little  or  no  staff  would  be  apt  to  call 
for  headquarters  assistance  more  of¬ 
ten. 

Many  times  organizations  with 
small  or  no  full  time  staffs  will  call 
on  us  to  aid  them  in  developing  new 
ideas,  to  help  them  communicate 
with  other  companies  their  size  that 
have  employee  services,  or  help 
them  research  a  project  they  are  un¬ 
able  to  accomplish  themselves  due 
to  a  lack  of  time  or  qualified  person¬ 
nel. 

Throughout  our  membership  we 
see  a  wide  variety  of  programs.  It  is 
so  wide  and  can  vary  so  much  be¬ 
tween  members  that  it  is  very  dif¬ 
ficult  to  make  generalizations  about 
the  field  of  employee  recreation. 


However  there  is  one  characteristic 
that  becomes  quite  evident — an  or¬ 
ganization  does  not  need  extensive 
facilities,  thousands  of  employees  or 
a  generous  budget  to  conduct  an  ef¬ 
fective  and  successful  employee  rec¬ 
reation  program.  There  are  many 
cases  within  our  membership  that 
are  excellent  examples  of  this. 

Many  members  of  NIRA  are  lo¬ 
cated  in  urban  areas  where  there  is 
no  room  for  recreation  facilities  and 
no  prospects  of  building  them  in  the 
future.  Yet  through  travel  programs, 
social  events,  hobby  clubs,  com¬ 
pany  stores,  discount  programs  and 
use  of  available  municipal  and  pri¬ 
vate  facilities,  they  are  able  to  pro¬ 
vide  excellent  programs  for  their 
employees.  Smaller  organizations 
may  not  be  able  to  provide  as  wide  a 
variety  of  activities  as  the  large  or¬ 
ganization,  nor  may  they  be  able  to 
offer  intramural  events.  They  can, 
however,  concentrate  on  a  few  high 
quality  programs  that  reach  their 
employees  in  municipal  or  industrial 
leagues  that  are  in  existence  in  their 
local  communities. 

Many  members  are  now  becom¬ 
ing  involved  in  employee  activities 
and  it  is  NIRA's  responsibility  to  help 
them  develop  their  programs.  On 
the  other  hand,  many  companies 
have  extensive  programs  and  NIRA 
accepts  the  challenge  to  help  these 
organizations  improve  their  pro¬ 
grams. 

What  this  all  boils  down  to,  is  that 
the  members  of  NIRA  are  all  in  this 
business  together — whether  a  com¬ 
pany  is  large  or  small,  has  facilities 
or  not;  we  all  have  a  common 
goal — to  provide  well-rounded  rec¬ 
reation  programs  for  our  employees. 
And  this,  we  feel,  is  an  integral  part 
of  sound  business  management. 

KktT 
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Quality  Appliances  Available 
Through  Reps.  Northeast,  Inc. 


EMPLOYEE  PRICE  $264.95 

SUGGESTED  LIST  PRICE  $499,95 


Reps.  Northeast,  Inc.  is  a  sales  agency  with  head¬ 
quarters  in  Burlington,  Mass.  We  represent  such  quality 
lines  as  Norelco  razors,  small  appliances  and  micro- 
wave  ovens;  McGraw-Edison  heaters,  fans  and  tool  pro¬ 
ducts;  and  Westclox  clocks.  This  ten  year  old  organization 
enjoys  an  outstanding  reputation  of  sales  and  service  with 
its  clients. 

During  the  past  several  years,  Reps.  Northeast  has 
established  special  employee  purchase  programs  with 
several  leading  companies  such  as  Digital  Equipment, 
Polaroid  and  John  Hancock  Life  Insurance  Company. 
The  most  recent  program  has  been  on  the  Norelco 
microwave  oven.  This  product  is  ideal  as  it  offers  the 
employee  an  energy  and  time  saving  appliance  at  a 
competitive  price  and  carries  a  five  year  warranty  on  the 
tube  and  a  one  year  in-home  service  warranty  on  parts 
and  labor.  It  creates  no  problem  for  the  Recreational 
Director. 

Reps.  Northeast  can  tailor  make  a  program  to  meet 
N.I.R.A.  members  individual  needs.  You  may  contact 
James  R.  Rice  at  Reps.  Northeast,  Inc.,  203  Middlesex 
Turnpike,  Burlington,  Mass.,  telephone  (617)  273-2424. 


Fitness  Industries: 

An  Investment 
In  Good  Health 

It's  generally  accepted  that  good  health  increases  our 
ability  to  handle  the  demands  and  enjoy  the  rewards  of 
life.  Fitness  Industries,  manufacturers  of  motorized 
treadmills,  looks  at  it  this  way: 


Improved  quality  of  life 
comes  from 
Improved  health, 
which  comes  from 
Proper  exercise  (aerobic) 
which  best  comes  from 
wa  I  ki  ng/joggi  ng/ru  n  n  i  ng, 
which  best  utilizes 
a  motorized  treadmill. 


If  you  believe  that  good  health  is  essential  to  enjoy 
life/you're  one  step  closer  to  exercise.  Proper  exercise  is 
a  basic,  proven  ingredient  to  good  health. 

But  what  kind  of  exercise?  There  are  four  types: 
strength  development,  stretching  and  bending,  skill 
formation,  and  improved  functioning  of  the  heart  and 
lungs  (aerobic  exercises). 

The  first  three  are  nice  and  fun  and  contribute  to 
general  good  health  and  fitness.  But  the  fourth  one, 
aerobic  exercise,  does  more  to  improve  the  quality  of  life 
than  the  other  three  combined. 

It's  a  fact  that  walking/jogging/running  incorporate 
more  of  the  benefits  of  aerobic  exercise  than  any  single 
exercise  alone.  The  heart,  muscle  tissue,  capillary  sys¬ 
tem,  oxygen  intake — the  entire  cardio-vascular- 
respiratory  system,  is  stimulated. 

Back  to  return  on  investment.  There's  only  one  piece 
of  equipment  that  takes  full  advantage  of  weight¬ 
bearing,  aerobic  exercise.  In  terms  of  time  invested,  the 
amount  of  space  required,  plus  the  ability  to  control, 
measure  and  regulate  exercise,  the  motorized  treadmil 
yields  the  highest  return  on  investment  of  any  piece  of 
equipment  on  the  market  today.  Period.  That  is  why  Fit¬ 
ness  Industries  makes  treadmills,  and  only  treadmills,  j 
That's  how  we  can  say  "Here's  the  best  investment  you 
can  make  in  equipment  to  improve  your  quality  of  life." 

We  make  five  different  models  of  Marathon  Tread¬ 
mills  for  institutional  and  personal  use.  We  have  what 
you  need.  Both  of  our  futures  lie  in  good  health  so,  let's 
get  together  on  a  Marathon  Treadmill  by  Fitness  Indus¬ 
tries. 

Write  to  me,  Ed  Rohrbach,  President,  Fitness  Indus-1 
tries,  P.O.  Box  448,  Pelham,  Alabama,  35124,  for  infor-| 
mation  on  products  and  programs. 
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Telescoping  The  Future 
Of  Industrial  Recreation  . . . 


. . .  an  excerpt  from 
"An  Introduction  to  Industrial 
Recreation  . . .  Employee  Activities 
and  Services" 


A  textbook  prepared  for  NIRA  by  Wilson,  Wanzel,  Gillespie 
and  Roberts 


Dominant  Long-term  Trends 

We  observe  that  world  societies  have  been  moving 
from  the  beginning  of  recorded  history  in  the  direction 
of  greater  democracy — political,  social,  and  economic. 
During  that  time,  society  has  also  been  moving  toward 
greater  concern  for  the  individual's  importance,  free¬ 
dom,  welfare,  health,  opportunities,  self-fulfillment, 
and  happiness.  To  be  sure,  there  have  been  the  Gen¬ 
ghis  Khans  and  the  Hitlers,  but  these  have  represented 
temporary  aberrations  and,  as  each  has  passed  on,  so¬ 
ciety  has  resumed  its  original  direction. 

We  realize  that  because  the  direction  of  society 
has  been  maintained  since  the  beginning  of  history, 
that  does  not  guarantee  that  the  same  direction  will  be 
maintained  forever.  Yet  there  is  reason  enough  to  sup¬ 
pose  that  the  long-term  direction  will  remain  substan¬ 
tially  unchanged  for  the  near-term  future,  the  next  half 
century,  at  the  very  least. 

These  long-term  trends  are  important  to  us,  for  in¬ 
dustrial  recreation  is  one  of  their  products,  and  the  fu¬ 
ture  of  industrial  recreation  is  related  to  continued  so¬ 
cial  change  in  the  same  direction. 

The  Infancy  of  Industrial  Recreation 

Frank  Flick,  president  of  the  Flick-Reedy  Corpora¬ 
tion,  an  ardent  and  articulate  advocate  of  industrial  rec¬ 
reation,  told  the  30th  Annual  NIRA  Conference  a  few 
years  ago  that  “industrial  recreation  is  still  in  its  in¬ 
fancy."1 

The  democratization  of  industrial  recreation  will 
continue  for  the  reason  that  democarcy  is  an  accepted 
social  goal.  In  the  19th  century,  women  were  often  in¬ 
eligible  for  membership  in  the  newly  developing  em¬ 
ployee  recreation  associations.  By  the  end  of  World  War 
I,  the  bars  had  been  let  down  for  women,  but  there  was 
still  much  social  discrimination  practiced.  This  was  re¬ 
ported  in  a  study  by  the  Department  of  Labor  reported  in 


the  1919  Bureau  of  Statistics  Bulletin,  number  250.  It 
reported  that  “in  some  of  the  mining  communities  the 
employers  furnish  club  houses  for  their  American  em¬ 
ployees  but  make  no  provision  for  the  ordinary  laborer, 
who  is  often  a  Mexican."  One  rather  isolated  company 
which  felt  the  necessity  of  providing  some  kind  of  club 
house  had  three:  one  for  Americans,  on  for  foreigners, 
and  one  for  Negroes.  We  can  imagine  that  they  were  of 
quite  different  quality.  Another  not  uncommon  practice 
reported  in  that  bulletin  was  the  virtual  exclusion  of  the 
blue-collar  workers  from  the  company  clubs  by  the  es¬ 
tablishment  of  high  club  dues,  “frequently  $25  a  year,  a 
prohibitive  amount  for  all  but  the  better  paid  workers." 

As  shocking  as  those  conditions  seem  to  us,  some  not 
uncommon  contemporary  practices  will  seem  as  shock¬ 
ing  to  our  posterity.  There  are  still  companies  which 
have  separate  facilities  and  programs  for  the  company 
“brass"  and  different  and  less  desirable  facilities  and 
programs  for  the  rank  and  file  workers.  Especially  is  this 
true  in  regard  to  physical  fitness  programs  and  facilities. 
We  wonder  how  long  companies  can  continue  to  mea¬ 
sure  the  value  of  human  life  and  health  almost  solely  by 
dollars  and  cents.  How  long  can  the  life  of  an  executive 
be  considered  as  worth  more  than  the  lives  of  several 
“ordinary"  human  beings?  How  long  will  it  be  before  it 
is  finally  recognized  that  there  is  no  room  in  American 
business  and  industry  for  officers'  clubs  and  enlisted 
men's  clubs? 

Even  where  there  are  no  exclusive  executive  clubs  or 
dining  rooms,  it  still  may  be  very  difficult  to  persuade  the 
“brass"  to  affiliate  completely  with  the  "ordinary" 
workers  in  full  participation  in  employee  recreation  ser¬ 
vices  and  activities.  Sometimes  this  lack  of  executive 
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participation  is  from  pure  snobbishness.  Sometimes  it  is 
from  the  belief  that  the  boss  cannot  mingle  with  the 
workers  socially  without  sacrificing  authority  and  effi¬ 
ciency  on  the  job.  For  those  executives  who  are  insecure 
and  who  may  in  fact  already  have  been  promoted  be¬ 
yond  the  level  of  their  abilities,  such  fear  is  probably 
well  grounded.  Yet  for  those  administrators  of  good 
character  and  the  confidence  that  comes  from  great  abil¬ 
ity,  closer  acquaintance  can  only  increase  the  respect  for 
their  authority  on  the  job. 

Fortunately  change  is  occurring.  Here  and  there,  the 
"officers'  clubs"  are  being  discontinued,  and  the  par¬ 
ticipation  of  executives  in  employee  activities  and  ser¬ 
vices  is  increasing.  The  beneficent  trend — for  the  com¬ 
panies  and  all  concerned — will  continue  and  the  future 
will  see  still  greater  democratization  of  industrial  recrea¬ 
tion.  Along  with  this  change  will  come  the  more  wide¬ 
spread  acceptance  of  "mutuality." 

Growing  Mutuality 

Industrial  recreation  is  steadily  moving  away  from 
the  concept  that  industrial  recreation  clubs  and  pro¬ 
grams  are  fringe  benefits,  that  is,  something  the  employ¬ 
ers  give  to  the  employees  in  the  hope  of  something  in 
return — company  loyalty,  improved  morale,  and  other 
hoped  for  benefits.  A  really  successful  industrial  recrea¬ 
tion  program  will  never  be  manufactured  at  the  bargain¬ 
ing  table. 

Obviously  the  best  programs  today  are  those  under¬ 


taken  with  the  full  partnership  of  the  company  and  the 
employee  association,  each  secure  in  the  belief  that  both 
mutually  benefit  from  the  employee  activities  and  ser¬ 
vices.  This  approach  is  true  of  quite  a  number  of  com¬ 
panies  today;  but  there  are  still  disconcertingly  large 
numbers  of  programs  which  are  operated  as  fringe  bene¬ 
fits,  something  given  to  the  employees.  Certainly  the 
number  of  such  programs  and  the  extent  of  such  thinking 
are  declining  now.  The  future  will  merely  accelerate  the 
trend  toward  mutuality. 

Decision  Making 

Although  surveys  tend  to  indicate  that  the  employ¬ 
ees,  through  their  associations,  are  able  to  make  virtually 
all  their  own  decisions  respecting  industrial  recreation, 
careful  study  and  intimate  acquaintance  suggest  that  a 
very  large  number  of  companies  still  retain  the  authority 
to  make  the  important  decisions.  This  may  be  open  or 
concealed.  In  many  companies,  designated  adminis¬ 
trators  or  the  recreation  program  director — employed  by 
and  directly  responsible  to  the  company — reserve  the 
right  ito  veto  any  and  all  decisions  of  the  employee  as¬ 
sociation  board  of  directors.  In  other  instances,  the  as¬ 
sociation  board  of  directors  is  intimidated  by  the  partici¬ 
pation  of  too  many  avowed  representatives  of  the  com¬ 
pany  on  the  board. 

A  healthier  and  more  beneficial  arrangement  will  be 
based  upon  mutual  trust,  so  that  rarely,  if  ever,  would  the 
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Your  best  convention  ever 
hasjustbegun.  S 

It  begins  right  here,  right  now,  with  all  the  remarkable  reasons  that  make 
nearby  Mexico  the  finest  convention  choice. 

Let  s  begin  with  our  fabulous  line-up  of  meeting  locations  waiting  for 
you  in  the  cities  and  resorts  of  Mexico.  Beautiful  to  look  at,  flawless  when 
put  to  the  test,  these  gathering  sites  are  even  more  impressive  when 
you  avail  yourself  of  the  services  of  the  Mexican  Government  Tourism  Office. 

We  want  your  convention  in  Mexico  to  be  a  smooth-sailing 
success  long  before  it  begins.  So  be  sure  to 
contact  us.  Call  our  Convention  Department 
at  (21 2)  755-7212.  We  re  ready  with  the  an  swers. 

Helpful  advice.  Everything 
you  need  to  know 
to  ensure  a  perfect  event. 


THE 


r”_z - "i 

MEXICO 

The  Amigo  Country 

MEXICAN  GOVERNMENT  TOURISM  OFFICE 
Director  of  Conventions  and  Incentives 
405  Park  Avenue 
New  York,  New  York  10022 

I’m  interested.  And  I’d  like  to 
learn  more. 

Name _ _ _ _ 

(Title _ _ _ _ _ 


Secretaria  de  Turismo  •  Cornejo  Maclonal  de  Turismo 


’Company  _ 
Address  _ 
|  City  — _ 
Telephone  _ 


.State  . 
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company  interfere  with  the  operation  of  the  employee 
recreation  association.  Some  of  this  sense  of  trust  and 
mutuality  will  come  about  quite  naturally  when  larger 
numbers  of  administrators  become  full  participating 
members  of  employee  associations — not  as  adminis¬ 
trators  but  as  fellow  employees. 

If  there  are  sensitive  areas  in  particular  companies, 
where  the  control  of  the  company  is  essential,  these 
should  be  mutually  agreed  upon  and  the  necessary  pro¬ 
cedures  put  into  writing  so  as  to  avoid  misunder¬ 
standings.  Beyond  such  stipulated  areas,  the  association 
and  the  company  should  operate  on  the  basis  of  mutual 
trust.  We  believe  this  is  a  growing  trend.  Another  trend 
relates  to  financial  support. 

Financial  Support 

There  is  a  current  trend,  bound  to  be  accelerated  in 
the  future,  toward  a  greater  degree  of  financial  self- 
support  by  recreation  associations.  Though  not  all  em¬ 
ployers  recognize  the  fact  even  today,  the  employees  do 
not  want  handouts.  Perhaps  more  companies  will  initi¬ 
ate  industrial  recreation  programs  when  they  realize  that 
such  programs  do  not  necessarily  derive  all  their  funds 
from  the  finances  of  the  company. 

In  most  circumstances  it  is  probably  desirable  that 
the  company  build  or  provide  financial  assistance  for  the 
facilities  of  the  employee  association.  It  is  also  common 
and  sensible  for  the  company  to  underwrite  the  salary  of 
the  director  and  any  professional  staff.  Beyond  that, 
many  employee  associations  are  demonstrating  that  they 
can  generate  much  of  the  necessary  funds  for  the  recrea¬ 
tion  program.  As  noted  earlier,  even  some  of  the  finest  of 
employee  association  facilities  have  been  built  by  the 
employees  themselves,  although  some  help  was  almost 
always  given  by  the  company.  In  order  for  an  employee 
association  to  achieve  so  much  financial  responsibility, 
however,  it  must  have  the  benefit  of  the  leadership  of  a 
full-time,  professional  program  director.  Very  little  fi¬ 
nancial  responsibility  is  likely  to  be  achieved  under 
nonprofessional,  inexperienced,  and  part-time  leader¬ 
ship.  Finally,  in  finances,  the  idea  of  mutuality  must  al¬ 
ways  be  kept  in  mind.  The  company  and  the  employees 
together  benefit  from  a  good  employee  recreation  asso- 
cation.  Both  the  company  and  the  employees  should  be 
prepared  to  pay  part  of  the  costs. 

Expansion 

At  one  time,  the  bulk  of  the  industrial  recreation  pro¬ 
grams  were  in  the  northeast  and  north  central  states  of 
the  United  States  since  those  were  the  location  of  the 


major  industries.  Industrial  recreation  spread  like 
wildfire  in  California  as  the  new  aircraft  and  related  in¬ 
dustries  chose  to  develop  there.  Now  we  are  witnessing 
the  growing  industrialization  of  the  South.  We  have  seen 
an  increase  in  industrial  recreation  there,  but  the  peak  is 
yet  to  come. 

Likewise,  in  Canada,  where  large-scale  industrializa¬ 
tion  was  slower  in  developing,  so  was  industrial  recrea¬ 
tion.  But  in  recent  years,  Canada  has  expanded  its  indus¬ 
trial  production  greatly  and,  with  that  expansion,  its  par¬ 
ticipation  in  industrial  recreation.  Robert  Wanzel  re¬ 
ported  in  his  doctoral  dissertation  that  “the  percentage 
of  companies  having  recreational  activities  as  a  fringe 
benefit  increased  from  54.8%  in  1967  to  61.7%  in 
1 969. “2 

There  is  good  reason  to  believe  that  the  trend  has 
continued  and  perhaps  increased  since  that  time.  Also, 
as  elsewhere,  the  idea  of  industrial  recreation  as  a  fringe 
benefit  is  giving  way  in  Canada  also  to  the  idea  of  mutu¬ 
ality.  There  was,  and  perhaps  still  is,  more  of  a  tendency 
toward  an  unbalanced  emphasis  upon  physical  sports 
and  physical  fitness  in  Canadian  programs.  Yet  there  are 
Canadian  programs,  such  as  the  well-rounded  program 
directed  by  the  veteran  professional  Murray  Dick  at  the 
Dominion  Foundries  and  Steel,  Ltd.,  which  provide 
examples  for  the  desired  breadth  and  diversification. 

In  Latin  America  industrial  recreation  is  not  yet  well 
established  but  can  be  expected  to  grow  with  the  in¬ 
crease  of  capitalization  and  industrialization.  There  is 
one  particularly  good  example  in  Mexico  which  may 
contribute  to  the  growth  of  industrial  recreation  there. 
That  is  the  program  of  the  ALPHA  Group  in  Monterrey. 
The  ALPHA  Industrial  Group  Employees  Association, 
headed  by  Jose  Amores,  seeks  the  total  personal  enrich¬ 
ment  of  all  its  members.  It  provides  cultural,  economic, 
educational,  health,  legal,  and  recreational  support  for 
the  employees  and  for  their  families.3  Latin  America  is  a 
rich  field  for  further  development. 

Local  Industrial  Recreation  Councils 

The  increase  in  the  number  of  local  industrial  recrea¬ 
tion  councils  is  an  important  reason  to  predict  growth  in 
the  number  of  companies  offering  and  employees  par¬ 
ticipating  in  industrial  recreation  programs.  The  local 
councils  make  it  possible  for  small  companies  to  offer 
varied  programs.  They  serve  as  local  centers  to  educate 
business  and  industrial  leaders  to  the  benefits  of  indus¬ 
trial  recreation.  Especially  are  the  local  councils  signifi¬ 
cant  for  their  services  in  expanding  industrial  recreation 
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from  the  traditional  supporting  companies  to  new  kinds 
of  operations — to  banks,  hospitals,  retail  stores,  small 
service  companies,  and,  in  fact,  to  all  manner  of  enter¬ 
prises  which  employ  people.  The  future  will  see  a  mul¬ 
tiplication  of  local  industrial  recreation  councils. 

A  Shorter  Work  Week 

The  growth  of  industrial  recreation  is  predictable  be¬ 
cause  of  the  trend  toward  a  shorter  work  week  and  the 
emphasis  upon  the  "good  life"  to  vastly  greater  numbers 
of  persons.  It  took  more  than  a  century  to  cut  the  dawn- 
to-dusk,  six-day  workweek  down  to  the  eight-hour  day 
and  five-day  week  that  has  prevailed  for  the  last  three 
decades.  Now  there  is  a  growing  crescendo  of  demand 
by  workers,  supported  by  public  sentiment,  to  provide 
still  larger  blocks  of  time  for  workers  to  find  recreation 
and  personal  enrichment. 

One  means  of  providing  that  larger  block  of  leisure 
time  was  the  introduction  of  the  ten-hour  day  and  four- 
day  workweek.  About  10,000  firms  in  the  United  States 
are  operating  on  such  schedules  now.  Another  approach 
was  the  development  of  individual  and  flexible  work 
hours,  though  the  total  time  per  workweek  remained  at 
40  hours.  Perhaps  a  million  or  more  workers  in  the 
United  States  are  currently  working  under  the  flexible 
scheduling  concept.  The  Toledo  Blade  reported  May  1  5, 
1978,  that  the  U.S.  House  of  Representatives  approved 
an  expanded  program  of  flexible  hours  for  most  federal 
employees. 

Now  the  finger  of  fate  points  toward  an  actual  reduc¬ 
tion  of  hours  in  the  workweek.  In  the  United  States  the 
total  number  of  hours  actually  worked  by  office  employ¬ 
ees  declined  about  two  hours  in  1977  alone.  Moreover, 


the  United  Auto  Workers  have  begun  a  campaign  lead¬ 
ing  toward  a  workweek  of  four,  eight-hour  days.  In 
1976,  the  UAW  negotiated  a  new  holiday  program 
which  provides  "paid  personal  holidays"  in  addition  to 
all  regular  holidays  and  vacations.  Beginning  in  Sep¬ 
tember  of  1 976,  auto  workers  with  at  least  one  year's 
seniority  received  five  personal  holidays  per  year.  The 
number  of  such  holidays  rose  to  seven  in  1 978.  The  goal 
of  the  UAW  is  to  increase  such  personal  holidays  "until 
it  achieves  a  four-day  week."4 

Also,  the  Delphi  Forecast,  based  on  surveys  and 
studies  of  industrial  experts  and  conducted  jointly  by  the 
University  of  Michigan  and  the  Society  of  Manufacturing 
Engineers,  predicts  that  by  1990,  the  32-hour  workweek 
"will  become  the  new  standard  for  unionized  indus¬ 
tries."5  The  effect  upon  the  popularity  of  industrial  rec¬ 
reation  is  obvious. 

Programming 

As  industrial  recreation  broadens  its  activities  and  its 
services  it  will  appeal  to  an  ever  larger  percentage  of 
employees.  As  this  happens,  more  and  more  employers 
will  be  moved  to  encourage  and  support  industrial  rec¬ 
reation.  In  his  address  to  the  30th  Annual  Conference  of 
NIRA,  Frank  Flick  said  (and  the  emphases  are  his)  "I  be¬ 
lieve  that  industrial  recreation  can  and  should  be  more 
purposeful ,  more  significant ,  and  should  seek  to  achieve 
a  wider  range  of  objectives.''6 

As  it  fulfills  that  need  it  will  certainly  increase  its  be¬ 
lievers,  its  supporters,  and  its  membership.  Industrial 
recreation  is  being  more  meaningful  only  through  the 
leadership  of  its  full-time  professionals.  We  have  here  a 
beneficient  circle:  the  increase  of  professional  leader¬ 
ship  will  lead  to  the  improvement  of  industrial  recreation 
programs  and  services;  and  that  improvement  will,  in 
turn,  attract  more  participants  and  increase  the  demand 
for  professional  leadership. 

Family  Programming 

In  the  quotation  which  prefaces  this  chapter,  Frank 
Flick  noted  quite  accurately  that  "for  years,  industrial 
recreation  has  focused  on  the  employee  himself.  Now  it 
is  being  broadened  to  embrace  the  family,  with  more 
emphasis  on  family  programming."  This  is  a  change  in 
process  and  not  a  goal  fully  ahcieved.  There  are  still  a 
distressing  number  of  programs  which  are  too  narrow  in 
their  range  of  activities  and  have  too  little  regard  for  fam¬ 
ily  needs.  It  is  important  that  there  be  activities  in  which 
families  can  participate  as  a  family.  Examples  are  family 
outings,  family  garden  plots,  family  camp  grounds,  and 
organized  tours  for  recreational  vehicles. 

To  a  greater  extent  than  may  be  realized,  the  impor¬ 
tance  of  the  family  is  being  reevaluated.  Perhaps  the 
great  incidence  of  marriage  failure  has  served  to 
heighten  the  interest  of  persons  in  making  their  own 
marriages  work,  and  less  is  being  taken  for  granted.  This 
may  be  part  of  the  reason  why  the  rapidly  increasing 
divorce  rate  is  beginning  to  level  off.  Although  the  di¬ 
vorce  rate  was  2%  higher  in  1 977  than  in  1 976,  this  was 
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the  smallest  increase  for  several  years.  Indeed  it  is  quite 
a  contrast  to  the  1 1%  annual  increases  which  prevailed 
from  1967  to  1973. 7  The  declining  rate  of  increase  may 
foreshadow  an  actual  decrease  in  the  divorce  rate  in  fu¬ 
ture  years. 

Also  indicating  the  need  for  more  family  programm¬ 
ing  are  the  facts  that  it  is  the  middle  classes  to  which  the 
bulk  of  employee  assocation  members  belong,  and  it  is 
the  middle  classes  which  are  most  family-oriented  and 
which  place  the  highest  value  on  family  activities. 


Family  Services 

We  see,  also,  an  increase  in  family  services  provided 
by  the  employee  associations.  Among  present  services 
which  benefit  families  are  the  ticket  and  discount  mer¬ 
chandise  services.  Less  common,  but  increasing,  are 
association-operated  stores  which  allow  employees  to 
shop  on  lunch  hours  without  leaving  the  premises,  a 
great  convenience  and  economical,  too. 

It  seems  most  likely  that  the  near  future  will  see  the 
introduction  of  one  new  and  very  important  family  ser¬ 
vice:  day-care  centers  for  the  children  of  employees.  So 
far  as  we  have  been  able  to  discover,  this  service  is  not 
being  provided  on  a  regular  basis  by  any  employee  rec¬ 
reation  association  now;  yet  it  is  a  "natural"  for  em¬ 
ployee  associations.  It  is  really  curious  that  the  idea  has 
not  already  taken  hold.  More  than  a  half  century  ago,  the 
New  Jersey  Zinc  Company  at  Palmerton,  New  Jersey, 
provided  "a  kindergarten  at  which  those  women  who 
work  and  who  have  no  one  to  leave  their  children  with 
can  bring  their  little  ones  for  a  day's  stay."8  Industry  in  a 
few  cases  has  followed  that  example,  but  no  industrial 
recreation,  for  which  it  is  even  more  appropriate.  There 
are  growing  numbers  of  privately  operated,  commercial 
day-care  centers;  but  there  is  still  good  reason  for  em¬ 
ployee  associations  to  begin  their  own  day-care  centers. 

Association  operated,  nonprofit  day-care  centers, 
once  established,  can  easily  be  self-supporting  while 
simultaneously  saving  money  for  the  parents.  It  is  all  the 
more  feasible  now  that  working  parents  receive  an  in¬ 
come  tax  break  for  money  spent  for  the  care  of  minor 
children.  All  that  is  necessary  is  for  the  employee  associ¬ 
ation  to  do  careful  advance  planning,  research  state  and 
federal  regulations,  and  ascertain  and  observe  local  zon¬ 
ing  regulations  and  fire  codes. 

Organizing  a  day-care  center  is  not  a  job  for  volun¬ 
teers,  but  it  should  be  well  within  the  abilities  and  skills 
expected  of  the  well  educated  and  qualified  professional 
industrial  recreation  administrator.  That  administrator 
will  not  operate  the  center,  of  course,  but  will  need  to 
participate  in  the  original  decision  makng  and  prelimi¬ 
nary  planning.  It  will  be  the  responsibility  of  the  recrea¬ 
tion  director  to  make  the  necessary  governmental  con¬ 
tacts,  arrange  the  business  contracts,  and  look  to  the 
employment  of  a  capable  and  qualified  operator.  There¬ 
after,  the  director  will  maintain  only  a  supervisory  rela¬ 
tionship  to  the  center  as  with  other  association  opera¬ 
tions.  The  suggestion  for  day-care  centers  does  point 
again  to  the  need  for  the  continued  professionalization 


of  industrial  recreation  administrators,  and  it  does  have 
implications  for  the  academic  preparation  of  future  ad¬ 
ministrators. 

In  operating  day-care  centers,  employee  associations 
will  find  they  cannot  avoid  closer  relationships  with 
government  agencies  at  all  levels.  Yet  this  closer  rela¬ 
tionship  is  inevitable  anyway. 

Industrial  Recreation  and  Government 

We  agree  with  Frank  Flick  that,  after  increased  atten¬ 
tion  to  family  programming,  the  next  step  will  be  for  in¬ 
dustrial  recreation  to  "broaden  its  area  of  concern  once 
again,  and  seriously  embrace  the  whole  community." 

At  the  present  time,  the  majority  of  industrial  recrea¬ 
tion  programs  closely  involved  with  their  communities 
are  those  located  in  relatively  small  communities.  Yet 
there  are  examples  of  good  community  involvement  on 
the  part  of  large  programs  in  sizable  communities.  A 
good  example  of  close  community  involvement  is  the 
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Industrial  Mutual  Association  (IMA)  of  Flint,  Michigan, 
The  IMA  belongs  to  the  Flint  community  recreation  as¬ 
sociation,  which  coordinates  the  use  of  all  recreational 
facilities  and  through  which  all  recreation  events  are 
scheduled.  The  IMA  built  a  fine  lodge  which  it  leases  for 
a  token  fee  to  the  community  Big  Brother  Association.  It 
also  operates  a  community  veterans  counseling  service, 
provides  educational  counseling  service,  and  offers 
scholarship  monies  to  nearby  institutions  of  higher  edu¬ 
cation. 

Government  Agencies 

Once  largely  limited  to  private  industry,  industrial  rec¬ 
reation  is  moving  into  closer  relationships  with  govern¬ 
ment  agencies.  Many  governmental  units,  as  Metropoli¬ 
tan  Dade  County  Florida,  have  large  and  flourishing  in¬ 
dustrial  recreation  associations  for  their  employees  and 
are  members  of  NIRA.  The  employees  at  many  U.S. 
Armed  Forces  sites  have  organized  on  their  own  and  are 
members  of  NIRA  also.  Another  sign  of  the  times  is  the 
decision  of  the  League  of  Federal  Recreation  Associa¬ 
tions  to  join  NIRA  in  1 977  as  a  “full  membership  Indus¬ 
trial  Recreation  Council."  The  LFRA  serves  a  member¬ 
ship  of  more  than  80  organizations  which  represent 
"over  300,000  federal  servants."0 

The  Nova  Scotia  Conference 

One  of  the  most  significant  developments  respecting 
industrial  recreation  in  the  past  decade  was  the  1977 
government-sponsored  conference  of  government  and 
industry  leaders  on  industrial  recreation  held  in  the  pro¬ 
vincial  capital  of  Hal ifax.  The  significant  fact  is  that  the 
impetus  for  the  conference  came  from  the  government. 


Conceived  and  sponsored  by  the  Nova  Scotia  Depart¬ 
ment  of  Recreation  and  the  Department  of  Develop¬ 
ment,  it  brought  together  more  than  sixty  important 
business,  industry,  and  government  agency  leaders,  all 
for  the  purpose  of  promoting  industrial  recreation.  Four 
provincial  governments  other  than  Nova  Scotia  were 
also  represented  at  the  conference;  and  resource  mate¬ 
rial  generated  by  the  conference  was  sent  to  all  Cana¬ 
dian  provinces. 

The  Nova  Scotia  Conference  signaled  a  new  day  for 
industrial  recreation.  Whatever  the  initial,  observable  re¬ 
sults  of  the  Nova  Scotia  conference,  the  ultimate  conse¬ 
quences  should  be  tremendous. 

We  would  suggest  that  representatives  of  institutions 
of  higher  education  be  invited  to  participate  in  any  simi¬ 
lar  conferences  in  the  future.  It  would  also  be  extremely 
helpful  if  any  provincial  or  state  government  would  en¬ 
courage  its  official  institution(s)  of  higher  education  to 
provide  professional,  technical  education  in  industrial 
recreation. 

The  commitment  of  government  and  industrial  lead¬ 
ers  to  industrial  recreation  can  result  in  a  magnification 
and  enlargement  of  industrial  recreation  programs;  but, 
in  order  to  allow  those  programs  to  deliver  the  bright 
promises  suggested,  there  must  be  an  adequate  and  con¬ 
tinuing  supply  of  professional  administrators. 

Avenues  to  Professionalism 

The  growth  of  professionalism  is  virtually  assured.  A 
great  and  sufficient  inducement  for  some  companies  to 
insist  upon  employing  professional  industrial  recreation 
directors  is  the  fact  that  only  under  such  leadership  are 
employee  associations  likely  to  become  able  to  provide 
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a  reasonably  large  part  of  their  own  support.  These  com¬ 
panies  will  find  it  cheaper  in  the  long  run  to  pay  the 
price  of  hiring  professional  administrators.  Other  com¬ 
panies,  more  fully  persuaded  of  the  value  of  industrial 
recreation  to  the  companies  themselves  and  to  their  em¬ 
ployees,  will  want  and  insist  upon  professional  adminis¬ 
trators  in  order  to  achieve  a  program  that  will  be  the 
most  productive  of  their  goals  and  objectives. 

As  the  market  for  professioanl  leadership  grows,  so 
must  the  standards  of  professional  recognition.  Indeed, 
as  the  standards  for  professionalism  are  raised,  the  de¬ 


mand  for  professional  leaders  will  increase.  The  two  de¬ 
velopments  will  go  hand  in  hand. 

(EDITOR'S  NOTE:  The  above  is  taken  from  the  first  col¬ 
lege  textbook  on  employee  programs  to  be  published  in 
a  generation.  An  invaluable  resource  for  the  student 
new  practitioner  and  veteran  administrator,  this 
hardcover,  236-page  text  covers  economic  and  ethical 
background,  practical  program  implementation  guide¬ 
lines,  and  the  place  of  the  professional  recreation  di¬ 
rector  in  business,  industry  and  government.  To  order 
your  copy  use  the  order  form  on  page  22.)  Till 
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"Not  too  long  ago 
I  was  speechless. 
Now  I'm  teaching  Ben 
how  to  talk" 

Don  Stevenson 
had  cancer  of  the  larynx 
(voice  box).  He's  now 
cured  and  talking  again. 
And  helping  other 
people  who  had  the 
same  cancer  learn  how 
to  talk  again. 

Cancer  of  the 
larynx  is  one  of  the 
most  treatable  cancers. 

If  discovered  in  time, 

9  out  of  10  patients  are 
curable.  Of  these,  two- 
thirds  learn  to  speak 
again,  thanks  to  a 
rehabilitation  program 
of  the  A.C.S.  Early 
detection  and  prompt 
treatment  can  save  your 
life  and  your  voice. 
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2,000,000 people  fighting  cancer. 
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OPEN  FORUM 

N I RA 

by  any  other  name 


Should  the  National  Industrial  Recreation  Associa¬ 
tion  (NIRA)  be  renamed  the  Employee  Services  Man¬ 
agement  Association  (ESMA)?  When  the  choice  comes 
before  NIRA  voters  in  a  postal  referendum  next  year,  the 
merits  of  these  specific  alternatives,  as  well  as  the  greater 
question  of  a  change,  will  be  well-known  to  RM  readers. 
In  the  next  several  issues  of  Recreation  Management, 
"Open  Forum"  will  present  letters  to  the  editor  on  this 
important  issue.  We  encourage  all  members  and  in¬ 
terested  friends  of  NIRA  to  add  their  opinions  to  these. 
Responsibility  for  the  selection  of  letters  is  the  RM 
Editor's,  with  the  advice  and  final  approval  of  the  NIRA 
Executive  Director.  Background  information  on  the 
mechanics,  costs  and  implications  of  a  name  change  is 
available  upon  request  from  NIRA  headquarters. 

Send  letters  on  the  NIRA  name-change  proposal  to: 
Open  Forum,  Recreation  Management  Magazine,  Na¬ 
tional  Industrial  Recreation  Association,  20  N.  Wacker 
Dr.,  Suite  2020,  Chicago,  IL  60606. 


To  " Open  Forum"  Editor: 

A  name  change  for  our  Association  will  signficiantly 
aid  our  efforts  to  strengthen  the  organization,  increase 
our  membership,  and  enhance  our  image.  I  favor  adop¬ 
tion  of  the  proposed  name:  Employee  Services  Man¬ 
agement  Association. 

Shortly  after  the  Rochester  Conference,  an  acquain¬ 
tance  of  many  years,  who  has  served  on  the  boards  of 
several  local  and  state  business  and  professional  associa¬ 
tions,  and  is  the  administrative  assistant  to  a  former  NIRA 
Director,  offered  her  congratulations  to  me  "on  your 
election  to  that  fun  organization".  She  was  serious;  her 
perception  of  NIRA  was  that  of  a  "fun  organization" . 
Why?  As  she  explained  it:  "to  me,  'recreation'  means 
'fun'  " .  How  many  others  have  misconceptions  of  our 
purpose  based  upon  impressions  conveyed  by  our 
name? 

"National" — no,  we're  international  "Industrial"- 
somehow  that  conveys  a  mental  image  of  factories  and 
smokestacks.  "Recreation" — to  many  people  that  trans¬ 
lates  as  "sports",  or — even  worse — "athletics".  In  short, 
our  name  doesn't  do  us  justice. 

"Industrial  Recreation"  is,  today,  too  restrictive  a 
term.  It  doesn't  begin  to  suggest  the  nature  or  importance 
of  our  work.  It  may,  in  fact,  as  indicated  above,  create  a 
false  and  negative  impression. 

Is  a  university  personnel  department  engaged  in  "in¬ 
dustrial  recreation"  when  it  organizes  a  blood  bank,  or 
arranges  merchandise  or  services  discounts  for  the  bene¬ 
fit  of  the  faculty  and  staff?  Isn't  it,  instead,  providing  em¬ 
ployee  services? 

And  isn't  it  easier  (and  more  logical)  to  "fit"  recrea¬ 
tion  into  employee  services  than  the  other  way  around? 

Who  are  we? 

We  are  an  association  of  people  who  manage  em¬ 
ployee  services  programs,  "Employee  Services  Man¬ 
agement  Association"  is  a  title  which  is  descriptive  of 
our  activity  and  interest. 

The  proposed  title  is  suggestive  of  more  profes¬ 
sionalism,  and  a  higher  purpose,  than  the  current  one 
and  therefore  would  provide  more  credibility  and  more 
built-in  "sell"  when  we  approach  business  and  industry 
for  grants,  membership,  and  recognition. 

If  the  Association  is  to  broaden  its  appeal  and  cap¬ 
ture  a  larger  share  of  the  market,  it  must  do  all  it  can  to 
project  the  correct  and  current  image.  A  new  name — 
and  logo — will  aid  those  efforts  and  help  portray  the  As- 
sociation  as  a  broad-scale,  professional,  service  organi- 
zationiwhich  is  responsive  to  the  needs  of  its  members. 

It  is  time  for  us  to  move  ahead.  Adoption  of  the 
name:  Employee  Services  Management  Association  will 
get  us  under  way. 

Sincerely, 

A.  C.  Ward 
Manager, 

Personnel  Services 

Owens-Coming  Fiberglas  Corporation 
(NIRA  President-Elect,  1978-1980) 
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National  Industrial  Recreation  Association 

39th  Annual  Conference  and  Exhibit 

Town  &  Country  Hotel 
San  Diego,  California 
May  15-20,  1980 


Complete  registration  form  on  reverse  page  and  return  to: 

NIRA  •  20  N.  Wacker  Drive  •  Suite  2020  •  Chicago,  IL  60606 

(312)  346-7575 
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Registration 

The  39th  Annual  NIRA 
National  Conference  and  Exhibit 

Town  &  Country  Hotel  San  Diego,  California 

May  15-20,  1980 

Data 

Your  name  _ Title 

Firm  Name  _ _ | _ 

Business  Address  _ _ _ 


City  _ 

Telephone  ( _ ) _ 

Status:  CIRA  □  CIRL  □ 

Number  of  National  conferences  attended _ 


_ State _ Zip 

_ Number  of  Employees _ 

New  NIRA  Member  □ 

(Since  June  1,  1979) 


Names  of  others  in  your  party  for  whom  you  will  submit  forms 


(for  cross  reference) 

A  separate  form  must  be  submitted  for  each  person  in  your  party.  (Duplicate  if  necessary) 


Registration  Packages 

(Fee  includes  group  meals  and  social  functions) 


Delegate— NIRA  member  . 

Non-member  delegate  . 

Associate  Members  not  exhibiting  . . 
Commercial  attendees  not  exhibiting 

All  Spouses . 

Student  Attendees . 

Children . 


-IMPORTANT- 
CIRCLE  YOUR  CATEGORY 

Prior  to  April  1 ,  1 980  After  April 


$140.00 

$150.00 

$155.00 

$165.00 

$200.00 

$210.00 

$285.00 

$295.00 

$  75.00 

$  85.00 

$  70.00 

$  80.00 

$  65.00 

$  75.00 

1980 


Policies 

Include  your  check  made  payable  to  the  National  Industrial  Recreation  Association.  No  registration  accepted  without  payment  in 
advance.  Registration  can  be  accepted  in  San  Diego  at  some  inconvenience  to  you. 

Mail  registration  and  checks  to:  NIRA,  20  N.  Wacker  Drive,  Chicago,  Illinois  60606. 

Cancellation  Policy  . . .  Full  registration  will  be  refunded  if  cancellation  notice  is  received  postmarked  no  later  than  May  2, 1 980.  After  this  date, 
full  refund  cannot  be  guaranteed.  No  refunds  will  be  made  unless  request  is  filed  before  June  20,  1980. 
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1980  National 
Conference  &  Exhibit 
May  15-20,  1980 
San  Diego,  California 

A  Fiesta  of  Action: 

Growth,  Service  and  Value 


PROGRAM  AT  A  GLANCE 


THURSDAY,  MAY  15 

8:00  AM 

8:00  AM-  2:30  PM 
2:30  PM-  3:30  PM 
3:30  PM-  4:30  PM 
3:45  PM-  4:45  PM 
6:00  PM-  9:00  PM 

FRIDAY,  MAY  16 

(SP)  7:45  AM-  8:45  AM 
8:30  AM- 10:45  AM 
(SP)  9:00  AM-  3:00  PM 
11:00  AM- 11:45  AM 

Noon-  2:00  PM 
2:15  PM-  3:15  PM 


3:30  PM—  4:30  PM 
5:00  PM-  7:00  PM 
8:00  PM 


Registration 

Tournaments 

Speakers,  Chairmen,  Vice  Chairmen  Orientation  Session 
First-Timers  Reception 

NIRA  Junior  Directors  Meeting  for  Election  Procedures 
Conference  Opening  Banquet 


Hospitality  Room  Open 
Regional  Breakfasts 

Tour  of  Old  Town  and  Seaport  Village 

Keynote  Address:  "Employee  Recreation's  Role  in  the 

Personnel  Administration's  Profession" 

Poolside  Luncheon 
Concurrent  Sessions: 

(A)  "Legislation  &  Liability 
(Agreements  &  Contracts)" 

(B)  "Recreation  Programming" 

General  Educational  Session 
Exhibit  Hall  Grand  Opening 
Dinner/Entertainment 


Continued  on  following  page 
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SATURDAY,  MAY  17 

(SP) 


8:00  AM- 
9:00  AM- 

11:00  AM 
1:00  PM- 
3:00  PM- 
4:30  PM 
6:00  PM- 
9:00  PM 


9:00  AM 
10:00  AM 


3:00  PM 
4:30  PM 

9:00  PM 


Hospitality  Room  Open 
General  Session: 

"Physical  Fitness/Health  Maintenance" 

Buses  depart  for  Convair  Recreation  Association  (CRA) 

Lunch  at  CRA/tour  recreation  facility 

Tournaments  &  Awards/CRA  Clubhouse  Auditorium 

Buses  depart  for  hotel 

Exhibit  Hall  Open 

Evening  on  your  own 


SUNDAY,  MAY  18 


(SP) 


(SP) 


7:00 

AM 

8:00 

AM- 

10:00 

AM 

9:00 

AM- 

11:00 

AM 

10:00 

AM- 

11:00 

AM 

11:00 

AM- 

1:30 

PM 

1:30 

PM 

1:45 

PM- 

3:30 

PM 

4:00 

PM- 

4:45 

PM 

5:30 

PM 

Fun  Run 

CIRA/CIRL  Breakfast 

Hospitality  Room  Open — Creative  Craft  Workshop 
Concurrent  Sessions: 

(A)  "Facilities" 

(B)  "Revenues/Fund  Raising 
Exhibit  Hall  Open/Deli  Luncheon 
Free  for  shopping 

NIRA  Annual  Meeting/Election  of  Officers 
General  Educational  Session 
Buses  depart  for  Sea  World 


MONDAY,  MAY  19 

(SP)  8:00  AM-  9:00  AM 
8:30  AM- 10:30  PM 
(SP)  9:00  AM-  4:00  PM 
10:45  AM- 11:45  AM 


Noon-  2:00  PM 
2:30  PM-  3:30  PM 


3:45  PM-  4:45  PM 


7:00  PM 


Hospitality  Room  Open 

Exhibit  Hall  Open/Exhibitors'  Door  Prize  Drawings 

City  tour,  harbor  excursion,  lunch  at  Balboa  Park,  bus  tour  of  San  Diego  Zoo 
Concurrent  Sessions: 

(A)  "Retiree  Programs" 

(B)  "Travel  Programs" 

Management  Luncheon 
Concurrent  Sessions: 

(A)  "Employee  Associations  vs.  Company  Recreation" 

(B)  "Volunteers" 

Concurrent  Sessions: 

(A)  "Communications  and  Public  Relations" 

(B)  "Camping  and  Family  Outings" 

Presidents'  Ball/Dinner  and  Dancing 


TUESDAY,  MAY  20 

9:00  AM- 10:00  AM 
10:00  AM- 11:00  AM 


General  Session: 

"Operation  Life  Style:  A  Fitness  Program  For  Now  and  the  1980's" 
Conference  Critique 


(SP)  Events  planned  specifically  for  registered  spouses.  Spouses  are  invited  and  encouraged  to  attend  all  of 
the  professional  development  educational  sessions  as  well  as  all  of  the  special  events. 
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ACTIVITIES 

MONTH 

PAGE 

DEPARTMENTS 

MONTH 

PAGE 

Employee  Programs — Its'  What  We 

Feb 

27 

Volunteers  from  the  Workplace 

Oct 

10 

Believe  In 

Employee-Built  Facilities  at 

Nov 

12 

Group  Travel — The  Program  Expender 

Feb 

32 

General  Dynamics  Convair 

Trends  in  Recreational  Sports 

Mar 

10 

Professionalism:  Survival  Skills  for  the80's 

Nov 

28 

Soccer:  A  Sports  Activity  to  Grow  On 

Mar 

12 

The  NIRA  President  Would  Like 

Feb 

5 

IRC  Sports  Leagues 

Mar 

24 

a  Word  With  You  .  .  . 

Mar 

5 

Scouting  Clears  New  Trails  for  Employee 

Apr 

10 

Apr 

5 

and  Public  Relations 

May/Jun 

5 

National  Hunting  &  Fishing  Day 

Apr 

9 

Jul 

5 

May/June 

33 

Aug 

3 

Jul 

29 

Sep 

3 

NOVA'S  Recreation  Challenges  Stress 

Apr 

13 

Oct 

3 

Toastmasters  Clubs:  Management 

May/Jun 

28 

Nov 

3 

Training  as  a  Recreational  Activity 

Dec/Jan 

0 

Get  Involved  With  Your  Community 

Aug 

27 

Ideas  Clinic 

Feb 

9 

Travel  Trends:  What  Can  We  Expect 

Sep 

10 

Mar 

17 

in  the  1980's? 

Apr 

28 

Combating  the  Winter  Blues — An 

Sep 

18 

May-Jun 

20 

Industrial  Psychologist  Explains  Why 

Jul 

27 

Winter  May  Give  You  a 

Aug 

26 

Competitive  Edge 

Sep 

29 

A  Group  Planner's  Checklist  for 

Sep 

20 

Oct 

29 

Successful  Ski  Trips 

Nov 

16 

NIRA  Travel  Services  Directory-1979 

Sep 

21 

Dec/Jan 

3 

Bring  Out  the  Artists .  .  .  Bring  in  the  Act 

Oct 

18 

Tournament  News 

Feb 

35 

Allstate  Family  Day 

Oct 

21 

Mar 

9 

United  Nations  Day  at 

Oct 

26 

Apr 

8 

McDonnel,  Douglas 

May/Jun 

30 

The  Outdoor  Jogging  Circuit — 

Nov 

20 

Jul 

11 

Conditioning  at  an  Individual  Pace, 

Aug 

33 

Facilities  on  a  Slim  Budget 

Sept 

12 

Oct 

9 

ADMINISTRATION 

MONTH 

PAGE 

Dec/Jan 

23 

Planned  Purchasing — A  Sensible 

Feb 

11 

Meet  Your  Board 

Feb 

37 

Approach  on  Any  Budget 

Mar 

33 

Research  Resport:  Employee  Recreation: 

Feb 

22 

Apr 

33 

Why  Aren't  More  Businesses  Involved? 

NIRA  Calendar 

Feb 

38 

How  to  Develop  an  Employee 

Feb 

28 

Mar 

34 

Discount  Program 

Apr 

34 

Practical  Questions  for  a  Pre-Retirement 

Apr 

23 

May/Jun 

34 

Counseling  Program 

Jul 

38 

Stress  Management — How  to  Recognize 

Apr 

29 

Aug 

36 

Harmful  Stress  Levels  in  Employees 

Sep 

29 

and  Help  Relieve  Them 

Oct 

32 

A  Promotional  Idea 

May/Jun 

6 

Nov 

34 

How  and  Why  to  File  a  Conference  Report 

May/Jun 

10 

Dec/Jan 

40 

A  Concentrated  Education 

May/Jun 

12 

Ad  Index 

Feb 

38 

Inside/Out:  What  is  Fitness? 

Jul 

17 

Mar 

34 

Before  You  Propose  an  Employee 

Jul 

22 

Apr 

34 

Fitness  Program  .  .  . 

May/Jun 

34 

Bartender  to  Bear-Tender 

Jul 

30 

Jul 

38 

Helping  Employees  Cope 

Jul 

35 

Aug 

36 

New  College  Text  Introduces  Employee 

Aug 

8 

Sep 

32 

Programs  to  Business  Students 

Oct 

32 

Say  it  in  Numbers — Learning  to  Talk 

Aug 

30 

Nov 

34 

With  Management 

Dec/Jan 

40 

Program  Assistance  for  Branch  Plants — 

Sep 

13 

continued  on  following  page 
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DEPARTMENTS  (Continued) 

MONTH 

PAGE 

Know  Us  By  the  Companies  We  Keep 

Feb 

20 

1979  Delegates'  Registration  Form 

Feb 

18 

Mar 

18 

Mar 

30 

Apr 

18 

Apr 

22 

May/Jun 

18 

1980  Delegates'  Registration  Form 

Dec/Jan 

14 

Jul 

20 

We  Are  Proud  to  Honor  the  Best 

Feb 

19 

Aug 

20 

in  our  Field.  They  Are  .  .  . 

Sep 

16 

Annual  Report  to  the  Members 

Feb 

31 

Oct 

16 

NIRA  Board  of  Directors  Winter  Meeting 

Mar 

15 

Nov 

18 

While  You're  in  Rochester, 

Mar 

27 

Names  in  the  News 

Mar 

6 

Take  a  Look  Around  You 

Jul 

14 

1979  NIRA  Conference  Speakers — 

Apr 

6 

Sep 

28 

From  the  State  of  the  Union  to  the 

Nov 

17 

Future  of  the  Profession 

News  in  Brief 

Mar 

8 

"Press  On  .  . Theme  of 

May/Jun 

14 

May/June 

8 

1979  Conference  and  Exhibit 

Jul 

8 

Official  Conference  Greetings 

May/Jun 

21 

Sep 

6 

Highlights:  1979  NIRA 

May/Jun 

22 

Oct 

6 

Conference  Program 

Dec/Jan 

21 

Transition  in  Leadership 

May/Jun 

26 

"Top  Management  Speaks" 

Plan  to  Attend:  39th  Annual  National 

May/June 

32 

Sherwood  L.  Fawcett,  Battelle 

Feb 

6 

Conference  and  Exhibit 

Jul 

26 

Robert  W.  Galvin,  Motorola 

Mar 

31 

Aug 

23 

Stanford  N.  McDonnell, 

Apr 

13 

Dec/Jan 

13 

McDonnel,  Douglas 

Open  Forum:  NIRA  By  Any  Other  Name  ..  . 

Aug 

7 

Frank  Flick,  Flick  Reedy 

May/Jun 

16 

Sep 

4 

C.  J.  Pilliod,  Goodyear 

Jul 

6 

Oct 

4 

Charles  Sporck,  National  Semiconductor 

Aug 

29 

Nov 

4 

Robert  W.  Galvin,  Motorola 

Sep 

31 

Dec/Jan 

12 

Paul  P.  Davis,  McLean  Trucking 

Oct 

30 

1979  Employer  of  the  Year  Extends 

May/Jun 

24 

John  T.  Fey,  Equitable  Life 

Nov 

11 

Company  Recreation  to  the 

What  is  NIRA? 

Apr 

4 

Plant  Community 

May/Jun 

4 

Kodak's  Kirt  T.  Compton  is  1979-80 

Aug 

8 

Jul 

4 

NIRA  President 

Aug 

2 

1979  Conference  &  Exhibit:  A  Total 

Aug 

13 

Sep 

2 

Learning  Experience 

Oct 

2 

1979  NIRA  Certification  Honor  Roll 

Aug 

22 

Nov 

2 

1979  NIRA  Award  Winners 

Aug 

24 

Dec/Jan 

40 

NIRA  Board  Proposes  Changes  & 

Aug 

35 

NIRA  Services  &  Activities 

Apr  Cover  III 

Provokes  Controversy 

May/June  Cover  ill 

First  1979-80  Board  Meeting 

Sep 

26 

Jul 

Cover  II 

Dominated  by  Finance 

Aug 

Cover  II 

Region  VII  Conference  and  Exhibit — 

Nov 

23 

Sep 

Cover  II 

"Passport  to  Employee  Effectiveness" 

Oct 

Cover  II 

October  Board  Meeting 

Dec/Jan 

19 

Nov 

15 

Buyers  Guide  and  Services  Directory 

Dec/Jan 

25 

Dec/Jan 

39 

RM  Annual  Index 

Dec/Jan 

17 

NIRA  News 

Jul 

12 

Aug 

4 

Fitness/Health  Bulletin 

Jul 

28 

PROGRAM  PROFILES 

MONTH 

PAGE 

Order  Your  Professional  Library 

Sep 

27 

Organization  Profile:  Cummins 

Mar 

20 

Oct 

15 

Employee  Recreation  Association 

Dec/Jan 

22 

Associate  Profile:  Ski  Group: 

Mar 

23 

No-problem  Way  to  Group  Ski  Vacations 

Associate  Profile:  Mid-America  Tours 

May/Jun 

11 

NIRA  AFFAIRS 

MONTH 

PAGE 

Associate  Profile:  Nautilus  Provides 

Jul 

7 

Time  Out  for  Professional  Education — 

Feb 

14 

Assistance  to  Recreation  Directors 

Pick  Up  Information  and  Exchange 

Associate  Profile:  Majestic  Color  Studios,  Inc.  Jul 

7 

Ideas  at  the  1979  NIRA  Conference 

Offers  Family  Portraits 

and  Exhibit 

Associate  Profile:  S.O.S.  Talisman 

Sep 

30 

Switch  on  Your  Programs 

Feb 

17 

International 

Mar 

29 

Associate  Profile:  Reps.  Northeast  Inc. 

Dec 

4 

Apr 

21 

Associate  Profile:  Fitness  Industries 

Dec 

4 
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Key  Issues  Discussed 
At  October  Board  Meeting 


The  1979-80  Board  of  Directors 
met  under  the  direction  of  NIRA 
President  Kirt  T.  Compton  in 
Chicago  October  18  and  19  at  the 
Holiday  Inn  Mart  Plaza,  which  is  the 
site  for  the  1981  National  Confer¬ 
ence  and  Exhibit. 

One  of  the  key  decisions  made 
was  to  approve  for  referendum  a 
dues  increase  proposal.  NIRA  has 
long  faced  the  problem  of  adminis¬ 
trative  costs  substantially  exceeding 
dues  income.  The  move  to  increase 
the  dues  was  a  step  toward  equaliz¬ 
ing  this  disparity. 

In  other  developments,  the  Re¬ 
gional  Management  Committee 
proposed  a  restructure  of  the  re¬ 
gional  alignment.  Region  9  (cur¬ 
rently  all  parts  of  the  world  except 
the  U.S.  and  Canada),  would  be 
composed  only  of  the  Latin  Ameri¬ 
can  countries  and  Region  10,  which 
would  be  added,  would  encompass 
the  rest  of  the  world.  This  move  also 
necessitated  a  referendum  vote  by 
the  voting  members  of  NIRA. 

The  recently  formed  Fitness  & 
Health  Committee  asked  Steve 
Edgerton,  Vice  President  of  Tourna¬ 
ments  and  Services  to  investigate  the 
possibilities  of  NIRA  organizing  a 
Fun  Run.  If  feasible,  NIRA  will  im¬ 
plement  this  in  1980.  Other  discus¬ 
sion  involved  NIRA  attempting  to 
become  a  closer  affiliate  with  other 
organizations  that  are  directly  in¬ 
volved  in  the  fitness  and  health  ar¬ 
eas. 

The  1980  National  Conference 
and  Exhibits  program  was  approved 
by  the  Board.  The  San  Diego  IRC, 
represented  by  Region  VII  Junior  Di¬ 
rector  Jim  McKeon  of  Cubic  Defense 
Systems,  presented  the  proposed 
program  to  Conference  Chairman 
Richard  M.  Brown.  All  plans  were 
accepted  by  the  Board  and  much  en¬ 
thusiasm  regarding  the  1 980  Con¬ 
ference  was  shown.  The  Board  is 


looking  toward  the  conference  in 
San  Diego  to  be  NIRA's  most  suc¬ 
cessful  ever. 

The  Awards  Committee  added 
another  category  to  the  Promotional 
Awards  aspect  of  its  program.  This 
category  will  be  exclusively  for 
non-printed  entries,  such  as  slide 
presentations,  films,  etc.  In  addition, 
they  instituted  a  nominal  fee  struc¬ 
ture  for  entry  into  the  Awards  pro¬ 
gram  so  as  to  offset  costs  of  printing 
and  mailing  the  awards  brochure. 

Steps  were  taken  by  the  Personnel 
Committee  to  alter  the  Board  of  Di¬ 
rectors'  Meeting  structure  during  the 
National  Conference  and  Exhibit. 
These  moves  have  been  proposed  so 
as  to  maximize  the  work  of  the  In¬ 
coming  Board  of  Directors  within 
the  time  allotted  for  the  Conference. 

A  new  NIRA  Tournament  and  Ser¬ 
vices  booklet  was  presented  by  that 
Committee  and  will  be  distributed  to 
all  new  members  of  NIRA  so  they 
can  clearly  understand  the  participa¬ 
tion  and  organization  of  the  NIRA 
tournaments.  There  will  also  be  at¬ 
tempts  to  re-examine  the  entry  fee 
structures  so  that,  where  feasible, 
only  company  entry  fees  will  be  re¬ 
quired  and  individual  entry  fees  will 
be  eliminated. 

Looking  down  the  road,  the  Site 
Selection  Committee  named  three 
cities  as  possible  National  Confer¬ 
ence  sites  for  1983.  They  are:  Min¬ 
neapolis,  Minnesota;  Milwaukee, 
Wisconsin;  and  Columbus,  Ohio. 
Put  into  consideration  for  the  1984 
Conference  and  Exhibit  were  Bos¬ 
ton,  Massachusetts  and  Denver, 
Colorado. 

All  present  felt  the  two-day  Board 
Meeting  was  very  productive.  The 
Board  is  looking  forward  to  follow¬ 
ing  up  the  decisions  made  at  this 
meeting  when  they  meet  again  in 
January  in  Fort  Lauderdale,  Florida. 
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SPA  DESIGN  INC. 

HINSDALE. WESTMONT  416  EAST  OGDEN,  ILL.  60559 

312-655-1320 

VISIT  OUR  SHOWROOM  •  OPEN  7  DAYS  A  WEEK 
Builders  and  Contractors  Welcome 
OPEN  SOON:  MICHIGAN  AVE.,  CHICAGO  368-1474 


I  Spa  packages  start  at  $1495,00  We  started  something! 


We  offer  your  pick  of  14  basic  models. 
Then  we  give  you  an  almost  endless 
choice  of  custom  tile  and  color 
selections. 


So  join  the  crowd,  and  start 
enjoying  the  exciting  benefits  of 
your  own  spa  by  calling  or 
stopping  at  SPA  DESIGN  today. 
Chances  are  that  you  can  have 
one  in  your  home  by  next  week 
end!. 

Over  100  spas  In  stock 
for  immediate  delivery 


Great  for  parties,  relaxing  or 

relieving  the  day’s  tensions . . . 

SPAS... 

now  at  lowest  prices  ever. 


world’s  largest  manufacturer  of 
spas.  SPA  DESIGN  has  two  outlets 
in  Chicago  and  Westmont  for  your 
convenience. 
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IDEAS  CLINIC 


by 

Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QWe  are  interested  in  winning  management  ap¬ 
proval  for  establishing  an  employee  services  pro¬ 
gram  in  our  company.  Can  you  offer  some  good  strong 
reasoning  we  can  use  to  convince  them  of  the  need, 
benefits  and  importance  of  such  a  program  for  our  or¬ 
ganization? 

A  Whenever  I  have  been  asked  what  are  the  first  steps 
toward  establishing  or  revising  an  employee  ser¬ 
vices  program,  I  place  management's  understanding  of 
the  profitability  and  benefits  to  be  received  first.  It  is  of 
our  nature  to  seek  benefits  relative  to  ourselves,  our  fam¬ 
ily  or  business.  If  these  benefits  are  tangible  and  intangi¬ 
ble,  it  does  make  some  difference  in  our  evaluations.  It 
is,  therefore,  the  intangible  benefits  that  require  faith  or  a 
gambling  instinct.  These  are  also  the  most  difficult  to  jus¬ 
tify  when  promoting  the  program,  especially  to  persons 
having  strong  analytical  minds.  Personnel  administration 
is  one  business  area  that  is  involved  with  so  very  many 
intangibles.  It  is  also  one  of  the  newcomers  in  business 
and  industry  and  for  both  reasons  there  appears  to  be 
greater  reason  for  questioning. 

The  tangible  benefits  of  an  employee  service  should 
be  stated  first  in  any  presentation  of  objectives  for  such  a 
program.  More  time  should  be  given  to  discussion  and 
explanation  of  the  intangibles  as  these  will  outnumber 
the  tangibles,  and,  in  the  long  run,  may  be  the  more  pro¬ 
ductive.  Can  we  measure  the  values  of  an  institution  in 
their  entirety?  Is  society  really  any  better  for  having  the 
church,  Red  Cross,  YMCA,  etc.?  Most  of  us  think  so. 

Support,  belief,  faith  and  direction  by  executive 
management  of  a  business  or  industry  is  the  key  factor  in 
this  area  of  a  successful  employee  services  program.  It  is 
also  the  driving  force  that  brings  about  profitable  bene¬ 
fits  for  both  employee  and  employer  through  the  estab¬ 
lished  personnel  objectives  when  administered  cor¬ 
rectly. 

Employee  services  that  encompass  recreation, 
health,  conveniences,  assistance,  savings  and  loans, 
recognition,  and  communications  are  the  spinal  cord  of 
a  good  personnel  administration.  This  sector  of  person- 

20 


nel  must  be  well  coordinated  and  becomes  an  intricate 
part  of  the  total  employment.  The  director  and  staff  of 
employee  services  are  doing  their  best  job  when  they  are 
accepted  by  both  management  and  employees  as  friends 
and  aides  in  a  business  climate.  They  are  an  asset  to  the 
company  only  when  encouraged  and  directed  to  strive 
for  the  mutually  established  objectives  and  their  goals. 

The  objectives  should  be  developed  to  serve  in  the 
following  basic  areas  of  business:  Employees  retention; 
health  and  attendance;  employment  recruitment;  em¬ 
ployee  and  employee/family  relations;  community  rela¬ 
tions;  :  employee/management  unity;  communications; 
reduction  of  fatigue,  boredom,  accidents  and  disinterest; 
developing  a  friendly  in-company  family  spirit;  non- 
negotiated  benefits  and  services;  management  recruit¬ 
ment  and  discovery;  management  methods  and  proce¬ 
dure  training;  company  public  relations  image;  com¬ 
pany  loyalty  and  interest;  retirement  conditioning;  and 
recognition. 

I  am  sure  you  have  realized  the  importance  of  a  qual¬ 
ified  employee  services  manager  as  part  of  manage¬ 
ment's  support  and  interest  in  the  total  achievement. 
There  must  be  someone  who  can  carry  through  year 
after  year  supplying  the  continuity  needed  to  maintain  a 
successful  operation.  NIRA  is  interested  in  your  project 
and  would  appreciate  hearing  from  you  regarding  the 
progress  you  make.  Ml 


We’re  very  close 
to  your  friends 
at  WALT  DISNEY 
WORLD!  d, 

...  3  miles  in  fact! 


We’ll  give  you  a  one  bedroom 
apartment  lor  less  than  the 
price  of  a  motel  room.  Two  double 
beds,  living  room,  convertible  sofa, 
dinette,  all  electric  kitchen,  patio,  air 
conditioned. 

$39  PER 

NIGHT  DOUBLE 

GROUP 
RATES 
ON 

REQUEST 


DAYS 


800  mi  327  “  9126 

5820  Space  Coast  Parkway,  Kissimmee,  FL  32741 
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NEWS  IN  BRIEF 


Employee  Benefits  To  Increase 
In  Decade  Ahead 

According  to  a  report  in  the  Wall 
Street  Journal,  employee  benefits  are 
expected  to  expand  in  the  1980's 
despite  concerns  about  increasing 
costs.  The  data  was  obtained  from  a 
survey  conducted  by  William  H. 
Mercer,  Inc.,  of  2,500  chief  execu¬ 
tives. 

Most  of  the  expansion  will  come 
in  pensions,  pre-retirement  counsel¬ 
ling  and  specialized  care  such  as 
dental  and  legal  plans.  Some  46%  of 
those  surveyed  expect  the  greatest 
internal  pressure  for  expanded  bene¬ 
fits  to  come  from  middle  managers, 
while  43%  of  the  respondents  felt 
the  pressure  would  come  from 
blue-collar  workers.  Labor  unions 
and  the  federal  government  were 
among  the  “external  pressures" 
cited  most  often.  Only  0.1  %  hope  to 
see  more  government  regulation  of 
pensions. 

Popularity  Increases  For 
Cross-Country  Skiing 

Also  from  the  Wall  Street  Journal: 

.  .  .  Sales  of  equipment  for  cross¬ 
country,  or  “Nordic"  skiing,  are  ex¬ 
pected  to  be  up  about  30%  this  sea¬ 
son  from  $70  million  a  year  ago. 
One  major  maker  of  Nordic  skis  says 
that  the  industry's  growth  rate 
should  continue  at  that  level  for  the 
next  four  to  five  years.  William  D. 
Danner,  president  of  Trak,  Inc.,  was 
quoted  as  saying  that  "there'll  be 
more  cross-country  skiers  in  the  U.S. 
than  downhill  skiers  by  1983.  This 
year  cross-country  skiers  are  ex¬ 
pected  to  number  about  6.7  million, 
an  increase  of  almost  29%  from  a 
year  ago.  Currently  there  are  11  mil¬ 
lion  downhill  skiers  in  the  U.S. 

Major  sports  equipment  retailer, 
Herman's  World  of  Sporting  Goods, 
reports  that  sales  of  cross-country 
gear  are  up  24%  this  year,  while 


sales  of  downhill  equipment  show 
no  gain.  Reasons  behind  the  grow¬ 
ing  popularity  of  Nordic  skiing  are 
many:  the  equipment  costs  about 
$125,  less  than  half  the  price  of 
downhill  skis,  poles,  boots  and  bind¬ 


ings;  cross-country  skiers  don't  need 
mountains,  lift  tickets  or  long  drives 
to  ski  resorts  to  enjoy  their  sport;  and 
enthusiasts  don't  run  the  risk  of  the 
serious  injuries  associated  with 
downhill  skiing.  PIH 


AMERICA  SHAPES  UP 


Parcourse  Fitness  Circuit,  the  hottest 
exercise  phenomenon  since  jogging,  is 
shaping  up  America  with  astounding 
success.  This  innovative  European  idea 
was  first  developed  to  medically  sound 
perfection  in  the  United  States  by 
Parcourse,  Ltd. 

Its  concept  is  simple:  to  maintain 
overall  physical  fitness  by  performing 
specific  exercises  along  an  18  or  9  station 
walking/jogging  path.  And  it’s  great 
outdoor  fun  for  everyone. 

In  addition  to  the  unique  Parcourse 
Heart-Check  System  developed  in 
conjunction  with  the  National  Athletic 
Health  Institute,  there  are  easy-to- 


read,  illustrated  signs  that  “coach"  the 
participant.  The  Parcourse  circuit 
adapts  to  variable  terrain,  can  be  custom 
designed  to  become  an  integral  part 
of  your  landscape,  and  requires 
minimal  maintenance. 

In  just  three  years  we've  introduced 
the  Parcourse  Fitness  Circuit  to  millions 
of  people  in  over  forty  states  — at  institu¬ 
tions  as  varied  as  the  Hyatt  Hotels, 
Harvard  University,  and  IBM.  Can  we 
introduce  it  to  you?  For  more  informa¬ 
tion  on  the  Parcourse  Fitness  Circuit 
and  our  related  educational  programs 
return  the  coupon  below  or  call 
(415)  931-9444. 


Yes!  Please  send  me  your  free  illustrated  brochure  with  all  the  details  of  the 
Parcourse  Fitness  Circuit  and  the  related  Parcourse  educational  programs. 
Name  &  Title _ _ _ 

(please  print) 

Name  of  Organization _ _ _ 

Address- _ . _ _ _ _ _ _  .  ..City _ 

State. - Zip  - . . . Tejephone _ _ _ 

Type  of  Business:  □  Hotel/Resort  □  Corporation  □School  □  Other 


Parcourse.  Ltd..  3701  Buchanan  St..  San  Francisco,  CA  94123 
Copyright  ©  1979  by  Parcourse,  Ltd. 

Parcourse  is  a  registered  trademark  of  m  mr~^m  tn 

Parcourse.  Ltd.  F  ‘u’KXl  HKKJB86 02KmD357 
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Order  your 


professional  library 


□  Benefit  Analysis  of  the  Industrial  Recreation 
Institution 

A  compilation  of  several  papers,  first  delivered  at  the 
1978  NIRA  Conference  and  Exhibit.  Covers  the  benefits 
of  employee  programs,  accountability  within  and  for 
quality  programs,  the  development  of  responsible  volun¬ 
teer  leaders  and  the  use  of  a  needs  assessment  survey.  50 
pages.  $5.00. 

□  Employee  Recreation:  Outlook  for  the  Future 

A  comparison  of  data  compiled  from  surveys  of  NIRA 
members  in  1974  and  1978.  Covers  activities,  facilities, 
staff  personnel  and  salaries,  budgets,  and  more.  67 
pages.  $5.00. 

□  Two  for  one:  "Benefit  Analysis"  and  "Outlook" 

(above).  117  pages  $7.00 — save  $3.00. 

□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation  di¬ 
rectors,  leaders,  and  program  coordinators.  The  only 
publication  in  its  field. 

□  $10/yr.  □  $15/2  yrs.  □  $18/3  yrs. 

Add  $1 .00  (U.S.)  per  year  for  foreign  subscriptions. 

□  Principles  of  Association  Management 

A  basic  how-to  guide  for  the  association  administrator. 
Published  cooperatively  by  the  American  Society  of  As¬ 
sociation  Executives  (ASAE)  and  the  Chamber  of  Com¬ 
merce  of  the  United  States.  Hard  cover.  437  pages.  $15 
for  NIRA  members.  $20  for  non-members. 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  why  they 
back  industrial  recreation  and  NIRA.  Leaders  of  Ford 
Motor  Company,  Goodyear  Tire  &  Rubber  Company, 
U.S.  Steel,  3M  and  other  industrial  giants  provide  in¬ 
valuable  support  for  your  programs.  $7.00.  Discounts 
available  for  orders  of  20  or  more. 

**Postage  and  handling  is  included 
in  price  of  all  publications 
except  textbook. 


□  Who's  Who  in  Business,  Industry  and  Government 
Employee  Recreation 

The  only  directory  of  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's).  46  pages. 
$7.50. 

□  Flow  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  publicity, 
teams,  leagues,  eliminations,  and  finals.  36  pages. 
$4.00. 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliography  of  industrial  recreation  re¬ 
sources  by  Robert  W.  Schoott  and  Douglas  M.  Crapo, 
Ph.D.  More  than  470  entries.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than  70  sports 
arenas,  pools,  courts  and  fields.  $4.00. 

□  The  Untapped  Potential:  Industrial  Recreation 
Illustrated  booklet  based  on  a  talk  by  Frank  Flick,  Presi¬ 
dent  of  Flick-Reedy  Corp.  and  the  first  NIRA  Employer  of 
the  Year.  $3.00. 

□  An  Introduction  to  Industrial  Recreation:  Employee 
Services  and  Activities 

The  first  college  textbook  on  employee  programs  to  be 
published  in  a  generation.  An  invaluable  resource  for  the 
student,  new  practitioner  and  veteran  administrator. 
Covers  economic  and  ethical  background,  practical 
program  implementation  guidelines,  and  the  place  of  the 
professional  recreation  director  in  business,  industry  and 
government.  Hardcover.  236  pages. 

Number  of  copies  . . . . — 

$14.95  per  copy  . . . . 

Plus  postage  and  handling*  * 

$1.00  for  one  copy . . . . . 

$2.50  for  2-5  copies  . . 

$4.00  for  6-12  copies  . . . . 

$0. 50/copy,  more  than  12  copies . . 


Name 

Title 

Phone ( 

) 

Company 

Address 

Zip 


Total  Enclosed  _ 

Return  payment  and  order  form  to:  National  Industrial  Recreation  Association 

20  N.  Wacker  Dr.  •  Chicago,  IL  60606 


TOURNAMENT  NEWS 


by  Stephen  W.  Edgerton,  CIRA 
Xerox  Corporation 
NIRA  Vice  President, 
Tournaments  and  Services 


The  results  are  in  on  the  1979  Regional  On-Site  Golf 
Tournaments  and  the  Third  Annual  NIRA/Golf  Digest 
Postal  Golf  Tournament.  First  second  and  third  place  net 
winners  in  each  flight  of  each  tournament  are  listed  be¬ 
low: 

1979  Region  I,  II  and  VIII  On-Site  Golf  Tournament 
Held  September  29-30,  Mayfair  Country  Club; 


Akron,  Ohio: 

"A"  flight 

1st 

B.F.  Goodrich 

438 

2nd 

Goodyear  Tire  #1 

441 

3rd 

TRW 

447 

"B"  flight 

1st 

Inland  Division— GMC  #3 

451 

2nd 

PPG  Industries,  Pa.,  #1 

460 

3rd 

Inland  Division — GMC  #2 

462 

"C"  flight 

1st 

Babcock  &  Wilcox 

492 

2nd 

Washington  Gas  &  Light 

504 

3rd 

Grimes  Division-Mid-Ross  #2 

512 

1979  Region  III  and  V  On-Site  Golf  Tournament 
Held  August  25-26,  French  Lick  Sheraton;  French  Lick, 


Indiana 


"A"  flight 

1st 

Ford  Motor  Company  #1 

228 

2nd 

Ford  Motor  Company  #2 

232 

3rd 

UAW  #182 

247 

"B"  flight 

1st 

Delco  #2 

240 

2nd 

Armco  #2 

253 

3rd 

Lennox 

260 

"C"  flight 

1st 

NCR  Corporation 

259 

2nd 

Motorola  #1 

262 

3rd 

Modern  Drop  Forge  #2 

267 

Region  IV  On-Site  Golf  Tournament 
Held  September  22-23,  Inverray  Country  Club;  Lauder¬ 
hill,  Florida;  home  of  the  fackie  Gleason  Golf  Classic 


"A"  flight 

1st 

Motorola 

585* 

2nd 

Monsanto 

582 

3rd 

Lockheed,  Georgia 

602 

"B"  flight 

1st 

Piper 

557 

2nd 

Motorola 

583 

3rd 

Lockheed 

619 

"C"  flight 

1  St 

Piper 

532 

2nd 

Piper 

556 

3rd 

Motorola 

615 

*Tournament  winners  based  on  total  team 

gross 

Region  VII  On-Site  Golf  Tournament 

Held  at  the  Sahara  and  Paradise  Valley  Country  Clubs; 

Las  Vegas,  Nevada 

" A "  flight 

1st 

ITT  Courier  #2 

429 

2nd 

U.S.  Steel 

445 

3rd 

Solar  #2 

447 

"B"  flight 

1st 

Raytheon  #1 

445 

2nd 

Motorola  S.G.  #3 

446 

3rd 

Xerox  #1 

452 

"C"  flight 

1st 

Raytheon  #2 

452 

2nd 

Motorola  S.G.  #4 

462 

3rd 

Salt  River  Project  #3 

464  ! 

Hughes  #4 

464  ■: 

j.P.L.  #2 

464 

"D"  flight 

1st 

Salt  River  Project  #6 

455 

2nd 

JPL  #3 

459 

3rd 

Hughes  #5 

460 

continued  on  following  page 
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THIRD  ANNUAL  NIRA/GOLF  DIGEST 
1979  POSTAL  GOLF  TOURNAMENT 


rooooo^\ 


MID-AMERICA  TOURS 

17042  Torrence  Avenue 
South  Holland,  I L  60473 
Chicago— 928-4500 
Illinois— 800/942-9205 
I  nter-State— 800/323-8383 


QUALITY 

VACATIONS 

USA  and  CANADA 

Let  us  show  you  what 
personalized  service  really 
means! 

Escorted  air  and  motor- 
coach  tours  for  individual 
NIRA  members  or  exclu¬ 
sive  group  arrangements. 
FREE  tour  brochure.  Net 
wholesale  prices  to  NIRA 
members. 


SLIDE/SOUND  PRESENTATION  AVAILABLE  ON  REQUEST 


RM 
PRESENTS 


1980 

Buyer’s  Guide 
and  Services  Directory 

featuring 


Apparel 


Equipment 


Facilities 


Hotels  and  Resorts  Merchandise  Prizes  and  Trophies 

Professional  Services  Sporting  Goods  Travel  Services  Theme  Parks 


_  .1  _ 
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SPORTING 

GOODS 


Baseball/Softball 

DE  BEER  BASEBALLS  AND  SOFTBALLS 
5  Burdick  Dr. 

P.O.  Box  11-570 
Albany,  NY  12211 
(518)  438-7871 
Elsa  G.  de  Beer 
Advertising  Manager 

Manufacturers  of  all  types  of  baseballs:  Major 
League  specification,  Little  League,  Pony,  Babe 
Ruth,  etc.  Softballs:  12",  14",  16",  red  stitched 
Limited  Flight,  and  famous  Clincher  seam. 


HILLERICH  &  BRADSBY  CO. 

P.O.  Box  35700 
Louisville,  KY  40232 
(502)  585-5226 
Bill  Williams 
Vice  President 

Louisville  Slugger  baseball  and  softball 
aluminum  bats,  wood  bats,  gloves  and  mitts, 
balls,  batting  gloves,  pitching  machines. 


BEAR  ARCHERY 

SUBSIDIARY  OF  WALTER  KIDDE  AND  COM¬ 
PANY,  INC. 

4600  S.W.  41st  Blvd. 

Gainesville,  FL  32601 
(904)  376-2327 
Hardy  Ward 

International  Sales  Mgr./Educational  Services 
Director 

World's  largest  supplier  of  archery  tackle 
specializing  in  the  manufacture  of  compound 
and  recurve  bows,  arrows,  targets  and  acces- 


THE  ATHLETIC  INSTITUTE 
200  Castlewood  Dr. 

N.  Palm  Beach,  FL  33408 
(305)  842-3600 
John  Joyce 

Director  of  Marketing 

Producer  of  athletic  and  physical  education  in¬ 
structional  films  and  publications. 


Bowling 

AMF,  INC.  BOWLING  PRODUCTS 
Jericho  Turnpike 
Westbury,  L.I.,  NY  11590 
(516)  333-6900,  ext.  336 
Al  Spanjer 

Director  of  Marketing  Services 


GOLF 

GOLF  DIGEST,  INC. 
495  Westport  Ave. 
Norwalk,  CT  06856 
(203)  847-5811 
Alan  M.  Deyoe,  Jr. 
Vice  President 


MINIMAX  COMPUTING  CORPORATION 

P.O.  Box  222327 

Dallas,  TX  75222 

(214)  748-7944 

A.  G.  Nichols 

President 


Shooting  Sports 

CASWELL  EQUIPMENT  CO.,  INC. 

1221  Marshall  Street,  N.E. 

Minneapolis,  Minn.  55413 
Phone  (612)  333-1511 
Ted  Busch 

Vice  President,  Sales 

Shooting  range  equipment,  indoor  and  out¬ 
door,  for  recreational  as  well  as  police  and 
guard  service.  Extensive  assistance  available. 
Installations  throughout  the  world  for  over  50 
years. 


WINCHESTER  FRANCHISE  OPERATIONS 
275  Winchester  Ave. 

New  Haven,  CT  06504 
(203)  789-5151 

F.  Carter  Wood  III 
Mgr.,  Club  Relations 

Miscellaneous 

NATIONAL  SPORTING  GOODS  ASSN. 
717  N.  Michigan  Ave. 

Chicago,  IL  60611 
(312)  944-0205 

G.  Marvin  Shutt 
Executive  Director 
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NATIONAL  SHOOTING  SPORTS  FOUNDA¬ 
TION,  INC. 

1 075  Post  Road 
Riverside,  CT  06878 
(203)  637-3618 
A.  H.  Rohlfing 
Executive  Director 


BOWLING  PROPRIETORS  ASSN. 

OF  AMERICA 

P.O.  Box  5802 

Arlington,  TX  7601 1 

(817)460-2121 

Vladimir  A.  Wapensky 

Executive  Director 


AMATEUR  SOFTBALL  ASSN.  OF  AMERICA 

2801  N.E.  50th 

P.O.  Box  11437 

Oklahoma  City,  OK  73111 

(405)  424-5266 


AMERICAN  BOWLING  CONGRESS 
NATIONAL  HEADQUARTERS 
5301  S.  76th  St. 

Greendale,  Wl  53129 
(414)  421-6400 
Tom  New 


TRAVEL  SERVICES 


Airlines 

AIR  CANADA 
600  Madison  Avenue 
New  York,  NY  10022 
(212)  935-7740 
L.  G.  Dales 

Passenger  Sales,  Div.  Manager 
Airline  services  from  the  U.S.  to  Canada's 
boundless  recreational  opportunities.  Summer 
and  winter,  Canadian  resorts,  parks  and  cos¬ 
mopolitan  cities  can  provide  your  employee 
groups  with  new  recreational  experiences. 


Car  Rentals/Railroads 

ECONO-CAR  INTERNATIONAL,  INC. 

4930  W.  77th  Street,  Suite  260 
Edina,  MN  55435 
(612)  944-5300 
Charles  E.  Cook 
Director  of  Marketing 

When  it's  your  money:  Compare  our  rates  by 
calling  (800)  228-1000.  Over  1,500  locations 
worldwide.  We  are  available  worldwide  at 
Godfrey-Davis  International  rental  locations. 
We  feature  foreign  and  other  fine  cars. 

NATIONAL  CAR  RENTAL 
5501  Green  Valley  Drive 
Minneapolis,  MN  55437 
(612)  830-2589 
Wayne  Herberger 
Manager-Group  Sales 

Worldwide  car  rental  services  for  business  or 
pleasure  travel. 

Cruise/Ship  Lines 


HOME/LINES  CRUISES 

\  •  t  oft 

One  World  Trade  Center  apPc''r 

Suite  3909  Cov«"V 

New  York,  NY  10048 
(212)  432-1414 

Home  Lines  seven-day  cruises  sail  from.  New 
York  spring  through  fall.  Fly/cruise  packages 
from  far  west  and  Texas  to  Nassau  and  Ber¬ 
muda.  Fall  Caribbean  cruises  from  New  York 
and  Florida. 


Hotels  and  Resorts 

AMERICANA  HOTELS,  INC. 

605  Third  Avenue 
New  York,  NY  10016 
(212)  557-1776 
Susan  Petri 

Manager,  Sales,  Promotion  &  Ad 
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BILTMORE  HOTEL 

43  rd  Street  &  Madison  Avenue 

New  York,  NY  10017 

(212)  687-7000 

Alan  E.  Rusch 

Director  of  Sales  and  Marketing 


CARIBBEAN  GULF  HOTEL 
430  South  Gulfview  Blvd. 
Clearwater  Beach,  FL  33515 
(813)  443-5714 
Bradley  J.  Cox 
Director  of  Marketing 


CLAREMONT  RESORT  HOTEL 

&  TENNIS  CLUB 

P.O.  Box  23363 

Ashby  &  Domingo  Avenues 

Oakland,  CA  94623 

(415)  843-3000 

Mick  Arseneault 

Director  of  Marketing 

Grand  old  hotel  located  15  minutes  from 
downtown  San  Francisco.  Country  garden  set¬ 
ting  on  25  acres.  Olympic  size  pool,  tennis 
courts,  gourmet  dining,  room  service.  Several 
packages  available.  The  Bay  area's  only  resort 
hotel. 


COURT  OF  FLAGS  HOTEL 
5715  Major  Blvd. 

Orlando,  FL  32805 
(800)  327-2119 
Marcie  Hurt 
Sales  Manager 

'Resort  in  a  hotel'  . . .  offers  800  deluxe  guest 
rooms,  3  heated  swimming  pools,  25  acres  of 
tropical  landscape,  tennis  courts,  saunas  . .  . 
and  just  a  few  minutes  from  all  area  attrac¬ 
tions. 


DAYS  LODGE  ,,H  0« 

5820  Space  Coast  Parkway  page20. 
Kissimmee,  FL  32741 

(800)  327-91 


DAYTONA  OCEANS  ELEVEN  RESORTS 

2025  South  Atlantic  Avenue 

Daytona  Beach  Shores,  FL  32018 

(800)  874-7420— In  Florida  (800)  342-5624 

Sharon  Mock 

Sales  Manager 

Six  hotels  offering  956  rooms,  suites  and  ef¬ 
ficiencies  in  Daytona  area.  All  are  full  service 
hotels  with  restaurants,  lounges,  swimming 
pools  and  spacious  oceanfront  sundecks.  Dis¬ 
count  program  for  NIRA  members. 


FRENCH  LICK  SHERATON 
French  Lick.  IN  47432 
(812)  935-9381 
Michael  A.  Nelson 
Director,  Sales  &  Marketing 


GREAT  WESTERN  HOTELS  CORPORATION 
P.O.  Box  2127 
LaHabra,  CA  90631 
(213)  691-3251 
Allan  Erselius 
National  Sales  Manager 
Great  Western  Hotels  Corporation  owns  and 
operates  various  hotels  in  southern  California 
and  Las  Vegas,  Nevada.  Great  Western's 
Marina  Inn  near  Laguna  Beach  is  a  total  recrea¬ 
tion  facility  with  sailing,  beaches,  parks  and 
fishing. 


HACIENDA  HOTEL  &  CASINO 
3950  Las  Vegas  Blvd.,  South 
Las  Vegas,  N  V  891 1 9 
(702)  739-8911 
Clem  Bernier 

Vice  President  and  General  Manager 


HARLEY  HOTELS 

2100  Terminal  Tower 

Cleveland,  OH  44113 

Philip  E.  Williams/William  Taylor 

National  Sales  Managers 

HIGH  COUNTRY  INN 
BoX  96 

Winter  Park,  CO  80482 
(303)  726-5566 
Arthur  W.  Lang 
Paftner/Manager 
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HILTON  HOTELS  CORPORATION 
Hilton  Center  Office  Building 
900  Wilshire  Blvd. 

Suite  730 

Los  Angeles,  CA  90017 
(213)  626-1441 
Richard  Lidz 
Director  of  Sales, 

Recreation  &  Incentive  Programs 
Individual  and  group  travel  programs  created 
specifically  for  employee  recreation  clubs.  In¬ 
teresting  reductions  on  Hilton  Rainbow 
weekend  packages  throughout  the  USA  during 
1980.  Reservations  through  your  local  Hilton 
Reservation  Service. 


HOLIDAY  INNS,  INC. 
3796  Lamar  Avenue 
Memphis,  TN  38118 
(901)  362-4224 
Reg  Mallamo 
Sales  Development 


HOWARD  JOHNSON  COMPANY 
2400  East  Devon 
Suite  156 

Des  Plaines,  IL  60018 
(312)  297-0817 
Deno  Moustakas 

National  Manager,  Group  &  Tourist  Dept. 


HYATT  HOTELS  HAWAII 
Hemmeter  Center 
Honolulu,  HI  96815 
Susan  Cannon 


HYATT  HOUSE  HOTELS 
9701  West  Higgins  Road 
Rosemont,  IL  60018 
(312)  399-2100 
Joe  Korsdmeier 


MT.  WASHINGTON  HOTEL 
Bretton  Woods,  NH  03842 
(603)  278-1000 
Normand  Dugas 


OLYMPIA  RESORT  &  SPA 
1350  Royal  Mile  Road 
Oconomowoc,  Wl  53066 
(414)  567-0311 
Loretta  M.  Dillman 
Regional  Sales  Manager 

SANDPIPER  RESORTS 
5606  Gulf  Blvd. 

St.  Pete  Beach,  FL  33706 
(813)  360-2731 

1-800-237-0707  outside  Florida 
Bill  Ward 

Director  of  Marketing 
Patsy  Helinger 

Eight  beach  resorts  on  St.  Pete  Beach  and  Trea¬ 
sure  Island,  Florida.  Close  to  a  variety  of  res¬ 
taurants  and  shops.  Near  Florida's  major  at¬ 
tractions.  Motel  rooms,  apartments,  efficien¬ 
cies.  Group  requests  welcomed. 

SHERATON  HOTELS  &  MOTOR  INNS 
35  East  Wacker  Drive,  Suite  1138 
Chicago,  IL  60601 
(312)  263-4607 
Jim  Murray 

TOPEKA  INN  MANAGEMENT,  INC. 

2209  West  29th  Street 
Topeka,  KS  66611 
(913)  266-7021 
W.  James  Griffith 

Senior  Vice  President  of  Sales  and  Advertising 

TORREY  PINES  INN 

1 1 480  North  Torrey  Pines  Road 
Lajolla,  CA  92037 
(714)  453-4420 
Harry  O'Brien 
General  Manager 

Located  on  Torrey  Pines  Golf  Course,  home  of 
Andy  Williams  Open.  Beautiful  view  of  Pacific 
Ocean.  Banquet  and  meeting  facilities.  A.A.U. 
size  pool.  Seascape  Dining  Room  and  Cocktail 
Lounge. 

TRAVELODGE  INTERNATIONAL,  INC. 

250  TraveLodge  Drive 
El  Cajon,  CA  92090 
(714)  442-0311 
Bill  Albinson 
General  Sales  Manager 
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WESTERN  INTERNATIONAL  HOTELS 
2000  Fifth  Avenue  Building 
Seattle,  WA  98121 
(206)  447-5274 
Jim  Weiss 

Manager,  Travel  Industry  Sales 
Operating  55  quality  hotels  and  resorts  in  15 
countries.  For  reservations  see  your  travel 
agent  or  call  us  toll  free  (800)  228-3000  in  the 
continental  U.S.  or  (800)  268-8383  in  Canada, 
except  Toronto  which  is  368-4684. 


Themed/Amusement 

Parks 

ABC  SCENIC  ATTRACTIONS/ 

SILVER  SPRINGS,  INC. 

P.O.  Box  367 
Silver  Springs,  FL  32689 
(904)  236-2121 
Barry  Kenney 
Director  of  Marketing 


KINGS  ISLAND 
P.O.  Box  400 
Kings  Mills,  OH  45034 
(513)  241-5600 
Jerry  W.  Greager 
Manager/Group  Sales 

MAGIC  MOUNTAIN 

26101  Magic  Mountain  Parkway 

Valencia,  CA  91355 

(805)  255-4100 

Roger  Bornstein 

Sales  Manager 


MARRIOTT'S  GREAT  AMERICA 

P.O.  Box  1776 

Gurnee,  IL  60031 

(312)  249-2040 

Scott  E.  Frantel 

Manager  of  Sales 

Family  entertainment  center  featuring  five  his¬ 
torically  themed  areas.  Enjoy  spectacular 
shows,  thrilling  rides  and  delicious  food.  Con¬ 
tact  Group  Sales  for  special  employee  benefit 
programs. 


OPRYLAND  USA 
Opryland  Sales  Department 
2802  Opryland  Drive 
Nashville,  TN  37214 
(615)  889-6600 
Nathan  R.  Cline 
General  Sales  Manager 

An  entertainment  park  featuring  1 2  live  musi¬ 
cal  productions.  Music  Americlub,  an  em¬ 
ployee  discount  program  for  companies 
employing  300  or  more.  Company  outings,  in¬ 
centive  programs  and  package  tour  service  for 
groups  or  individuals. 


RUFF  TRAVEL,  INC. 
1732  West  Wise  Road 
Schaumburg,  IL  60193 
(312)  529-2404 
Aaron  E.  Ruff 
President 


SEA  WORLD 

1720  South  Shores  Road 

San  Diego,  CA  92109 

(714)  222-6363 

Bill  Mamas 

Sales  Manager 

Sea  World  features  six  shows  and  thirty  major 
exhibits  and  attractions.  Star  performers  in¬ 
clude  Shamu  the  Killer  Whale,  dolphins,  sea 
lions  and  walrus.  Also  Cap'n  Kids  World  and 
the  world's  largest  live  shark  exhibit. 


CENTER/SKI-O-RAMA  TOURS,  INC. 
7  South  Franklin  Street 
Hempstead,  NY  11550 
Nancy  DiRusso 
Director  of  Sales 


WALT  DISNEY'S  MAGIC  KINGDOM  CLUB 
1313  Harbor  Blvd. 

P.O.  Box  4489 
Anaheim,  CA  92803 
(714)  533-4456 
Bob  Baldwin  - 
Manager 
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WISCONSIN  DELLS  VACATION  CLUB 
P.O.  Box  65 

Wisconsin  Dells,  Wl  53965 
(608)  253-3031 
(608)  253-5021 
Thomas  M.  Diehl 
President 

Twenty  percent  Discount  Club  to  Wisconsin 
Dells.  Five  leading  attractions:  Upper  and 
Lower  boat  tours,  Tommy  Bartlett  Ski,  Sky  and 
Stage  Show,  Fort  Dells,  Biblical  Gardens.  Over 
2,000,000  members  nationwide. 


Travel  Agents/ 
Tour  Operators 

EUROTOP  TOURS,  INC. 

20  Providence  Street 
Suite  735 

Boston,  MA  02116 
(617)  542-1112 
Jerome  L.  Zadow 
Executive  Director 


GROUPS  INTERNATIONAL,  INC. 

4800  Yackley  Road 
Lisle,  IL  60532 
(312)  969-1362 

Rosemary  Trout,  Sales  Manager 
Edwin  Human,  President 

Group  travel  specialists  with  emphasis  on  per¬ 
sonal  attention  before,  during  and  even  after 
the  tour.  Quality  group  travel  programs  for 
employee  associations  and  incentives.  Always 
escorted  from  your  departure  city. 


HAWAIIAN  HOLIDAYS 
711  Third  Avenue 
New  York,  NY  10017 
(212)  687-7400 
(800)  221-2216 

Professional  marketing/travel  organization 
serving  vacation  &  business  travel  markets  for 
two  decades.  Special  emphasis  on  employer 
recreation  travel  and  incentives.  Voluntarily 
bonded.  A  NIRA  member  for  over  7  years. 


INTERNATIONAL  TRAVEL  SERVICE 

102  Wilmot  Road 

Deerfield,  I L  60015 

(312)  291-8000 

James  P.  McGough 

Account  Executive 


INTER  TRAV  CORPORATION 

1 700  North  Farnsworth  Avenue 

Aurora,  IL  60505 

(312)  898-4101 

David  A.  House 

President 


KINTETSU  INTERNATIONAL  EXPRESS 

1270  Avenue  of  the  Americas 

New  York,  NY  10029 

(212)  586-4350 

Junji  Fujita 

General  Manager 


MAYFLOWER  TOURS 
1121  Warren  Avenue 
Downers  Grove,  IL  60515 
(312)  960-3430 
(800)  323-7604 
Janet  Lampert 
Vice  President 

Group  travel  specialists.  U.S.  and  Canada  es¬ 
corted  vacations.  Customized  itineraries.  In¬ 
centives  and  employee  recreation  travel. 


PRESLEY  TOURS,  INC. 

R.R.  1 

Makanda,  IL  62958 
(618)  549-0704 
Thomas  Frenkel 
Manager 

Personalized,  escorted,  custom  group  tours — 
domestic  and  international.  Net  wholesale 
prices  quoted  to  NIRA  members.  Twenty  years' 
experience.  Fully  bonded.  Licenses,  member¬ 
ships,  include:  NIRA,  NTBA,  ASTA,  ICC,  AM- 
TRAK,  ATC,  IATA,  DATA,  IPSA. 
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QUEEN  MARY  TOURS 
P.O.  Box  20890 
Long  Beach,  CA  90801 
(213)  435-4747,  ext.  326 
Barbara  Dunn 
Sales  Manager 

JERRY  SIMON  ASSOC.  INC/ 
SKI  GROUP 
Ruppert  Towers  East 
1619  Third  Avenue,  Suite  201 
New  York,  NY  10028 
(212)  831-7501 
Jerry  Simon 
President 


IRISH  TOURIST  BOARD 
230  North  Michigan  Avenue 
Suite  1312 
Chicago,  IL  60601 
(312)  726-9356 
Maurice  Dunne 


MEXICAN  GOVERN 
405  Park  Avenue 


Exhibits  in  14  U.S.  and  Canadian  cities  by  air¬ 
lines,  travel  wholesalers,  U.S.  and  foreign  ski 
areas,  government  travel  offices.  Travel  agents, 
corporate  travel  departments,  ski  clubs,  associ¬ 
ations,  recreation  directors,  welcome  to  attend. 

SUNSATION  VACATION  CONCEPTS,  INC. 

3616  South  Atlantic  Avenue,  Suite  B 

Daytona  Beach  Shores,  FL  32019 

(904)  761-8888 

Maria  Fink 

President 


Visitors  Bureaus, 

Foreign 

CANADIAN  GOVERNMENT 

OFFICE  OF  TOURISM 

332  South  Michigan  Avenue,  Room  1710 

Chicago,  IL  60604 

(312)  782-3760 

Charlotte  Ward 

Travel  Promotion  Officer 

A  free  travel  counseling  service  for  visitors  to 
Canada.  Additional  offices  located  in:  Atlanta, 
Boston,  Buffalo,  Cleveland,  Dallas,  Detroit,  Los 
Angeles,  Minneapolis,  New  York,  Philadelphia, 
San  Francisco,  Seattle  and  Washington. 


GENEVA  TOURIST  OFFICE 
1  Rue  De  La  Tour  De  L'ile 
Geneva,  1 204,  Switzerland 
Jane  Peel 

Promotion  Manager 


Visitors  Bureaus, 
Domestic 

CHICAGO  CONVENTION  & 

TOURISM  BUREAU 

332  South  Michigan  Avenue 

Chicago,  IL  60604 

(312)  922-3530 

Frank  C.  Sain 

President 


DAYTONA  BEACH  AREA  CHAMBER  OF 
COMMERCE 

City  Island,  P.O.  Box  2775 
Daytona  Beach,  FL  32015 
(904) 255-0985 
Rolland  G.  Palmer 

Director,  Convention  &  Tourism  Division 
Twenty-three  miles  of  the  world's  most  famous 
beach.  25,000  sleeping  rooms.  Freeway  min¬ 
utes  from  Walt  Disney  World  and  all  other 
major  Central  Florida  attractions. 


AMERICA  TOURS, 
42  Torrence  Avenue 
th  Holland,  IL  60473 
)  928-4500  Chicago 
)  474-7770  Suburba 
)  942-9205  Intra  Sta 
)  323-8383  Inter  Sta 
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NEW  YORK  CONVENTION  &  VISITORS 
BUREAU,  INC. 

90  East  42nd  Street 
New  York,  NY  1 001 7 
(212)  687-1300 
Charles  Gillett 
President 


U.S.  VIRGIN  ISLANDS 
DIVISION  OF  TOURISM 
10  Rockefeller  Center 
Suite  1001 

New  York,  NY  10020 
(212)  582-4520 
Rafael  K.  Jackson 
Regional  Director 


Ski  Areas  and  Resorts 

HEAVENLY  VALLEY  SKI  RESORT 
P.O.  Box  at 

South  Lake  Tahoe,  CA  95705 
(702)  588-4584 
Brady  Hodge 
Marketing  Director 

America's  largest  ski  resort  offers  all-inclusive 
individual  and  group  ski  packages:  25  lifts,  250 
lodges,  spectacular  Lake  Tahoe  scenery,  snow 
making,  7  major  gaming  casinos.  Free  brochure 
and  group  rates. 

JAY  PEAK 

Jay  Peak,  VT  05859 
(802)  988-2611 
Ian  B.  MacDonald 
Marketing  Director 

KILLINGTON  SKI  AREA/MOUNT 

SNOW  SKI  AREA 

Killington  Road 

Killington,  VT  05751 

(802)  422-3333 

John  W.  Clifford 

Vacation  Sales  Manager 

SCHUSS  MOUNTAIN  RESORT 
Mancelona,  Ml  49659 
(616)  587-9162 
Kevin  N.  Owen 
Director  of  Sales 


SUGAR  LOAF  MOUNTAIN  RESORT 
RT  1 

Cedar,  Ml  49621 

(616)  228-5461 

Earl  (Bob)  Harris 

Vice  President,  General  Manager 

Miscellaneous 

DISCOVER  AMERICA  TRAVEL 
ORGANIZATIONS,  INC. 

1899  L  Street,  N.W. 

Washington,  D.C.  20036 
(202)  293-1433 
Duncan  G.  Farrell 
Vice  President 

The  national  association  of  the  U.S.  travel  in¬ 
dustry  can  consult  with  you  on  all  travel  pro¬ 
grams,  at  no  cost.  Please  call  us. 

INTERNATIONAL  TRAVEL  CARD 

Gulf  Life  Tower 

Jacksonville,  FL  32207 

(904)  399-8300 

Thomas  N.  Kay 

President 


VARIED  GOODS 
AND  SERVICES 


Arts  &  Crafts/ 

Hobbies  &  Games 

ALBEE  &  COMPANY 
269  Lexington  Street 
Waltham,  MA  02154 
(617)  894-2040 
David  E.  Walsh 

Director  of  Industrial  Marketing 
Specialists  in  all  types  of  indoor  recreational 
equipment,  i.e.  pool  tables,  foosball,  table  ten¬ 
nis,  shuffleboard,  reconditioned  pin  balls,  juke 
boxes,  darts,  games  (cards,  checkers,  chess, 
backgammon,  etc.)  game  room  layouts.  Profes¬ 
sional  service  department. 
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Entertainment 

GCC  THEATERS,  INC 

27  Boylston  Street 

Chestnut  Hill,  MA  02167 

(617)  232-8200 

Seymour  H.  Evans 

Vice  President,  Public  Relations 


MADISON  SQUARE  GARDEN 
4  Pennsylvania  Plaza 
New  York,  NY  10001 
(212)  563-8080 
Marge  Fearon 
Director  of  Group  Sales 


PRO  FOOTBALL  HALL  OF  FAME 
2121  Harrison  Avenue,  N.W. 
Canton,  OH  44708 
(216)  456-8207 
David  R.  Motts 
Operations  Manager 


Film  Rentals 

JOURNAL  FILMS,  INC. 
930  Pitner  Avenue 
Evanston,  IL  60202 
(312)  328-6700 
Michael  T.  Collins 
Marketing  Manager 


SWANK  MOTION  PICTURES,  INC. 

201  South  Jefferson 
St.  Louis,  MO  63103 
(314)  534-6300 
Jim  Saia 

National  Recreation  Sales  Manager 

National  distributor  of  both  current  and  classic 
Hollywood  features  and  short  subjects.  In¬ 
cludes  current  and  classic  top  titles  from  the 
major  producers  and  personalized  service  with 
forty  years  of  experience. 


(305)  591-2200 

Leslie  S.  Langberg 

Director  of  Advertising  and  P.R. 

Showman  chefs  slice,  dice,  spice  and  sizzle  a 
dazzling  array  of  shrimp,  steak,  lobster, 
chicken,  fresh  vegetables  before  your  eyes  on 
teppanyaki  tables.  Pizazz  oriental-style. 

CLAMBAKE  AMERICA 
270  Congress  Street 
Boston,  MA  02210 
(617)  542-6200 
David  Siersdale 
Executive  Vice  President 

HICKORY  FARMS  OF  OHIO,  INC. 

300  Holland  Road 
Maumee,  OH  43537 
(419)  893-7611 
Ann  C.  Thomas 
Assistant  Secretary 


STEWART  SANDWICHES,  INC. 
5732  Curlew  Drive 
Norfolk,  VA  23502 
(804)  420-1347 
Noel  Funchess 
National  Sales  Director 


Merchandise  for  Discount 
and/or  Resale 

BRONSON  PHARMACEUTICALS 

4526  Rinetti  Lane 

La  Canada,  CA  91 01 1 

(213)  790-2646 

Frosty  Ainlay 

Vice  President 

DETECT-A-TRONICS,  INC. 

6847  Lee  Highway 
Arlington,  VA  22213 
(703) 533-0080 
Martin  M.  Simon 
President 


Fdods/Beverages/Vending 

BENIHANA  OF  TOKYO,  INC. 

8685  N.W.  53rd  Terrace 
Miami,  FL  33166 
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ENCYCLOPAEDIA  BRITANNICA 

P.O.  Box  232 

Ft.  Lee,  NJ  07024 

(201)  224-5200 

Frank  E.  Holmes,  Jr. 

Executive  Vice  President 

FLICK-REEDY  CORPORATION 
7N015  York  Road 
Bensenville,  IL  60106 
(312)  766-3400 
Arthur  L.  Conrad 
Vice  President 
Employee  &  P.R. 

HARDWICKE  COMPANIES 
8685  N.W.  53rd  Terrace 
Miami,  FL  33166 
(305)  591-2200 
Margaret  Gagnon 
National  Sales  Director 

HELBROS  WATCHES,  INC. 

2  Park  Avenue 
New  York,  NY  1 001 6 
(212)  685-6300 
Sol  Demel 
Advertising  Director 

Helbros  offers  NIRA  members  men's  and 
ladies'  digital  watches,  Analog  quartz  watches, 
diamond  watches,  sport  watches,  nurses' 
watches,  fashion  watches.  Write  for  a  com¬ 
plete  catalog  and  program  details. 


MARKETING  FILM  INTERNATIONAL 

45  West  45th  Street 

New  York,  NY  1 0036 

(212)  921-2240 

Gail  Pizarro 

Sales  Manager 


NEW  ENGLAND  ART  PUBLISHERS 

10  Railroad  Street 

North  Abington,  MA  02351 

(617)  878-5152 

James  J.  Harkins 

Sales  Manager 

The  world's  most  beautiful  personalized  deluxe 
Christmas  cards  of  the  highest  quality  and  de¬ 
signs.  “Designed  for  particular  people."  Serv¬ 
ing  recreation  and  employee  clubs  for  over  30 
years.  Guaranteed  programs. 


REPS.  NORTHEAST,  INC. 

203  Middlesex  Turnpike 
Burlington,  MA  01803 
(617)  273-2424 
James  R.  Rice 
President 

Agency  offering  sales  and  service  on  variety  of 
small  appliances:  razors,  heaters,  clocks,  mic¬ 
rowave  ovens,  etc.  Special  employee  purchase 
programs  to  meet  individual  NIRA  member's 
needs. 

REVLON  COMMISSARY  SALES,  INC. 

767  Fifth  Avenue 
New  York,  NY  10022 
(212)  572-5917 
William  G.  Bruce 


RICHARD  KASTNER  COMPANY 
1292  East  48th  Street 
Brooklyn,  NY  11234 
(212)  253-6525 
Herbert  M.  Rein 
Vice  President 


SAM  ASH  MUSIC  CORPORATION 
301  Peninsula  Blvd. 

Hempstead,  NY  11550 
(516)  485-2122 
Paul  Ash 
Vice  President 


S.O.S.  TALISMAN  INTERNATIONAL 

2  Park  Avenue 

New  York,  NY  10016 

(212)  685-5343 

Sol  Demel 

Marketing  Director 

S.O.S.  Talisman  jewelry,  worn  in  37  countries 
around  the  world,  could  save  your  life,  in  acci¬ 
dent  or  emergency.  Vital  personal  and  medical 
data  contained  in  sealed  capsule.  Bracelet  or 
pendant  models  for  men,  women  and  children. 
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tjjnquestioned  leader  in  "progressive  resis 
tknce"  exercise  equipment  for  strength,  flexi 
bility  and  cardiovascular  development.  Con 
sjulting  services  available  for  program  assis 
tjance  and  development.  Catalog  and  informa 
tjon  on  request. 


3701  Buchanan  Stre 
San  Francisco,  CA  9 
(415)  931-9444 
Michael  Calhoun 
President 


America's  m 
gram.  Employ 
ness  by  perfo 
18  station  w 

] 

aspect  requir 


SPORTS  UNLIMITED,  INC. 

ENTERTAINMENT  '80 
30100  Telegraph,  Suite  166 
Birmingham,  Ml  48010 
(313)  642-8300 
Steven  H.  Zacks 
Executive  Vice  President 

TIME  INCORPORATED 
1271  Sixth  Avenue 
New  York,  NY  10020 
(212)  841-4336 
William  A.  Peters 
Assistant  Circulation  Director 

WEBSTER  PUBLISHING  COMPANY 

1 644  Bayview  Avenue 

Toronto,  Ontario,  Canada  M4G  3C2 

(416)  484-6900 

George  W.  Hoskins 

President 

Don't  let  your  employees  pay  door-to-door 
prices.  For  group  buying  power  prices  on  dic¬ 
tionaries,  encyclopedias,  cookbooks  and  bibles, 
contact  Webster. 

PHYSICAL  FITNESS 


MacLEVY  PRODUCTS  CORPORATION 

92-21  Corona  Avenue 

El  phurst.  New  York  City,  NY  11373 

(212)  592-6550 

Erpmuel  Mouber 

Executive  Vice  President 

Shorts  Medicine  Division  of  MacLevy  Products 

manufacturers  and  distributors  of  over  225 

quality  professional  products  including  saunas, 

fitness,  exercise,  whirlpool,  steam,  trainers  and 

locker  room  equipment.  MacLevy  provides  a 

Free  Architectural  Layout  Planning  Service. 


MARCY  GYM  EQUIPMENT  COMPANY 
1 735  Standard  Avenue 
Glendale,  CA  91201 
(£13)  247-6611 
Parker  Mahnke 


FITNESS  INDUSTRIES,  INC. 

P.O.  Box  448 
Pelham,  AL  35124 
(205)  663-3273 
Ed  Rohrbach,  Sr. 

President 

The  best  return  on  investment  in  aerobic  exer¬ 
cise  equipment  re:  time  spent,  space  required, 
and  the  ability  to  control,  measure  and  regulate 
exercise:  The  Marathon  Treadmill  by  Fitness 
Industries. 


i 
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VITAL  CORPORATION 
3955  Blue  Diamond  Road 
Las  Vegas,  NV  89118 
(702)  361-4900 
Enid  Faust 

Secretary  and  Treasurer 
Manufacturer  and  distributor  of  VITALIZER,  a 
unique  exercise  unit  disguised  as  a  hassock  that 
allows  you  to  jog  indoors.  Great  for  home  and 
office  use.  Combines  aerobic  and  rebound 


Prizes/T  rophies/Gifts 

AWARDS  BY  KAYDAN 
909  Main  Street 
Antioch,  IL  60002 
(312) 395-2900 
Daniel  M.  Dreyer 
President 


L.  G.  BALFOUR  COMPANY 
25  County  Street 
Attleboro,  MA  02703 
(617)  222-3600 
Phil  Hilton 

Vice  President  of  Sales 

SHANKER  INDUSTRIES,  INC. 
1640  Superior  Avenue 
Cleveland,  OH  44114 
(216)  241-3817 
Dave  Shanker 

SPORTS  AWARDS  COMPANY 
4351  North  Milwaukee 
Chicago,  IL  60641 
(312)  282-8060 
Roy  T.  Newton 
Vice  President 


KING  LOUIE  INTERNATIONAL,  INC. 

311  West  72nd  Street 
Kansas  City,  MO  64114 
(816)  363-5212 
Michael  Milens 
Executive  Vice  President 
A  complete  line  of  King  Louie  PRO/FIT  nylon 
athletic  jackets,  emblem  caps,  bowling  apparel 
and  corporate  identification  blazers.  All  King 
Louie  products  may  be  imprinted  with  corpo¬ 
rate,  team  or  group  name  or  logo. 

Recreation  Equipment 

FLAGHOUSE,  INC. 

18  West  18th  Street 
New  York,  NY  10011 

(212)  989-9700 
Ben  Reid 
Manager 

Miscellaneous 

CASINO  GRAN  PRIX 
729  9th  Street 
San  Pedro,  CA  90731 

(213)  831-6466 
Al  Ronzio 
Marketing  Director 

COMP-U-CARD  OF  AMERICA 

733  Summer  Street 

Stamford,  CT  06901 

(203) 324-9261 

Ann  S.  Spence 

Director  of  Marketing 


RM,  December/January,  1980 


37 


Miscellaneous 


ENCYCLOPAEDIA  BRITANNICA,  INC. 

425  North  Michigan  Avenue 
Chicago,  IL  60611 
(312)  321-7148 
Richard  E.  Van  Horn 
Director,  National  Marketing  Services 
Group  discount  offer  on  30  volume  Encyc¬ 
lopaedia  Britannica  to  members  through  your 
association. 


INDUSTRIAL  FOTO 

187  West  Orangethorpe  Avenue 

Spite  O 

Placentia,  CA  92670 
(714)  993-6150 
Ff-ed  Burnside 
President 

For  companies  seeking  attractive  employee 
programs,  Industrial  Foto  offers  a  full  line  of 
pjhoto  services  brought  into  your  plant  for  em¬ 
ployee  convenience. 


DIRECT  FOTO 

14408  East  Whittier  Blvd. 

Suite  B-7 

Whittier,  CA  90605 
(213)  696-4221 
L.  H.  "Pete”  Folliott 
President 

We  provide  photo  finishing  for  large  and  small 
companies.  This  is  done  by  our  employees  or 
by  direct  mail  working  with  the  company's  rec¬ 
reation  director. 


INVITATIONAL  PROMOTIONS,  INC. 
^1 241  Ventura  Blvd. 

Suite  1 77 

Woodland  Hills,  CA  91364 
(j800)  423-5235 
Ron  Shuken 
president 


PAT  PATTERSON  MOTOR  SALES 

2759  Lamar 

Memphis,  TN  38114 

(901)  743-7130 

Lee  Cole 

G  M/Partner 


(SUNRISE,  INC. 

303  East  Broadway 
Bismarck,  ND  58501 
(701) 258-3817 
Mary  A.  Glaser 
Vice  President  and 
Executive  Director 


Presidents  Committee  on 
Employment  of  the  Handicapped 
Washington,  D.C.  20210 
The  School  of  Visual  Arts 
Public  Advertising  System 


I  have  one  leg, 
but  that  doesn’t  stop 
me  from  being  a 
ski  instructor.” 


President’s  Committee  on 
Employment  of  the  Handicapped 
Washington,  D.C.  20210 
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SERVICES  &  ACTIVITIES 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs, 
industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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NIRA  CALENDAR 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the' month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois, 
Meets  monthly  except  May  and  August.  Contact  Sue  Siwicki — (312)  777-7000. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  he  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December,  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 


Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA— 
5938. 


‘uesday  of 
513)  445- 


Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  firslt  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  theilast  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  [scheduled 
for  the  third  Thursdays.  Contact  Bill  DeNeau — (3 13)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month,  excluding  July  and  August.  Contact  Mary  D.  McKey — (202)  573-7660. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Dave  Baker — (213)  679-451 1,  ext.  2693. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Ron  Philips — (212)  679- 
3600. 

Northern  California  Industrial  Recreation  Council/Santa  Clara,  California.  Meets  on  the 
first  Wednesday  of  the  month.  Contact  Carol  Jesse — (408)  446-7404. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  ard  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  ojn  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)277-6780,  ext.  338. 

Toledo  Industrial  Recreation  and  Employees  Services  Council  (TIRES), ^Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)475-5475. 


>K  *  * 


II 


39th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  15-20,  1980  ^t  the  Town 
and  Country  Hotel,  San  Diego,  CA.  To  become  involved  as  a  Conference  pi  inner  or  to 
request  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346- 
7575. 
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FORT.  LAUDERDALE,  FLORIDA 


W«a<li  ct  n\> 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 


Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 


Our  Own  Private  Beach 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  UNES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


i  dorIc 

25,300  tons 

TO  BERMUDA 


4T 


OCEANIC 

39,241  tons 

TO  NASSAU 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there’s  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 
TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  Conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  tor  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


AND  IN  THE  WINTER  .  .  .  Quality  Cruises 
TO  THE  CARIBBEAN  of  Various  Durations: 

:DORfc  Oceanic 


FROM  FLORIDA 


FROM  NEW  YORK 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432-1414  Offices  in  Principal  Cities 


lAruwjcdlsxL  fyoA,  Quality,  S&wiai _ diornsL  Jmula,  JanwuA,  9 lotion,  (P&aadwulL 


Racquetbalt  requires  strength,  flexibility 
muscular  endurance  and  cardiovascula 

small  amount  oh  proper  training  withfull 
range  exercise;  Only  Nautilus  provides  |n 

concepts  capable  of  meeting  *t*e$ 

I  I 


